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Disclaimer

This presentation contains, or may be deemed to contain, statements that are not historical facts but
forward-looking statements. Such forward-looking statements are based on the current plans, estimates
and expectations of Outokumpu’s management based on information available to it on the date of this
presentation. By their nature, forward-looking statements involve risks and uncertainties, because they
relate to events and depend on circumstances that may or may not occur in the future. Future results of
Outokumpu may vary from the results expressed in, or implied by, the forward-looking statements, possibly
to a material degree. Factors that could cause such differences include, but are not limited to, the risks
described in the "Risk factors" section of Outokumpu’s latest Annual Report and the risks detailed in
Outokumpu’s most recent financial results announcement. Outokumpu undertakes no obligation to

update this presentation after the date hereof.
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Driving topline
growth and
efficiency

Roeland Baan
President & CEO
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Driving topline growth
and efficiency
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Best value creator

in stainless steel

oy 2020 through
customer orientation
and efficiency
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Best value creator for our customers

Satisfaction among 1,222 of our customers
in 45 countries

2% AL

m Dissatisfied

m Less satisfied

45% = Satisfied
41%
] — Very satisfied
15% 8% Absolutely
Outokumpu Competitors satisfied

0Ut0kumpu O Source: Outokumpu, Dec 2016



Best value creator for our shareholders

Relative share price since the beginning of 2016
+180%
400

£10]0)

200

100 =
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0
Jan-16 Apr-16 Jul-16 Oct-16 Jan-17 Apr-17 Jul-17 Oct-17

===Qutokumpu —ATI Acerinox Aperam
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Best value creator for our employees

2017 OHI* completed:
Response rate at 80.4%
Scores improved in all practices

=
=

2016 2017 2020 target

OUtOkumDU O *Organizational health index, McKinsey&Company
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Best-in-class safety correlates with
improved quality and operational efficiency

Total recordable incident frequency, TRIF

15,0

4,8 4,5

2015 2016 oOM/17 2020
target

outokumpu O
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Stainless steel demand continues to grow

—

e Consumer goods
+19% O~ Expected global 7 &Medical
stainless steel +26%

real demand in 2020
A Automotive

ey | 46,2 "

million tonnes

Chemical, . Architecture,
Petrochemical Building &
and Energy J Construction
+15% +31%

Heavy industries
+11%

Source: SMR, Oct 2017 13



Stainless steel demand is growing faster
than industrial production...

4.6 4.9
3.4
||||| :&O ||||| 26

2017 2018 2019 2020

World industrial production growth, % m Stainless steel demand growth, %

0Ut0kumpu O Source: SMR Oct 2017, Oxford Economics Sep 2017
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...and overcapacity is expected to diminish

Asian cold rolling capacity & European cold rolling capacity & American cold rolling capacity
demand, million tonnes demand, million tonnes & demand, million tonnes
40 5 e — 5
30 4 4
/ 3 3
20
-3 2 2
10 1 1
0] 0] 0]
2012 2016 2020 2012 2016 2020 2012 2016 2020

M Cold rolled demand . Cold rolled capacity

0Ut0kumpu O Source: SMR Real Demand Oct 2017; CRU Capacity Aug 2017
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Raw material prices have supported our

earnings in 2017

European uS Nickel price,
average base price, average base price, USD/tonne
EUR/tonne USD/tonne
1122 1,374
1,063 10,014

9,600

N

2016 oOM/17 2016 oOm/17 2016 oOMm/17

Sources:
Base prices: CRU, Oct 2017, 2mm cold rolled stainless steel sheet

Nickel: LME settlement quotation
OUtOkumpu O Ferrochrome: Metal Bulletin, quarterly contract price

Ferrochrome price,
USD/Ib

1.43

0.96
o

e

2016 oOM/17

17



We continue to create value through our
must-win battles

High Performing

Organization

VISION 2020:

To be the best value creator
in stainless steel by 2020
through customer orientation
and efficiency.

The best value in the industry for customers,

shareholders and employees through:

World Class Manufacturing
Supply Chain Excellence

Commercial
Excellence

Americas

18



Topline growth and cost reductions
will deliver EBITDA of EUR 750 million

TOP LINE GROWTH

Realized

COST REDUCTION

OUt0kumpu O Baseline: adjusted EBITDA of EUR 165 million in 2015. Target: EBITDA of EUR 750 million in 2020.



