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Important information

Forward - Looking  Statements  and Risks & Uncertainties  

This document  and the  related  oral  presentation  contain,  and responses  to  questions  following  the  presentation  may contain,  forward - looking  statements  that  reflect  the  intentions,  beliefs  or  
current  expectations  and projections  of  Signify N.V. (the  ά/ƻƳǇŀƴȅέΣ and together  with  its  subsidiaries,  the  άDǊƻǳǇέύΣ including statements  regarding  strategy,  estimates  of  sales growth  and 
future  operational  results . By their  nature,  these  statements  involve risks and uncertainties,  and there  may be many factors  that  could  cause actual  results  or  outcomes  to  differ  materially  from  
those  expressed  in or  implied by these  statements . 

These risks, uncertainties  and other  factors  include  macroeconomic  volatility,  geopolitical  and regulatory  changes  including  trade  tariffs,  competitive  price  pressure,  technological  disruptions,  
reduced  governmental  funding  for  energy  efficiency  and sustainability,  currency  risks, changes  in international  tax  laws, effects  of  environmental  crises,  climate  change and natural  disasters,  
cybersecurity  risk,  and export  controls  and sanctions . The above risks may not  include all factors  that  ultimately  affect  the  Group. Additional  risks and uncertainties  that  are currently  not  known  
to  the  Group or  not  considered  material  may have a material  adverse  effect  on the  business, strategy,  results  of  operations,  financial  condition  and prospects  of  the  Group,  or  prevent  the  
forward - looking  events  discussed  from  occurring . The Group undertakes  no duty  to  and will not  necessarily  update  any of  the  forward - looking  statements  in light  of  new information  or  future  
events,  except  to  the  extent  required  by applicable  law.

Market  and Industry  Information  

All references  to  market  share, market  data,  industry  statistics  and industry  forecasts  in this  document  consist  of  estimates  compiled  by industry  professionals,  competitors,  organizations  or  
analysts, of  publicly  available information  or  of  the  DǊƻǳǇΩǎ own assessment  of  its  sales and markets . Rankings are based on sales unless otherwise  stated . 

Non- IFRS Financial Measures 

Certain  parts  of  this  document  contain  non- IFRS financial  measures and ratios,  such as comparable  sales growth,  adjusted  gross  margin and indirect  costs,  EBITA, adjusted  EBITA, free  cash flow,  
Net  debt,  Working capital  and other  related  ratios,  which  are not  recognized  measures of  financial  performance  or  liquidity  under  IFRS. The non- IFRS financial  measures presented  are measures 
used by management  to  monitor  the  underlying  performance  of  the  DǊƻǳǇΩǎ business and operations . Not  all companies  calculate  non- IFRS financial  measures in the  same manner or  on a 
consistent  basis and these  measures and ratios  may not  be comparable  to  measures used by other  companies  under  the  same or  similar names. For further  information  on non- IFRS financial  
measures, see "Chapter  18 Reconciliation  of  non- IFRS measures"  in the  Annual Report  2025.

Presentation  

All amounts  are in millions of  euros  unless otherwise  stated . Due to  rounding,  amounts  may not  add up to  totals  provided . All reported  data  is unaudited . Unless otherwise  indicated,  financial  
information  has been prepared  in accordance  with  the  accounting  policies  as stated  in the  Annual Report  2025.
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More focused, better performing lighting company

Overall market stabilizing, growth in connected lighting

Signify strengths deliver resilience on gross margin

Portfolio focus redefined around BUILD and HARVEST

Performance step up with three playbooks at granular level

Delayered team focused on execution and operational excellence

Competitive shareholder value creation 
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Overall market stabilizing, growth in connected lighting

1. Conventional market growth excluding Specialty lighting

Market size 2025, 
EURbn

Value market 
ƎǊƻǿǘƘ Ωнр-ΩнфΣ %

Value market 
ƎǊƻǿǘƘ Ωнм-ΩнрΣ %

Conventional 
lamps1

<0.5

LED lamps

4 36

Luminaires

Connected 
lighting

12

Adjacent 
Systems

100+ 

- 28% - 8% - 2% 2% 5- 10%

- 35% - 8% 0% 4% 5- 10%

Source: Estimates based on Signify market model, Adjacent systems: see page 7
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Lamps stabilizing at c. 60% of current value  

