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Organic Order Growth and Improved Profitability

With the acquisitions Sulzer announced last year, the company has laid the
foundation for profitable growth in 2017 and beyond. Order intake increased by 12.5%,
of which 1.9% was organic and 10.6% (CHF 150 million) came from acquisitions. Sales
increased by 3.7% but declined organically by 6.7% on a lower opening order backlog.
Operational ROSA of 7.4% increased by 30 basis points as Sulzer Full Potential (SFP)
savings of CHF 26 million more than offset market headwinds.

For the full year 2017, Sulzer is updating its guidance on order intake. The company
previously expected order intake to grow by 5 to 8%. Now Sulzer forecasts order intake
growth of 7 to 10%. The company confirms its guidance on sales and operational EBITA
margin.

Key figures for the first half of 2017 (Jan 1 — June 30)

Change in +—% +-%
millions of CHF 2017 2016 +/-%  adjusted” organic?
Order intake 1594.6 14234 12.0 12.5 1.9
Order intake gross margin 34.2% 34.6%

Order backlog as of June 30 /

December 31 1649.3 14391 14.6

Sales 1428.5 1380.9 3.4 3.7 -6.7
EBIT 55.3 81.7° -323

OpEBITA 106.1 98.7 7.5 7.7 -1.0
opROSA 7.4% 7.1%

Net income attributable to

shareholders of Sulzer Ltd 36.9 50.4 -26.8

EPS 1.08 1.48

FCF -25 3.7

Net liquidity as of June 30/

December 31 -279.8 -35.9

Employees as of June 30/December 31

(number of full-time equivalents) 15027 14 005 7.3

Abbreviations:

EBIT: Operating income

ROS: Return on sales (EBIT/sales)

OpEBITA: Operating income before restructuring, amortization, impairments, and non-operational items

OpROSA: Return on sales before restructuring, amortization, impairments, and non-operational items (opEBITA/sales)
EPS: Basic earnings per share

FCF: Free cash flow

: Adjusted for currency effects.
2 Adjusted for acquisition and currency effects.
3 CHF 46.3 million excluding the one-time gain from the Swiss pension plans of CHF 35.4 million.
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Performance in the first half of the year*

In the first half year, order intake increased by 12.5%. Of this, 1.9% was organic and 10.6%
through acquisitions. Orders from the oil and gas market stabilized at a low level with
increased activity in the downstream market segment. Order intake from the power market
increased through the acquisition of Rotec. Orders from the water market decreased
because of fewer larger orders in the engineered water business, while the municipal water
market remained active. General industry orders grew through acquisitions.

Sales increased by 3.7% on a currency-adjusted basis, whereas they decreased by 6.7%
organically compared with the same period of the previous year. The organic decline is
mainly due to decreasing sales volumes from the oil and gas market in the Pumps
Equipment division.

Operational EBITA increased on a currency-adjusted basis. Despite lower organic sales
volumes, operational ROSA increased to 7.4% from 7.1% in the first half of 2016. EBIT
amounted to CHF 55.3 million in the first half of 2017, impacted by restructuring expenses
and SFP program costs. In 2016, non-operational items had included a one-time gain of
CHF 35.4 million resulting from a reduction of the conversion rate of the Swiss pension
plans. Excluding this one-time gain, EBIT would have totaled CHF 46.3 million.

Acquisitions and SFP as foundation for growth

Acquisitions announced in 2016 contributed a total of CHF 150 million to Sulzer’s overall
order intake. In May 2017, the company signed a binding agreement to acquire Simcro,
positioning its Applicator Systems division in another attractive end-market segment —
animal healthcare.

The company is on track for additional SFP savings in 2017 of CHF 40 to 60 million. Sulzer
also confirms its goal of cumulative savings of CHF 200 million from 2018 onwards. All of the
savings are secured through actions already launched. SFP has helped the company
counterbalance adverse market impacts in the past and will benefit margins as the market
rebounds.

