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THIS IS GETINGE

2015 IN BRIEF

A year of growth

The Group’s order intake increased organically by 1.9% (0.7) during the year. Net sales also
grew organically by 1.8% (0.6) compared with the preceding year, meaning that Getinge has
now surpassed annual sales of SEK 30 billion.

Alex Myers new President and CEO

Alex Myers assumed the position as President and CEO of Getinge at the Annual General
Meeting on March 25, 2015, succeeding Johan Malmquist. Johan Malmquist acted as an
advisor to the Board and CEO for the remainder of the year.

Comprehensive transformation program

A comprehensive transformation program aimed at reigniting growth and improving prof-
itability was launched during the year. New financial targets for the period 2016-2019 were
also presented. Read more about the program and the new financial targets on pages 14-18.

Consent Decree with FDA

At the beginning of the year, a US federal judge approved a Consent Decree between the
Medical Systems business area and the Food and Drug Administration, FDA. A number of
measures in the ongoing remediation program were undertaken during the year to improve
the business area’s quality management system. The total financial consequences related to
the Consent Decree, excluding the costs for the remediation program, amounted to approx-
imately SEK 315 M during the year, of which SEK 215 M was charged to the Group’s EBITA
and SEK 100 M pertains to restructuring costs. Read more about the Group’s quality focus
on page 3.

Group-wide quality function

A new Group-wide Quality Regulatory Compliance function was established during the
second quarter, for the purpose of developing efficient shared processes for the Group as
awhole.
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THIS IS GETINGE

STRONG FOCUS ON QUALITY

Intense efforts were made to strengthen processes and procedures for the company’s
quality management system during the year. A major focus continued to be directed to the
work on the comprehensive remediation program launched in 2013.

The FDA, Food and Drug Administration, inspected a number of
Medical Systems’ manufacturing units in 2013, which led to ob-
servations about the facilities’ quality management system. It is
important to emphasize that these observations concerned the
procedures and processes of the quality management system,
not the products themselves. Extensive internal work was initiated
in 2013 to strengthen the quality management system. In parallel
with this, Medical Systems entered into a dialog with the FDA.

A formal Consent Decree was approved in February 2015,
which clearly outlines the way forward and provides assuranc-
es to the FDA that Medical Systems will complete the necessary
improvements and establish a global quality management sys-
tem. Under the terms of the Consent Decree, certain products
manufactured at Medical Systems’ Atrium Medical Corporation
business unit based in Hudson, New Hampshire, were temporari-
ly suspended while corrections are being made. Certain products
currently manufactured by Atrium have been deemed medically
necessary by the FDA under the Decree and will continue to be
made available to customers inside and outside of the US.

The content of the Decree is aimed primarily at raising the
level of the quality management system and the FDA will then be
shown confirmation that this level has been maintained. The Decree

applies to the US manufacturing unit in Hudson (New Hampshire)
and Wayne (New Jersey), as well as the facilities in Rastatt and
Hechingen in Germany. According to the Decree, the FDA will
monitor performance at the units for a certain period of time, for
example, by performing third-party inspections of the units cov-
ered by the Decree.

There were several positive signs during the year that Medical
Systems’ quality work is on the right path. During the autumn,
full-scale production and sales of the biosurgical meshes product
group was resumed at Atrium’s new production unit in Merrimack,
New Hampshire. A successful FDA inspection was subsequently
carried out at the new facility. Third-party inspections were also
carried out at all production units encompassed by the Consent
Decree. At the end of the year, one such inspection in Hechingen,
Germany, resulted in a number of observations indicating that
additional improvement measures would need to be implement-
ed at the production unit. Intense focus is now being directed to
ensuring that such measures are implemented and that the unit’s
quality management system meets the Group’s global standards
and the requirements set on the company as a player in the medi-
cal technology industry.

Getinge’s new production unit in Merrimack, New Hampshire.

"Quality is the foundation

of our industry. We must constantly
strive to further develop and strengthen
our approach to quality.”

Alex Myers, President & CEO
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COMMENTS BY THE CEO

AYEAR OF CHANGE

2015 was an eventful year for the Group as a whole and also for me personally as the new
President and CEO of Getinge. In September, we launched a comprehensive transfor-
mation program aimed at restoring growth and improving profitability. By interacting with
customers as one company, we create a unique offering that helps solve customer

challenges throughout the entire continuum of care.

The healthcare sector is experiencing significant change. The in-
dustry is under intense financial pressure and our customers are
facing new challenges. In Europe, this involves higher demands
for caring for more patients while using fewer resources. The
same applies to the US, where healthcare is also facing complete
change. Focus is on quality, although also on structural changes,
with the healthcare sector being consolidated as a result of hospi-
tals, and thus our customers, becoming larger. In emerging mar-
kets, it is a matter of increasing access to better healthcare with
limited financial resources. Accordingly, products with simpler
functionality at a lower price are becoming increasingly important
in these markets.

| assumed the role as President and CEO in March and it was
particularly important for me to begin by gaining an understand-
ing of the organization, analyzing the operations and comparing
both internal and external benchmarks. My conclusion was that
we needed a major structural reorganization to enable continued
growth and sustainable profitability. Intensifying price pressure,
combined with greater consolidation of both private and public
sector hospitals, has driven the need for a more efficient and agile
organization.

A FUNCTIONAL ORGANIZATION FOCUSED ON CUSTOMER
VALUE
In September, we launched a comprehensive transformation pro-
gram aimed at enhancing competitiveness. The program will cre-
ate growth through, among other things, alignment of the product
portfolio, and a sales organization that offers Getinge’s complete
product portfolio and is more clearly tailored to the needs and
value chain of the healthcare industry. In addition, the program will
lead to significantly improved cost efficiency. In order to ensure a
successful implementation of the program we need to organize
the company in a new way. During the final quarter of 2015, we
focused intensively on preparing for the functional organizational
structure under which we are merging the three business areas
into one single company — one Getinge. Getinge must reflect the
change that the industry and market are experiencing. This new
organizational structure will allow us to realize the company’s full
potential. We are now building a stronger Getinge and the new
organization took effect on January 1, 2016.