- 35%

- 34%

14%

2015 2017 2019 2021 2023 2025

1.7

1.5

2027 2029 2031 2033 2035

3.5

2.1

Source: Estimates based on Signify market model

CAGRValue

2025 -ΩнфΣ ҈Global market for lamps , EURbn

ÅVolume shifting to 
stable LED 
replacement market 
underpinned by 
ongoing demand for 
non- integrated, 
socket - based 
applications

ÅPrice stabilization 
after steep decline in 
recent yearsLED lamps replacement

LED lamps replacing conventional

Conventional lamps
Lamps bottoming out at    
c.60% of current value & 
c.70% of current volume

0.4
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Connected lighting close to inflection point

Source: Estimates based on Signify market model

ÅVolume growth +8%

ÅPrice erosion - 4%

ÅProven use cases

Convent ional

Ad jacent
sy

st
em

s

LE
D

Connected lighting, 12+ EURbn with 4+% CAGR 2025 - 2029

Connect ed light ing



9

Adjacent systems present new value pools

Source: Market reports, press research, public company presentations from companies already active in above adjacencies , expert interviews 

Smart City Security

Health/ 
Wellbeing Entertainment

Integrated building 
solutions, incl. e.g., 

HVAC

Energy 
Efficiency

Traffic flow 
optimization, public 

safety, drone 
detection

>30  EURbn1 

5- 10% CAGR

>10 EURbn2 

10- 15% CAGR

>50  EURbn3 

6- 8% CAGR

>10 EURbn4 

8- 12% CAGR

>5  EURbn5

10- 15% CAGR

Dynamic LED 
dimming

Adaptive to traffic 
and weather

Space occupancy 
sensors / RF

Circadian lighting,
VitaUp

Color and
ambiance control

From connected 
lighting

Lighting as 
integrated security 

sensors

Elderly care,
age tech, sleep 

regulation

Immersive real- time 
sync with media, 

gaming, and events

To intelligent 
systems 
Examples

Ecosystem 
Market size, 
2025 (CAGR 2025-
2030)

1.     Energy saving hardware and software   2.  Integrated traffic systems  
3.    Access control, video surveillance and fire and life safety    4. Technology platforms optimizing wellbeing and healthy routines   
5.    Entertainment lighting, integrated light & audio devices, all - in- one entertainment systems & sound bars
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Signify company profile
Revenue split, 2025

40%10%

6%

8%

36%

Luminaires1

Connected & Specialty Lighting

LED Lamps

Conventional

Others 2

65%

22%

6%
6%

1%

Professional

Consumer

OEM

Conventional

Other 3 

5.8 
EURbn

North America Europe Rest of World

41% 33% 26%
India: 5%

China: 7%

Of 
which

1. Non- connected
2. Including Klite, Non - connected & non - specialty OEM & Licensing
3. Venture businesses

Source: Signify internal data 

5.8 
EURbn

Technologies Geographies Business units
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CEO diagnosis: unique strengths and opportunities

Technology- led innovation and IP  Higher return on R&D

Sourcing power and flexibility Less commodity manufacturing

Sustainability ς ά.ǊƛƎƘǘŜǊ [ƛǾŜǎΣ .ŜǘǘŜǊ ²ƻǊƭŘέ Monetize sustainability investments

Partner ecosystem Invest in specifiers and distributors

Gross margin resilience at group level More consistent delivery across full portfolio

¦ƴƛǉǳŜ ǎǘǊŜƴƎǘƘǎ ǘƻ ƭŜǾŜǊŀƎŜΧ ΧŀƴŘ ƻǇǇƻǊǘǳƴƛǘƛŜǎ ǘƻ Řƻ ōŜǘǘŜǊ
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Gross margin resilience at company level

