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DISCLAIMER

This presentation material is prepared by China Harmony Auto Holdings Ltd.(the “Company”) solely for your information only. All or any part of
this presentation material may not be taken away, reproduced, redistributed, or retransmitted in any manner. You agree to be bound by the
above condition by participating into this presentation. Any non-compliance may be against the related laws and requirements. This
presentation material does not constitute an offer to purchase or sell the related securities or forms the basis of, or be relied upon in
connection with any contract, commitment or investment decision whatsoever. This presentation material may contain forward-looking
statements. These forward-looking statements are based on several assumptions about the future, some of which are beyond the Company’s
control. The Company does not undertake any obligation to update any forward-looking statements to reflect events that occur or
circumstances that arises after the date of this presentation. Potential investors should bear in mind that actual financial results may differ
materially from the following forward-looking statements. The information contained in this presentation material is not verified by any
independent third party. No warranty is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of
the information contained herein. The information contained in this presentation material should be interpreted under the prevailing
circumstances. There is no update and nothing to be updated upon the presentation to reflect any significant change in the development. At no
time does the Company or the related directors, management, employees, agents or advisers accept any liability for the information contained
in this presentation material and accordingly accept any liability whatsoever for any loss howsoever arising from any use of this presentation

material.
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Business Overview | Highlights of 2022 interim results Q ) sy

E’é Total Revenue RMBS8.1 billion (incl. commission income) in 2022 1H , down by 15.3% year on year
% Net Profit RMB309 million (excl. impairment of BYTON) in 2022 1H, contracting by 25.5% year on year
&-. New cars sale volume 17,190 units in 2021 1H, decreasing by 23.4% from the same period last year, among which, Ferrari,

S
l
e

Bentley and Rolls-Royce increased by 365.2%, 10.3% and 2.4% respectively year-on-year

Revenue from new cars sale RMB6.9 billion in 2022 1H

2 ®

Comprehensive gross profit ~ RMB880 million in 2022 1+

Operating cash flow RMB620 million in 2022 1H, rising by 33.6% compared with the corresponding period last year

SG&A and financial expense RMB490 million of sG&a expense in 2022 1H, decreasing by 8.9% year on year
RMBG60 million of financial expense, a year-on-year decrease of 6.8%

Financial penetration rate 60.2% , an increase of 1.3% over the same period last year, effectively driving financial commission and

leasing income

] 4 [ &8

8| Stocks buyback and principle  Since 2022, The Company has repurchased over 21 million stocks from the open market
shareholder increased stake Principle shareholder increased stake in the company for 1.03 million stocks 4




Business Overview | Brands portfolio

Operating 9 luxury brands




Business Overview | Overview of sales network %ﬂ%ﬁ$
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As of 30 Jun 2022, a total number of 76 authorized outlets across 16
provinces in 40 cities

We converted 1 store of Maserati into Bentley to improve the sales efficiency and profitability.

. | Bentley: located in Beijing

4 stores under construction:

2 Ferrari: located in Zhengzhou, and Xi' an
I | Lamborghini: located in Tianjin

e 1 Lincoln: located in Wuhan



Business Overview | Network Expansion
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Business Overview | Outlets Distribution
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Business Overview | Awards of our outlets in 2022 1H

--------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------

LAMEO<I3GHIN|
VY, z
= 2
Manerrali

BENTLEY |
2021 Maserati Customer Relationship Maintenance
Elite ’

