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Plugged into success
As a global leader in power grid interconnection, PFISTERER is per­

fectly positioned to capitalize on a market where electricity demand 

consistently outstrips supply. The company operates across the entire 

electricity transport value chain, from low voltage systems to the 

highest voltage levels, offering specialized connector and high-perfor­

mance insulator solutions. Demand is driven by three converging 

forces: The rapid scale-up of new consumers such as AI data centres 

and electrified industry, the integration of new electricity generation 

that requires extensive grid build-out, and a massive replacement cy­

cle for ageing infrastructure dating back to the 1960s and 1970s. 

PFISTERER's manufacturer-independent approach makes it the pre­

ferred partner for grid operators seeking procurement freedom across 

cable types and suppliers. PFISTERER is one of few certified players 

in the High Voltage Direct Current (HVDC) connection market, which 

is currently dominated by integrated cable manufacturers with propri­

etary systems. The company is set to become the key enabler for the 

two-thirds of cable manufacturers excluded from this segment to 

date. A strong order backlog and 1.2x book-to-bill ratio in FY2025 un­

derpin the growth outlook and support durable pricing power.

■ Trading at 12.0x EV/EBITDA 2028e versus peers at 14.0x, 

PFISTERER's discount should close as margin expansion and the 

production capacity additions materialize.

■ We forecast a sales CAGR of 15.1% between FY2025 and 

FY2028e and adj. EBITDA margin expansion from 17.8% to 

20.2%.

Buy initiation of coverage

Price* EUR 97.00

Price target EUR 135.00
* XETRA trading price at the close of the previous day unless 

stated otherwise in the Disclosures

Market Cap (EUR m)1 1,614

Enterprise Value (EUR m)1 1,641
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Price (in EUR)1

Performance (in %)1 1m 3m 12m

Share -0.8 34.5 226.1

Rel. to SDAX -1.7 32.8 199.2
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Fundamentals (in EUR m)1 2023 2024 2025 2026e 2027e 2028e

Sales 334 383 450 521 605 685

EBITDA 52 60 76 95 116 138

EBIT 42 48 62 77 94 112

EPS adj. (EUR) n.a. 2.21 3.51 3.74 4.57 5.55

Adj. EBITDA 52.1 64.6 80.1 98.9 119.7 138.1

DPS (EUR) 0.00 0.80 0.85 1.12 1.37 1.66

BVPS (EUR) n.a. 5.39 13.74 16.13 19.32 23.19

Net Debt incl. Provisions n.a. n.a. -18 27 45 46

Ratios1 2023 2024 2025 2026e 2027e 2028e

EV/EBITDA 0.0 0.0 14.4 17.2 14.3 12.0

EV/EBIT 0.0 0.0 17.7 21.3 17.6 14.8

P/E adj. n.a. n.a. 21.8 29.6 24.2 19.9

Dividend yield (%) n.a. n.a. 1.1 1.0 1.2 1.5

EBITDA margin (%) 15.5 15.7 16.9 18.3 19.2 20.2

EBIT margin (%) 12.4 12.5 13.8 14.8 15.5 16.4

Net debt/EBITDA 0.0 0.0 -0.2 0.3 0.4 0.3

PBV 0.0 0.0 5.6 6.9 5.7 4.8

1Sources: Bloomberg, Metzler Research
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Key Data
Company profile
CEO: Co-CEO: Johannes Linden, Co-CEO: Dr. Konstantin Kurfiss CFO: Johannes Linden Winterbach

Major shareholders
Pfisterer Karl-Heinz (46%), Stängel Anna Dorothee (13%)

Key figures
P&L (in EUR m) 2023 % 2024 % 2025 % 2026e % 2027e % 2028e %
Sales 334 n.a. 383 14.7 450 17.4 521 15.7 605 16.2 685 13.2
Gross profit on sales 129 n.a. 152 18.0 183 20.2 215 17.8 254 18.4 292 14.8
Gross margin (%) 38.5 n.a. 39.6 2.9 40.6 2.4 41.3 1.7 42.1 1.9 42.7 1.4
EBITDA 52 n.a. 60 15.9 76 26.7 95 25.1 116 21.8 138 18.8
EBITDA margin (%) 15.5 n.a. 15.7 1.1 16.9 7.9 18.3 8.1 19.2 4.8 20.2 4.9
EBIT 42 n.a. 48 15.3 62 29.6 77 24.2 94 21.8 112 19.4
EBIT margin (%) 12.4 n.a. 12.5 0.5 13.8 10.3 14.8 7.3 15.5 4.8 16.4 5.4
Financial result -8 n.a. -4 56.4 -2 41.9 -3 -46.9 -4 -19.7 -4 -1.8
EBT 33 n.a. 44 33.2 60 35.4 71 18.3 87 22.0 105 20.8
Taxes 7 n.a. 11 43.3 8 -21.4 14 70.9 17 22.0 21 20.8
Tax rate (%) 22.1 n.a. 23.8 n.a. 13.8 n.a. 20.0 n.a. 20.0 n.a. 20.0 n.a.
Net income 26 n.a. 34 30.3 52 53.2 57 9.8 69 22.0 84 20.8
Minority interests 1 n.a. 2 131.1 1 -65.8 2 305.4 3 18.2 3 7.7
Net Income after minorities 25 n.a. 32 27.6 51 59.0 55 6.7 67 22.1 81 21.4
Number of shares outstanding (m) 0 n.a. 15 n.a. 15 0.0 15 0.0 15 0.0 15 0.0
EPS adj. (EUR) n.a. n.a. 2.21 n.a. 3.51 59.0 3.74 6.7 4.57 22.1 5.55 21.4
DPS (EUR) 0.00 n.a. 0.80 n.a. 0.85 6.3 1.12 32.1 1.37 22.1 1.66 21.4
Dividend yield (%) n.a. n.a. n.a. n.a. 1.1 n.a. 1.0 n.a. 1.2 n.a. 1.5 n.a.

Cash Flow (in EUR m) 2023 % 2024 % 2025 % 2026e % 2027e % 2028e %
Gross Cash Flow 36 n.a. 44 24.9 65 47.1 73 11.5 89 22.1 113 26.8
Increase in working capital -30 n.a. -8 n.a. -1 n.a. -41 n.a. -23 n.a. -22 n.a.
Capital expenditures -8 n.a. -17 -104.8 -17 -1.7 -72 -310.3 -65 8.8 -65 0.4
D+A/Capex (%) -122.6 n.a. -70.9 n.a. -80.6 n.a. -25.3 n.a. -33.9 n.a. -39.7 n.a.
Free cash flow (Metzler definition) -3 n.a. 19 827.4 47 148.2 -19 -141.4 16 182.4 35 118.5
Free cash flow yield (%) n.a. n.a. n.a. n.a. 4.2 n.a. -1.2 n.a. 1.0 n.a. 2.2 n.a.
Dividend paid n.a. n.a. 12 n.a. 12 6.3 16 32.1 20 22.1 30 52.0
Free cash flow (post dividend) -3 n.a. 7 376.8 34 379.4 -36 -204.0 -4 88.7 5 212.1

Balance sheet (in EUR m) 2023 % 2024 % 2025 % 2026e % 2027e % 2028e %
Assets 211 n.a. 243 14.9 355 46.3 462 30.2 541 17.0 625 15.6
Goodwill 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Shareholders' equity 44 n.a. 84 90.7 205 145.1 240 17.2 287 19.4 344 19.7
Equity/total assets (%) 20.8 n.a. 34.5 n.a. 57.8 n.a. 52.0 n.a. 53.1 n.a. 54.9 n.a.
Net Debt incl. Provisions n.a. n.a. n.a. n.a. -18 n.a. 27 248.8 45 64.6 46 3.0
thereof pension provisions n.a. n.a. n.a. n.a. 18 n.a. 19 3.3 19 0.0 19 0.0
Gearing (%) 0.0 n.a. 0.0 n.a. -8.9 n.a. 11.3 n.a. 15.5 n.a. 13.4 n.a.
Net debt/EBITDA 0.0 n.a. 0.0 n.a. -0.2 n.a. 0.3 n.a. 0.4 n.a. 0.3 n.a.

Structure

Sales 2025

Sources: Bloomberg, Metzler Research
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Executive Summary
 

Growing electricity demand sparks a super-cycle for PFISTERER

PFISTERER is a global specialist in connection and insulation solutions across the 
entire power value chain, covering voltage classes from low voltage distribution 
to extra-high voltage transmission. What sets the company apart from larger peers 
is its manufacturer-independent approach: PFISTERER produces no cables of its 
own, making it structurally neutral and the preferred partner for grid operators, En­
gineering, Procurement and Construction (EPC) contractors, and Original Equip­
ment Manufacturers (OEMs) seeking procurement freedom across cable types and 
suppliers. With a legacy spanning more than a century, the company combines 
deep technical expertise with the long-standing customer relationships that act as 
a powerful barrier to entry in this highly regulated critical-infrastructure market.

Three structural drivers underpin a multi-year investment cycle

The first driver is the connection of an expanding consumer base. After more than 
a decade of stagnant electricity demand in advanced economies, consumption is 
accelerating across every major end-use: Global electricity consumption should ex­
pand at 3.6% annually through 2030e, up from a historical average of 2.8% over 
2010 to 2020, according to the IEA. Electrifying transport, heat, and industry is 
shifting demand patterns in Europe, China, and the US, while industrial sectors are 
creating new loads that necessitate expanded connection capacity. Layered on top 
is the explosive scale-up of AI and hyperscale data centers, which has emerged as 
an new load category at unprecedented speed. Global data center electricity con­
sumption is projected by the IEA to more than double from ~ 415 TWh in 2024 to 
over 945 TWh by 2030e, a CAGR of 14.7%. Individual hyperscale campuses often 
require 500 MW to over 1 GW of grid capacity, comparable to a small city. In the 
US alone, the IEA expects data centers to account for 7.5% to 10% of total elec­
tricity consumption by 2030, up from approximately 4% in 2024.

The second driver is the integration of new generation capacity to meet this rising 
demand. The build-out is shaped by two converging forces: The consumer-side de­
mand growth described above, which requires more generation across the board, 
and the ongoing decarbonization tendencies, which are triggering the phase-out of 
coal-fired plants and forcing replacement capacity to come online at scale. While 
renewables dominate the build-out, gas-fired generation continues to expand as a 
flexible complement to variable renewables, and nuclear power is returning as a 
meaningful growth vector after two decades of stagnation, with more than 70 GW 
currently under construction globally: Every new plant requires high voltage grid 
connection regardless of its energy source. Renewable capacity alone is projected 
by the IEA to more than double from 4,448 GW in 2024 to over 9,000 GW by 
2030e, with offshore wind scaling from ~ 80 GW to over 350 GW over the same 
period. Because renewable generation is inherently decentralized, wind farms in 
coastal and offshore locations, solar parks in sun-rich but often remote regions, 
these capacity additions require particularly extensive grid build-out to connect 
generation hubs to load centres. The HVDC infrastructure forms the technological 
backbone for bridging these distances with minimal transmission losses.

The third driver is a massive replacement cycle. More than half of the grids in ad­
vanced economies have been in operation for over 20 years, with significant por­
tions in Europe and North America dating back to the 1960s and 1970s. Beyond 
simple end-of-life replacement, ageing infrastructure is increasingly mismatched 
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with the technical requirements of a modern, decarbonized power system. Legacy 
grids were designed for one-way flows from large centralized fossil and nuclear 
plants to passive consumers, not for the bidirectional flows from distributed re­
newable generation, EV charging, battery storage, and industrial electrification that 
today's grids must handle. This functional obsolescence accelerates the effective 
replacement cycle: Many components remain physically operational but are tech­
nically inadequate for the demands now placed on them.

In response to these three converging pressures, the IEA projects global grid in­
vestment to grow at a 7.0% CAGR through 2030e, rising from ~ USD 400 bn to ~ 
USD 600 bn annually. This investment trajectory is reinforced by an unusually 
durable policy framework: The EU's Action Plan for Grids, the US Infrastructure In­
vestment and Jobs Act, the Inflation Reduction Act, and parallel programs in the 
UK, Japan, South Korea, and Australia, which has been politically reframed since 
2022 from a pure climate measure into an energy security imperative.

PFISTERER captures each of these drivers across its product portfolio

Steel mills, chemical plants, hydrogen electrolyzers, and electric arc furnaces all re­
ly on high-current connection points to draw megawatt-scale electricity directly 
from the grid. Rail networks, in turn, depend on specialized connectors for traction 
power and overhead catenary systems. PFISTERER’s balanced product portfolio is 
designed to serve the connection requirements of all these applications. Further­
more, PFISTERER products benefit significantly from emerging high-demand con­
sumers such as data centres, which utilize solutions from the entire company port­
folio. Power enters a hyper-scale campus from the transmission grid at high volt­
age. At this entry point, PFISTERER supplies the high voltage bushings that con­
nect the grid to the facility's transformers (HVA segment). The transformers then 
step the voltage down to medium voltage for distribution within the campus. Here, 
PFISTERER's CONNEX systems and surge arresters protect and connect the medi­
um-voltage equipment (MVA segment). Finally, the voltage is reduced again for 
use in the server rooms, where PFISTERER's connectors handle the high currents 
flowing into the IT infrastructure (COM segment). In short: Every data centre con­
nection integrates PFISTERER products across three different voltage levels.

While the general expansion of new power capacities drives demand for 
PFISTERER’s connection solutions, the company is uniquely positioned to benefit 
from the integration of decentralized renewable energy. Offshore wind, in particu­
lar, drives demand for high voltage connectors and submarine cable system (both 
part of the HVA segment). Wind turbines generate electricity that must be collect­
ed, stepped up to a higher voltage, and transmitted via subsea cables to onshore 
substations. Each step requires reliable, watertight connections. In April 2025 
PFISTERER strengthened this position by the acquisition of its long-lasting partner 
Power CSL. The company produces subsea cable connections and repair joints in 
specialised high-pressure housings which consist inside of a PFISTERER joint. This 
acquisition allows PFISTERER to deliver complete connection systems from the 
seabed to the onshore grid, a one-stop solution that few independent suppliers 
can match. 

The Overhead Lines segment (OHL), which specializes in silicone insulators, bene­
fits from two parallel trends. The first is the replacement cycle in mature markets 
such as Europe and the US, where ageing transmission lines are being upgraded. 
As part of these upgrades, traditional ceramic and glass insulators are increasingly 
being replaced by silicone composite insulators, which now hold over 44% of the 
market share in the high voltage segment. The second trend is "greenfield" build-
outs in fast-growing regions such as Saudi Arabia, India, and Brazil, where entirely 
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new transmission corridors are being constructed. In these regions, utilities in­
creasingly specify silicone composites from the outset because they outperform 
ceramics in harsh coastal, desert, and high-pollution environments. PFISTERER’s 
strategic focus on silicone composite technology perfectly positions the company 
to capitalize on both of these global dynamics.

Demand outpace supply

This outlook is supported by strong operational indicators, including a robust 1.2x 
book-to-bill ratio in FY2025 and a steadily expanding order backlog, which grew 
from EUR 194 m at 2023 to EUR 334 m at 2025.