This will also be a journey of cultural change, during which
we will establish a shared approach for Getinge’s operations. We
have worked a great deal on implementing shared cultural values,
and have revised our Code of Conduct and established a Group-
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wide policy on ethics and anti-corruption. This is a central prereq-
uisite for creating a long-term, sustainable Getinge.

STRONG FOCUS ON QUALITY

The work on the remediation program to improve the quality man-
agement system in the Medical Systems business area remained
very important during the year. A Consent Decree with the US
FDA was signed at the beginning of the year and we have invested
much time and energy in improving and harmonizing our process-
es at our manufacturing units. These improvement measures are
also helping us to enhance efficiency and raise the quality of both
product development and manufacturing. Quality is one of the
foundations of the industry in which we operate and something
that we must never compromise on.

Although work remains to be done in this area, we have made
substantial progress. We must constantly strive to further develop
and strengthen our approach to quality. For along time now, Getinge
has offered fantastic products that help save lives every day — we
will continue to do this and the global quality management system
that we are now creating will help us become even better.

INCREASED ORGANIC GROWTH

At the same time, we continued to work to restore healthy organic
growth. Despite intense focus on the Consent Decree with the
FDA and the transformation program, we experienced a year of
growth and the Group achieved organic growth of almost 2%.
Itis also gratifying to state that the earnings trend is starting to
move in the right direction. After adjustments for non-recurring
costs, EBITA for the final quarter of 2015 before restructuring and
acquisition costs amounted to SEK 2,138 M, corresponding to an
increase of 7.2%.

The performance of the Infection Control business area was
very robust, and the structural changes that were carried out in
recent years have yielded results. Medical Systems performed in
line with our expectations, given the regulatory challenges with
the FDA. However, Extended Care experienced a weak year and
continued to face challenges. Read more about the performance
of the business areas on pages 39-41.

FOCUS AREAS FOR 2016

The new organization has now been established and we are
continuing our work on improving profitability and generating in-
creased growth. Our major focus in 2016 will be the so called
Big 5 efficiency initiatives. We also started working on a new
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THIS IS GETINGE

sex 30 billion in revenue

more than 1 5 000 employees

operations In 40 countries

Getinge is a leading global provider of products and Getinge Group currently generates sales of more

systems that contribute to quality enhancement than SEK 30 billion and conducts sales via propri-
and cost efficiency within healthcare and life sci- etary companies throughout the world. Production
ences. The aim is to be the most desired medtech is conducted at facilities in Brazil, France, Canada,
company in the world. China, Germany, Poland, Sweden, Turkey, the

UK and the US. In total, the Group has more than
Every day, Getinge’s products contribute to saving 15,000 employees in 40 countries.
lives and ensuring excellent care. The Group
provides products and services for operating The US and Canada is the largest region with 37%
rooms, intensive-care units, hospital wards, of sales, closely followed by Western Europe with
sterilization departments, elderly care and for life 35%, and the Rest of the World with 28%. 84% of
science companies and institutions. sales are to hospitals, while elderly care accounts

for 8% and the life science industry for 8%.

To become the world’s most desired
medtech company

VISION




THIS IS GETINGE

THE GETINGE OFFERING

Getinge’s offering is mainly targeted at care providers, care givers and care receivers.
The offering to hospitals is organized in three areas: Enable, Treat and Care. This allows
Getinge to identify customer issues at an early stage, promote clinical and economic
benefits and follow and support the customer decision process. Getinge’s unique
offering mirrors the hospital’s organization and value chain, and the solutions are

used before, during and after the patients’ hospital stay.

Treat - Acute Health Conditions

In this area, Getinge offers solutions for life support in acute health
conditions. The offering includes solutions for cardiac, pulmonary
and vascular therapies and a broad selection of products and
therapies for intensive care.

Enable - Surgeries Care - During Recovery

This area offers solutions for infection control, This area features solutions which support the
operating rooms and advanced IT systems for daily tasks of lifting and transferring of patients.
traceability and management of the flow of sterile This includes promotion of early mobility and
equipment as well as for optimal use of resources. prevention of pressure ulcers and deep vein

thrombosis, as well as patient hygiene.

LIFE SCIENCE ELDERLY CARE
In addition to the healthcare offering, Getinge’s expertise encom- Getinge also offers solutions designed to meet the growing
passes the entire span of Life Science research. Getinge’s Life demands within the elderly care sector including solutions for

Science offering allows it to meet virtually all customer needs in positioning, mattress systems, hospital beds, hygiene systems
iomedical research and bioph duction. Getinge and compression therapy.
 customized solutions to meet its customers’ capacity
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Demographic changes

Due to demographic changes, primarily in Europe and the US,

the need for qualified healthcare and elderly care is continuing to
grow. Today, these markets are characterized by an increasing
number of older people who need healthcare, and an increased
rate of lifestyle-related diseases, particularly various types of
cardiovascular diseases. The weak economic trend combined
with a population that is living longer and needs more care, means
that the care sector is under financial pressure. In these markets,
there is a need to provide better care for more people without
increasing the cost to society. To meet the demographic changes,
the focus of healthcare will mainly be limited to three areas: clinical
results, efficiency and cost savings.

N

SERVICE AND SUPPORT

Getinge offers professional total solutions for service and sup-
port. In addition, training is also offered to support users, which
ensures that the products are used properly and effectively.

All to ensure optimal results for healthcare.

SIMPLER FUNCTIONALITY AT A LOWER PRICE 4
Getinge is expanding its offering to also include products with
simpler functionality at a lower price. The aim is to capitalize on
the rapid growth and align with the lower purchasing power of
the emerging markets.

BUSINESS DRIVERS

Economic performance in emerging
markets

The economic performance of emerging markets is enabling
more countries to develop advanced healthcare. Due to greater
prosperity and a growing middle class, many of these countries
are now investing heavily in the expansion of healthcare in both
the private and the public sector, requiring growing demand

for products with simpler functionality and lower price that can
contribute to the rapid expansion of their healthcare systems.
However, the purchasing power in these markets is generally
lower than in mature markets.
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STRATEGY

STRATEGY FOR PROFITABLE
GROWTH

Getinge’s strategic work continued during the year, at the same time as a comprehensive
transformation program was launched to continue the journey toward one Getinge.
These combined initiatives will create the conditions for increased competitiveness and
profitable growth.