The best case for campaigning in 2022 1Q
BMWG&MINI China After-sales Service

Beijing Competition eService Special Competition ; 2021 M&S China Dealer Sales Process Best
Runner-up : § Wuxi Customer Experience Award 5
Excellent general manager of used car finance P Outstanding Financial Manager of Maserati China |n
: business in BMW Finance West District 2021 . - :
EZhengzhou BMW West Dis’c_r[ct New Energy Competition. Maserati National Chief TeCh.nI.CIan.
Online Competition Individual Group Champion Excellent Cases of Lamborghini China Market :
Top 20 Zhongdebao Sales Consultants swept the i Wenzhou A tivities in Q1 2022-Lamborghini Wenzhou Night
top 5 e R R R RRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRRR R
éWuhan il\)v/I;/:/dCorporate Institutional Sales Excellent Case (A vorvo QD (B
: BMW National Excellent Marketing Case Library 2022 Volvo Nationwide Dealership - Four Star
ELuoyang in Q1 2022 . oL b Dealer
The second prize of the MINI sales elite ranking in { | Zhengzhou Mach to May 2022, Volvo's national dealer Tiktok :
the first half of 2022 . dissemination incentive plan ranked top five in
Nanyang The first prize of Group D of MINI sales ¥ the country
consultants in the first half of 2022 : | Wuhan Outstanding General Manager of the Southern
SHange 2022 1Q, the official certified used car excellent District in the first half of 2022
used car manager in the West District Shangein Lincoln China Western Region Sales Development:
Huhehaote 2022 BMW Electric Vehicle Sales Competition - ¥ Award in the first half of 2022 9 |

First Place in Inner Mongolia Community



Financial
investment
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« Navigating the new business model in the world of NEV « Dangdang New Energy , an O20 platform specializing in
NEV sales and aftersales services
« Focus on building up an ecosystem that covers the frontend
(sales) to backend demand (aftersales + repair) « Established strategic partnership with 10 NEV brands,
incl. Nio, Xpeng, and Li Auto;

10



Business Overview | New cars sales business

| Historical New Car Sales |

Unit : car

50,000
40,791
40,000 36,573
32,796
30,000 24,620 25,917 26,988
! 22,447 -23.4%
20,000 17,190
10,000
2016 2017 2018 2019 2020 2021 2021 1H 2022 1H
Unit - car Luxury Brands Unit - car Ultra Luxury Brands
25,000 -24.0% 500 +1.5%

21,972

482
20,000 480 475
16,708
15,000 460
10,000 440
5,000 420

400
2021 1H 2022 1H 2021 1H 2022 1H 11




Business Overview | Key brands’ volume analysis

Retail volume in China

363,590 22.0% yoy eé”;»

(Incl. Mini)

86,753 -29.5% yoy

435 +44.5% yoy

1,867 -2.4% yoy
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737 -8.3% yoy
12

Note: data source from Bloomberg as of 30 Jun 2022 Unit: car



Business Overview | Aftersales Service:

[ Revenue from aftersales service ] [ Repaired units ]
Unit: RMB Million Unit: Car
2,500 2,326 205,11 -5.7%
200,000 197,112
2,000
1,818
1,686 180,000
0
1,500 1,366 _8-86
1,247 1,280 160,000
1,097
1,001
1,000
140,000
500 I 120,000
_ 100,000
2016 2017 2018 2019 2020 2021 2021 1H 2022 1H 2021 1H 2022 1H
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Business Overview | Value-added business:

[ Revenue from value-added service ] [ Penetration of auto financing ]

Unit: RMB Million

62.0% +1.3% pts
500 466 60.2%
450 e 60.0% 58.9%
400
350 327 324 580%
307
- -10.7%
252 56.0%
250 225 ’
00 180
54.0%
150
100 52.0%
50
0 50.0%

2016 2017 2018 2019 2020 2021 2021 1H 2022 1H 2021 1H 2022 1H

* Value-added business include financing leasing, auto financing and car insurance
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| Financial Analysis

@ Financial performance

@ Cost management and debt analysis
@ Breakdown of gross profit

© Analysis over key indicators

15
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Financial Analysis | Financial performance TR

[ Comprehensive Revenue J [ Revenue from new cars sales ]
(incl. commission income) and aftersales services
Unit: RMB Million Unit: RMB Million .
10,000 9,600 9,000 8,251 B New Car Sales Aftersales Services
' -15.3% 8,000 -16.3%
8,132 6,906
7,000
6,000
5,000
>/000 4,000
3,000 e
2,000 e 1,6010
1,000

2021 1H 2022 1H 2021 1H 2022 1H

[ Operating cash flow ] [ Gross Margin by Business Segment ]