Rigorous cost management
IS yielding tangible results

Procurement
costs reduced
by EUR 90
million

SG&A costs
reduced by EUR

Variable costs
per tonne*

85 million down by 4%

9M/17 compared to FY15
*Variable costs excluding procurement

outokumpu O

Ongoing

Achieve 3% annual
productivity
improvement

EUR 100 million
lower SG&A cost
run rate to be
achieved by

the end of 2017

Further savings
from procurement
initiatives to realize
in 2018

20



Commercial initiatives are
progressing according to plan

Increased

Americas’

deliveries
by 43%

outokumpu (:)

Mix
improvement We have the
best customer
satisfaction in

the industry

and pricing
excellence in
Europe

9M/17 compared to FY15

Ongoing

Increase volume
through efficiency
and debottlenecking

Richer mix through
enhanced capability
and selective sales
strategy

Value based selling

Improve customer
satisfaction to 75%

21



Stainless profitability has improved
as a result of self-help

Adjusted EBITDA, EUR million

European US

base price base price
+6.3% +1.9%

2015 2016 oM/17

" Stainless B Ferrochrome

outokumpu O
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New business area structure improves
visibility in stainless development

Long

Europe Ferrochrome Americas
Products

23



Integrated ferrochrome operations
bring significant strategic advantages

Our ferrochrome operations rank in
top 10 among major ferrochrome smelters

Productlon costs, USD/Ib

outokumpu O N E ke 2002

24



Kemi mine expansion will secure
ore supply for coming decades

 Current mining area to be exhausted early [o,e Bodies
AVAVE ine I - ( i_mfnem I Open pits / Mined Out
: ~ Mineral ineral RESOUTCES
» Expansion extends the underground mining == Resources | Resources 2™t Comont mining aree
activities to 1,000 meters Mineral Reserves
- Ensuring safe, profitable and long-term es.’,‘.?,’.‘;'.,: et et i 2021

mining process chrome feed

» Supporting the continuation of the
integrated operations in Kemi-Tornio sites
beyond 2020

O X




We are harmonizing our business and
culture through project Chorus...

Local o
New organization,
processes,
global processes
fragmented
and ways of
systems and :
data working

Increased
efficiency
and transparency,
best customer
experience,
unified platform

Roll out of
new integrated tools
and processes

2016
I

Chorus Vision 2020 New
established launched CRM

outokumpu O

S 2015220 B g 220> B

Sales & =
operations ERP Digital
planning tool roll-out transformation

26



...which creates opportunities beyond 2020

Integrated

Significantly systems with

Higher share
of automation
and robotics

shorter

. customers and
lead times

suppliers

outokumpu C)

27
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Delivering solid
cash flow

Chris de la Camp
CFO
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Delivering solid cash flow
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EBITDA
EUR 750m

Gearing
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Solid EBITDA development due to self-help
measures and supportive market...

Adjusted EBITDA, EUR million

/ -
309

2015 2016 OM/17

outokumpu O

165

32



... With all business areas improving

significantly

Europe adjusted EBITDA,
EUR million

Stainless
Ferrochrome
161
t]0]
107
295 367
203

2015 2016 oOM/17

outokumpu O

Americas adjusted EBITDA,
EUR million

22

-27

-120
2015 2016 oOM/17

Long Products adjusted EBITDA,
EUR million

13
10

-1

2015 2016 oOM/17

33



Annual capex stable at slightly above

EUR 200 million

Capex cash flow estimates, EUR million

",;/.

250

A0[0)
= Growth opportunities
®m Chorus 150

= Kemi mine 100 — - NS e 4
Expansion and other
= Maintenance

2017 2018 2019 2020

outokumpu O

34



Chorus enables efficiency improvements
throughout the organization

Reduced IT  § _ R B Creating platform

costs through
simplification

costs through
centralization of
shared services

for future
digitalization




Halving interest expenses by 2020

Debt structure*, %

33% 33%

0%

8%
16%

8% 2%
» Bonds m Convertible bonds
Long-term loans ® Pension loans
® Finance leases Short-term loans

Commercial paper

outokumpu O

Net interest expenses,
EUR million

120 -

100 -

80 - N

AN
60 - S
\/

40

20

0 1 T T T

2016 2017e

* Sep 30, 2017

2020e
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Tax-loss carry forwards will keep

cash taxes moderate

Example:
Tax loss carry forwards of EUR 100 million in country A

- Sufficient taxable income generated in country A

- Tax loss carry forwards are recognized as further deferred
tax income

- Tax rate in country A of 35%

g 2 2

Net result: Equity: Gearing:

+ EUR 35 million + EUR 35 million -0.6% D

OUtOkum pU O 1) Based on current debt and equity levels

Remaining unutilized tax loss carry
forwards amount to EUR 2,546 million,
mainly from Germany and the US

Can be recognized as further deferred tax
income when generating sufficient taxable
income in these countries

37



Aiming to reduce leverage to below 1.0

Net debt and gearing

4.0 188% [ 1Net debt/LTM adjusted EBITDA
3,0
2,0
21% 44%
1,0 <1.0
(ON0) .
2013 2014 2015 2016 /17 2020
s Net debt, EUR billion - earing

outokumpu O
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Tangible growth
potential in Europe

Roeland Baan
President & CEO
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Our successful strategy execution pave
the way for future growth

OUtOkumpU O TRIF* = total recordable incident frequency

42



Stainless profitability has significantly
outperformed the market

Europe adjusted EBITDA, EUR million Profitability boosted by self-help, index
= Stainless
Ferrochrome 220
161 180
140
107 100

610
2015 2016 oOM/17

e=wEurope stainless adjusted EBITDA
e ropean average base price
amm|\ickel price

2015 2016 oOM/17

43

Outokum u Source: European average base price: CRU, Oct 2017, 2mm cold rolled 304 stainless steel
p Nickel price: LME settlement



Completed restructuring creates
solid basis for Europe

Delivery
performance of our We have realized

We have kept Ferritics

stable market share optimization
German mills has >EUR 50 million

increased from SG&A cost savings
~70% to >90%*

despite the closure investment in Krefeld

of Benrath mill in was completed
2016 successfully

OUtOkumpU O *9M/17 compared to FY15 a4



Stock levels are
at historical
averages

Imports have
increased
particularly from
Korea & Taiwan

Sources:
SMR, Oct 2017 / Eurofer, Sep 2017

Cold rolled
market expected
to grow by over
400,000 tonnes

in 2015-2020

)
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Our path to future growth y
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On track to solid
profitability

Michael S. Williams
President, Americas
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We are on track
to solid profitability

outokumpu O



Must win battles
remain our core focus

AMERICAS

outokumpu O
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High Performing Organization
continues to improve efficiencies

Organization
fully engaged
with safety:

Organizational
Health Index

Organizational

New top restructuring

sales leaders

100% .
in place

participation in
SafeStart

response rate
at 86%

underway
in Mexico

51
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Manufacturing Excellence
continues to drive value growth

52% reduction in e
: Sales volume up per tonne
Lost Time
. by 10% reduced
Incidents L
significantly
AMM AWARDS
FOR STEEL EXCELLENCE
Significant OEE* B
Higher improvement: Prime yield
demonstrated 26% at melt improvement of
capacity shop, 33% at 1.1%
cold rolling

OUtOku mpu O *OEE: Operational Equipment Efficiency = Availability x Performance x Quality

52



Operational efficiency leading to significant

change and results

OEE

Melt shop Hot line slitter Targeted yield improvement

raw material
optimization

project to Improvement to to maximize
decrease costs decrease costs contribution per
bottleneck hour

outokumpu C)
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Americ;&tainless market is growing...

Total Americas cold rolled market 2017: 2,600,000 tonnes

“x\i

‘ 171ktons

=

Source: SMR;.Oct 2017
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...and the US market demand is recovering

Average prices rose in September

Prices moved
above historical

China imports
replaced by

Demand is Stock levels

recovering:

below historical
averages

other Asia &
Taiwan

average in

+2% in 2017 September

Sources:
OUtOkumpU O SMR, Oct 2017 / MSCI, Sep 2017 / AlSI, Aug 2017

55



Earning our fair share
of the market in the Americas

- IMPROVED MIX IS THE KEY
- PROFITABILITY DRIVER

0Ut0kumpu O *Shipped on time in full

56



Targeting for a more profitable mix

"l Coldrolled M Continuous mill plate Hot band white B8 Hot band black

outokumpu O
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Higher market penetration in southeastern
US adds to profitable growth

AONKS 2017

-

Southeast [ Southwest Y Midwest B west Northeast

outokumpu O
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We have improved our EBITDA

significantly...