With major industry peers experiencing high capacity utilization as well, demand is 
currently outpacing supply, creating pricing tailwinds. PFISTERER's components 
account for only 5 - 8% of total project costs but carry disproportionate reliability 
risk, a ratio that structurally reduces price sensitivity among Transmission System 
Operator (TSO) and Distribution System Operator (DSO) procurement teams. 
Decades-long customer relationships constitute a durable competitive advantage, 
anchored by the proven longevity and premium quality of PFISTERER’s solutions.

We forecast a revenue CAGR of 15.1% between 2025 and 2028e. Furthermore, we 
expect the adjusted EBITDA margin to improve from 17.8% to 20.2% over the 
same period. Growth is broad-based across the existing portfolio, with HVD adding 
an incremental layer from mid-2027e onwards and reaching EUR 90 m in revenue 
by 2030e, equivalent to 10.4% of group sales. Beyond the initial ramp-up, we ex­
pect HVD to lift group margins structurally, supported by the segment's high tech­
nological complexity and concentrated competitive landscape.

Information for professional clients and eligible counterparties – not to be passed on to private clients 6



Valuation

PFISTERER trades at 12.0x EV/EBITDA 2028e versus a peer average of 14.0x. We 
see scope for this discount to close as margin expansion materializes and the 
HVDC ramp-up gains traction. Our price target of EUR 135 per share is derived as 
the equally weighted average of our DCF valuation and peer group analysis. The 
combination of structural market growth, robust pricing power in the high voltage 
segment, and a unique positioning in the emerging HVDC market makes PFISTER­
ER, in our view, a clear beneficiary of the global grid investment cycle.
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Investment Case
 

A century of connectivity: PFISTERER’s vendor-agnostic edge

Company profile Founded in 1921, PFISTERER is a global leader in connection and insulation tech­
nology across all voltage classes. The portfolio covers the full utility value chain, 
from power generation to transmission and distribution. A key competitive differ­
entiator is PFISTERER’s manufacturer-independent approach; its solutions are 
compatible with all standard cables and conductors. This "open-system" philoso­
phy provides grid operators, OEMs, and EPCs with high-quality components and 
procurement flexibility during grid construction. Furthermore, with a legacy span­
ning over a century, PFISTERER’s deep-rooted customer relationships act as a for­
midable barrier to entry in the highly regulated critical infrastructure market.

PFISTERER organizes its business into five segments, offering plug-in connection 
solutions and insulators across the full voltage range:

■ High Voltage Cable Accessories (HVA): This includes connection solutions for 
transformers and switchgear, as well as for cables in the high and extra-high 
voltage range from 72.5 kV to 550 kV.

■ Medium Voltage Cable Accessories (MVA): This segment covers connection 
solutions for transformers and cables in the medium-voltage range from 12 kV 
to 52 kV.

■ Components (COM): This segment comprises connection systems for low 
voltage applications, including system components for low voltage distribu­
tion. Moreover Safety Equipment such as voltage detectors and earthing de­
vices are part of this segment. We see key use cases particularly in distribution 
networks, such as charging stations for e-mobility as well as substations.

■ High Voltage Direct Current Accessories (HVD): PFISTERER’s newly developed 
HVD segment, focusing on direct current cable accessories for high and extra 
high voltage levels, is positioned to generate its initial revenues in 2027. This 
technologically demanding area includes connection solutions for high voltage 
transmission as well as the integration of transformers and switchgear. The 
current HVDC landscape is characterized by high barriers to entry. Approxi­
mately one-third of cable manufacturers dominate the space using proprietary, 
closed-system connection technologies. This has effectively locked out the re­
maining two-thirds of the market, which lack compatible interface solutions. 
PFISTERER will be one of the first cable-independent supplier for DC-cable 
manufacturer and thus, will shape future market conditions in this segment. 
As a result, we expect this segment to evolve into a highly attractive business 
with superior margins and significant growth potential, serving as a critical 
long-term value driver for the company.

■ Overhead Line Technology (OHL): This segment provides insulation and con­
nection systems for overhead line infrastructure. The insulators are suitable for 
all voltage levels and can be used in both DC and alternating current (AC) ap­
plications.

In 2025, the largest share of revenue comes from the HVA segment, accounting 
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for 40%, followed by COM with 23.7%, OHL with 23.2%, and MVA with 13.0%. 
The strongest y-o-y growth was recorded in the HVA segment, which grew by 
24.3% in FY2025.

Globally diversified operations PFISTERER offers its products globally and is considered one of the leading com­
panies in its field worldwide. However, its core sales focus remains in its home 
market of Europe, which accounts for just over half of total revenue. This is fol­
lowed by the Middle East & India, America, and the Asia-Pacific region.
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Market environment

Overall, grid capacity has emerged as a crucial bottleneck in many regions, driving 
higher levels of congestion and slowing the deployment of new electricity genera­
tion, storage, and demand facilities.

 
Integration of new generation capacity

Global grids failing to keep pace The pace of renewable energy deployment has dramatically outstripped the build-
out of grid infrastructure, creating one of the most acute bottlenecks in the global 
energy transition. According to the IEA over 2,500 GW of renewable, large-load, 
and storage projects are currently stalled in grid connection queues globally, with 
approximately 1,700 GW of advanced-stage renewable projects awaiting connec­
tion in 2025 alone, more than three times the 750 GW that will actually be com­
missioned globally this year.

The mismatch in build-out timelines is structural: Grid infrastructure typically takes 
5 to 15 years to plan, permit, and complete, while new solar and wind projects can 
be built in 1 - 5 years, data centres in 1 - 3 years, and EV charging infrastructure in 
less than 2 years. This asymmetry means that without a substantial acceleration in 
grid investment, congestion will worsen as more renewable capacity comes on­
line. The financial consequences are already visible: In 2024, EUR 7.2 bn worth of 
clean power was curtailed in just seven European countries alone, with an addi­
tional EUR 4.3 bn in congestion management costs and rising negative pricing 
events across multiple markets.

Generation capacity set to expand Looking forward, the IEA projects that global renewable power capacity will grow 
from approximately 4,448 GW in 2024 to over 9,000 GW by 2030, a CAGR of 
12.6%, with solar PV alone accounting for nearly 80% of this expansion. Offshore 
wind is set to add a further 140 GW over the same period, with annual installations 
rising from 9.2 GW in 2024 to over 37 GW by 2030 - a CAGR of 26.2%.

Beyond renewables, nuclear power is also returning as a meaningful growth vector 
after more than two decades of stagnation: Global nuclear capacity is set to ex­
pand from approximately 420 GW in 2024 to over 560 GW by 2035e (CAGR 
~2.7%) and 728 GW by 2050e under the IEA's Current Policies Scenario, with 
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more than 70 GW currently under construction, one of the highest levels in 30 
years. Hyper-scale data centres are emerging as a significant new driver of nuclear 
demand, with technology companies signing agreements for over 30 GW of small 
modular reactors (SMRs) primarily to power AI workloads.

Gas-fired power generation continues to expand globally as a flexible complement 
to variable renewables and as a transitional fuel in emerging markets, particularly 
across Asia, the Middle East, and North America. Global installed gas-fired power 
capacity reached approximately 1,800 GW by end-2024, with the IEA projecting 
global gas generation to grow at a CAGR of 2.4% through 2030 under current poli­
cy commitments.

The structural response is clear: grid investment must accelerate substantially to 
absorb new generation. The IEA's Electricity Grids and Secure Energy Transitions 
report calls for adding or refurbishing more than 80 million km of grid lines by 
2040e, the equivalent of the entire existing global grid.

 
Connection of expanding consumer base

Demographic tailwinds The grid infrastructure market is being further strained by a confluence of structur­
al trends that are simultaneously reshaping global electricity demand. Population 
growth and urbanization sit at the foundation of this transformation: According to 
United Nations projections, the world's population is projected to grow from 8.0 bn 
in 2024 to 9.7 bn by 2050e. This growth will be almost entirely concentrated in 
emerging markets across Asia, Africa, and Latin America. By 2050e, roughly 68% 
of the global population will live in cities, up from approximately 56% today, requir­
ing massive build-outs of new urban distribution networks, mass transit electrifica­
tion, and the connection of new consumers to reliable power. According to the 
IEA, more than 750 m people still lack access to electricity worldwide, predomi­
nantly in sub-Saharan Africa, representing a substantial latent demand pool as 
electrification efforts expand.

Sectoral electrifications Layered on top of these demographic forces, the global decarbonization agenda is 
accelerating the electrification of end-uses across every sector of the economy. 
Transport electrification continues to gain momentum, with electric vehicles pro­
jected by the IEA to account over 40% of global new car sales by 2030e (~45 m 
units annually), up from approximately 20% in 2024 (~17 m units). Each vehicle re­
quires dedicated charging infrastructure connected to the grid. The electrification 
of heating through heat pumps is reshaping building energy demand in Europe, 
China, and increasingly the US, while industrial electrification, particularly in steel, 
chemicals, hydrogen production, and electric arc furnaces, is creating new 
megawatt-scale industrial loads that must be served by reinforced HV connections.
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Data centre electricity demand Another powerful and rapidly emerging driver is the explosive scale-up of AI and 
hyper-scale data centres. Global data centre electricity consumption is projected to 
more than double from ~415 TWh in 2024 to over 945 TWh by 2030e according to 
the IEA, a CAGR of approximately 14.7%, driven by the explosive growth of gener­
ative AI training and inference workloads. Individual hyper-scale campuses now re­
quire 500 MW to over 1 GW of grid capacity, comparable to a small city, and con­
nect at 110 - 220 kV directly to the transmission grid via dedicated substations and 
HV cable feeds.

The combined effect is structural: The IEA's latest forecasts anticipate global elec­
tricity consumption to expand at 3.6% annually through 2030e, up from a historical 
average of 2.8% over 2010 - 2020.

 
A massive replacement cycle

Ageing infrastructure A compounding challenge is the deteriorating state of the world's existing electrici­
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ty grid infrastructure. According to the IEA's Electricity Grids and Secure Energy 
Transitions report, more than 50% of electricity grids in advanced economies have 
been in operation for over 20 years, well past the halfway point of their typical 40–
60 year operational lifespan, with significant portions of the network in Europe and 
North America dating back to the 1960s and 1970s. The Edison Electric Institute 
estimates that approximately 70% of US transmission lines and large power trans­
formers are now over 25 years old, while in Germany roughly 30% of the high volt­
age grid is more than 40 years old according to BDEW data. Similar patterns exist 
across the UK, France, Italy, Japan, and Australia, where the bulk of HV transmis­
sion networks were built during the post-war industrialization wave between the 
1950s and 1980s.

Functional mismatch The challenge is not merely chronological. Beyond simple end-of-life replacement, 
ageing infrastructure is increasingly mismatched with the technical requirements 
of a modern, decarbonized power system. Legacy grids were designed for one-
way flows from large centralized fossil and nuclear plants to passive consumers, 
not for bidirectional flows from distributed renewable generation, EV charging, bat­
tery storage, hyper-scale data centres, and industrial electrification. Existing assets 
often lack the capacity, digital monitoring capability, and operational flexibility re­
quired to integrate variable renewable generation, manage congestion, and ac­
commodate rapid load growth. This functional obsolescence accelerates the effec­
tive replacement cycle: Many grid components remain physically operational but 
are technically inadequate for the demands now placed on them. 

High investments needed

To resolve these bottlenecks while accommodating continuous demand growth, 
global efforts must increase sharply. The IEA estimates that overall annual grid in­
vestments must scale from approximately USD 400 bn in 2024 to roughly USD 
600 bn by 2030e. This represents a CAGR of 7.0% between 2024 and 2030e. With­
in this total amount, transmission-specific investment grew by 10% in 2023 to 
reach USD 140 bn globally, and should rise further as TSOs across major markets 
execute multi-year corridor build-outs. Even at this accelerated pace, the IEA char­
acterizes grid spending as still falling short of the level required to keep pace with 
the rapid expansion of renewable generation and rising electricity demand, creat­
ing a persistent supply-demand imbalance that structurally favours established 
suppliers of cable accessories, transformers, and connection systems with capaci­
ty to deliver at scale.
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Policy catalysts Recognizing the urgency, governments worldwide have made accelerating trans­
mission investment a central pillar of their national energy strategies, supported by 
a wave of policy frameworks that tie grid expansion to climate, industrial, and ener­
gy security objectives. The EU's Action Plan for Grids (November 2023) mobilizes 
approximately EUR 584 bn by 2030e and targets a doubling of cross-border trans­
mission capacity, while the US Infrastructure Investment and Jobs Act provides 
USD 2.5 bn through the Transmission Facilitation Program, complemented by In­
flation Reduction Act tax credits for domestic cable and transformer manufactur­
ing. The 2022 European energy crisis fundamentally reframed these efforts: The 
disruption of Russian pipeline gas exposed the strategic vulnerability of fossil fuel 
import dependency, leading the EU's REPowerEU plan, the IRA, and parallel frame­
works across the UK, Japan, South Korea, and Australia to position grid expansion 
as an energy security imperative rather than a climate measure alone, a re-framing 
that has materially strengthened the political durability of grid investment pro­
grams across changes in government.

 
Segment specific market trends

OHL A notable technology shift is currently reshaping the high voltage insulator market, 
with silicone composite insulators progressively displacing traditional ceramic and 
glass solutions. According to Future Market Insights, composite insulators are ex­
pected to account for 44.6% of total revenue in the high voltage electric insulators 
market by 2025, making them the leading material category, supported by ad­
vancements in polymer technology that have improved hydrophobicity and mini­
mized leakage currents. The shift is driven by superior performance in challenging 
operating environments, particularly polluted industrial zones, coastal regions ex­
posed to salt spray, and high-altitude installations. Silicone rubber is naturally hy­
drophobic: Water beads up and rolls off rather than forming a continuous conduc­
tive film, which drastically reduces the risk of pollution flashover, a leading cause 
of unplanned outages, whereas traditional ceramic insulators are hydrophilic and 
require frequent, costly cleaning. Their lightweight yet high-strength characteristics 
also simplify installation, reduce transportation and construction costs, and enable 
long-term use under extreme climatic conditions thanks to resistance to UV ageing 
and corrosion.
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Customer characteristics

A partner for risk averse customers PFISTERER holds a distinct competitive advantage as the trusted partner of choice 
for a highly diversified customer base across multiple end markets, with its single 
largest customer accounting for just 4.8% of consolidated sales. In the realm of 
critical energy infrastructure, trust and a long-standing track record are paramount; 
these factors create formidable entry barriers for new competitors. Because 
PFISTERER’s products in a project typically account for only 5% to 8% of total 
costs, customers are unwilling to experiment with unproven suppliers, as the po­
tential costs of failure far outweigh any marginal savings.

PFISTERER maintains a strategically diversified customer structure. While ultimate 
demand is driven by utilities, specifically DSOs and TSOs such as E.ON (HOLD; pt. 
EUR 19.50), TenneT, Edison, and Amprion, sales to these types of 
customer account for 38% of revenue. The remaining volume is channelled 
through specialized intermediaries commissioned for grid infrastructure projects.