A key success factor for Getinge is the company’s solid platform: prerequisite for players in the medical device industry.

dedicated and passionate employees, values based on entrepre- Getinge’s strategy includes initiatives to reposition the Group
neurship and efficient corporate governance. In all medical device for higher organic growth, increased competitiveness and
companies, quality is a vital aspect and must permeate the entire efficiency as well as continued focus on acquisitions.

operations in order to meet the safety requirements that are a

o
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Reposition for higher organic growth

Increase competitiveness and efficiency

Continued focus on acquisitions




Reposition for higher organic growth

DOCUMENTED VALUE CREATION

Innovation and product renewal at Getinge will result in products,
systems and solutions with a documented ability to deliver excel-
lent clinical results and economic benefits. Put simply, it will pay
toinvestin Getinge’s products. By putting their trust in Getinge,
customers can improve their financial performance, while optimi-
zing their clinical results.

During the year, Getinge launched a number of new products
aimed at contributing to improved healthcare. One such example
is INSIGHT, an IT system that helps customers ensure optimal use
of resources. Read more about the INSIGHT on page 22.

STRENGTHEN THE SALES MODEL
The nature of decision-making in healthcare is changing, and
increasingly involves hospital managements and central pur-
chasing departments. As a result, Getinge must demonstrate the
economic benefits of the Group’s products more clearly, and de-
velop the sales process to also include the new decision-makers.
At the same time, the organization’s ability to present advanced
reasoning based on the financial and economic conditions of
healthcare must be strengthened.

During the year, sales models based on so called Commercial
Excellence were introduced in several markets. A more efficient

STRATEGY

organization is achieved by a more customer-centric sales organi-
zation, and meanwhile customer contact with Getinge is simplified.

EXPANSION IN EMERGING MARKETS

Emerging markets now account for almost 30% of Getinge’s
total sales. Since this trend is expected to remain favorable in the
long term, Getinge intends to further strengthen its position in
these countries. However, due to higher demand and increased
competition, the Group must be able to offer the right products at
the right price. It also means that Getinge will develop a product
range that is tailored to the mid-market segment, with products
with simpler functionality at a lower price. The Group will thus

be well positioned to leverage the next wave of growth in these
markets.

During the year, Getinge initiated a pilot project in selected
markets, with the three business areas merged to form one single
sales organization per country. The aim of the new structure is to
boost sales growth for the Group based on commercial collabo-
ration, while economies of scale can be leveraged and create the
conditions for a more efficient organization. The new structure
was integrated into Getinge’s new functional organization on
January 1, 2016.

Increase competitiveness and efficiency

SUPPLY CHAIN EXCELLENCE

To further coordinate production and distribution and thus benefit
from the Group’s infrastructure, size and expertise, Getinge’s
supply chain will be streamlined. Production will be concentrated
to fewer plants with stronger resources, reducing complexity,
transferring sourcing to competitive suppliers and optimizing the
Group’s logistics solutions.

During the year, Getinge made several efficiency enhance-
ments in the supply chain of the Infection Control business area.
For example, production was relocated from Rochester, US, and
from Vaxjo, Sweden, to Poznan, Poland.

LEVERAGE SYNERGIES THROUGH INCREASED
COLLABORATION

Getinge will better leverage its size to lower costs and increase
competitiveness by coordinating certain functions at a Group-
wide level and by creating a framework of strong processes. It
also means that the business areas can focus on customer-cen-
tric operations to a greater extent.

The establishment of a Shared Services function for the
Group continued according to plan during the year. A Shared
Service center for Europe was established in Krakow, Poland,
and the establishment also begun of a Shared Service center for
North and South Americain San José, Costa Rica.

Continued focus on acquisitions

Acquisitions have been a key element in building Getinge Group.
In the wake of continued consolidation among healthcare
providers, size is increasingly important for suppliers that want
to achieve long-term success. Acquisitions will remain a key
strategic element in the future, particularly in order to continue to
grow in emerging markets and to further strengthen leadership in
certain segments.

In 2015, Getinge’s focus has mainly been directed to manag-
ing the challenges identified as related to achieving satisfactory

profitability and organic growth, and accordingly, the number

of acquisitions has not been as high as in previous years. The
reorganization and the transformation program launched in
2015 will provide considerably better conditions for succeeding
in restoring profit margins and organic growth, and as a result

of this, acquisitions will again become a priority. In addition, the
new organizational structure will simplify the integration of future
acquisitions.
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Improve profitability - The Big 5

Five strategic initiatives called the Big 5 will increase profitability
for Getinge Group by leveraging the scale in the organization. The
five focus areas are:

1. LEAN SUPPORT AND ADMINISTRATION

Three independent business areas will merge into one Getinge
and thereby create a more lean support an administration of

the Group as well as reduced management levels. This will be
achieved by structure simplification, backbone consolidation,
process harmonization and continued development of the shared
services functions.

2. INDIRECT SPEND OPTIMIZATION

Consolidation and implementation of strategic sourcing of indirect
spend, that is purchases of goods and services that are not
directly incorporated into the Group’s products, will be achieved
through consolidation of the supplier base, leveraging spend
categories as one company and negotiating centrally.

3. DIRECT SPEND REDUCTION
A reduction in direct spend, that is purchases of goods and ser-
vices that are directly incorporated into Getinge’s products, will be

STRATEGY

achieved through more efficient use of resources, consolidation of
the supplier base and by reducing the complexity of components
in the product development phase.

4. PORTFOLIO SIMPLIFICATION

The product portfolio is to be rightsized through clearer profitabili-
ty transparency and discontinuing the manufacture of unprofitable
products and options that do not demonstrate customer value.

5. COMMERCIAL EXCELLENCE

A comprehensive set of initiatives are being implemented globally
to improve customer segmentation and prioritization, optimize
the sales and service mix and improve discount management
according to customer classification and performance.

Important plans and targets have been developed for realizing
the savings potential of the transformation program. This work

is being led by the newly established Program Management
Office, which will facilitate the change and follow up on plans and
progress.

Overall, the Big 5 are expected to lead to an EBITA
improvement of SEK 2.5-3 billion by 2019.

