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INVITATION

Our day-long Marketing Forum will provide a comprehensive overview of the TOP markets for Hot
Runners and Hot Runner Controllers worldwide. In the morning we will give an overview of the core
results of our studies and will analyze market developments and potential, including forecasts up to 2021
based on our current studies. Furthermore we present data on the market development of the e-mobility

market worldwide, a segment of the automotive sector, which is so important to the market.

The market lectures will include analyses by region and market sizes in terms of product groups, areas of
application and customer segments. In the afternoon, you can expect to learn about selected tools for
your marketing and sales agendas that will make you even more successful on the market! Our discussions

following the lectures will give you the opportunity to ask questions and raise topics important to you!

MARKET DEVELOPMENT | MARKET DRIVER | TRENDS *

Key results and Benchmarks of the worldwide market for Hot Runners and Hot Runner Controllers.

With data covering the total market + highlights of the developments in the following segments™:
Product Groups | Customer Groups | Application Segments | Controlling Zones | Technical Improvements

As well as Success Factors.

* The presentations are based on current studies, but they cannet and don’t want to replace the studies!

HOT RUNNERS +
worldwide

MARKETING TOOLS

CUSTOMER SATISFACTION:

WHEN: 27.02.2019

WHERE:

How to recognize the customers’ needs + maximize profit |

S Hotel IMPERIAL Vienna
SALES MANAGEMENT: Relationship Building in Sales 2.0 Kaerntner Ring 16
SHARE of WALLET Program 1015 Vienna
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LECTURES

The Worldwide Market for Hot Runners + Hot Runner Controllers

The lecture analyses the worldwide TOP markets for Hot Runners and Hot Runner Controllers in terms of market
developments, market sizes, regional developments and application segments. We present data and figures
according to market sizes and market developments of the total markets including growth rates and forecasts up
to 202 10n the basis of our current IC Market Trackings.

China Recording Double Digit Growth Rates Again

HOT RUNNERS

* Worldwide Market by Application

* Application Segments by Customer Segments
* Market development + Forecasts up to 2021
* including Market Sizes + Growth Rates

Ic ‘
Brightest Prospects for the 21.60 Zones Segment Expected vt | plastic Production Shiftto Asia Continves...  wmen

HOT RUNNER CONTROLLERS

Q ct: = Q- * Worldwide market developments by region
— fiktive data : .ﬁme * Market by Controlling Zones
I I Q. S /% * Technical Improvements
[ 11

¢ including Market Sizes + Growth Rates

The future of the Automotive Sector

The success of the electric car pioneer Tesla shows that the switch in the direction of eleciric cars is irreversible. As
the electro-mobility develops, governments around the globe set very different goals and targets. While the efforts
of European automotive powers like Germany are relatively poor, the Chinese government sees the future of the
Chinese auto industry in electro-mobility and therefor is continuously working on becoming the world market
leader in e-cars using state incentives and market liberalization.

The lecture analyses the development of the e-mobility markets worldwide.

"'”"'"!SI Eﬁ,:‘.::-:‘:rm UK there is o strong increase in PHEVs "”""!s||
e s—  E-MOBILITY worldwide

China is expanding ifs share in the BEV market by 2020

+174,6%
s

i

* worldwide market development up to 2020
* by region, market size + product groups
¢ including Growth Rates + Trends

Lad

SUCCESS FACTORS on the Hot Runner market + Discussion

The lectures introduces industry-specific success factors for the branch followed by a discussion.
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Customer Satisfaction: How to recognize the customers’ needs + maximize profit

The measurement of customer satisfaction should primarily serve the purpose to increase a company’s profitability
through a stronger customer retention. A solid analysis provides useful input to practical imrovements within the
appropriate segments, whereby demanding markets generally call for a regular monitoring of customer
satisfaction. Sustainable business growth is based on enthusiastic customers who act as brand ambassadors. The
optimization of this cycle is at the center of the lecture: from measurement, to improving the performance and up to
expanding the customer base.

The IC formola for profitability through customer valve

* Measuring customer demand
 Core parameters to increase customer satisfaction
* Recognizing customers’ needs:
Analysis of the value for money
* Differences between loyalty and customer retention

Sales Management: Relationship Building in Sales 2.0

At the latest since the turn of the millennium, customer relationship management has undergone drastic changes
with the onset of the digital revolution. In the age of digital commerce, the relationship between business and
customers is shaped by technical achievements such as search engine optimization (SEO), artificial intelligence (Al)
in commerce and virtual reality (VR), which are primarily used to measure and increase customer satisfaction.

In the age of computer assistance, personal sales become more important than ever, but only if the relationship
competence of the person and the assistance of the computer are complementary. Relationship Building 2.0 is a
reflection on the human component in sales that puts the power of automated systems on the road.

Communication history in relationship buiding b ‘--7-4 The 4 steps to relationship skill

= PN ==+ What does the computer know that you don’t know?
\ * What emotions move customers?

{ ™ ) e The way from sales pitch to relationship building

* What do strong relations ensure?

Crme
o2 erpuman

SHARE of WALLET Program

Ultimately it is the buyers who are responsible for the growth of a company. Anyone who wants to create
sustainable growth has to build a good relationship between corporate philosophy and customer needs. This
applies both to end customers as well as to B2B markets. How to successfully control growth in sales from this
perspective is shown in this lecture by Peter Berger.

ic ic .
PortioSo Development 1 '*J Customer donification * customer portiolio ”‘*“ ° Customer Typologles:

Price Optimizer, System Optimizer + Problem Solver
* Differentiation of the customer types:

What do they demand + and which type suits me2
e ,Strategic Sales Control" in technical sales
* How to develop strategies for the right customer mix

Interconnection Marketing u. Information Consulting GmbH S. 4



1e

HOT RUNNERS worldwide / 27.02.2019 / IMPERIAL Vienna Interconnection |

Consulting

PROG RAM ... including a
3-course-menu,

09.00 Introduction cotering.-l-

09.15 The Hotrunner & Hotrunner Controller Market worldwide e::E:;TC

10.30 Coffee Break

11.00 The future of the Automotive Sector

11.45 Success factors on the Hot Runners market

12.00 Discussion

12.30 Lunch Break

14.00 Customer Satisfaction: How to recognize the customers’ needs + maximize profit

14.45 Sales Management: Relationship Building in Sales 2.0
15.30 Coffee Break
16:00 SHARE of WALLET Program

Customer Voices + References

The open discussion about numerous facetes of sales has made it possible for me to once more look over
the edge of ,my own sales”. During the day new impressions occured to me, that for sure will lead to new
activities within ,,my own” sales activities.

Joachim Rauch,

Sales Director MAICO ..Mold-Masters subscribes to the Interconnection Consulting Annual Hot

Runner Report and refers to the report for various internal business initiatives.

Michael Ellis,
Director Sales Support + Marketing MOLD-MASTERS

g MILACRON Kynventive «— DME ™

molding selutians Ever—? EIEP Ef rbe wﬂy

YUDO PSG

Meusburger Group
HUSKY

Keeping our customers in the lead § SE IK I H H 5 E u®
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