Outlook

For the full year 2017, Sulzer is updating its guidance on order intake. The company
previously communicated that order intake would grow by 5 to 8%. The updated guidance
indicates that order intake is expected to grow by 7 to 10%. The company confirms its
guidance on sales and operational EBITA margin. Sales are forecast to grow by 3 to 5%.
The operational EBITA margin (opROSA) is expected to be around 8.5%.

“ If not otherwise indicated, changes compared with the previous year are based on currency-adjusted figures.
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Results in detalil

Pumps Equipment: Order intake increased, sales under pressure

In the first half year of 2017, Pumps Equipment reported a growing order intake on a
currency-adjusted basis and remained broadly stable organically. While oil and gas orders
grew, power orders declined. The water segment decreased, due to fewer larger orders in
engineered water. The general industry segment was up on the acquisition of Ensival Moret.

Currency-adjusted and organic sales decreased. This largely comes from significantly lower
sales volumes from the oil and gas market, which is due to last year’s lower order intake, and
the timing of projects.

The division’s operational EBITA turned negative, mainly driven by lower organic sales
volumes. Consequently, operational ROSA amounted to a negative 2.4%. As previously
announced, the pumps spare parts business was transferred from Pumps Equipment to
Rotating Equipment Services as of January 1, 2017. With the back-end loaded sales profile
of the remaining new equipment business, the company expects profitability to break even in
the full year.

Key figures Pumps Equipment (Jan 1 — June 30)

Change in +-% +-%
millions of CHF 2017 2016 +-%  adjusted* organic®
Order intake 590.7 565.8 4.4 5.4 -0.5
Order intake gross margin 28.4% 28.1%
gg‘ieernf’;‘grk'solg as of June 30 / 827.8 697.4 18.7
Sales 528.6 603.1 -12.4 -12.1 -19.5
EBIT -36.8 -14.8 n/a
OpEBITA -12.7 1.2 n/a n/a n/a
opROSA -2.4% 0.2%

Employees as of June 30/December 31 5660 5156 938

(number of full-time equivalents)

Rotating Equipment Services: Higher order intake, sustained profitability

Order intake increased both on a currency-adjusted basis and organically compared with the
same period of the previous year. The increase was triggered largely by turbo services which
reported growing order intake despite increased competition from original equipment
manufacturers. Pumps services (including parts) and the electromechanical business also
grew.

Organically, sales decreased slightly from the previous year’s level, mainly due to the weaker
order intake in the Americas in the last quarter of the previous year.

Operational EBITA was on the previous year’s level, resulting in an operational ROSA of
12.4% compared with 12.2% in the first half of 2016.

www.sulzer.com
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Key figures Rotating Equipment Services (Jan 1 — June 30)

Change +—% +/-%
millions of CHF 2017 2016 in+/-%  adjusted" organic’
Order intake 549.1 5245 4.7 4.2 1.0
Order intake gross margin 37.3% 38.0%
ggi‘zrrfsgrkgolg as of June 30/ 427.7 378.7 12.9
Sales 491.0 498.9 -1.6 -1.5 -1.5
EBIT 57.8 55.1 4.9
OpEBITA 60.9 60.9 - 0.8 0.9
opROSA 12.4% 12.2%

Employees as of June 30/December 31 4582 4541 0.9

(number of full-time equivalents)

Chemtech: Growing order intake, sales and profitability

Chemtech reported growing order intake compared with the same period of the previous
year, both on a currency-adjusted basis and organically. The increase is largely due to the
robust performance of the Separation Technology business.

In the first half of 2017, currency-adjusted and organic sales increased. This is in line with the
higher order intake last year. Higher sales in the tower field services business stemming from
the execution of previously booked large projects also contributed to the increase.

Operational EBITA increased strongly on higher sales volume and operational improvement
measures. Accordingly, operational ROSA improved to 4.9%.