-




STRATEGY

Reignite growth

CUSTOMER-CENTRIC BUSINESS CATEGORIES

Getinge has a unique offering that mirrors the healthcare contin-
uum of care. A customer-centric product category structure is
created that better mirrors customers’ organizations, their needs
and value pathways. Focus is directed to identifying customer
needs, promoting clinical and economic benefits with the
products and services offered, and following and supporting the
customer decision process.

TOTAL PORTFOLIO APPROACH

A new sales organization is established aimed at creating
opportunities in the various geographical markets and offering
customers Getinge’s entire product range. Substantial progress
was made in 2015 in establishing a platform for creating a product
and sales organization that mirrors the healthcare value chain.

INNOVATION BASED ON CUSTOMER VALUE

To intensify focus on customer-driven innovation, Getinge will
ensure that the Group’s innovation initiatives are conducted with a
focus on clinical and economic benefits.

INCREASED EXPOSURE IN THE US AND EMERGING
MARKETS

Getinge will improve at matching regional exposure to growth
potential and size. The main focus will be on emerging markets
and the US.

CONTINUED FOCUS ON ACQUISITIONS

Moving forward, acquisitions will remain a key strategic element
for continued growth and to further strengthen leadership in
certain segments.

Treat
Acute Health
Conditions
Enable Care
Surgeries During Recovery







STRATEGY

NEW FINANCIAL TARGETS

Getinge’s financial targets will help to develop the Group’s position as a leading global

medical device company and generate healthy financial returns for the company’s

shareholders. Getinge Group’s new financial targets for 2016-2019 were established in
2015. The targets are related to the transformation program and the evolution that Getinge
will undergo over the next three to four years.

ANNUAL TOP-LINE
GROWTH*

2-4%

Organic sales growth will be
achieved based on a new sales
organization that will meet the needs
and requirements of customers by
offering Getinge’s complete product
portfolio. In addition, Getinge’s
product offering will be organized

to mirror the healthcare value chain,
which is expected to deliver greater
clinical and economic benefits.

ANNUAL EBITA
IMPROVEMENT*

>10%

EBITA before restructuring,
acquisition and integration cost

will be improved by leveraging the
Group’s scale to a greater extent by
reorganizing the company from three
independent business areas to aone
company structure. Five focus areas
have been identified to effectively
drive the cost agenda, for example,
direct and indirect spend and shared
services.

RETURN ON
SHAREHOLDERS’ EQUITY*

> 15%

The target for return on shareholders’

equity is expected to be achieved as
an effect of the improved earnings
growth.

CASH CONVERSION*

> 70%

Getinge works in a structured
manner to ensure effective capital
management. The initiative includes
active work with accounts receivable,
business inventories and accounts
payable. The lower financing cost that
these efforts create is used to invest
in the Group’s future.

(* excluding acquisitions)

Financial targets until 2015

Getinge had the following financial targets for the 2012-2015 period:

Profit before tax shall grow by
an average of 15 % annually.
Outcome: In 2015, profit before tax
increased 0.5% to SEK 1,997 M
(1,987).

Organic growth shall outperform
market growth by 2 percentage
points.

Outcome: In 2015, organic sales

growth was 1.8% (0,6), a slight impro-

vement on the preceding year.
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The EBITA margin shall be about
22 %.

Outcome: In 2015, the EBITA margin
was 11.5%. Adjusted for restruc-
turing, integration and acquisition
expenses, the EBITA margin was
13.8%.

Cash conversion-60to 70 %

of EBITDA shall be converted to
operating cash flow.

Outcome: In 2015, cash conversion
was 66.7%, which is in line with the
Group’s target.



STRATEGY
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BRANDS & PRODUCTS

A UNIQUE CUSTOMER

OFFERING

Getinge’s unique offering mirrors the hospital’s organization and value
chain. Getinge is there before, during and after the patients’ hospital stay.

ENABLE - surgeries

The Surgical Workflows business category unit develops solutions for
infection control, equipment for surgical workplaces and advanced IT
systems for hospitals.

The offering includes equipment, consumables and services for
cleaning, disinfection and sterilization of instruments, as well as
equipment for complete surgical workplaces and expanded treat-
ment options. The products promote efficient and secure hospital
workflows.

The IT solutions contribute to optimized patient and workflows,
minimized risks and create better compliance. In turn, this offers
greater patient safety and efficient utilization of resources, staff and
equipment.

In addition, the offering includes products and solutions for the Life
Science segment. A comprehensive range of products and full project
planning is offered in this segment through customized solutions for
contamination prevention operations.

MAQUET GETINGE

GETINGE GROUP GETINGE GROUP

The products and solutions in this business category unit are sold
under the Getinge and Maquet product brands.
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TREAT - acute health conditions

The Acute Care Therapies business category unit develops pioneer-
ing technologies and solutions for intensive-care units, operating
rooms and cardiology departments. The offering also includes
equipment for treating patients while in transport.

ICU products and solutions, together with equipment for cardiac, pul-
monary and vascular therapies, create a broader selection for patient
care in acute health conditions. Furthermore, revolutionary solutions
are offered for mobile ventilation, portable heart-lung products and
radiology-adapted transfer solutions to make transport to or from
hospital as smooth and safe as possible.

BRANDS & PRODUCTS

By focusing on future-oriented technology that makes daily oper-
ations easier and improves patient care, the Acute Care Therapies
business category unit follows the patient throughout the continuum
of care for surgeries and cardiac, pulmonary and vascular therapies.

MAQUET

GETINGE GROUP

The products and solutions in this business category unit are sold
under the Maquet product brand.

CARE - during recovery

The aim of the Patient and Post-Acute Care business category unit
is to improve the lives of people affected by reduced mobility. This is
done by providing integrated solutions that address the accidents,
near accidents, and the healthcare burden caused by reduced
mobility in both acute and post-acute healthcare settings.

The solutions help improve care results and increase safety and
productivity, thus aiding healthcare providers and hospital staff to be
more efficient in their work. The offering encompasses a broad num-
ber of products and solutions for Safe Patient Handling, Prevention

of Venous Thromboembolisms, Medical Beds, Intensive Care Units,
Early Mobility, Hygiene Systems, Bariatric Care, and Pressure Ulcer
Prevention.