Unit: RMB Million

700 Aftersales Services Main Businesses B New Car Sales

9 "1 0o
+33.6% s00% e £ 0% ple

618
600 25.0% 43.6%
o0 163 40.0%
35.0%
400 30.0%
200 25.0%
20.0%
200 15.0% 0250 -0-85;/;)pt5
10.0% 7 -1.0% pts
. 5.0% 4.2% 3.2%
] 0.0% ] 16

2021 1H 2022 1H 2021 1H 2022 1H




Financial Analysis | Cost management and debt analysis H%EME‘%NE%O

SG&A Expense

Unit: RMB Million

550

540

530

520

510

500

490

480

470

460

537.9

-9.0%

489.5

2021 1H 2022 1H

Financial Expense

Liability-To-Asset Ratio

Unit: RMB Million

65.0

60.0

55.0

50.0

45.0

40.0

57.0

2021 1H 2022 1H

+2.9% pts

41.4%
38.5%

-6-8% I I

2021 1H 2022 1H

*Affected by the FMC (Byton) project, the asset-liability ratio
increased slightly
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HARMONY AUTO

Financial Analysis | Breakdown of Gross Profit

[ Breakdown of Gross Profit for 2022 1H ] [ Breakdown of Gross Profit for 2021 1H ]

Financial leasing, Financial leasing

4.79% 3.01%

New Car Sales
32.18% New car sales

40.11%

Aftersales
service
56.88%

Aftersales
service

63.03%
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[ Overall Inventory Days ] [ Inventory Days by brands ]

Unit: Day Unit: Day M Luxury Brands Ultra Luxury Brands
34 +7 Days 2 Days
30 2
24
2021 1H 2022 1H
2021 1H 2022 1H
[ Absorption Ratio ] Annualized ROE
excluding the impairment of BYTON
-1.8% pts 9 P
80.1% 79.7% 82.8% 81.6% 79.8%

08.9% 10.3% > 0%
57.6% =-Z.
I I ; opts
47.6% I

2016 2017 2018 2019 2020 2021 2021 1H 2022 1H 2021 1H 2022 1H 19




Development Strategies | Industry Outlook

« The macro economy is in a period of bottoming out
and recovery, and the trend brought about by

consumption upgrades will further drive the demand
for luxury and ultra-luxury vehicles. Structral Growth

« Policies such as financial subsidies, reduction of \
purchase tax and relaxation of car purchase restrictions
will boost luxury car consumption.

N @ NEV Layout 77| FEeie
» Traditional luxury brands are gradually enriching the Recovery

product portfolio of new energy vehicles, seizing the
opportunity of the reconstruction of the new energy I
vehicle pattern.

 Dealers with brand advantages will seize the ﬂ Consurr!ption .
opportunity of this round of luxury car demand Promotion Policy
recovery.

20



Development Strategies | Three Focuses

/—~ Focus on the
core business

Focus on the -
key brands

Keep
Improving
return on
equity

P - Focus on

efficiency and
quality growth

Pl



Development strategies | Focus on the core business

Focus on the core business, and spin off NEV business

\y»,» HARMONY AUTO
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@ Focus on the core business @ To seek independent financing

22



Development Strategies | Focus on the key brands

Keep focusing on strategically important brands Keep eyes on the network expansion

ST EYN BMW, Lexus, Ferrari, Bentley, « Optimize distribution network in the
Rolls Royce core regions

« Expand the coverage into areas with

great potentials

‘ E— — i / Tw
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Development Strategies | Focus on efficiency and quality a‘i’ %M%N%%O

Concentrate on core business Continue to enhance operating efficiency

 Ride on the trend: NEV | Used cars - One standard : Performance-centric

« Broad-based planning: Scale | Users

Experience + Two mindsets : Capability | Performance
-« Execution: Management Tools | Talents

Development « Three reforms : On the basis of the three reforms,

Go boldly toward digitalization the operation is refined to reduce costs and

i increase efficiency
« Manage every working process by the

means of digitalization R ol 3 ,
. .  Four cultures : Simplicity | Efficiency | Happiness |
« Use data analytics to improve sales channels
Endeavour

24



Thank you !

Hong Kong Investor Relation Office

Email: hk@hexieauto.com