This secondary demand is distributed among:

■ Distributors (18%): e.g., Batenburg, SAB, Maxeta, and EUROLAITE.

■ OEMs (18%): e.g., ABB, Siemens Energy (BUY; pt. EUR 205), Alstom, Schnei­
der Electric, GE Vernova, Mitsubishi Heavy Industries, and Hitachi.

■ Contractors (15%): e.g., NCC, Eiffage, SAG, Powerlines, Friedrich Vorwerk 
(BUY; pt. EUR 120), STRABAG (BUY; pt. EUR 120).

■ Cable Manufacturers (11%): Specifically those without integrated connection 
solutions, such as KEC, Hellenic Cables, TF Kables, and Southwire.

 
Competition

The competitive landscape for PFISTERER is shaped by a clear structural divide: 
The lower voltage segments are fragmented and price-driven, while consolidation 
intensifies sharply as technical complexity rises. The low voltage market is populat­
ed by a long tail of regional manufacturers competing primarily on cost, whereas 
the high voltage arena is the domain of only a handful of qualified players capable 
of meeting the demanding engineering, certification, and reliability standards re­
quired by TSOs worldwide.

This divide is reinforced, and effectively cemented, by the high voltage segment's 
lengthy certification and type-testing cycles, which constitute one of the most 
powerful structural barriers to entry in the industry. New products must pass years 
of rigorous qualification, often costing millions of euros, before a grid operator will 
even consider them for inclusion on an approved-vendor list. In this market, hold­
ing the relevant approvals is not a commercial advantage, it is a license to com­
pete. Without it, no amount of pricing aggression or capacity scale-up can unlock 
access to the most attractive end customers. This dynamic decisively favours in­
cumbents with multi-decade track records, deep field-reference portfolios, and the 
in-house testing infrastructure to support continuous re-qualification across evolv­
ing standards.
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To accurately assess the competitive dynamics, PFISTERER's portfolio must there­
fore be analysed through its two primary pillars: Connection Solutions and OHL 
Technology, each operating in a distinct competitive environment, but both pro­
tected by the same structural moat of certification, qualification, and trust built 
over decades of grid-critical deployment.

Connection solutions

PFISTERER’s primary strategic advantage is its commitment to manufacturer-inde­
pendent (cable-agnostic) solutions. This provides grid operators and EPC contrac­
tors with vital procurement independence and the flexibility to combine acces­
sories with cables from any global supplier.

This independence is not merely a commercial differentiator, it is a functional one. 
Because PFISTERER does not manufacture cables, it has no incentive to steer cus­
tomers toward a particular cable supplier, making it a genuinely neutral partner in 
project procurement. This also enables pure-play cable manufacturers to compete 
with vertically integrated cable system producers by offering complete cable solu­
tions using PFISTERER accessories.

Customer decision-making in this segment is shaped primarily by three factors: 
Certification status, long-term reliability, and the cost of failure. A grid fault caused 
by a defective accessory costs a TSO or DSO multiples of the component price, in 
regulatory penalties, reputational damage, and repair costs. As a result, switching 
suppliers in the high voltage segment is rare, and relationships built over decades 
represent a genuine and durable competitive advantage.

Integrated cable systems PFISTERER competes at the highest levels with global giants such as Nexans, 
Prysmian, and NKT. These companies produce their own cables and offer integrat­
ed "end-to-end" solutions. On a regional level, this competition also includes inte­
grated players like Südkabel, Brugg Cables, and Elsewedy Electric. PFISTERER’s 
advantage here is the ability to offer a high-end alternative for customers who wish 
to avoid vendor lock-in. This is particularly relevant for large TSOs and international 
EPC contractors who manage multi-vendor supply chains and require accessory 
solutions that are compatible across cable types and manufacturers, a need that 
vertically integrated suppliers structurally cannot fulfil.

Company profile: Nexans

Nexans is a French pure-play cable manufacturer and global leader in electrifica­
tion, headquartered in Paris and listed on Euronext Paris. The company generates 
EUR 6.1 bn in standard sales in FY2025, EUR 728 m in adjusted EBITDA (11.9% 
margin). Nexans operates through three electrification segments. PWR-Transmis­
sion: It manufactures and installs high voltage AC and DC cables for offshore wind 
connections and subsea inter-connectors, operates from a key plant in Halden 
(Norway, recently expanded), and is commissioning a new cable-laying vessel, the 
Nexans Electra, for 2026. PWR-Grid: It supplies medium- and low- voltage alumini­
um and copper cables from 1 kV to 33 kV, plus accessories (joints, connectors, ter­
minations). PWR-Connect: It serves the low voltage building and infrastructure 
market covering residential, industrial, data centres, and EV installations. Geo­
graphically, Nexans operates 60+ plants globally with a strong European core, and 
actively expands in North America, the Middle East, and emerging markets.

Company profile: Prysmian
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Headquartered in Milan, Italy, Prysmian is the world’s largest cable manufacturer, 
reporting revenues of EUR 19.7 bn for the FY2025. The group maintains a vast 
global footprint with 34,000 employees and 109 production plants across more 
than 50 countries, supported by a specialized fleet of seven cable-laying vessels. 
Its operations are structured into four segments with distinct margin profiles, led 
by the Transmission division. This high-growth segment recorded a 31.5% year-
over-year revenue increase, driven primarily by the European energy transition and 
the roll-out of HVDC submarine links and offshore wind infrastructure. The Power 
Grid segment focuses on infrastructure modernization through HVAC cables and 
distribution network components, including advanced EOSS monitoring systems. 
In the Electrification segment, the company provides low and medium voltage ca­
bles for residential and industrial construction, as well as speciality applications for 
the automotive, renewables, and oil and gas industries. Simultaneously, the Digital 
Solutions segment capitalizes on the global surge in data centre investment by 
producing high-quality optical fiber and connectivity components. Geographically, 
Prysmian remains well-balanced; EMEA is its largest base, representing approxi­
mately 50% of its workforce, while North America has grown to roughly 30% fol­
lowing the strategic acquisition of Encore Wire in 2024. Under its "Accelerating 
Growth" strategy, Prysmian is transitioning from a traditional cable manufacturer 
into a comprehensive global solutions provider, a shift evidenced by the fact that 
44.2% of its revenue is now classified as sustainability-linked.

Company profile: NKT

NKT is a Danish pure-play power cable solutions provider, headquartered in Brønd­
by, Denmark, and listed on Nasdaq Copenhagen. Founded in 1891, the company 
has shed its former conglomerate structure and now operates exclusively in power 
cables, with EUR 2.7 bn in revenues at standard metal prices in FY 2025, EUR 390 
m in operational EBITDA (14.3% margin), and 6,154 employees across 13 produc­
tion facilities. The group is structured around three business lines. The Solutions di­
vision is the strategic core, manufacturing and installing high voltage AC and DC 
submarine and onshore cables for inter-connectors and offshore wind projects; it 
operates two factories in Karlskrona (Sweden) and Cologne (Germany) and owns 
the cable-laying vessel NKT Victoria, enabling full end-to-end turnkey delivery. The 
Applications segment covers medium- and low voltage power cables for grid distri­
bution and construction across seven factories in Denmark, Sweden, Czech Re­
public, Poland, UK, and Portugal, with demand driven by electrification and grid 
reinvestment. The Service & Accessories segment produces joints, connectors, 
and terminations for medium and high voltage cable systems and provides off­
shore/onshore cable repair and maintenance services globally. NKT's "Charging 
Forward" strategy targets operational EBITDA of more than EUR 900 m by 2030, 
driven by execution of the high voltage backlog and ramp-up of new capacity from 
2027e.

Specialized plug-in competitors There are very few independent specialists offering high voltage pluggable prod­
ucts comparable to PFISTERER.

■ TE Connectivity (Raychem): Raychem is a competitor playing on a similar tech­
nological level, particularly up to 245 kV, where it is a global market standard. 
However, PFISTERER’s CONNEX system offers greater system depth and 
modularity for transformers, GIS, and joints. For extreme applications up to 
550 kV, PFISTERER maintains higher specialization.

■ Regional specialists: Other specialized competitors include REPL International 
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(focused on medium voltage), Lindsey, G&W Electric, and Ensto.

■ Hongshang: While dominant in the segment up to 36 kV, Hongshang currently 
plays no significant role in the European high voltage markets (e.g., SüdLink), 
where PFISTERER is preferred for its compact, maintenance-free, and rapid-in­
stallation designs.

Company profile: TE Connectivity

TE Connectivity is an Irish-incorporated global industrial technology company list­
ed on the NYSE, with USD 17.3 bn in net sales in FY2025, 93,000 employees, and 
105 manufacturing facilities across 50+ countries. The group operates through two 
segments. The Transportation Solutions segment (54% of net sales) produces con­
nectors, sensors, heat shrink tubing, and relays for automotive OEMs (75% of the 
segment), commercial vehicles (15%), and sensors (10%). Organic growth was flat 
in fiscal 2025 as EMEA and Americas automotive volumes declined while Asia-Pa­
cific expanded. The Industrial Solutions devision (46% of net sales) is growing 
strongly, covering five end markets: Digital Data Networks driven by AI and cloud 
infrastructure, Automation and Connected Living, Aerospace, Defense and Marine, 
Energy, and Medical. Within the Energy sub-segment, TE Connectivity supplies 
connectors, terminals, and distribution components for electrical grid infrastructure 
and renewables. This position was substantially reinforced by the April 2025 acqui­
sition of Richards Manufacturing, a US-based producer of overhead and under­
ground electrical and gas distribution products. Geographically, Asia-Pacific has 
become the largest region (38% of net sales), followed by EMEA (33%) and Ameri­
cas (29%). TE Connectivity's strategic focus on power distribution, electrification, 
and data connectivity positions its growing Energy segment as a global-scale 
provider of grid distribution accessories and overhead line hardware competing 
alongside niche specialists.

Generalists In the low and medium voltage range, global players such as Sumitomo, Eaton, 
and 3M, alongside regional manufacturers like TBEA, compete largely through 
mass production and scale economics. This segment is structurally more competi­
tive than the high voltage market, with lower technical barriers to entry and a 
stronger weighting of price and delivery reliability in customer decisions. Differenti­
ation here is achieved less through technology than through relationships, service 
quality, and execution: Cross-selling from established high voltage customer ac­
counts plays a decisive role in sustaining market share, as utilities and industrial 
buyers naturally consolidate procurement around suppliers they already trust at the 
more demanding voltage levels.

Company profile: Sumitomo Electric Industries

Sumitomo Electric Industries is a Japanese diversified electrical and electronics 
manufacturer listed on the Tokyo Stock Exchange, headquartered in Osaka and 
founded in 1897 from the Sumitomo family's copper-refining heritage. In FY2024 
the group generated JPY 4,680 bn (~ EUR 28.6 bn) in net sales, JPY 321 bn (~ 
EUR 2.0 bn) in operating profit (6.9% margin), with 288,000 employees globally 
and 62% of revenues from outside Japan. Sumitomo operates across five seg­
ments. Automotive (58% of revenues) is the dominant division: the company is 
one of the world's largest producers of automotive wiring harnesses, serving all 
major global OEMs. Environment & Energy (23% of revenue) manufactures power 
cables from low to high voltage (including the world's first 400 kV HVDC XLPE ca­
ble system), transmission and distribution equipment, overhead line components, 
and magnet wires for electric vehicles. The company is building a new power cable 
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factory in Scotland to expand its European market presence. Electronics (8% of 
revenue) produces flexible printed circuits, electronic materials, and compound 
semiconductors. Info-communications (5% of revenue) covers optical fiber, cables, 
and high-speed network components. Industrial Materials covers cemented car­
bide tools and sintered metal products. Geographically, Sumitomo operates in 
Japan, the Americas, Europe, China, and Southeast Asia.

Company profile: Eaton

Eaton is an Irish-incorporated intelligent power management conglomerate listed 
on the NYSE, with USD 27.4 bn in net sales in FY2025, 97,000 employees, and op­
erations in 180 countries. The group operates five segments, of which the two 
Electrical divisions represent 73% of revenues and are the strategic core. The Elec­
trical Americas division sells switchgear, power distribution assemblies, circuit pro­
tection, UPS systems, and power reliability equipment primarily to utilities, com­
mercial real estate, and data centre customers across North and South America. 
The Electrical Global segment covers a comparable product range outside North 
and South America. Geographically, the United States accounts for 62% of net 
sales, followed by Europe at 19% and Asia-Pacific at 10%. Eaton focuses on the 
electrification trend: It closed the purchase of Fibrebond (pre-integrated modular 
power enclosures for data centres) and acquired Resilient Power Systems (solid-
state transformer technology for energy storage and data centres). It also signed 
an agreement to acquire Boyd Thermal (thermal components for data centres and 
aerospace).

Overhead Lines

The global market for transmission line components presents a tale of two distinct 
competitive landscapes. In the segment of clamps, tensioning bolts, and protective 
fittings, the market remains highly fragmented. While established specialists con­
tinue to lead the premium sector, they face a vast tier of Chinese and Indian manu­
facturers who try to gain ground. In this environment, the competitive edge for es­
tablished players is defined by superior quality standards, rigorous type testing, ad­
vanced corrosion protection, and the proven reliability required for large-scale in­
frastructure projects.

In contrast, the market for HV composite insulators is more consolidated. Accord­
ing to market reports published in early 2026, the Top 5 global manufacturers, in­
cluding also PFISTERER, control approximately 40% of the total market. The re­
maining 60% of the market is shared among specialized regional players. This 
higher level of concentration reflects the technical barriers to entry and the special­
ized manufacturing expertise required to compete in the high voltage insulation 
space, where quality is not just a preference but a critical safety requirement.

Competitors The global OHL market includes players active across various material types (glass, 
ceramic, and silicone):

■ Global Leaders: Key competitors include Hubbell Inc., Bonomi, and NGK Insu­
lators.

■ Strategic Rivals: Other notable players in this space include ELBA and 
Siemens WUXI.
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By focusing on high-performance, maintenance-free solutions that reduce installa­
tion times from days to hours, PFISTERER avoids the "race to the bottom" and ce­
ments its position as a premium specialist in the global energy transition.

Company profile: Hubbell Incorporated

Hubbell is an American manufacturer of electrical and utility solutions, founded in 
1888, incorporated in Connecticut, and listed on the NYSE. With USD 5.8 bn in net 
sales in FY2025, 18,000 employees across 57 manufacturing sites. The group op­
erates in two segments: Utility Solutions and Electrical Solutions. Utility Solutions 
(63% of revenues) manufactures connectors, cable accessories, swaged and com­
pression fittings, conductor splices, deadend assemblies, and underground distrib­
ution components for electrical transmission, substation, and distribution net­
works, as well as switches, gas distribution equipment, smart meters, advanced 
metering infrastructure, and grid protection and control devices. Electrical Solu­
tions (37% of revenues) serves behind-the-meter applications: It supplies wiring 
devices, enclosures, connector and grounding products, industrial controls, and 
harsh/hazardous equipment for oil and gas, mining, data centre, non-residential, 
and light industrial end markets.
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Regions in detail

Asia

In the Asian region, a distinction must be made between developed countries such 
as South Korea, Singapore and Japan and developing countries such as India, Chi­
na, and Indonesia. While the IEA considers the grids in developed countries in Asia 
as well expanded and efficient, developing countries such as India, China and In­
donesia are facing challenges with their transmission and distribution networks. 
These problems result from dilapidated infrastructure, rapid population growth and 
strong urbanization.