New sales Improving
professionals customer
dedicated to satisfaction —
target growth sales back office

areas transition
AI! 26 o_peratmg Mexinox
units trained and :
restructuring
measured
: underway
consistently

outokumpu o

Lean
manufacturing
principles
incorporated into
onboarding
process

Logistics
optimization and
procurement
savings plans
gaining traction

Americas adjusted EBITDA,
EUR million

22

-120

2015 2016

59



...but there is still runV\fay left
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Capturing significant
growth opportunities

Kari Tuutti
President — Long Products
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Capturing significant
growth opportunities

outokumpu O



-

@ "
We have made great progress since

-

|

outokumpu O

<~

2016
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We have ~10% share in Europe and NAFTA

Stainless long products demand

by region (2017) Core markets: Europe and NAFTA

NAFTA Germany
EMEA
Asia 21% 22% e
excl.
Ch'gla NAFTA
e 6% Italy
19%
Other Other g
1% E
urope
22%
%gl(r;a Sweden Spaln France
TOTAL: 6.0 mtonnes TOTAL: 1.6 mtonnes

outokumpu O Source: SR Sep 2017
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Positive demand outlook in key segments:
4% growth during 2017-2020

End-customer industries Growth by segment (2017-2020)

Automotive &

Other
Heavy Transport |

Industrial & Heavy Industry
Chemical,

ABC & Petrochemical Chemical, Petrochem. and Energy
Infrastructure & Energy

Consumer Goods and Medicals

ABC and Infrastructure

Automotive & Heavy Transport

Others

Consumer Goods Industrial & 0 1000 2000
& Medical Heavy Industry
2017 m 2020

TOTAL: 6.0 mtonnes

outokumpu O Source: SVR Sep 2017
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Solid profit growth in 2017...

Long Products Long Products adjusted
deliveries, 1,000 tonnes EBITDA, EUR million
248 245 40
213
I l .
% & © £,
S S NS T\
% YV YV X M ° o o
N Q N N R
v I M
~ Jan-Sep M Oct-Dec >

outokumpu O
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...driven by significant improvements
In cost competitiveness

Long Products fixed costs,
index (2015=100)

100

2015 2016 2017

outokumpu O
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Long Products’ contributing
to must-win battles

HIGH PERFORMING

SAREIR ORGANIZATION

outokumpu O

MANUFACTURING
EXCELLENCE

)

69



Driving growth through
World Class Supply Chain

Our inventory High customer
rotation is below satisfaction at
60 days 79%

Our SOTIF*

Is at 90%

*Shipped on time in full

outokumpu ()

Ongoing

Develop
manufacturing
excellence to
increase production
reliability and
maintain low
inventories

Maintain SOTIF at
>90%

Develop inventory
management and
integration with
customers to offer
short lead times

70



Driving growth
in Americas

We have grown
volumes by over

New special bar

line is in full
production

20% and profit
by 100%

outokumpu ()

Established
rebar go-to-

market
partnerships

71



Driving growth
in Americas

I P,
outokumpu (___)

Outokumpu Stainless Bar
selected as the supplier of
the year 2017 (stainless
category) by ThyssenKrupp
Materials NA Copper &
Brass

72



Driving growth
in Americas

We have grown
volumes by over

New special bar
line is in full

1 .
20% and profit oroduction

by 100%

outokumpu ()

Established
rebar go-to-
market
partnerships

Ongoing

*+ Expand
geographical reach
with key service
center partners

* Expand rebar
business with key
fabricator partners
both in the US and
in Canada

+ Take market share
from European
imports

73



Driving growth through
Commercial Excellence

We have grown : Increased Expanded
special shapes Prodec high large bar

bar volumes by A machinability _ capabilities
over 100% /== bar sales \ and business

outokumpu (:\

Ongoing

Grow sales of high
value added

specialty products to

most demanding
customers

Leverage reduced
cost base to grow
strategic semis
customer base

Further strengthen
finished products
business

74






Establishing
seamless,
fully integrated
processes

Liam Bates
EVP — Supply Chain Management Europe

outokumpu O



World Class Supply Chain




Mov@g to fully integrated processes

Efficiency

« Optimize routings Establishing one

- with least resources _ seamless, fully
Yo integrated sales and

« and lowest cost operations planning

pProcess

outokumpu C)
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Case: Dillenburg delivery performance
Improvements are clearly visible

Dillenburg delivery performance, %

100%

90%

80%

70%

60%

Sep-16 Dec-16 Mar-17 Jun-17 Sep-17

outokumpu O
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,'//f. ot
-

y actions

Establishing one

Raw material - seamless, fully

optimization N ’

(rlr:ix / production) y j integrated sales and |$
[iig. operations planning

i -

Scrap buying
Direct procurement

process

80




Case: Challenging the status quo

saves money

Single biggest material
handling contract renegotiated
with should-cost model and
renewal of 15-year contract

