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Next Level Stage 2
Americas: accelerating transformation

Greg Scheu, Regional President Americas, ABB Ltd., Capital Markets Day, September 9, 2015 
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Presentations given during the Capital Markets Day 2015 include forward-looking information and statements including statements concerning the outlook for our

businesses. These statements are based on current expectations, estimates and projections about the factors that may affect our future performance, including global

economic conditions, and the economic conditions of the regions and industries that are major markets for ABB Ltd. These expectations, estimates and projections are

generally identifiable by statements containing words such as “expects,” “believes,” “estimates,” “targets,” “plans,” “outlook” or similar expressions.

There are numerous risks and uncertainties, many of which are beyond our control, that could cause our actual results to differ materially from the forward-looking

information and statements made in this presentation and which could affect our ability to achieve any or all of our stated targets. The important factors that could cause

such differences include, among others:

 business risks associated with the with the volatile global economic environment and political conditions

 costs associated with compliance activities

 raw materials availability and prices

 market acceptance of new products and services

 changes in governmental regulations and currency exchange rates, and,

 such other factors as may be discussed from time to time in ABB Ltd’s filings with the U.S. Securities and Exchange Commission, including its Annual Reports on 

Form 20-F.

Although ABB Ltd believes that its expectations reflected in any such forward-looking statement are based upon reasonable assumptions, it can give no assurance that

those expectations will be achieved.

The presentations also contain non-GAAP measures of performance. Definitions of these measures and reconciliations between these measures and their US GAAP

counterparts can be found in “Supplemental financial information” under “Capital Markets Day 2015” on our website at http://new.abb.com/investorrelations/

Important notices 

September 9, 2015

http://new.abb.com/investorrelations/
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Well positioned in attractive markets 
Significant growth opportunities in the Americas

September 9, 2015

Attractive offering in a dynamic market – opportunity for growth

Power & Automation

Utilities Transport & InfrastructureIndustry 

Renewables

Mature market grid upgrades

Emerging market grid expansion

Digital substations, microgrids

Energy independence

Re-industrialization

Food and Beverage

Energy and operational efficiency

Infrastructure

Electric transport

Data centers

Urbanization

Internet of Things, Services and People
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Next Level Stage 2
Americas: accelerating transformation
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Driving profitable growth and productivity through collaboration

Simplifying how we work together

Synergistic sales growth across business units: account management, channels, project pursuits

Aligned and focused to increase sales

Business-led 

Collaboration

Shifting the Center of Gravity 

 Driving organic growth – Penetration, Innovation, Expansion

 High growth segments focus

Profitable 

Growth

Getting closer to customers – NPS 

Driving change through 1’000 day programs

White Collar Productivity – shared service centers

Relentless 

Execution
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Shifting the Center of Gravity – driving organic growth
Through heat map framework and drive Penetration, Innovation and Expansion (PIE)

September 9, 2015

PIE focused on organic growth in the Americas, creating momentum

Systematic framework established

Penetration and expansion opportunities identified

Growth initiatives operationalized

Regular progress tracking

Performance linked to compensation

Proven growth approach
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Shifting the Center of Gravity – driving organic growth
Penetration of US distribution channel with broad ABB offering
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Total distributor served market more than $40 bn

Cross-selling opportunity

 Broad ABB offering

 Distribution channels: ABB, Baldor, Thomas & 

Betts 

Momentum

 Focused distributor programs

 2x GDP growth on base business

"Line Cards" from all ABB product businesses Significant potential

Expanding market access through distributor channel programs across offering



© ABB
Slide 7

Shifting the Center of Gravity – driving organic growth
Penetration of customer base through account management approach
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High potential growth accounts

Dedicated top sales resource

Single point of contact

ABB value proposition across whole offering

Systematic account managementComplete line of motors (ANSI & NEMA)

Leveraging existing relationships for further growth
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Shifting the Center of Gravity – driving organic growth
Collaboration for mega projects 
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Example: Sasol Chemical Plant 

(Lake Charles, LA, USA)

Capital 

efficiency

Equipment 

optimization

Risk 

reduction

Schedule 

efficiency

Efficient startup 

& commissioning
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Customer approach

 Dedicated cross-business capture team

Differentiated value proposition

 Dedicated focus 

 Integrated Power & Automation offering

 Local service capabilities

Total orders for site ~$100 mn

Significant opportunity to drive growth by combining Power & Automation offering for mega projects
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Shifting the Center of Gravity – driving organic growth
Expansion in Food & Beverage – 1’000 day programs 
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Focusing on attractive growth sector is yielding results in the Americas

Attractive market – growth driver

 Plant efficiency, reliability

 Consistency of production

 Hygiene, food safety

Well positioned

 Broad Power & Automation 

offering

 Double digit y-o-y growth

Ice cream and chocolate 

production

Energy efficiency solution

 30% savings

 Service contract

Example: Nestlé MexicoFood & Beverage opportunity
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Offering: innovative flywheel and battery energy 

storage system stabilizes wind and solar

Kodiak Island: 15,000 inhabitants rely almost entirely on 

renewable energy

Introduction of electric crane prompts need for grid 

stabilization

ABB microgrid solution smooths supply and mitigates 

disruptions

Shifting the Center of Gravity – driving organic growth
Expansion in microgrids – 1’000 day programs 

September 9, 2015

Renewables and energy storage driving grid stability
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Battery energy storage system captures energy from 

braking trains

SEPTA (Southeastern Pennsylvania Transit Authority, 

USA)

Increased efficiency by capturing “lost” energy

Helps to stabilize power system

Creates a new revenue stream by providing ancillary 

services back to local utility

Shifting the Center of Gravity – driving organic growth
Innovation: Energy Storage System for municipal rail

September 9, 2015

Smart transit meets smart grid
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Shifting the Center of Gravity – driving organic growth
Innovation: Internet of Things, Services and People for marine applications
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Vessel

ABB operations center

Owner 
operations 

center

Propulsion systems, electrical installations

Services

Things

People

Engine and turbocharger monitoring 

and analytics 

Remote monitoring with service dispatch

Improved uptime, increased fuel efficiency
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From 9 to 2 shared service centers

Standardizing processes

Low-cost locations

Quick wins underway

Relentless Execution – White Collar Productivity
Shared service center consolidation

Leveraging scale and efficiency across businesses and region

September 9, 2015

Shared services in the Americas

Lean 
business 
functions

Global 
shared 

services

Market-
oriented 

complexity 
reduction
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Next Level Stage 2 – accelerating transformation in the Americas
Summary
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Significant growth opportunities 

in the Americas

Systematic growth framework 

realizing growth across entire offering

Driving productivity and efficiency

with shared service centers 




