STAKEHOLDER INTERVIEW FABIAN

Date: 3 Sep 2025
Attendees: Fabian, Pieter, Patrick, Jeroen

Agenda (60”):
· Framing & introductions (10” max.)
· Interview
· Next steps & wrap-up (5”)

Notes:
· …

Leadership & collaboration
· As BU Leader, how do you see the current collaboration between your unit and DSH?
. DSH not taking the role yet- we are infrastructure company, heavily dependent on HW components. Org waiting for DSH to take the lead, to take a stronger role
. Frustration based on past leadership - default answer like “not possible”, “other business”, “compliance”, etc.
. Historically not strong in showing cases like a lighthouse/showcase → not active role
. DSH underperforming, not yet taking their role, BUT we have good people in DSH, e.g. HW staff outstandingly good
. SW staff to improve
. PO and developers with high experience are available (about 30)
. Stakeholder mgmt working closely with procurement and IT → improvement potential towards procurement; they want to support, willingness is there (Jana et. al.)
. IT has great willingness to contribute and to join → to explore further collaboration areas, to bring it to a better strategic level (not yet on that level)
. Peter: We are quiet good in backend to build, but we have potential to user/customer communication
. DSH so far: Tried to execute overwhelmed demands → to develop own tech vision to align skill set, to identify required/missing capabilities→ to integrate own demands and external demands into one picture → for that to have strategic foundation
. DSH has the tech staff, which needs to be able to translate business requirements into solutions (short term, mid term, long term - all horizons and dimensions)
. Schematic: “Better to deliver increments instead of big pieces coming late”
. Important: DSH to come out of defensive situation into offensive leading role → now Pieter to be in position to change this
. Pieter: Why so much demands to DSH? → to broad focus, unharmonized organization, lack of process management → structurize it in a meaningful way → structure demands using clear processes to have workload balanced
. 
· Where do you believe DSH performance can be elevated to the next level?
. included
· From a leadership perspective, what do you consider the most important success factors for cross-BU collaboration?
. included

3. Tech vision & framework
· We use a framework to cover all relevant aspects. What do you feel is missing if anything? SHOW THE STEERING WHEEL – SEE SLIDE 3
. It’s a logical structure
. Fundamental guidelines: how to integrate? → cross-country harmonization e.g.,
2. DNA of DSH to shape like
2. internationally harmonized HW portfolio
2. not country specific solutions
2. scaleability as a basic principle
2. flexible platform in ah highly dynamic market
2. → some GUIDING PRINCIPLES
· Which industry trends or internal initiatives do you see as most relevant to shaping our BU’s future tech vision?
. Full focus on Vattenfall invest
. Smart charging, everything around / grid
. Everything around pricing, flexible
. Platform setup: Need for modularisation, flexibility, reduced development + increased configuration
. HW: Huge market development, to stay on top of that → trend towards modularisation, flexible site setup (e.g. NOT integrated stations)--> rapidly developing, site attractivity might change fast
. Difference of HW producer data strategies → some keep data ownership, some (CN) provide more plain HW → to have a clear strategy of what we want → reduce risk of redundant development → reduce margin → drives cost
6. HW → use data or Data → use HW
. When we depend too much on suppliers, we get dependent of them, like ABB → procurement risks, but lead in DSH with strategic guidelines (so not NSL to dictate HW based on unknown undocumented, personal rules)
· How strongly is digital transformation anchored in your BU strategy, and what’s your vision for its role in driving growth?
. Digital transformation is not driving our organization, traditionally based on growth & steering
. Digital acting as supplier
. Future? -  to be more balanced, to understand connections in the use cases
3. E.g. buy smart charging vehicle-to-grid capabilities
. 

4. BU challenges & opportunities
· What do you see as the biggest challenges and opportunities for BU E-mobility in the coming years (e.g. time-to-market, regulatory requirements, financial/human resources, risks)?
. Underutilisation of assets is currently our biggest challenge → there is currently an abundance of EV-charging solutions and too little EV’s on the road. Currently 95% underutilisation, which is commercially painful. We are especially susceptible to this as we focused on destination segment. We need to wait for the moment when more cheap EV’s become mainstream
. Low margins → Capital has been flowing into this market, leading to market depreciation and significant loss of margins
. Organisation → We are in a phase of consolidation, which will lead to 2 things: (1) Internal efficiency through optimization and (international) synergies. After this phase of consolidation, a lot of competition will have fallen away which will lead to a more stable market competition landscape with realistic sustainable margins
· Who should be in the lead to look for industrial synergies in this consolidation phase?
. Stakeholders considerations - selling / JV
. Looking out for strategic moves, such as Buy or Build (CPMS), in case we Build should we offer white label to others? Which modules are hygiene and which modules are USP?
· Where do you see the biggest challenges or success factors for successful tech vision implementation across the BU?
. Buy or Build
. Modularization
. Development vs. Configuration
. Data management & AI
· How do you see data, analytics, and automation supporting decision-making, efficiency, and customer experience?
. It will be a key part. 
. First we need to improve in data quality and we need to ensure that data is available to AI
. For sure AI will play a major role in the future. For example, dynamic pricing acc. to different data considerations
. Simplification - I am not sure if our data classification is up to par. We might need to work on a clear definition of data (specifically STRUCTURE OF DATA).
· How can the BU strengthen differentiation in the market and customer engagement through digital channels?
. We could differentiate by having leading smart charging functionalities leading to right price, right place, etc.
. Self-service - EV-driver should have access to self-service. Should lead to efficiency, automation, differentiation
· From your leadership perspective, what is good and should not be changed? And what should be changed?
. Keep: Need for vision & identity etc. 
. To be evaluated: How good are the leaders within DSH? Specifically Stefan and Steven. And also non-formal leaders, such as product owners.

5. Conclusion (5”)
Do you have anything else to add in this context? Anything we missed?
· DSH MT is a bit special, because it includes embedded (operational) managers from IT. We need to discuss with Jetske, Edwin and Tobias what is the optimal DSH MT. I would be for creating an integrated DSH MT, which goes beyond the BU.
Extra question from Pieter - Assuming it is summer 26, when are you happy with the result?
· DSH MT is standing motivated including IT & procurement
· There is a clear tech vision which everybody is bought into, BU MT / AMM
· You should have clarity on roadmaps, e.g. HW there should be clarity where do you want to go and what are the next steps
· Wrt people: Both in DS and HW people feel proud of being more in the spotlight and having more visibility in the organization
· Cost reduction: (1) bringing down IT costs, less exp dev & maintenance (2) Cost reduction in the wider org due to innovations and improvements. Fully automate charge card process
· → so a “balanced approach”