ARJOHUNTLEIGH

GETINGE GROUP

The products and solutions in this business category unit are sold
under the ArjoHuntleigh product brand.
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BRANDS & PRODUCTS

INNOVATION FOR

THE FUTURE

The aim of Getinge’s innovation and product renewal is to develop products, systems
and solutions with a documented ability to deliver excellent clinical results and economic

benefits.

The foundation of all research and development at Getinge is an

in-depth understanding of the customer and the customer needs.

This customer-focused innovation process helps allocate
resources to develop solutions that genuinely contribute to
enhancing the efficiency of customers’ work and solving the
challenges that they face.

Getinge’s three new product category units Surgical Work-

ENABLE - surgeries

IT SYSTEM FOR REAL-TIME RESOURCE PLANNING
INSIGHT, an IT system for real-time resource planning at hos-
pitals, was launched during the year. INSIGHT is a software
solution that ensures optimal use of resources and offers relevant
information to effectively manage flows of patients. With INSIGHT
now being part of an integrated workflow solutions offering, it has
the potential to be integrated with other IT systems offered by
Getinge Group.

NEW SOLUTION FOR LOW TEMPERATURE STERILIZATION
During the year, Getinge expanded its product offering in
sterilization and the Group has now entered the low temperature

flows, Acute Care Therapies and Patient & Post-Acute Care will
create new, unique and more focused customer offerings.
Through close collaboration with customers, Getinge strengthens
the ability to continue developing world leading technologies

and products that solves healthcare challenges throughout the
continuum of care.

market, an area that is deemed to have great growth potential.
This step was taken with the acquisition of Stericool, a Turkish
company specializing in low temperature sterilization, and also
signing an exclusive global distribution agreement with Canadian
company TSO, Inc., an innovator in sterilization technology for
medical devices. With these new solutions, Getinge can now
offer sterilization of instruments used in minimally invasive surgery
(MIS), a type of instrument that is extremely sensitive to the high
temperatures and pressure of a steam sterilization process.

The new IT system INSIGHT contributes to optimal use of resources at hospitals.
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TREAT - acute health conditions

LAUNCH OF SERVO-AIR™* TURBINE VENTILATOR

The first turbine ventilator, SERVO-air™, was launched during the
year. The ventilator was launched at the Africa Health medical
congress held in Johannesburg, South Africa, and can be used at
hospitals in parts of the world that do not always have access to
air from wall outlets. The new ventilator is of the same high quality
as the other products in the SERVO series. The product has a

CE marking and has been developed in close cooperation with
physicians and nurses in India, South Africa, Japan and the US.

*Not available in the US.

CONTINUED FURTHER DEVELOPMENT OF FLOW-i®
ANESTHESIA DEVICE

Predicted Body Weight (PBW*) was launched during the year as
expanded functionality for FLOW-i®. PBW supports lung-protective
ventilation by identifying patient needs and acting accordingly.

CARE - during recovery

AWARD WINNING POSITIONING SOLUTION

In 2015, Getinge Group won the Red Dot Design Award for SEBA,
a solution which allows caregivers to safely get patients from a
supine position to seated at the edge of the bed. The Red Dot
Design Award is one of the world’s largest design competitions
and is an internationally recognized quality seal in outstanding
design.

LAUNCH OF CITADEL PATIENT CARE SYSTEM

The Citadel Patient Care System was launched during 2015.
Citadel, which is part of Getinge Group’s range of hospital beds,
is an integrated system that provides flexible patient care for
hospitals that demand safety, security and efficiency from their
bed frames and therapeutic mattresses in a number of care
environments from Critical Care to medicine and surgery.

LAUNCH OF FLOWTRON® ACS900 ACTIVE COMPRESSION
SYSTEM

A new compression system was launched during 2015 in the
product portfolio for the prevention of deep vein thrombosis,

Flowtron® ACS900. The new Active Compression System delivers

a simple, easy-to-use method of enhancing the circulation of
blood in the deep veins of the legs, reducing venous stasis and
helping to prevent the formation of deep vein thrombosis (DVT).
The system delivers both uniform and sequential compression

therapy from a single pump, which in turn aids asset management

by reducing the need for multiple pumps in the healthcare facility.

BRANDS & PRODUCTS

When caregivers enter the patient’s age, weight, height and
gender, PBW and the suggested parameters are then proposed
on screen and can be easily followed and trended.

*Not available in the US.
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MEDICAL BEDS FOR EMERGING MARKETS

Getinge Group have begun launching a new platform for medical
beds named Essence. Essence beds have been specifically
developed to meet emerging markets’ needs for products with
simpler functionality at a lower price.

GETINGE ANNUAL REPORT 2015 23



BRANDS & PRODUCTS

CUSTOMER-CENTRIC

OFFERING

Getinge offers products that support the entire continuum of care, and are part of the
offering for the construction of New Karolinska Solna, Sweden, which will open in 2016.

New Karolinska Solna, NKS, is being built directly adjacent to
the current Karolinska hospital in Solna, Sweden, and Karolinska
Institute. The concept is to create a highly cohesive area where
healthcare, research and education can jointly help produce and
spread new knowledge.

Getinge has participated in the procurement process prior
to activities commencing, and has worked intensively together
with NKS to analyze needs and be receptive to the requirements
imposed. This ensures a sound understanding of how Getinge
can best meet, and also exceed, customer expectations.

Getinge Group delivers several different types of products
and services to NKS. Medical Systems delivers surgical lights,
anesthesia machines and ventilators, Infection Control supplies
infection equipment for the sterilization center and Extended Care
delivers therapeutic mattresses on the basis of a contract with
Stockholm County Council (SLL).

The entire hospital is scheduled for completion in 2018,
although the first stage will be finished in autumn 2016 so that

New Karolinska Solna (NKS) is the project

name of the state-of-the-art university WK
hospital that is currently being built next to
Karolinska University Hospital Solna. The
project will result in one of the most sus-
tainable university hospitals in the world, HEr
in which healthcare is integrated with I
research and teaching. The new hospital

will open its doors to the first patients in
2016. The new build will be completed in
2018.
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operations can start. The new sterilization center will be opened
at the same time and will provide sterile instruments to the entire
hospital. The center is also responsible for the flow of sterile
disposables to the surgical operations.