China According to the IEA, China was responsible for a third of the global expansion of 
transmission grids in the last ten years. China needs to link renewable energy from 
the west and north of the country with the densely populated cities on the east 
coast. HVDC grids are particularly suitable in this context, with around 50% of 
global grid expansion in 2021 taking place in China according to the IEA. China in­
vested USD 40 bn in high voltage transmission and remains committed to expand­
ing its ultra-high voltage network with 38 UHV lines already operational in 2024 
and announced to spent over USD 200 bn in its transmission lines by 2025. Annual 
growth of 4.6% is forecast for China until 2030e, which is then expected to fall to 
2.2% from 2030e to 2050e.

India India develops one of the world’s largest HVDC networks, which is essential for 
transporting renewable energy over vast distances from remote generation hubs to 
India's expanding megacities. This infrastructure expansion is underpinned by 
India’s ambitious national target to reach 500 GW of non-fossil fuel capacity by 
2030e. As of 2025, the country has already achieved approximately 254 GW, in­
cluding renewables and hydropower. To remain on track for its 2030 goals, India 
plans to add 50 GW of capacity annually over the next three years, a trajectory 
supported by the record-breaking addition of 41 GW of renewables in 2025 alone.

In alignment with the latest National Electricity Plan for Transmission, India is scal­
ing its HVDC infrastructure, with plans to integrate 33 GW through HVDC systems 
between 2023 and 2032e. Significant progress has already been made, such as the 
2024 commissioning of a 765 kV line designed to transmit 3 GW from the Khavda 
renewable energy park to Bhuj. Furthermore, a major 800 kV HVDC line connect­
ing Gujarat and Maharashtra is scheduled for completion by the end of 2026e, 
which will evacuate up to 8 GW of power from dedicated renewable energy zones. 
According to the International Energy Agency, India’s transmission grid should 
grow by 3.8% annually until 2030e, with an accelerated growth rate of 4.5% per 
year between 2030e and 2050e, solidifying the country’s position as a global 
leader in energy infrastructure investment.

 
America

Brazil According to the ten-year plan issued by Brazil's state energy planning authority, 
massive investments are slated for the national transmission grid. Total 
expenditure should reach approximately EUR 18 to EUR 20 bn by 2034e, facilitat­
ing the expansion of the network by 35,000 to 40,000 km of new high voltage 
lines. The primary objective of this infrastructure drive is to connect the vast wind 
and solar farms in the country’s north-east with the major load centres in the 
south-east.
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USA Overall, we view the U.S. power grid infrastructure as being in a critical phase of 
transformation. In our assessment, the system is under pressure due to a unique 
combination of ageing assets, increasing demand, and more frequent extreme 
weather events.

Critical infrastructure ageing

According to a 2025 report by the U.S. Department of Energy (DOE), the majority 
of the 640,000 miles of high voltage transmission lines in the U.S. were construct­
ed in the 1960s and 1970s. The report indicates that approximately 70% of the grid 
is over 25 years old, with a high portion dating back to the 1960s -1980s and rapid­
ly approaching the end of its intended life cycle. Reflecting these vulnerabilities, 
the ASCE's 2025 Infrastructure Report Card recently downgraded the U.S. energy 
segment from a C- to a D+, citing severe safety risks and insufficient capacity as 
primary concerns.

Surge in electricity demand

Following decades of stagnant electricity demand, the U.S. is currently witnessing 
an unprecedented spike in consumption. This surge is primarily driven by the mas­
sive expansion of AI and data centres, alongside a domestic industrial boom. In its 
January 2026 report, the U.S. Energy Information Administration projected a 
growth in electricity demand of 2.2% to 2.3% for the year (following a similar 2.3% 
increase in 2025). Approximately 50% of this growth is attributed solely to data 
centre expansion. According to the latest IEA reports, the share of data centres in 
total U.S. electricity consumption should rise from roughly 4% in 2024 to between 
7.5% and 10% by 2030e. The IEA forecasts a CAGR of 12% to 15% for the data 
centre sector through 2030e, meaning this segment is growing roughly six times 
faster than the rest of the U.S. electricity market.

Simultaneously, the U.S. is experiencing a re-shoring of production. The develop­
ment of large-scale semiconductor fabrication plants and battery manufacturing fa­
cilities is leading to a substantial increase in industrial load. This shift, combined 
with broader electrification efforts, places additional strain on an already overbur­
dened power grid.

Europe

In Europe, the North Sea is home to several key DC subsea cables for electricity 
transmission, including the 525 kV Viking Link and the 515 kV North Sea Link, 
each spanning over 700 km. Recently, TenneT, a European electricity TSO, opened 
a 2 GW programme for 525 kV DC offshore cable. The expansion of the electricity 
grid in Europe is largely driven by the political agenda, particularly as part of the 
Green Deal with the aim of achieving net-zero emissions by 2050. Demand for 
electricity should increase by up to 60% due to electrification and digitalisation. 
HVDC transmission grids should experience particularly strong growth. According 
to the IEA, the European region was responsible for around 10% of the total ex­
pansion of HVDC grids in 2021. In addition, 40% of grids in the EU are more than 
40 years old and cross-border transmission capacity will double by 2030, accord­
ing to the European Union. For this reason, the EU is planning investments to­
talling EUR 584 bn.

Germany In Germany, the western region, home to many energy-intensive industries, 
has high energy demand. In some areas, the energy density exceeds 4 GWh per 
km². In contrast, the north-east of Germany mostly consumes less than 0.5 GWh 
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per km². It's no coincidence that industries have settled in the west, as this region 
historically hosted the majority of coal power plants, providing companies with in­
expensive electricity right at their doorstep. According to current forecasts from 
the Federal Network Agency, all coal power plants should be shut down by 2037e.

For efficiency reasons, renewable energy sources are more decentralized com­
pared to coal power plants. Wind farms are usually situated in Germany in the 
windy north, while photovoltaic plants are more in the sunny south. Consequently, 
in the future, the energy balance of production and consumption should vary sig­
nificantly between federal states, being either highly negative or highly positive. 
These differences must be balanced out in future.  

The map highlights the structural imbalance between regional electricity genera­
tion and consumption. It clearly illustrates that the northernmost states generate a 
substantial surplus in 2037e, whereas the heavily industrialized western and south­
ern regions of Germany face a deficit.

In recent years, a massive gap has already emerged between the rapid expansion 
of renewable energy capacities and the lagging development of grid infrastructure. 
Consequently, TSOs are increasingly forced to intervene in power generation 
through re-dispatch measures. We estimate the costs for these grid stabilization in­
terventions to reach approximately EUR 2.7 bn in 2025e. Currently, distribution 
networks represent the primary bottleneck, as they are not adequately designed to 
handle the decentralized boom in solar and wind power feed-ins. As a result, new 
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projects frequently face connection queue delays spanning months or even years.

To address these imbalances the Federal Network Agency has outlined a compre­
hensive expansion plan for both distribution and transmission networks. This strat­
egy is underpinned by the agency's projection that Germany's electricity 
demand should nearly double, surging from 467 TWh in 2023 to approximately 
900 TWh by 2037e. This surging demand is primarily driven by the broader electri­
fication of society, encompassing the transition to electric vehicles, the widespread 
adoption of heat pumps, and the ongoing industrial transformation.

To successfully align power supply with this accelerating demand, the agency esti­
mates total capital expenditures of roughly EUR 320 bn for the German transmis­
sion grid by 2045e. This translates to necessary annual investments of approxi­
mately EUR 16 bn, a substantial step-up from the EUR 13.4 bn spent in 2024.

Beyond the massive capital expenditures required to integrate new generation ca­
pacities and meet surging electricity demand, Germany's grid expansion has his­
torically been plagued by protracted planning and construction phases. However, 
since 2021, this administrative bottleneck has eased, driven by a series of legisla­
tive acceleration measures enacted by the German government. To put this accel­
eration into perspective: while only about 350 km of transmission lines were ap­
proved in 2021, the Federal Network Agency (Bundesnetzagentur) successfully ap­
proved over 2,000 km in 2025 alone.

Crucially, 2025 marked the completion of the lengthy permitting procedures for all 
four major North-South transmission corridors: A-Nord, Ultranet, SüdLink, and Sü­
dOstLink. As these mega-projects transition from the administrative planning stage 
into the physical construction phase, which is expected to run through 
2027e-2030e, they will trigger a massive and sustained demand for high voltage 
grid infrastructure components.

Middle East & North Africa (MENA)

Electricity demand

The MENA region is experiencing rapidly rising electricity demand. Between 2000 
and 2024, demand more than tripled, increasing by over 1,000 TWh to reach 
around 1,440 TWh in 2023, according to the IEA, an average annual growth rate of 
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5%. This is above the global average growth rate of 3% over the same period. As a 
result, MENA has become the third-largest contributor to global electricity demand 
growth, after China and India. Saudi Arabia and Iran each accounted for about 
25% of this increase.

In its base case, the IEA expects demand in the region to continue rising strongly, 
growing by another 50% by 2035. This implies a CAGR of 3.6% between 2023 and 
2035. The additional demand would be roughly equivalent to the current combined 
electricity consumption of Germany and Spain, underlining the region’s weight in 
global power markets.

Cooling should be the single largest driver of demand growth to 2035e. With sum­
mer temperatures regularly exceeding 40°C, indoor cooling has become a necessi­
ty. Another major driver is thermal desalination for drinking water, given the 
region’s structural water scarcity. Today, desalination in MENA is predominantly 
powered by oil and gas, but in the future, the process is expected to shift toward 
electricity. According to the IEA, cooling and desalination together are set to ac­
count for around 40% of the region’s electricity demand growth through 2035e.

Other important growth factors include industrial expansion, transport electrifica­
tion, and urbanization. In addition, new digital infrastructure, including data cen­
tres, and the region’s growing ambitions to produce hydrogen for export are also 
expected to contribute to rising demand.

Grid expansion

This shift will require modern grids capable of integrating variable renewable gen­
eration and balancing supply fluctuations through storage solutions such as bat­
tery systems.

Transmission and distribution networks will need to expand to connect both large-
scale and distributed solar PV as well as wind projects to demand centres. 
Strengthening cross-border and regional interconnections can further reduce re­
liance on other flexibility sources while enhancing overall system integration.

In its base case, the IEA projects that annual grid investments in the MENA region 
will have to increase from around USD 40 bn in 2023 to USD 60 bn by 2035, a 
50% rise.

Beyond pure capacity additions, the region is also undergoing a notable technolo­
gy shift on existing and new overhead lines. In Saudi Arabia, for instance, grid op­
erators are increasingly replacing traditional ceramic and glass insulators with sili­
cone composite solutions. Since refurbishment cycles are typically planned around 
20 years, the longer asset life historically offered by ceramic insulators is no longer 
a decisive advantage. Silicone composites comfortably cover this service horizon 
while being lighter, faster to install, cheaper to transport, and better suited to the 
region's harsh coastal and desert pollution conditions.
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Segments in detail

PFISTERER specializes in electrical connection systems and power insulation, with 
products integrated across the entire energy value chain, from generation and 
transmission to distribution. A substation serves as a primary example of 
PFISTERER’s deep application footprint. On average, a single substation utilizes 15 
different PFISTERER products, ranging from insulators and low voltage connectors 
to high voltage components.

High Voltage Accessories (HVA)

In HVA PFISTERER offers a wide range of cable accessories such as terminations, 
joints and connections for transformers and switchgear. Plug-in bushings, surge 
arresters, and the CONNEX cable plug system cover voltage levels ranging from 53 
kV up to 550 kV.

With the acquisition of Power CSL in April 2025, PFISTERER expanded its exper­
tise in electrical connection technology, particularly for subsea applications. This 
strategic move integrated specialized offshore engineering capabilities into the 
group’s portfolio, with a focus on universal subsea repair joints that enable rapid 
and reliable repairs of high voltage cables on the seabed. Beyond repair solutions, 
Power CSL brings essential skills in mechanical cable securing and factory splicing, 
allowing PFISTERER to offer end-to-end connection systems, from offshore wind 
farms to the onshore grid. This enhanced capability has already proven successful 
in the market, as evidenced by major contracts for large-scale projects like the 
Nordlicht I and II offshore wind farms.

Products Main Products:

■ HV-CONNEX Plugable Cable Connector: Cable connector can be used for any 
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plastic-insulated (XLPE or EPR cable). Connection solution (FrontCon) for high 
voltage single-strand insulated cables.

■ SEANEX Pluggable Cable Connector: Cable connector for inter-array cables 
and tower cabling.

■ IXOSIL: Outdoor cable terminations for high voltage cables, available in con­
ventional oil-filled and modern dry slip-on technology. Self-supporting versions 
can be pre-installed on the ground

Applications The primary applications in this segment are found predominantly within transmis­
sion networks and substations. In these environments, HVA components serve as 
the critical interface between high voltage cables and switchgear systems. Further­
more, HVA solutions are essential in offshore wind farms, where they connect 
wind turbines to offshore substations. We also see demand for these products in 
data centres and heavy industry. The compact, pluggable design of the HVA range 
is a key advantage, facilitating rapid expansion and ensuring a streamlined installa­
tion process.

Financials We expect the HVA segment to achieve a revenue CAGR of 12.2% between 2025 
and 2028e, making it one of the key growth drivers for PFISTERER. We see the 
main structural themes behind this growth in the expansion of offshore energy 
projects and the renewal of ageing power grids. In particular, the build out of off­
shore wind farms, which are often located far from consumption centres, requires 
high voltage transmission infrastructure to minimize energy losses over long dis­
tances. As a result, we believe that the overall market momentum in this area will 
also positively impact PFISTERER’s HVA business.

We believe that the combination of strong demand and a stable supply environ­
ment continues to offer potential for favourable pricing. In addition, we expect op­
erational improvements and efficiency gains to support further EBITDA margin ex­
pansion in this segment over the medium term. We expect the EBITDA margin to 
increase from 17.6% in 2025 to 20.6% by 2028e.

Medium Voltage Cable Accessories (MVA)

MVA includes the main product MV-CONNEX, which covers voltage levels from 12 
kv to 52 kv and provides solutions for transformer connections or cable connec­
tions. It includes a wide range of system solutions and accessories that comple­
ment the portfolio.

Products Main Products:

■ MV-CONNEX Plugable Cable Connector: Cable connector that can be used for 
any plastic-insulated (XLPE or EPR cable).

■ MV Surge Arresters: Plug-in surge arresters integrated into the CONNEX sys­
tem for over-voltage protection of MV equipment.