Bid included eight biggest
service providers from Europe
and Americas

outekumpu O

13.5%
annual savings
with improved
payment terms

81



Case: We achieved significant savings
from a supplier change

Bidding major Stevedoring 26%
agreement and changing annual savings
10+ year old incumbent with improved

supphe;r to a new supplier with payment terms
better industry references

82



Case: We renegotiated take-or-pay deal
In energy

Long-term fixed contract
for electricity became , ~4%
non-sustainable with savings

current energy prices with improved

With right partnership payment terms
approach, we renegotiated
the remaining deal

outokumpu (:)



Chorus enables us to move from
fragmented processes to integrated funnel

Time horizon

Strategic plannin Key input/output

_interaction
between levels

Opportunltles
Eliminate
suboptimization
Reduce NWC

Lowest cost
per route

84







Delivering 3%
annual productivity
Improvement

Maciej Gwozdz
EVP — Operations Europe

outokumpu O




This is our roadmap for
global manufacturing

Outokumpu Production System

outokumpu O
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We are on track to deliver 3% productivity
improvement in 2017

All 11
manufacturing Six-week
locations have Black Belt

Since the
start of 2017,
92 projects

Financial
project

closed, 172
projects are
ongoing

tracker In
place

completed the training
leadership delivered
training

outokumpu O

88



Case:

Reduce working capital in Germany

OPPORTUNITY. .

* Work in progress
handling causes a
disturbed production
flow

* High inventories,
increased lead time

and poor delivery
performance

» Setting the metrics for
sustainable
performance

ACTIONS IMPACT

* Process mapping
» Target state definition

- Gap analysis |:> Inventories reduced

by 50%

89



Case:

Eliminate processing speed loss in Sweden

OPPORTUNITY

« Scale formation on
black hot band
reduces processing
speed (quality issue)

ACTIONS

 Six Sigma

methodology to
Increase process
stability

« Optimized furnace

times and acid
compositions

=

IMPACT

20% line speed
increase

1,000 tonnes/month
additional capacity

90



Case:
Reduce idle time in Finland

OPPORTUNITY ACTIONS

» Lean Tools applied
through a set of
workshops

» Improve Operating
Equipment Efficiency

« Standardized process
in place for each
product change

(OEE) by reducing
process idle time

outokumpu O

IMPACT

91






Creating value
through customer
orientation

Olli-Matti Saksi
Head of Sales Europe

outokumpu O



Creating value through
customer orientation | =

VISION 2020

b

Main KP! /.

drivers

_outokumpu(T) o . N,

94



We have improved margins |
through self-help ) 4

Index 4
130

120

110

100

90
2014 2015

===Contribution margin ===European base price

outokumpu O

95



We are improving custf)mer satisfaction
\ h

TR AN TR S T




Case: Focused customer support led to
signhificant profitability improvement

Background:
Customer expansion into new products
to become leading high-tech supplier

Actions:
Extensive global R&D and technical
support and close cooperation with

+100% customer to achieve the right product mix

Outcome:
Provide customer with lean duplex grade
for demanding applications

2014 PAONRS) 2016
[ Volume — Profitability

outokumpu (:) .



Case: We have increased our negotiation
result by mix optimization

Analysis phase Volume Target setting 2017

Contr.
Margin
e Grade
Grade A
Grade Grade Grade

Grade C with highest profitability but
2016 volume was zero

Negotiation result

outokumpu () +>100 EUR/t




Duplex delivers high value performance
and differentiates us from competition

Oil Storage Tanks Forta

LDX
Antwerp, Belgium 2104

“More and more duplex stainless steels are chosen
because of the very good price-performance ratio.
Duplexes have a similar corrosion resistance as the
austenitic stainless steels which are normally used, but
offer an advantage to optimize plate thickness due to
higher strengths without diminishing the total tank
integrity”

Market

leader

Jan Jochems
Chief Technical Officer, lvens Construction

outokumpu (:)



We provide state of the art knowhow of
production and application

Ping An International
Finance Center

Shenzhen, China

“Outokumpu stood out for its rich global experience and
highly efficient and customized products. Outokumpu’s

Product World

leading
product

differen-
tiation

vision, ‘a world that lasts forever', and their mission of
‘creating long lasting and recyclable advanced materials’
is the perfect match to our vision of providing a
sustainable testament to the pioneering spirit of Shenzhen.”

Spokesperson
Ping An Finance Center

outokumpu (:i
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