For Getinge, it isimportant to be involved as early as possible
in a construction project, particularly when it concerns establish-
ing new sterilization departments. Architects, project managers
and consultants need information at an early stage about, for
example, access to space, water and drains requirements and
ventilation needs in order to design the facilities correctly.

Getinge’s drawing and design department put forward several
proposals in collaboration with NKS for how space could be
optimally used to ensure good flows in the sterilization center.

Getinge has a long tradition of partnerships with Karolinska
University Hospital in a variety of innovation projects. A more
extensive innovation collaboration was started at the beginning of
2016 with the aim of focusing on how the total value in the clinical
workflows can be maximized and how Getinge’s products can




optimally support NKS in these flows. It ultimately involves helping
our customers to delivery according to their strategic targets.

The idea behind the innovation collaboration is that the hospi-
tal, together with relevant suppliers and academia, will establish
a process for the continuous development of the operations. The
challenges faced by healthcare, academia and the medical device
industry are largely the same. The priorities of the operations
are similar, and a mutual exchange of knowledge benefits the
development of all parties.

Examples of potential improvement projects are optimization
of equipment flows, automation of stock supplies, reviews of ser-
vice and maintenance intervals for machinery as well as ergonom-
ics, information management and improved clinical functions.

BRANDS & PRODUCTS

Getinge is delivering several differ-
ent types of products to the opera-
tions being established at NKS, for
example, the FLOW-i anesthesia
device and the SERVO-U intensive
care ventilator platform. The latter
will also be supplied in a customized
format that will enable critically ill
patients to be transported by air.
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VALUES & CULTURE

Getinge has a culture characterized by professionalism and entrepreneurship.
The Group-wide cultural values are based on a strong sense of a shared commitment

with people in mind.

Itis important that shared values that are well-anchored
throughout the organization permeate the operations in order to
realize the Group’s strategy and achieve the set targets. Work on
implementing the new Group-wide cultural values was carried out
during the year.

Getinge’s cultural values combine Passion with Collaboration,
Openness, Excellence and Ownership. These values are needed
to meet future challenges and requirements and to grow in new
markets, among new customer groups and through new business
models. Possibly the strongest feedback from employees in the
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organization was the passion for their work and the company. For
this reason, passion is at the very core of the Group-wide values.

A commitment to people is central to all Getinge’s operations
and also to the values. Getinge is an authority in the specialist
field of medical devices and is committed to helping its customers
save lives and guarantee excellent care.

The strong culture, values with people in mind, and the
Group’s operational results attract employees and contribute to
the Group retaining the best talent in all specialist areas.




VALUES & CULTURE
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PASSION IS THE WILLINGNESS TO IMPROVE RESULTS
FOR OTHERS.

Passion is central to Getinge’s core values. Employees of Getinge
Group truly care for customers and the patients that they serve.
Our passion is rooted in a desire to improve the health and
wellbeing of others. Getinge makes a natural contribution by
offering products and services that save lives, and also through its
commitment to sustainability.

COLLABORATION IS ABOUT WORKING TOGETHER TO
ENCOURAGE POSITIVE RESULTS.

Open communication and shared best practices enhance
collaboration. By sharing successful models, bridges are created
between departments that unify internal work flows and reduce
the number of times that the wheel has to be reinvented. Collabo-
ration-oriented and considerate feedback from colleagues helps
remove obstacles, enhances the efficiency of work and improves
the outcome for customers and their patients.

OPENNESS IS THE FOUNDATION OF A FEEDBACK
CULTURE IN WHICH WE LISTEN TO AND RESPECT EACH
OTHER’S CONTRIBUTIONS.

Getinge strives to establish a culture of openness and feedback
in which we listen to and respect each other’s contributions. The
Group supports transparent and honest communication from
everyone, from new employees to the very highest management

level. Confidence is created throughout the organization by being
open to and providing feedback, thus fostering an environment of
collaboration.

EXCELLENCE IS AN UNDERTAKING TO ENSURE THE BEST
PRODUCTS, EMPLOYEES AND PROCESSES.

Excellence is a cultural phenomenon based on leadership, men-
torship, teamwork and processes that set the foundation for high
quality, best-in-class products and services. It is based on a joint
effort that cannot be achieved individually. Getinge welcomes
new ideas and encourages mentoring and coaching for new
employees. The Group is investing in innovation, clinical evidence
and strong relationships with key opinion-makers to identify as yet
unsatisfied clinical requirements. To earn customer confidence as
amarket leader, Getinge must continuously strive to identify and
invest in best practice in these areas.

OWNERSHIP IS APROACTIVE EFFORT FOR MAKING
IMPORTANT DECISIONS.

A chainis only as strong as its weakest link. Getinge nurtures a
culture based on collaboration and openness. To succeed, every
individual must take ownership of important decisions. Personal
integrity, ethics and morale are important factors in all decisions
that we make. Assuming responsibility ensures the best results
for our customers and builds a strong culture.

GETINGE ANNUAL REPORT 2015 27



SUSTAINABILITY REPORT

FOR LONG-TERM
SUSTAINABLE DEVELOPMENT

Getinge feels a considerable sense of responsibility to contribute to sustainable
development in terms of both lower environmental impact from production and finished
products and social responsibility in the markets in which the company operates.

As a global manufacturer of medical devices and services,
Getinge has operations in many locations across the world, and
its employees represent a variety of cultures and backgrounds.
With this comes responsibility — both locally and globally.

The Getinge Group’s sustainability efforts also aim to ensure
the Group’s long-term earnings capacity and strengthen the
company’s competitiveness. The sustainability efforts have a
favorable impact on the Group’s ability to attract and retain both
customers and employees, which is crucial for the continued
development of Getinge.

Environmentally compatible product development, EcoDe-
sign, is also part of Getinge’s development activities. Quarterly
environmental reporting from all of the Group’s production units

provides excellent opportunities for follow-ups and comprises the
basis for decisions concerning environmental goals and activities
in the environmental area.

Getinge Group strives to make positive contributions to the
countries in which the company is active. While employees are
encouraged to actively participate in social issues, the company
does not make any contributions to political parties and makes no
political donations.