■ MV Cable Joints & Terminations: Slip-on cable joints and outdoor/indoor termi­
nations for medium-voltage polymeric cables, complementing the CONNEX 
portfolio.
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Applications In the MVA segment, primary applications include connectivity solutions for distri­
bution transformers, where voltage is stepped down to low voltage levels for resi­
dential use. We also see potential in onshore wind farms and grid-scale photo­
voltaic systems, where PFISTERER provides specialized pluggable connection sys­
tems. Furthermore, MVA products are widely utilized in industrial networks to 
power machinery and process plants, as well as in data centres, which require 
highly efficient medium-voltage distribution due to their immense power density. 
The heavy industry sector also remains a key field of application for these robust 
solutions.

Financials We expect the MVA segment to grow at a revenue CAGR of approximately 13.5% 
between 2025 and 2028e. This outlook is supported by the ageing grid infrastruc­
ture, the overall expansion of power networks, and a globally stable demand envi­
ronment, alongside increasing tender activity by grid operators. Overall, PFISTER­
ER is well positioned to benefit from the ongoing electrification trend in the medi­
um term. With its CONNEX system, the company possesses strong technological 
expertise and a reputation for high quality in this segment.

Overall, we expect further efficiency gains in manufacturing, which should support 
both increased capacity and improved profitability. Accordingly, we anticipate the 
EBITDA margin to rise from 14.5% in FY2025 to 18.1% by FY2028e.

High Voltage Direct Current Accessories (HVD)

The HVD segment represents a key strategic pillar of PFISTERER's future growth 
strategy. Management expects the segment to begin contributing meaningfully to 
revenue from mid FY2027e onwards. The portfolio specializes in cable accessories 
for HVDC transmission, featuring one-piece slip-on joints, outdoor cable termina­
tions, and plug-in connections for transformers and switchgear. These solutions 
are engineered for high and extra-high voltage levels up to 525 kV.

To support this expansion, the company is currently constructing a state-of-the-art 
HVDC Qualification Center at its headquarters in Winterbach, with an operational 
launch scheduled for the first half of 2027e. This laboratory is critical for the self-
certification and testing of HVDC components, which should drastically accelerate 
development cycles. Traditionally, bringing new products to market requires 
months of long-term testing under extreme voltage. By eliminating the reliance on 
often overbooked external laboratories, PFISTERER can bypass waiting periods, 
conduct tests in-house, and secure certifications faster than its competitors.

Certification status and market entry

PFISTERER has already achieved a major milestone by successfully completing the 
Type Test for a 320 kV HVDC cable system in accordance with the IEC 62895 stan­
dard. This achievement officially validates the technical design and reliability of the 
cable accessories, proving the technology is fundamentally functional and safe for 
international use.

While the Type Test is complete, major grid operators require a Pre-Qualification 
(PQ) test for real-world deployment. This involves a long-term trial where the sys­
tem operates under realistic load conditions for a full year.

■ 320 kV Segment: The PQ test is currently in its final stages.
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■ 525 kV Segment: Grid operators rely on CIGRE recommendations for these 
higher voltage levels. To meet these standards, a product must withstand con­
tinuous voltage for 8,760 hours (one year). The corresponding PQ test for this 
category is expected to commence in summer 2026.

Applications Integrating these DC links into existing AC grids requires specialized converter sta­
tions, for which PFISTERER supplies the essential high voltage cable terminations. 
These long-distance DC connections are frequently driven by the expansion of re­
newable energy sources, which are often located far from major load centres. In 
these scenarios, advanced HVDC components are deployed to minimize transmis­
sion losses and ensure maximum efficiency.

Financials We anticipate exceptionally high demand for PFISTERER’s HVDC solutions, driven 
by a market environment where only a few companies possess the necessary cer­
tifications to supply these products.

Consequently, we believe PFISTERER will enter a favourable market environment. 
According to management, the first revenue contributions from this segment 
should come in mid FY2027e. We project a steady ramp-up through FY2030, 
reaching a revenue contribution of EUR 90.0 m. Given that the segment will still be 
in its ramp-up phase at that time, we expect significant margin expansion in the 
following years.

Components (COM)

In COM PFISTERER offers shear bolt connection solutions for conductors up to 
3500 mm², branch and connection systems for low voltage cables using insula­
tion-piercing contact technology.

Products Main Products:

■ PLUG: Pluggable high-current connection system up to 4.4 kV for generators, 
rectifiers, transformers, and tower cabling. Widely used in train networks and 
wind turbines.

■ SICON Bolted Connections: The alternative for cable connection to busbars, 
for any conductor material or type.

■ 2Direkt Transformer Terminal Clamp: Enable the connection of any conductor 
type to distribution transformers and prevent installation errors resulting from 
damage to the conductors.

■ LV Switchgear: Fuse switchers and fuse dis-connectors in a modular system.

Applications The COM segment provides connection solutions and other contact components 
for electrical conductors, and its products are deployed across a wide range of in­
dustries wherever reliable, long-lasting connections between electrical conductors 
are required. The components are used throughout power grids and energy infra­
structure, serving as connection interfaces in transmission and distribution net­
works from low voltage all the way up to high voltage levels. A major application 
area is rail transport, where PFISTERER components are integrated into overhead 
contact line systems for electric railways and trams. The COM segment's products 
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are also widely used by utilities, grid operators, and industrial OEMs. 

Financials We expect the COM segment to deliver a revenue CAGR of around 9.0% between 
2025 and 2028e. We see opportunities for PFISTERER in this segment, stemming 
from strong demand for connectors. Demand for these products should continue 
to rise sharply, driven by industrial electrification, the electrification of transporta­
tion, and the rapid expansion of data centres.

We believe PFISTERER can further expand margins in COM by improving produc­
tion efficiency and continuing to fill capacity on the back of robust demand in this 
segment. The ongoing ramp-up of the Rochester facility should provide a particu­
larly strong margin tailwind as fixed costs from the new US production capacity 
get absorbed by rising volumes. Accordingly, we forecast the EBITDA margin to 
rise from 16.6% in 2025 to 19.0% by FY2028e.

Overhead Line Technology (OHL)

In this segment PFISTERER provides insulation and connection solutions for over­
head line systems. Silcone insulators and metal fittings are used for mechanical at­
tachment of high voltage lines to grounded towers while providing electrical insu­
lation. PFISTERER's silicone insulators are suitable for various voltage levels, from 
low voltage to high voltage, and for both alternating current and direct current.

Products Main Products:

■ Space Damper: Maintains the specified distance between partial ladders and 
controls the extent of wind vibrations within a ladder bundle.

■ Silicone Insulators: Long-rod, suspension and support insulators for AC and 
DC applications with load capacities up to 1,000 kN and voltages up to 1,000 
kV.

■ Insulator Strings: Provides electrical insulation between the live conductors 
and the tower while mechanically transferring the tensile and supporting loads 
of the conductors safely into the tower structure.

■ Stockbridge damper: Dissipates energy from all types of conductors, shielding 
wires and overhead cables caused by wind-induced movements.

■ VIBREC500: Vibration recorder with displacement transducer, anemometer 
and temperature sensor to measure aeolian vibration of overhead line conduc­
tors and shield wires.

Applications The OHL segment provides components and fittings for overhead transmission 
and distribution lines, with its products deployed wherever electricity is transported 
across long distances via overhead conductors. The components are used 
throughout power grids worldwide, serving as critical interfaces on overhead lines 
ranging from medium voltage up to high voltage levels. A key application area is 
the build-out and modernization of high voltage transmission corridors, where 
PFISTERER's components are integrated into conductor systems to ensure me­
chanical reliability and stable electrical performance under demanding environ­
mental and operational conditions. The OHL segment's products are also widely 
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used by TSOs and DSOs, utilities, and EPC contractors engaged in grid expansion 
and refurbishment projects.

Financials The OHL segment's financials have been materially shaped by non-recurring items 
linked to the September 2024 fire at the Wunsiedel production site, which primari­
ly affected the OHL business. As the leased facility could no longer be used, sili­
cone insulator production was permanently relocated to Kadaň, Czech Republic, 
between late 2024 and the course of 2025. The financial impact spans several line 
items: insurance proceeds for the fire damage of EUR 2.5 m in 2024 and EUR 6.3 
m in 2025, booked under other income; restructuring provisions of EUR 3.7 m and 
personnel expenses for restructuring of EUR 3.8 m in 2024, both recognized under 
other expenses; and inventory impairments of EUR 215 thousand in 2024. For 
FY2026e, we expect further insurance proceeds of approximately EUR 4 m to be 
recognized under other income, of which EUR 2 m should already have been set­
tled in Q2 and a further EUR 2 m following an external expert assessment in Q3 
2026e.

With the relocation now complete, the segment is positioned to resume growth 
without operational constraints. We see the key growth drivers in the maintenance 
and expansion of existing overhead line infrastructure, supported by the structural 
shift toward silicone composite insulators. Accordingly, we forecast a revenue CA­
GR of 17.1% between 2025 and 2028e, driven by the ramp-up phase at the Kadaň 
site and additional momentum from the order backlog.

We also expect EBITDA margin expansion, driven by rising capacity utilization and 
continued efficiency gains in operational processes. Consequently, we forecast the 
EBITDA margin to rise from 18.7% in 2025 to 20.2% in 2028e.

Product spotlight: CONNEX

We see PFISTERER's competitive advantage most clearly in the CONNEX product 
family. CONNEX is deployed across a wide range of applications, including con­
verter stations, substations, transformers, and gas-insulated switchgear (GIS). The 
system is fully shielded (touch-safe), compact, and maintenance-free thanks to its 
dry plug-in inner-cone design. What makes CONNEX genuinely distinctive is the 
fact that PFISTERER has extended a single inner-cone plug-in technology platform 
from medium voltage (12 kV) all the way to 550 kV extra-high voltage. PFISTERER 
invented inner-cone technology, and its installed base, type-test history, and refer­
ence projects in this specific architecture are difficult to replicate.

PFISTERER's combination of inner-cone HV plug-in capability up to 550 kV, cable-
manufacturer independence, and decades of offshore track record (including DNV 
GL certification for the SEANEX offshore variant used in 66 kV inter-array cabling) 
is, in our view, a genuinely differentiated competitive position, particularly for grid 
operators and offshore wind developers prioritizing speed of installation and long-
term reliability in critical infrastructure.
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Deep dive: PFISTERER’s power path for data centres

PFISTERER highlights the specific products seeing a surge in demand driven by 
the global data centre boom. The process begins with power arriving from high 
voltage transmission networks at 220 kV. Transformers then step this voltage down 
to 20 kV for local distribution, before it is converted to Low Voltage (8 kV) for use 
in server racks.

To safeguard this process, data centres utilize MV Surge Arresters to divert danger­
ous over-voltages into the ground, protecting sensitive IT infrastructure from fluc­
tuations. To connect the network to transformers and switchgear, the MV CON­
NEX system offers a dry-pluggable, touch-safe, and highly compact solution. Addi­
tionally, Pluggable Bushings allow for the fast, secure connection of transformers 
and modular replacement in case of failure, minimizing downtime. Finally, SICON 
and LV Connectors manage enormous currents within the facility, ensuring reliable 
low voltage distribution to the servers. By guaranteeing a perfect contact point, 
PFISTERER products reduce the risk of fire.
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Understanding the customer landscape and order streams

To understand PFISTERER’s customer base and how orders flow into the company, 
we can look at a hypothetical large-scale project: the construction of a "Power 
Highway" designed to transport wind energy from offshore parks in the North Sea 
to the industrial hubs of Southern Germany.

1. The planning stage: Strategic mandates

Every two years, the four German TSOs, TenneT, 50Hertz, Amprion, and 
TransnetBW collaboratively draft the Grid Development Plan (NEP). They calculate 
electricity demand 10 to 20 years into the future to determine where new lines are 
necessary for grid stability. The Federal Network Agency verifies these proposals. 
Once confirmed, the projects are included in the Federal Requirements Plan, which 
is passed into law by the German Parliament (Bundestag).

2. Execution and financing

Once a TSO, let’s assume TenneT, is legally mandated with a project, the detailed 
routing begins. TenneT must provide the upfront financing for these multi-billion 
euro investments. The capital is recovered through grid fees paid by every electrici­
ty consumer. To make these massive investments attractive, the government guar­
antees the TSOs a fixed return on the capital deployed.

3. The tender process: Distribution of work

As the project owner, TenneT divides the construction into various "lots", such as 
cable supply, civil engineering, installation, and converter/substation construction. 
This division is legally required to promote competition and diversify risk. PFISTER­
ER generates its business through several distinct channels within this framework:

■ TSOs: PFISTERER often secures major orders through framework agreements. 
TSOs like TenneT frequently specify the use of PFISTERER’s CONNEX system 
in their stations because their technicians are already trained on it and the 
quality is a proven standard.

■ Cables: PFISTERER also receives orders indirectly. Many cable manufacturers, 
such as TF Kable, may not produce their own high voltage joints. Since they 
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must guarantee a "complete system" (cable plus connectors) to the TSO, they 
purchase the necessary joints from PFISTERER.

■ Contractors: Companies like Friedrich Vorwerk handle the civil engineering 
and the laying of the massive cables. If Vorwerk is also tasked with the instal­
lation, they require specialized tools and accessories. They order installation 
equipment (e.g., earthing devices or voltage detectors) from PFISTERER and 
have their staff trained by PFISTERER to ensure the complex joints are in­
stalled correctly.

■ OEMs: At the end of the line, companies like Siemens Energy build massive 
substations. Inside Siemens’ transformers, PFISTERER’s connection bushings 
are often integrated right at the factory. Siemens orders thousands of these 
CONNEX bushings annually as a "design-in" component. Consequently, PFIS­
TERER "piggybacks" on every transformer Siemens sells worldwide.

4. The distribution network: Local integration

Finally, the project impacts the local distribution level. As the main power highway 
is constructed, the surrounding medium and low voltage grids in nearby villages 
must be adapted to integrate with the new infrastructure.

Major DSOs, such as E.ON, secure these requirements by entering into direct 
framework agreements with PFISTERER. These contracts guarantee fixed pricing 
and reliable lead times for thousands of components, such as branch terminals 
and cable terminations. The material is then either delivered to the DSO’s central 
logistics hubs or supplied directly to the construction sites of their contracted part­
ners.

In contrast, for smaller-scale tasks or urgent repairs, the supply chain remains 
indirect: A local electrician connecting a village to a new transformer typically does 
not buy directly from PFISTERER. Instead, they source their components from a 
wholesaler (Distributors network). These wholesalers act as a buffer, ordering stan­
dardized parts from PFISTERER by the pallet to ensure they can supply thousands 
of small electrical firms from local stock at a moment's notice.
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Company details

Shareholder structure

The major shareholders of PFISTERER Holding SE are Karl-Heinz Pfisterer, who 
holds ~ 46%, and Anna Dorothee Stängel, who owns roughly 13%. Karl-Heinz 
Pfisterer represents the third generation of family continuity. Anna Dorothee Stän­
gel is also a member of the founding family circle of this long-established Swabian 
company. Together, they hold the majority of the shares, ensuring that PFISTERER 
remains a family-controlled enterprise despite its public listing.

PFISTERER history

The company was founded in 1921 by electrical engineer Karl Pfisterer in Stuttgart-
Untertürkheim. In the early days of electrification, Pfisterer identified a critical tech­
nical gap: the reliability of connections in power grids. He developed specialized 
fittings for metal conductors that reduced power failures, setting the stage for the 
company’s reputation as an innovation leader. By 1937, the firm had expanded into 
high voltage overhead line fittings, securing numerous patents that became indus­
try standards.