Key figures Chemtech (Jan 1 — June 30)

Change +-% +/-%
millions of CHF 2017 2016 in+-%  adjusted" organic®
Order intake 265.8 247.1 7.6 7.8 7.6
Order intake gross margin 29.7% 30.7%

Order backlog as of June 30/ 334.4 304.9 97

December 31

Sales 231.5 210.0 10.2 104 10.2
EBIT 6.0 -10.9 n/a

OpEBITA 11.4 4.3 165.1 162.8 178.7
opROSA 4.9% 2.0%

Employees as of June 30/December 31 2946 2570 14.6

(number of full-time equivalents)
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Applicator Systems: Sales and profits increased

By nature of the business, there is little difference between order intake and sales at
Applicator Systems. Organic sales increased by a currency-adjusted 6.7% in the first half of
2017. The acquisitions of Geka and PC Cox contributed an additional CHF 98.1 million in
sales, boosting the growth rate to 100% on a currency-adjusted basis. Organic growth was
driven by the industrial adhesives and dental segments.

Operational EBITA increased to CHF 45.1 million in the first half of 2017 from CHF 29.7
million in the same period of the previous year, mainly due to acquisitions. Operational
ROSA is not comparable with the first half of 2016 because of the impact of the Geka
acquisition which was closed in the second half of 2016 and is therefore not included in the
comparable base.

Key figures Applicator Systems (Jan 1 — June 30)

Change +-% +-%
millions of CHF 2017 2016 in+/-%  adjusted" organic®
Order intake 210.1 106.2 97.8 100.0 7.0
Order intake gross margin 44.6% 55.2%
ggizrn?k?ecrkgolg as of June 30/ 59.4 58.0 o4
Sales 208.5 105.0 98.6 100.2 6.7
EBIT 35.5 24.6 44.3
OpEBITA 45.1 29.7 51.9 52.2 14.4
opROSA 21.6% 28.3%

Employees as of June 30/December 31 1649 1562 56

(number of full-time equivalents)
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Midyear results online and result presentation: www.sulzer.com/myr17

Sulzer Ltd will hold a short conference call on the occasion of the publication of the midyear results 2017:

Date: Thursday, July 27, 2017
Time: 09:00 a.m. CET / 03:00 a.m. EST

The presentation can be followed by webcast (audio slides) or by dialing-in to the conference call. To access the
webcast or to dial in to the conference call, use the following links and numbers, respectively:

Webcast www.sulzer.com/myrl7-webcast
Dial-in

Local — London, United Kingdom: +44 (0)20 3059 5862

National free phone — United Kingdom: 800 368 1054

Local — New York, United States of America: +1 (1)631 570 5613

National free phone — United States of America: 001 (1)866 291 4166

Local — Geneva, Switzerland: +41(0)58 310 5000

National free phone — Switzerland 080 000 1750

Please dial in 5 minutes before the start of the conference call.

Playback webcast
The playback of the webcast will be available shortly after the event under the following link:
www.sulzer.com/webcast

Key dates in 2017
October 26 Order intake Jan. — Sept. 2017

Sulzer, headquartered in Winterthur, Switzerland, since 1834, specializes in pumping solutions, services for
rotating equipment, and separation, mixing, and application technology. The company creates reliable and
sustainable solutions for its markets: oil and gas, power, water, and general industry. Sulzer serves customers
around the world through a network of over 180 production and service sites, and it has a strong footprint in
emerging markets. In 2016, the company achieved sales of roughly CHF 2.9 billion with around 14 000
employees. www.sulzer.com

Inquiries:

Investor Relations: Christoph Ladner, Head of Group Communications and Investor Relations,
Phone +41 52 262 30 22, christoph.ladner@sulzer.com

Media Relations: Rainer Weihofen, Media Spokesperson
Phone +41 52 262 36 09, rainer.weihofen@sulzer.com

This document may contain forward-looking statements including, but not limited to, projections of financial
developments, market activity, or future performance of products and solutions containing risks and uncertainties.
These forward-looking statements are subject to change based on known or unknown risks and various other
factors that could cause actual results or performance to differ materially from the statements made herein.
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