Getinge has signed the UN Global Compact and supports the
ten principles on human rights, labor, environment and anti-
corruption. In addition, Getinge’s sustainability work is governed
by the Group’s Code of Conduct and a number of policies on, for
example, environment and anti-corruption.

A sustainable and profitable Getinge

Financial Social

Getinge’s Code of Conduct

Environmental Employees

Getinge’s Code of Conduct stipulates
how the company does business and
describes the company’s and employ-
ees’ responsibilities to stakeholders.
The Code of Conduct expresses how
the company and its employees must
conduct operations in a sustainable
manner pursuant to ethical principles
and in accordance with the applicable
laws and regulations. All employees are
to follow the values and principles set out
in the Code of Conduct, and everyone is
responsible for personifying Getinge’s

responsibilities in the day-to-day
operations.

The Code of Conduct is based on the
following international principles:

e The UN Universal Declaration of Human
Rights

e UN Global Compact

e |LO Declaration on Fundamental
Principles and Rights at Work

e OECD’s guidelines for multinational
companies

The Group has also begun the process
of implementing a global whistleblowing
system under which employees have the
opportunity to report any improprieties or
deviations from the Code of Conduct.

The Code of Conduct was reviewed
in 2015 to update it in accordance with
the Group’s values and updated policies.
The new Code of Conduct will be -
launched in 2016.




Value creation for stakeholders

The Getinge Group’s sustainability efforts also aim to ensure the Group’s long-term
earnings capacity and strengthen the company’s competitiveness. The sustainability
efforts have a favorable impact on the Group’s ability to attract and retain customers and

employees.

SHAREHOLDER VALUE

Getinge creates value for its shareholders through
annual dividend payments and the share’s long-term
development. The dividend policy states that future
dividends will be adjusted in line with Getinge’s profit
level, financial position and future development
opportunities. The aim is for the dividend to the
company’s shareholders as a return on capital
invested to correspond to 30-50% of net profit. The
remaining portion is reinvested in the company.

For 2015, the proposed dividend is SEK 2.80 per
share (2.80), which is unchanged compared with the
preceding year.

CUSTOMERS

The Getinge Group’s customers are found in the
healthcare sector. Through its operations, the
Getinge Group contributes to enhancing care and
making it more efficient, which ultimately leads

to the release of resources for additional care
production. The Group has long been a major player
in the European healthcare market. The expansion
of recent years means that Getinge’s customers are
currently found in all corners of the world.

GETINGE GROUP
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EMPLOYEES

Over the past 20 years, Getinge has grown from
approximately 900 employees to more than 15,000
employees. The Group values healthy relationships
with trade unions throughout the world and aims

at paying market salaries and remuneration
according to practice in all countries. According to
the Group’s policy, no minors are employed.

In 2015, salary costs and other remuneration
amounted to SEK 7,188 M (6,480). In many
countries, the Group’s employees are covered

by defined-contribution pension plans, primarily
retirement pensions. The premiums are paid
continuously throughout the year by each Group
company to separate legal entities, such as
insurance companies. Certain employees pay a
portion of the premium themselves. The size of
the premium paid by the employees and Group
companies is normally based on a set proportion
of the employee’s salary. In 2015, the total net cost
for pensions amounted to SEK 446 M (399). For
further information regarding the Group’s pension
commitments, see Note 22 of the consolidated
financial statements.

INVESTMENTS IN EMERGING

MARKETS

In recent years, Getinge Group has completed a
number of investments in production facilities and
sales companies in several emerging markets. New
plants have been opened in for example China and
Poland thus creating new employment opportuni-
ties, and Getinge endeavors to ensure adjustments
to favorable working conditions for employees in
these countries. -
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Business ethics and social responsibility

Getinge places high demands on all its operations in terms of health, safety, discrimination
and ethics — regardless of where in the world operations are conducted.

In many of the countries where Getinge is active, health and safety
in the workplace is regulated by stringent national legislation.
However, the Getinge Group is also active in countries where

this legislation is significantly weaker. Nonetheless, the Group
places the same demands on all its operations in terms of health,
safety, discrimination and ethics regardless of where in the world
operations are conducted.

Getinge’s Code of Conduct is the foundation for all operations
and it describes how the company and employees are to actin
relation to each other and other stakeholders. A number of global
policies support the Code and are supplemented with local
policies where necessary.

To ensure that the Group’s Code of Conduct is also upheld
even in the supply chain, in 2012, the Group decided that all
supplier agreements must be supplemented with an agreement
under which the supplier pledges to comply with the requirements
in Getinge’s Code of Conduct, which is an ongoing process. In
addition, a process is also underway to prepare a separate
Code of Conduct for suppliers.

For operations in countries with weaker legislation, the
company’s Code of Conduct and policies are of the utmost
importance and govern activities in the absence of legislation. In
recent years, Getinge has worked on extended risk analysis of
high-risk countries, which has resulted in more extensive efforts,
for example in the form of training, in identified high-risk countries.

Getinge strives to make a positive and sustainable contri-
bution to the communities in which the Group is active. Such
efforts primarily take the form of projects linked to the company’s
operations.

ANTI-CORRUPTION

Ethics and moral are the basis of all of the company’s operations
and are reflected in all relationships, both internally and externally.
A global anti-corruption policy was adopted during the year to
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group together the company’s shared values in this area. The
policy is based on Getinge’s shared values and aims to ensure
ethical behavior in all business.

Gifts, corporate representation, compensation and personal
benefits may only be offered to outside parties if they are of
minor value and associated with the prevailing norms. No gifts,
corporate representation or personal benefits may be given if
they contravene the applicable legislation or prevailing norms.
When Getinge’s policy contains stricter requirements than current
practice or applicable legislation, then the Group’s policy takes
precedence.

Gifts that do not meet these requirements must be reported
to management, which will determine what action is to be taken.
Getinge’s employees are not permitted to strive for or accept
gifts or benefits that can be presumed to impact their business
decisions. Gifts that can be presumed to impact business deci-
sions must be reported to the company’s management, which will
decide how the matter is to be handled.