Following the near-total destruction of its facilities during World War II, the compa­
ny was rebuilt under the leadership of the founder’s son, Walter Pfisterer. This era 
marked the beginning of international expansion, starting with the establishment 
of a Swiss subsidiary in 1957. In 1962, the company moved its headquarters to 
Winterbach, where it began pioneering the use of silicone and composite materials 
for high voltage insulators. A notable historical highlight occurred in 1972 when 
PFISTERER supplied the specialized connection elements for the iconic tensile roof 
of the Munich Olympic Stadium.

In 1975, the company launched the CONNEX system, a dry, touch-proof plug-in 
connection for transformers and gas-insulated switchgear. This innovation revolu­
tionized the industry by replacing complex, fluid-filled terminations with a safer, 
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modular alternative. In recent years, under the stewardship of the third generation, 
the company has undergone a strategic transformation to meet the demands of 
the global energy transition. This included divestments, such as the sale of the 
Railway division, to focus entirely on high voltage energy transmission. The most 
recent milestone was the IPO in May 2025, which provided the capital necessary 
to expand production for HVDC technology, the backbone of modern renewable 
energy grids.

Geographical footprint

PFISTERER has five production sites and twelve distribution hubs. Overall compa­
ny is present in over 90 countries through own locations and representation by dis­
tribution partners. Production sites are in Germany, Czech Republic and in the 
USA. The headquarters of PFISTERER are located in Winterbach (Baden-Württem­
berg) near Stuttgart.

Production Footprint Winterbach (Germany): The headquarters in Winterbach serves as the group's in­
novation and technology anchor. In addition to corporate functions, the site houses 
central R&D activities and the engineering of high voltage cable systems, building 
on a tradition of large-scale plastics processing that dates back to the establish­
ment of the Winterbach plant in 1962. The location benefits from proximity to the 
southern German industrial base, including major OEMs as well as access to a 
deep pool of engineering talent from the Stuttgart and Tübingen region. A new 
HVDC qualification centre, currently under construction with a planned investment 
of approximately EUR 30 m, is scheduled for completion in the first half of 2027e 
and will further strengthen Winterbach's role as the Group's primary innovation 
hub. Strategically, Winterbach represents the highest-cost but also highest value-
add production within PFISTERER's footprint.

Selb (Germany): The facility in Selb originated as part of the LAPP Insulators her­
itage acquired by PFISTERER in 2015 and has remained an active production site 
within the Group, explicitly unaffected by the 2024 relocation of insulator produc­
tion from neighbouring Wunsiedel to Kadaň. Selb's strategic significance, however, 
extends well beyond its production function: The site houses the "Hochvolthaus", 
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Europe's oldest high voltage testing laboratory, with a tradition spanning more 
than 90 years. Modernized in 2020 with state-of-the-art equipment including a new 
lightning impulse generator, the Selb laboratory plays a central role in the Group's 
in-house qualification and routine testing infrastructure.

Gussenstadt (Germany): The site at Gussenstadt focuses on metal component 
manufacturing, including clamps, connectors, fittings, and the well-established 
compact screw terminals for low and medium voltage applications. Operating as a 
parts manufacturing centre since the 1980s and modernized in 1992 to enable 
more efficient production, Gussenstadt complements highly automated speciality 
manufacturing with labour-intensive assembly operations. Strategically, Gussen­
stadt anchors PFISTERER's volume business in standard components.

Kadaň (Czech Republic): PFISTERER's site in Kadaň established in 2015 as part of 
the Group's "Next Level" growth program, has emerged as the central volume hub 
of the group. Described as one of the most modern silicone-processing facilities in 
the world, Kadaň produces silicone composite insulators, particularly since the per­
manent relocation of insulator production from Wunsiedel following the 2024 fire, 
as well as overhead line components and insulators at scale. The location offers 
several structural advantages: Czech industrial labour costs at roughly 35 - 45% of 
German levels, full EU membership ensuring frictionless intra-European trade, geo­
graphic proximity of only 120 km to Wunsiedel that allows seamless integration in­
to the German supply chain, and a qualified industrial workforce rooted in northern 
Bohemia's manufacturing tradition. The acquisition of an additional five-hectare 
plot in 2025 underlines Kadaň's role as the Group's primary platform for further ca­
pacity expansion. Strategically, Kadaň is the operational driver of group margin, 
and ongoing relocations of production into Kadaň structurally enhance consolidat­
ed profitability.

Rochester (New York): The Group's most recent production addition is the facility 
in Rochester, which opened in November 2024 with an investment of approxi­
mately USD 10 m. The 10,000 square meter site combines metal and silicone pro­
cessing with the installation and testing of high voltage cables for the offshore 
wind industry, with production focused on overhead line insulators and screw con­
nectors for cable systems. The facility also includes a dedicated training centre for 
PFISTERER's North American customers. The strategic rationale for the Rochester 
site is multi-layered: Buy-American provisions under the Inflation Reduction Act 
and the Infrastructure Investment and Jobs Act increasingly favour U.S.-manufac­
tured products in publicly funded grid projects; the location leverages the regional 
legacy of LAPP Insulators in nearby LeRoy, NY, including local know-how and 
workforce. Strategically, Rochester also opens access to an addressable U.S. 
Transmission & Distribution market.

Distribution network While the company maintains an established presence across all major global re­
gions, the strategic emphasis of recent years has been clearly directed toward two 
specific growth corridors: the Middle East and North America. This geographic re­
calibration reflects PFISTERER's deliberate effort to reduce its historical concentra­
tion in DACH and Western European markets and to position itself in regions 
where transmission and distribution investment is structurally accelerating.

Middle East: The most recent and most explicitly communicated expansion has 
been into the Middle East. In early 2025, PFISTERER opened a new branch in 
Riyadh, Saudi Arabia, which combines sales, engineering, a modern training cen­
tre, and comprehensive installation services under one roof. The Riyadh hub repre­
sents the first phase of a broader localization strategy, with further measures al­
ready being prepared. The strategic rationale is anchored in Saudi Arabia's Vision 
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2030, which targets a sharp expansion of installed renewable energy capacity from 
approximately 5 GW today to 130 GW within the next several years, a transforma­
tion that requires substantial investment in transmission and distribution infrastruc­
ture and creates particularly strong demand for HVDC applications across long 
desert distances. PFISTERER has been supplying the Saudi market for decades, 
but the establishment of a local presence with engineering and training capabilities 
marks a qualitative step toward direct customer proximity.

North America: The second priority axis is North America, where PFISTERER 
opened its new production and sales facility in Rochester. This site complements 
the group's existing North American distribution presence. The North American 
market is identified by PFISTERER's management as one of the most important 
global growth markets for the coming years, alongside Europe, the Middle East, 
India, and the Far East.

South America: Distribution Excellence Hubs in Brazil and Argentina represents a 
critical component of PFISTERER’s global expansion strategy, specifically tailored 
to the high-growth Latin American energy sector. These hubs function as vital op­
erational anchors that bridge the gap between European engineering and regional 
infrastructure demands.

Asia Pacific: Beyond these two priority corridors, PFISTERER maintains established 
distribution presence across Asia Pacific, with a subsidiary in Shanghai providing 
access to the Chinese market and dedicated regional sales coverage extending 
across China, Bangladesh, the Far East, Australia, and New Zealand.

Europe: Within Europe, PFISTERER's distribution presence in core markets, includ­
ing the United Kingdom with its training facility at Orgreave, Poland with both sales 
and training capabilities, and the historical Spanish and Italian markets, operates in 
a maintenance mode, supporting established customer relationships rather than 
driving the next phase of geographic growth. The Swiss footprint, following the 
consolidation under PFISTERER Switzerland AG and the closure of the Malters 
production site in 2022, today functions primarily as a technology and sales centre 
rather than as a regional distribution hub in the conventional sense.

The pattern of recent expansion reveals a clear strategic logic. PFISTERER is in­
vesting where three conditions converge: 

Accelerating T&D capital expenditure driven by national infrastructure pro­
grams such as the IIJA and IRA in the United States or Vision 2030 in Saudi 
Arabia.

Increasing local content requirements that make local manufacturing and en­
gineering presence a prerequisite for participation in flagship projects. 

Historically underserved positioning of the group in markets with substantial 
untapped potential. By contrast, regions such as Southeast Asia, Mexico, and 
Africa remain structurally under-represented in PFISTERER's distribution foot­
print, reflecting a deliberate prioritization of capital toward higher-margin pre­
mium markets rather than broad geographic coverage.

Management

Johannes Linden, Co-CEO, and spokesman of the board of PFISTERER, has been 
responsible for the Finance and Operations divisions since joining the company in 
January 2023. Linden brings over 30 years of experience as a sole and group man­

1. 

2. 

3. 
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aging director of major, internationally operating solution providers in the automa­
tion and mechanical engineering sectors. Specialized in the strategic transforma­
tion of complex technology enterprises, his career is defined by high-level execu­
tive roles, including serving as CEO of PIA Automation, where he oversaw global 
operations in automation solutions. His deep expertise in industrial and plant engi­
neering was further shaped during his tenure at SIG Combibloc, as Managing Di­
rector at Mall + Herlan, and through senior management positions at the ANDRITZ 
Group. This extensive background in managing diverse, technology-driven organi­
zations allows him to drive PFISTERER’s operational excellence and financial stabil­
ity as the group supports the global energy transition.

Dr. Konstantin Kurfiss, Co-CEO of PFISTERER, rejoined the company in 2020 fol­
lowing a previous tenure from 2005 to 2013. With more than 30 years of experi­
ence in the energy transmission and distribution sector, he has overseen the Sales 
and Technology divisions since his return, drawing on the deep technical expertise 
and extensive industry network he developed during his subsequent years at NKT, 
a global leader in the cable industry. As Co-CEO, Dr. Kurfiss combines an intimate 
understanding of PFISTERER's DNA with broad expertise in energy infrastructure 
to drive the company's technological advancement and strengthen its market posi­
tion in the global energy transition.
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Financials

Strategy of PFISTERER

PFISTERER has aligned its strategy with a 2030 horizon. The company focuses on 
growth, process optimization, scaling its existing production footprint, leveraging 
its global supplier and logistics network, driving innovation, expanding into new 
markets, and promoting sustainability. PFISTERER aims to become the preferred 
partner for innovative, reliable, and mission-critical electrical connection and insu­
lation solutions. The strategy builds on the group’s strengths in high voltage and 
cable technology, with a clear focus on expanding in core markets and developing 
technologies to support the transition to renewable energy.

More specifically, PFISTERER aims to expand its presence in high voltage and 
medium voltage applications, as well as in the offshore wind energy sector. To sup­
port this, the company plans to invest in its strong technical expertise across exist­
ing segments and regions. PFISTERER intends to develop new solutions and enter 
additional markets. These new solutions will primarily focus on medium-voltage 
systems and HVDC technology. The company also seeks to strengthen its pres­
ence in the United States and expand into selected growth markets, such as Saudi 
Arabia.

Dividend policy

PFISTERER intends to distribute approximately 30% of after-tax profits as divi­
dends going forward. For 2025, the company plans a dividend of EUR 0.85 per 
share, which implies a payout ratio of 28% of after-tax profits, broadly in line with 
this policy.

Guidance

PFISTERER is targeting revenue growth of 12 - 17% YoY for FY2026e, correspond­
ing to projected revenue of between EUR 500 m and EUR 525 m. At the same 
time, the company is guiding for an EBITDA margin of at least 17.8%, in line with 
the prior-year adjusted level and signaling management's commitment to defend­
ing the recently achieved profitability plateau.

In the medium term (2026e–2030e), the company plans to grow its revenue by 
11.6% to 13.6% annually, resulting in a target revenue range of EUR 800 - 900 m 
by 2030e. Regarding profitability, PFISTERER is targeting an EBITDA margin in the 
"high teens to low twenties" by 2030e. This ambitious growth is underpinned by 
the expansion of production facilities between 2026e and 2030e, representing 
a CAPEX of EUR 270 m.

Balance sheet

The company aims to maintain a net debt-to-equity ratio below 2.0 going forward. 
PFISTERER defines net debt as the total of all financial liabilities, including other fi­
nancial liabilities, lease liabilities, and long-term employee benefits, minus cash 
and cash equivalents. While the net debt-to-equity ratio stood at 2.1x at the end of 
2023, it has since decreased significantly, reaching a net cash position in 2025. By 
year-end 2025, net cash including pension obligations was EUR 18.2 m, resulting 
in a net cash-to-equity ratio of 0.1x. PFISTERER's loan agreements include specific 
financial covenants that must be met to avoid increased interest expenses. Two 
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key financial covenants have been agreed: A minimum equity ratio and a maxi­
mum net leverage ratio. Both covenants are currently being comfortably met. The 
group reported an equity ratio of 57.8% at the close of the 2025 fiscal year.

Net working capital

PFISTERER defines net working capital as the sum of inventories and trade receiv­
ables, less trade payables and customer advances (contract liabilities). In line with 
the company's growth trajectory, NWC has increased from EUR 90.6 m in FY2023 
to EUR 99.9 m in FY2025, a slower pace than the corresponding revenue expan­
sion. As a result, net working capital as a percentage of sales has improved mean­
ingfully, declining from 27.1% in FY2023 to 22.2% in FY2025.

Overall, we consider a net working capital-to-sales ratio of 22.2% to be on the low 
side, particularly given that this ratio tends to fluctuate quarter-on-quarter at PFIS­
TERER. With additional HVDC products expected to come to market, we anticipate 
inventories to grow somewhat faster than sales and view a ratio of between 26% 
to 28% as appropriate for our forward projections.
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CAPEX

PFISTERER plans to invest around EUR 270 m in CAPEX between 2026e and 
2030e, weighted towards the first three years at ~ EUR 60 m p.a. These invest­
ments will focus on the expansion and enhancement of manufacturing capacities 
and office spaces, including surrounding infrastructure within the existing produc­
tion site. Additionally, funds will be allocated to the set-up of in-house laboratories 
for R&D and electrical end-of-line testing, particularly in the field of HVDC technol­
ogy, as well as to selected add-on investments aimed at further strengthening the 
company's technological know-how, especially in Europe and the United States. A 
portion of the planned CAPEX, around EUR 30 m, is earmarked for the new high 
voltage center in Winterbach, covering both the building and testing 
equipment. The company states that future investments will be funded by net op­
erating cash flow.

Mergers and acquisitions

Management has ruled out any major acquisitions in the near term. Based on the 
current net cash position and the strong operating performance, the financial fire­
power for a larger transaction would clearly be available; however, the company is 
currently focused on organic growth and the expansion of its own capacities. 
Smaller bolt-on acquisitions that fit well with PFISTERER's expertise and existing 
business, as exemplified by the Power CSL acquisition in 2025, remain a possibility 
going forward.