Combating corruption is highly important to Getinge. During
the year, work on implementing an updated global anti-corruption
and whistle-blowing policy commenced in Brazil, China and the
United Arab Emirates through a comprehensive training program,
and local additions (appendices) were added for specific legis-
lation in a country where appropriate. Information material was
produced to communicate how to use the Getinge Ethics Line
(Getinge’s whistleblowing hotline, a phone line where employees
can call around the clock to report any events that for some
reason cannot be reported according to internal routines), and the
roll-out began during the final quarter of 2015 and will continue in
2016. Work will also be carried out in other markets in the Group in
2016 to ensure understanding of the significance of these policies
and compliance with the regulations.
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Lower environmental impact of manufacturing and products

Getinge contributes to a sustainable society through active work in the environment.
The aim is to reduce the environmental impact of products over their entire life cycle.

All manufacturing units willimplement and certify management
systems that meet the ISO 14001 standard. New operations
must have certified management systems in place within two
years of being acquired or established. This ensures structured
environmental efforts through requirements for follow-up of the
environmental impact of own operations and the preparation of
goals, actions and procedures for significant areas.

Goals and actions are focused on the elements that com-
prise the most significant environmental impact for each facility.
Regular external and internal audits ensure that the management
system develops continuously and contributes to an effective
environmental effort.

A summary of the Group’s certifications can be found on page
91.

The follow-up of Getinge’s environmental goals 2010-2015
was completed and new environmental goals for the Group were
established. These goals include greater responsibility in the
areas of energy, climate and waste and are based on the analysis
of the most important environmental aspects that is carried out at
each production facility.

QUARTERLY ENVIRONMENTAL REPORTING

All production facilities prepare quarterly reports on their
environmental performance regarding consumption of fuel and
electricity, quantities of waste and recycling as well as emissions
of solvents. The reporting is integrated with the Group’s financial
reporting and enables excellent opportunities to follow up the
progress of the work with the Group’s environmental goals. The

Total production-related CO, emissions

Direct production-related CO,

information is regularly updated on the Group’s intranet. Getinge
also reports annually to the Carbon Disclosure Project (CDP), for
which continuous improvements have been made in recent years.

ENERGY AND CLIMATE

Reducing the climate impact of the operations constitutes a

key element of environmental efforts. The Group’s goals were a
10% reduction of CO, emissions from production between 2010
and 2015 and a 22% reduction in emissions from the Group’s
vehicle fleet by 2015. Total CO, emissions from production fell
3%, meaning that the Group did not quite achieve the target of a
10% reduction between 2010 and 2015. The main reason for this
was that a large portion of production was relocated to low cost
countries where indirect emissions from electricity production are
higher. However, direct emissions from production significantly
reduced during the period.

Energy-efficiency enhancements

Efforts to enhance energy efficiency continued during the year,
for example, by continuing to upgrade lighting and heating in
manufacturing and warehouse premises.

Indirect emissions from electricity use

As part of further reducing the Group’s climate impact, more of
the production facilities are using only green electricity. Other
facilities have actively chosen suppliers with a favorable electricity
production mix. Accordingly, it was possible to decrease indirect
emissions in a number of countries.

Hazardous waste '
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50

Target: 10% reduction emissions
2,5 1,00
20— — — — B
075~ — —
15— S
050 — — —
10—
NS B B B BN 025 — —
0,0 0,00

40- - — = —

soJ N NN W BN

20- — — — —

1010 R S

2010 2011 2012 2013 2014 2015

Direct and indirect emissions, tons per
SEK M of internal sales
Target by 2015 with 2010 as base year

internal sales

32 GETINGE ANNUAL REPORT 2015

2010 2011 2012 2013 2014 2015

Direct emissions, tons per SEK M of

0
2010 2011 2012 2013 2014 2015

Quantity of hazardous waste, kg per
SEK M of internal sales
Target by 2015 with 2010 as a base year



A challenge for Getinge Group is that in many cases the produc-
tion facilities are in countries in which is it difficult to find suitable
electricity suppliers. Traditionally, emerging markets have higher
emissions from electricity generation, which means that emis-
sions in these markets rise with increased production.

This was the primary reason why the Group’s total CO,
emissions have not declined more significantly. To improve this
situation, Getinge is striving as far as possible to identify other
ways of reducing emissions, for example by installing solar panels
or encouraging local electricity suppliers to reduce emissions
from their electricity production.

Freight transportation
A key component of Getinge’s climate endeavors relates to
emissions from freight transportation. This applies to transporta-
tion with the Group’s own vehicles, such as service visits, and to
freight transportation.

Getinge’s car policy imposes far-reaching demands on CO,
emissions. Group-wide reports are prepared for the majority

New environmental goals from 2016

Energy and climate

- Reduce CO, emissions from production by 5% by 2018, with 2015 as the base year.

- Reduce energy consumption of production by 10% by 2018, with 2015 as the base year.

- Reduce CO, emissions from company vehicles by 10% by 2020, with 2016 as the base year.
- Prepare environmental reporting for Getinge’s vehicle fleet in 2016.

- Prepare environmental reporting for freight transportation in 2016.

Waste

- Reduce the amount of hazardous waste in production by 10% by 2018, with 2015 as the base

- All non-hazardous waste from production is to be recycled.

- |dentify opportunities to optimize the use of raw materials in the manufacturing of disposables in
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of the vehicle fleet. The reports are mainly based on actual fuel
consumption and actual mileage.

Proactive selection of carriers and efficient logistics oper-
ations will enable a reduction in the environmental impact from
freight transportation in the coming years.

WASTE AND RECYCLING

One of the Group’s environmental goals applies to increased re-
cycling of waste from the production facilities. Reaching the vision
of recycling all production waste requires investments in efficient
waste handling equipment, changed attitudes and behavior

as well as environmentally compatible product development.
Methodical work has resulted in the proportion of waste being
sent to recycling gradually increasing year-by-year, and new goals
have been established in this area.

1. Hazardous waste: The amount of hazardous
waste has fallen considerably. The higher levels in
2013 and 2014 were due to the closure of a num-

Recycling 2 Emissions of VOC 3
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ber of production units and larger amounts of
hazardous waste being transported away.

2. Recycling: The percentage of waste that is recyc-
H B led increased from 78% to 82% during the period.

3. Volatile organic compounds: The emissions are
mainly attributable to the painting of certain pro-
ducts, which will be phased out.
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