Order backlog

It is becoming increasingly evident that demand for PFISTERER’s products has 
picked up, leading to a growing order backlog. This not only improves visibility into 
future operations but also provides a certain degree of utilization security over the 
coming quarters. As FY2025, the order backlog has increased by 72.3% compared 
to FY2023, indicating strong momentum. Based on current capacity assumptions, 
it would take approximately 0.74 years to process the existing backlog alone. At 
the same time, order intake has consistently exceeded revenue in recent quarters. 
This trend further accelerated in 2025 with a book-to-bill ratio of 1.2x. We expect 
this positive order momentum to continue.
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Revenue development

We expect PFISTERER to maintain strong revenue momentum over the medium 
term, driven by significant investments in grid infrastructure.

The strong growth markets in which PFISTERER operates should support a sus­
tained and healthy revenue trajectory. In particular, the recently introduced HVDC 
segment, which should generate its first sales in 2027e, is likely to experience 
strong growth dynamics, benefiting from surging demand and a low initial base.

For PFISTERER overall, we forecast a revenue CAGR of 15.1% between 2025 and 
2028e.

Profitability development

Given the favourable market environment for PFISTERER, characterized by strong 
investment activity in grid infrastructure and a continued build-up of the order 
backlog, we expect the company to retain solid pricing power over the coming 
years. At the same time, we view it as likely that PFISTERER will continue to en­
hance the efficiency of its internal processes and further optimize its production 
operations. The combination of stable pricing and ongoing operational improve­
ments should support further adj. EBITDA margin expansion in the years ahead.

We forecast that PFISTERER will increase its adj. EBITDA margin from 17.8% in 
2025 to 20.2% by 2028e.
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EBITDA bridge

PFISTERER's adjusted EBITDA reconciliation reflects only one item: Personnel ex­
penses related to the Virtual Stock Option Program (VSOP), which was established 
in 2023 in preparation for the IPO. The IPO on May 14, 2025 acted as the triggering 
event, making 50% of the granted virtual options exercisable, with the remaining 
50% becoming exercisable in two equal tranches of 25% each in 2026e and 
2027e. The cash settlement of the first tranche alone consumed EUR 10.5 m in 
2025, of which EUR 5.5 m was drawn from the capital reserve. Accordingly, re­
ported EBITDA of EUR 76.2 m in 2025 (2024: EUR 60.1 m) is adjusted for VSOP-re­
lated personnel expenses of EUR 3.8 m (2024: EUR 4.5 m), resulting in an adjusted 
EBITDA of EUR 80.1 m (2024: EUR 64.6 m), corresponding to an adjusted EBITDA 
margin of 17.8% (adjusted EBITDA margin 2024: 16.9%).
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Valuation
 

We derive a fair value of EUR 135 per share

We derive a fair value of EUR 135 per share. Our approach to determining the fair 
value of PFISTERER shares involves a combination of two valuation methods: Peer 
Group Valuation and Discounted Cash Flow (DCF).

In our Peer Group Valuation model, we evaluate comparable listed competitors 
to PFISTERER's operations and weighted them equally. For our absolute valuation 
methodology, we employ a DCF model. Our analysis yields a fair value of EUR 
141.0 per share from the DCF model. The equally weighted average of 
PFISTERER's peer group results in a valuation of EUR 128.2 per share.

Peer Group Valuation

For the individual divisions, we use the EV/EBITDA multiple for 2028e. We weight 
each company equally. PFISTERER's peers are trading at an average of 14.0x.

DCF valuation

We use a 3-stage DCF valuation approach. Phase I includes our detailed estimates 
starting FY2025 to FY2028e. Phase II is the transition phase (FY2029-FY2033e) and 
is based on our medium-term assumptions. Phase III represents our terminal value 
calculation. We use the following assumption:

■ EBIT margin: We expected steadily improving margins, driven by further effi­
ciency improvements and better pricing. We expect a terminal EBIT margin of 
18.0%.

■ D&A and CAPEX: CAPEX should remain elevated in the near term due to ca­
pacity expansion. As the business scales and revenues increase, we anticipate 
CAPEX will normalize to approximately 3.6% of revenue. Conversely, D&A is 
expected to rise as a direct result of the current high investment phase.
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■ Working Capital: We expect Working Capital to reach EUR 289 m by FY2033 
(up from EUR 100 m in FY2025). While top-line growth will necessitate higher 
inventories and receivables, the impact on working capital will be mitigated by 
increasing contract liabilities tied to our growing order book.

■ WACC: We calculated a WACC for PFISTERER of 8.0% based on the following 
underlying parameters: (a) Risk free rate of 2.5%, (b) market risk premium of 
6%, and (c) a projected beta of 1.5. The cost of equity amount to 11.5% and 
our cost of debt (after tax) estimate totals 4.5%. We are assuming a target 
capital structure consisting of 50% equity and 50% debt.

■ Long-term growth: We are assuming 3.0% long-term growth.

Sensitivity analysis

In our sensitivity analysis, we vary the EBIT margin between 17.0% and 19.0% and 
the terminal sales growth rate between 2.0% and 4.0%.
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Balance sheet
(in EUR m) 2023 % 2024 % 2025 % 2026e % 2027e % 2028e %
Assets 211 n.a. 243 14.9 355 46.3 462 30.2 541 17.0 625 15.6
Fixed assets 70 n.a. 80 14.3 109 36.6 162 48.0 209 28.8 250 19.5
Intangible fixed assets 6 n.a. 8 42.5 20 150.1 18 -11.3 19 9.4 21 6.1
Goodwill 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Other intangible assets 6 n.a. 8 42.5 20 150.1 18 -11.3 19 9.4 21 6.1
Tangible assets 58 n.a. 65 11.4 82 26.3 135 63.7 178 32.3 218 22.2
Technical plant and equipment 31 n.a. 39 27.0 58 48.0 100 72.4 137 38.0 172 24.8
Financial assets 0 n.a. 0 20.3 0 -100.0 0 n.a. 0 16.2 0 13.2
Other financial assets 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Current assets 141 n.a. 163 15.2 245 51.0 300 22.3 332 10.6 376 13.2
Inventories 68 n.a. 83 22.3 103 24.4 116 12.0 136 17.3 156 14.7
Receivables and other assets 55 n.a. 58 6.9 74 26.2 86 17.0 101 17.6 116 14.9
Cash and cash items 10 n.a. 12 23.3 60 382.2 86 42.5 81 -6.2 87 8.4
Deferred taxes 6 n.a. 7 16.4 7 5.8 9 29.6 11 16.2 11 0.0

Shareholders' equity and liabilities 211 n.a. 243 14.9 355 46.3 462 30.2 541 17.0 625 15.6
Shareholders' equity 44 n.a. 84 90.7 205 145.1 240 17.2 287 19.4 344 19.7
Subscribed capital 15 n.a. 15 0.0 18 24.0 18 0.0 18 0.0 18 0.0
Reserves 27 n.a. 64 139.8 183 184.7 217 19.0 264 21.5 320 21.4
Minority interests 3 n.a. 5 94.0 5 -8.7 5 9.6 5 0.0 5 0.0
Outside capital 160 n.a. 153 -4.2 146 -4.8 214 46.9 244 14.4 271 11.0
Liabilities 116 n.a. 109 -6.2 105 -3.8 162 54.9 188 15.6 210 11.7
Financial debt 82 n.a. 65 -20.4 32 -50.1 101 209.8 114 13.1 123 8.0
Accounts payable, trade 18 n.a. 28 55.8 44 57.9 29 -35.6 33 16.2 38 13.2
Other liabilities 16 n.a. 16 -3.9 28 76.6 33 18.9 41 22.8 49 20.7
Deferred taxes liabilities 8 n.a. 6 -20.9 4 -31.5 8 91.9 9 14.8 10 12.2

Balance sheet total 211 n.a. 243 14.9 355 46.3 462 30.2 541 17.0 625 15.6

Sources: Bloomberg, Metzler Research
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Profit & loss account
(in EUR m) 2023 % 2024 % 2025 % 2026e % 2027e % 2028e %
Sales 334 n.a. 383 14.7 450 17.4 521 15.7 605 16.2 685 13.2
Cost of sales 205 n.a. 231 12.6 267 15.6 306 14.4 351 14.7 393 12.1
Gross profit on sales 129 n.a. 152 18.0 183 20.2 215 17.8 254 18.4 292 14.8
Other operating income 15 n.a. 25 70.4 19 -24.5 16 -14.2 12 -24.6 14 10.4
Selling expenses 50 n.a. 54 8.3 61 12.3 71 16.0 0 -100.0 0 n.a.
General administrative expenses 25 n.a. 33 33.4 39 15.9 44 12.9 50 13.6 57 14.3
Other operating expenses 9 n.a. 74 738.1 75 0.8 82 9.7 93 13.0 103 10.8
EBIT 42 n.a. 48 15.3 62 29.6 77 24.2 94 21.8 112 19.4
Financial result -8 n.a. -4 56.4 -2 41.9 -3 -46.9 -4 -19.7 -4 -1.8
Income from investments 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Interest income (net) -8 n.a. -4 56.4 -2 41.9 -3 -47.0 -4 -19.7 -4 -1.8
Other financial result 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Result of ordinary activities 33 n.a. 44 33.2 60 35.4 71 18.3 87 22.0 105 20.8
EBT 33 n.a. 44 33.2 60 35.4 71 18.3 87 22.0 105 20.8
Taxes on income -7 n.a. -14 -102.1 -14 -5.9 -13 7.8 -16 -23.0 -20 -22.0
Tax rate (%) 22.1 n.a. 23.8 7.6 13.8 -41.9 20.0 44.5 20.0 0.0 20.0 0.0
Net income 26 n.a. 34 30.3 52 53.2 57 9.8 69 22.0 84 20.8
Minority interests 1 n.a. 2 131.1 1 -65.8 2 305.4 3 18.2 3 7.7
Minority rate (%) 2.6 n.a. 4.7 77.4 1.0 -77.7 3.9 269.1 3.7 -3.1 3.3 -10.9
Net Income after minorities 25 n.a. 32 27.6 51 59.0 55 6.7 67 22.1 81 21.4
Transfers to retained earnings (re­
serves)

25 n.a. 32 27.6 51 59.0 55 6.7 67 22.1 81 21.4

Unappropriated consolidated net 
income

0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.

Adjustment calculation
Net Income after minorities 25 n.a. 32 27.6 51 59.0 55 6.7 67 22.1 81 21.4
Adjustments of net income 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a. 0 n.a.
Adjustment rate (%) 0.0 n.a. 0.0 n.a. 0.0 n.a. 0.0 n.a. 0.0 n.a. 0.0 n.a.
Adj. net income after minorities 25 n.a. 32 27.6 51 59.0 55 6.7 67 22.1 81 21.4
Number of shares outstanding 0 n.a. 15 n.a. 15 0.0 15 0.0 15 0.0 15 0.0
EPS (EUR) n.a. n.a. 2.21 n.a. 3.51 59.0 3.74 6.7 4.57 22.1 5.55 21.4
EPS adj. (EUR) n.a. n.a. 2.21 n.a. 3.51 59.0 3.74 6.7 4.57 22.1 5.55 21.4

Sources: Bloomberg, Metzler Research
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Cash flow/ratios/valuation
2023 % 2024 % 2025 % 2026e % 2027e % 2028e %

Cash Flow/ Net Debt (in EUR m)
Gross Cash Flow 36 n.a. 44 24.9 65 47.1 73 11.5 89 22.1 113 26.8
Increase in working capital -30 n.a. -8 72.0 -1 88.0 -41 n.m. -23 43.5 -22 3.0
Capital expenditures -8 n.a. -17 n.a. -17 n.a. -72 n.a. -65 n.a. -65 n.a.
D+A/Capex (%) -122.6 n.a. -70.9 n.a. -80.6 n.a. -25.3 n.a. -33.9 n.a. -39.7 n.a.
Free cash flow (Metzler definition) -3 n.a. 19 827.4 47 148.2 -19 -141.4 16 182.4 35 118.5
Free cash flow yield (%) n.a. n.a. n.a. n.a. 4.2 n.a. -1.2 n.a. 1.0 n.a. 2.2 n.a.
Dividend paid n.a. n.a. 12 n.a. 12 6.3 16 32.1 20 22.1 30 52.0
Free cash flow (post dividend) -3 n.a. 7 376.8 34 379.4 -36 -204.0 -4 88.7 5 212.1
Net Debt incl. Provisions n.a. n.a. n.a. n.a. -18 n.a. 27 248.8 45 64.6 46 3.0
Gearing (%) 0.0 n.a. 0.0 n.a. -8.9 n.a. 11.3 n.a. 15.5 n.a. 13.4 n.a.
Net debt/EBITDA 0.0 n.a. 0.0 n.a. -0.2 n.a. 0.3 n.a. 0.4 n.a. 0.3 n.a.

Ratios (in %)
Liquidity
Quick ratio 235.5 n.a. 108.4 n.a. 235.1 n.a. 389.4 n.a. 356.6 n.a. 353.1 n.a.
Current ratio 453.9 n.a. 221.5 n.a. 405.7 n.a. 633.4 n.a. 602.8 n.a. 602.6 n.a.
Pay-out ratio n.a. n.a. 36.3 n.a. 24.2 n.a. 30.0 n.a. 30.0 n.a. 30.0 n.a.
Balance sheet structure
Equity/total assets 20.8 n.a. 34.5 n.a. 57.8 n.a. 52.0 n.a. 53.1 n.a. 54.9 n.a.
Equity to fixed assets 59.0 n.a. 98.2 n.a. 183.3 n.a. 145.2 n.a. 135.1 n.a. 135.6 n.a.
Long-term capital to total assets 53.3 n.a. 42.6 n.a. 62.4 n.a. 69.7 n.a. 70.1 n.a. 70.6 n.a.
Long-term capital to fixed assets 
and inventories

81.5 n.a. 63.4 n.a. 104.2 n.a. 116.0 n.a. 110.0 n.a. 109.0 n.a.

Liabilities to equity (leverage) 264.3 n.a. 130.1 n.a. 51.1 n.a. 67.5 n.a. 65.4 n.a. 61.0 n.a.
Profitability/efficiency
Working capital to sales 30.4 n.a. 28.2 n.a. 26.8 n.a. 31.7 n.a. 32.1 n.a. 32.7 n.a.
EBIT margin 12.4 n.a. 12.5 n.a. 13.8 n.a. 14.8 n.a. 15.5 n.a. 16.4 n.a.
EBITDA margin 15.5 n.a. 15.7 n.a. 16.9 n.a. 18.3 n.a. 19.2 n.a. 20.2 n.a.
Net ROS 7.5 n.a. 8.4 n.a. 11.4 n.a. 10.5 n.a. 11.0 n.a. 11.8 n.a.
Cash flow margin 10.6 n.a. 11.6 n.a. 14.5 n.a. 14.0 n.a. 14.7 n.a. 16.5 n.a.
ROE (after Tax/Min.) 122.1 n.a. 53.6 n.a. 36.6 n.a. 25.1 n.a. 25.8 n.a. 26.1 n.a.
Productivity
Average number of employees 
('000)

1,090.0 3.8 1,184.5 8.7 1,282.0 8.2 1,364.8 6.5 1,446.6 6.0 1,533.4 6.0

Sales per employee (EUR '000) 0.3 n.a. 0.3 5.5 0.4 8.5 0.4 8.7 0.4 9.6 0.4 6.8
EBIT per employee (EUR '000) 0.0 n.a. 0.0 6.1 0.0 19.7 0.1 16.7 0.1 14.9 0.1 12.6

Valuation
PER adj. n.a. n.a. n.a. n.a. 21.8 n.a. 29.6 n.a. 24.2 n.a. 19.9 n.a.
PBV 0.0 n.a. 0.0 n.a. 5.6 n.a. 6.9 n.a. 5.7 n.a. 4.8 n.a.
EV/EBITDA 0.0 n.a. 0.0 n.a. 14.4 n.a. 17.2 n.a. 14.3 n.a. 12.0 n.a.
EV/EBIT 0.0 n.a. 0.0 n.a. 17.7 n.a. 21.3 n.a. 17.6 n.a. 14.8 n.a.
Dividend yield (%) n.a. n.a. n.a. n.a. 1.1 n.a. 1.0 n.a. 1.2 n.a. 1.5 n.a.

Sources: Bloomberg, Metzler Research
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Disclosures
Recommendation history Recommendations for each financial instrument or issuer - mentioned in this docu­

ment - published by Metzler in the past twelve months

Date of dissemination Metzler recommendation * Current price ** Price target * Author ***
Previous Current

Issuer/Financial Instrument (ISIN): E.ON (DE000ENAG999)

13.05.2026 Buy Buy 18.11 EUR 24.00 EUR Hoymann, Guido

11.05.2026 Hold Buy 17.91 EUR 24.00 EUR Hoymann, Guido

25.02.2026 Hold Hold 18.74 EUR 19.50 EUR Hoymann, Guido

12.11.2025 Hold Hold 16.04 EUR 15.00 EUR Hoymann, Guido

13.08.2025 Hold Hold 15.82 EUR 13.80 EUR Hoymann, Guido

Issuer/Financial Instrument (ISIN): E.ON (XS2177580250)

12.11.2025 Hold Buy Barthold, Juliane

Issuer/Financial Instrument (ISIN): E.ON (XS2673547746)

12.11.2025 Buy Buy Barthold, Juliane

Issuer/Financial Instrument (ISIN): E.ON (XS2747600018)

12.11.2025 Buy Buy Barthold, Juliane

Issuer/Financial Instrument (ISIN): E.ON (XS2978594989)

12.11.2025 n.a. Buy Toshev, Stoyan

Issuer/Financial Instrument (ISIN): E.ON (XS3171594636)

12.11.2025 n.a. Buy Barthold, Juliane

Issuer/Financial Instrument (ISIN): Friedrich Vorwerk (DE000A255F11)

13.05.2026 Buy Buy 69.65 EUR 120.00 EUR Demeter, Nikolas

12.05.2026 Buy Buy 78.65 EUR 120.00 EUR Demeter, Nikolas

07.04.2026 Buy Buy 65.70 EUR 120.00 EUR Demeter, Nikolas

26.01.2026 Buy Buy 88.70 EUR 120.00 EUR Demeter, Nikolas

22.01.2026 Buy Buy 84.80 EUR 120.00 EUR Demeter, Nikolas

22.10.2025 Buy Buy 100.40 EUR 116.00 EUR Demeter, Nikolas

14.10.2025 Buy Buy 90.70 EUR 105.00 EUR Demeter, Nikolas

22.09.2025 Buy Buy 76.50 EUR 95.00 EUR Demeter, Nikolas

24.07.2025 Buy Buy 83.60 EUR 95.00 EUR Demeter, Nikolas

11.07.2025 Buy Buy 61.30 EUR 72.00 EUR Demeter, Nikolas

Issuer/Financial Instrument (ISIN): RWE (DE0007037129)

13.05.2026 Buy Buy 58.22 EUR 64.00 EUR Hoymann, Guido

12.03.2026 Buy Buy 53.54 EUR 64.00 EUR Hoymann, Guido

16.01.2026 Buy Buy 50.76 EUR 59.00 EUR Hoymann, Guido

14.01.2026 Buy Buy 48.25 EUR 57.00 EUR Hoymann, Guido

12.11.2025 Buy Buy 42.94 EUR 54.00 EUR Hoymann, Guido

30.10.2025 Buy Buy 42.36 EUR 54.00 EUR Hoymann, Guido

14.08.2025 Buy Buy 35.47 EUR 41.00 EUR Hoymann, Guido

Issuer/Financial Instrument (ISIN): Siemens Energy (DE000ENER6Y0)
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Date of dissemination Metzler recommendation * Current price ** Price target * Author ***
Previous Current

24.04.2026 Buy Buy 182.80 EUR 205.00 EUR Demeter, Nikolas

05.03.2026 Buy Buy 162.75 EUR 175.00 EUR Demeter, Nikolas

12.02.2026 Buy Buy 163.25 EUR 175.00 EUR Demeter, Nikolas

11.02.2026 Buy Buy 150.60 EUR 150.00 EUR Demeter, Nikolas

15.01.2026 Buy Buy 126.15 EUR 150.00 EUR Demeter, Nikolas

24.11.2025 Hold Buy 100.80 EUR 130.00 EUR Demeter, Nikolas

14.11.2025 Hold Hold 101.05 EUR 93.00 EUR Demeter, Nikolas

29.09.2025 Hold Hold 98.72 EUR 93.00 EUR Demeter, Nikolas

22.09.2025 Hold Hold 95.24 EUR 93.00 EUR Demeter, Nikolas

07.08.2025 Hold Hold 98.66 EUR 93.00 EUR Demeter, Nikolas

26.06.2025 Hold Hold 92.40 EUR 82.50 EUR Demeter, Nikolas

Issuer/Financial Instrument (ISIN): STRABAG (AT000000STR1)

28.04.2026 Buy Buy 85.30 EUR 120.00 EUR Demeter, Nikolas

27.03.2026 n.a. Buy 85.20 EUR 120.00 EUR Demeter, Nikolas

* Effective until the price target and/or investment recommendation is updated 
(FI/FX recommendations are valid solely at the time of publication)

** XETRA trading price at the close of the previous day unless stated otherwise 
herein: (AMS SW: SIX Swiss Exchange)

*** All authors are financial analysts

PFISTERER

13 . Metzler, a company affiliated with Metzler and/or a person that has worked 
on compiling this report has reached an agreement with the issuer relating to 
the production of investment recommendations.

Compiled: May 20, 2026 08:03 am CEST
Initial release: May 20, 2026 08:03 am CEST
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Disclaimer
This document has been prepared by B. Metzler seel. Sohn & Co. AG (Metzler) and is addressed exclusively to eligible counterparties and professional clients. It is thus not 
suitable for retail clients.

This document is based on information which is generally available and which Metzler believes to be fundamentally reliable. Metzler has not verified the accuracy or com­
pleteness of the information, however, and thus provides no warranty or representation in respect of the accuracy or completeness of the information, opinions, estimates, 
recommendations and forecasts contained in this document. Neither Metzler nor any of its shareholders or employees are liable for damage or any other disadvantage suf­
fered due to inaccurate or incomplete information, opinions, estimates, recommendations or forecasts as a result of the distribution or use of or in connection to this docu­
ment.  

This document does not constitute or form part of any offer to buy or solicitation of any offer to buy securities, other financial instruments or other investment instruments. 
Neither does it take account of the particular investment objectives, financial situation or needs of individual recipients nor does it constitute personal investment advice. 
Metzler does not act as investment advisor or portfolio manager in preparing and publishing this document. Recipients must make their own investment decisions in accor­
dance with their specific financial situation and investment objectives, based on independent processes and analyses, taking sales or other prospectuses, information memo­
randa and other investor information into account, and consult with an independent financial advisor where necessary. Recipients should note that any information regarding 
past performance should not be relied upon as an indication of future performance and should therefore not form the basis of any decision whether or not to invest in any fi­
nancial instruments.

The information, opinions, estimates, recommendations and forecasts contained in this document reflect the personal views of the author at the time of publication on the fi­
nancial instruments or issuers that form the subject of this document and do not necessarily reflect the opinions of Metzler, the issuer or third parties. They may also be sub­
ject to change on account of future events and developments. Metzler has no obligation to amend, supplement or update this document or to otherwise notify recipients in 
the event that any information, opinions, estimates, recommendations or forecasts stated herein should change or subsequently become inaccurate, incomplete or mislead­
ing. The model calculations contained in this document, if any, are examples showing the possible performance and are based on various assumptions (e.g. regarding earn­
ings and volatility). The actual performance may be higher or lower, depending on market trends and on the correctness of assumptions underlying the model calculations. 
Accordingly, actual performance cannot be guaranteed, warranted or assured.

Recipients should assume that (a) Metzler is entitled to acquire orders for investment banking, securities or other services from or with companies which form the subject of 
research publications and that (b) analysts who were involved in preparing research publications may, within the scope of regulatory laws, be indirectly involved in the acqui­
sition of such orders.

Metzler and its employees may hold positions in securities of the companies analysed or in other investment objects or may conduct transactions with such securities or in­
vestment objects.

This document is provided for information purposes only and may not be copied, duplicated, forwarded to third parties or otherwise published, in whole or in part, without 
Metzler’s written consent. Metzler reserves all copyrights and rights of use, including those relating to electronic media. Insofar as Metzler provides hyperlinks to websites of 
the companies cited in research publications, this does not mean that Metzler confirms, recommends or warrants any data contained on the linked sites or data which can be 
accessed from such sites. Metzler accepts no liability for links or data, nor for any consequences which may arise as a result of following the links and/or using the data.

This document is subject to the laws of the Federal Republic of Germany. Venue of jurisdiction for any disputes shall be Frankfurt am Main, Germany.

By accepting this document the recipient declares his/her agreement with the above provisions.

Information in accordance with Regulation (EU) No. 596/2014, Delegated Regulation (EU) No. 2016/958 and section 85 (1) of the German Securities Trading Act (Wertpapier­
handelsgesetz)

Persons responsible for this document

The company responsible for preparing this document is B. Metzler seel. Sohn & Co. AG, Untermainanlage 1, 60329 Frankfurt am Main, Germany, which is subject to supervi­
sion by the German Federal Financial Supervisory Authority (Bundesanstalt für Finanzdienstleistungsaufsicht; BaFin), Marie-Curie-Straße 24–28, 60439 Frankfurt/Main, Ger­
many, and by the European Central Bank (ECB), Sonnemannstraße 20, 60314 Frankfurt/Main, Germany.

Key information sources

The sources of information referred to when preparing research publications include publications by national and international media, the European Central Bank and other 
public authorities, information services (such as Reuters and Bloomberg), the financial press, published statistics, information published by rating agencies, annual reports 
and other information provided by the issuers.

Valuation criteria and methods

Valuations are based on standard and acknowledged methods of fundamental and technical analysis (e.g. DCF model, peer-group analysis, sum-of-the-parts model, relative-
value analysis). The valuation models are affected by macro-economic values such as interest rates, exchange rates, commodities prices and economic performance, as well 
as by market sentiments. Detailed information on the valuation principles and methods used by Metzler and the assumptions on which they are based is available at: 
www.metzler.com/disclaimer-capital-markets-en.

Sensitivity of valuation parameters; risks

The figures on which the company valuations are based are date-specific estimates and thus carry inherent risks. They may be adjusted at any time without prior notice.
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Irrespective of the valuation principles and methods used and the assumptions on which they are based, there is always a risk that a particular price target is not achieved or 
that the assumptions and forecasts prove inaccurate. This can, for instance, be the result of unexpected changes in demand, management, technology, economic or political 
developments, interest rates, costs, the competitive situation, the legal situation and other factors. Investments in foreign markets and instruments are subject to additional 
risks, as a result of changes in exchange rates or in the economic, political or social situation, for instance. This outline of risks makes no claim to be exhaustive.

Definition of categories for investment recommendations

The categories for investment recommendations in research publications by Metzler have the following meanings:

Shares:

BUY                The price of the analysed financial instrument is expected to rise in the next 12 months.

HOLD             The price of the analysed financial instrument is expected to largely remain stable in the next 12 months.

SELL              The price of the analysed financial instrument is expected to fall in the next 12 months.

Bonds:

BUY The analysed financial instrument is expected to perform better than similar financial instruments.

HOLD The analysed financial instrument is not expected to perform significantly better or worse than similar financial instruments.

SELL The analysed financial instrument is expected to perform worse than similar financial instruments.

Summary of investment recommendations

A list of all investment recommendations for each financial instrument or issuer published by Metzler in the past twelve months can be found at www.metzler.com/disclaimer-
capital-markets-en.

The quarterly quotation of the number of all investment recommendations given as “buy”, “hold”, “sell” or similar for the past 12 months as a proportion of the total number 
of investment recommendations made by Metzler and the quotation of the proportion of these categories relating to issuers to whom Metzler has provided services within the 
meaning of Annex I sections A and B of Regulation 2014/65/EU within the past 12 months can be accessed and downloaded at www.metzler.com/disclaimer-capital-markets-
en.

Planned updates of this document

This document reflects the opinion of the respective author at the time of its preparation. Any changes of factors can cause information, opinions, estimates, recommenda­
tions and forecasts contained in this document to cease to be accurate. No decision has as yet been taken as to whether, and if so when, this document will be updated. If an 
investment recommendation is updated, the updated investment recommendation replaces the previous investment recommendation upon publication.

Compliance arrangements; conflicts of interest

All analysts are bound by Metzler’s internal compliance regulations which ensure that the research publications are prepared in accordance with statutory and regulatory pro­
visions. The analysts are classified as working in a confidential sector and are thus required to observe the resulting statutory and regulatory provisions. This is monitored on a 
regular basis by the Compliance department and external auditors. The Compliance department ensures that potential conflicts of interest do not affect the original result of 
the analysis. Metzler has a binding Conflicts of Interest Policy in place which ensures that relevant conflicts of interest within Metzler, the Metzler Group, the analysts and 
staff of Metzler's Capital Markets division and persons associated with them are avoided or, if they cannot be avoided, are appropriately identified, managed, disclosed and 
monitored. A detailed description of Metzler’s policy for avoiding conflicts of interest is available at www.metzler.com/disclaimer-capital-markets-en.

Details of the conflicts of interests to be disclosed under regulatory requirements are published at www.metzler.com/disclosures-en.

Remuneration

The remuneration of the Metzler staff members and other persons involved in preparing this document is in no way, either in whole or in any variable part, directly or material­
ly linked to transactions in securities services or other transactions processed by Metzler.

Prices

All prices for financial instruments stated in this document are, unless otherwise stated, closing prices for the trading day preceding the respective stated publication date on 
the market which we regard as the most liquid market for the respective financial instrument.

Scope of application

This document was prepared in the Federal Republic of Germany in line with the legal provisions valid there. It may therefore be possible that this document does not comply 
with all provisions relating to the preparation of such documents in other countries.
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Metzler Capital Markets
B. Metzler seel. Sohn & Co. AG
Untermainanlage 1
60329 Frankfurt/Main, Germany
Phone +49 69 2104-extension
Fax +49 69 2104-679
www.metzler.com
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