Source: Signify financials 

2021 22 23 24 2025
0

1

2

3

4

5

6

7

8

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Revenue GM %Revenue Gross margin %

P&L breakdown, EURb, % of sales

Gross margin resilience

ÅStrong brands with 
premium 

ÅSourcing power

ÅValue engineering

Variance across the 
portfolio
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More focused, better performing lighting company

Each performance area with own strategy

Three playbooks

Raise the bar on operational excellence

Split in BUILD & HARVEST

Granular review

Six choices

Portfolio focus Performance step - up
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Portfolio best viewed at more granular level of performance areas

ÅSignify brand and reputation

ÅShared R&D platform and IP

ÅSourcing / procurement scale

ÅGo- to - market overlap / synergies

ÅCorporate infrastructure 

Professional Consumer

ÅEurope Stock & Flow

ÅCooper Projects

ÅAgriculture 

ÅΧΦ

ÅLED Lamps

ÅLuminaires

ÅConnected

ÅKLite

OEM Conventional

ÅΧΦ ÅGeneral Lighting

ÅSpecialty Lighting

ÅΧΦ

Examples

ÅDifferent market dynamics

ÅEach performance area with own strategy and P&L

DǊŀƴǳƭŀǊ ǇŜǊŦƻǊƳŀƴŎŜ ŀǊŜŀǎΧ Χ ōŜƴŜŦƛǘƛƴƎ ŦǊƻƳ {ƛƎƴƛŦȅ ǇƻǊǘŦƻƭƛƻ 



15

Split portfolio in BUILD & HARVEST mandates 

HARVEST

2025 2029

Source: Signify financials, and internal projections

BUILD

2025 2029

1.64.2Revenue , EURbn

- 11% c. - 5%0% c. +2%CSG, % 2024 - 2025 / 2025 - 2029

28% c. 20%72% c. 80%Share of revenue , %

EBITA margin vs group average > <
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Six portfolio choices 

Grow Consumer

Targeted investments in Professional

BUILD

BUILD

Reduce exposure to commoditized manufacturing

Extract max value from LED Lamps over life cycle

Manage decline of Conventional, all end - game options open

HARVEST

HARVEST

HARVEST

Focus direct presence on 35 countries BUILD
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2025 2029

+4% p.a.

Market value growth 
forecast Consumer 
connected

BUILD choice 1:

Grow in 
consumer

Source: Estimates based on Signify market model

Grow India lighting and 
beyond

Scale luminaires with 
product portfolio expansion

Accelerate growth of 
connected lighting 
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<10% segment 
share

>10% segment 
share

+5pp

BUILD choice 2: 

Targeted 
investments in 
Professional

Segment share key driver 
of performance 1,2

Adj. EBITA margin

Source: Estimates based on Signify market model, 
Signify internal data

1. Analyses based on geo- segment combinations 
within Professional

2. Average Adj. EBITA margin in segments with 
<10% and >10% segments share

Strengthen specifiers and 
distributors

Advance connected lighting 
platforms

Prioritize segments with 
leading positions
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Revenue per country, 2025

Source: Signify internal data

Localizing the 
growth engine

BUILD choice 3: 

Focus direct 
presence on 35 
countries
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HARVEST:

Choices 4 -6

ÅManage full life cycle

ÅMake most of business

-

ÅLeverage Signify distribution for General Lighting 

ÅRetain strong position Specialty / niche segments

ÅAll end- game options open 

Manage decline of 
Conventional, all end -
game options open

ÅLeverage strong Philips brand 

ÅMaximize value from distribution reach

Extract max value 
from LED Lamps over 
life cycle

Reduce exposure to 
commoditized 
manufacturing

ÅFocus on Make/Engineer - to - order for Spec

ÅReduce commodity manufacturing exposure

ÅAll options open for OEM & commodity manufacturing
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LƳǇǊƻǾŜ ǇǊƻŦƛǘŀōƛƭƛǘȅ ǘƘǊƻǳƎƘ ǘƘǊŜŜ άǇƭŀȅōƻƻƪǎέ

Maximize operating leverage

Growth & high profit portfolios

Turnaround

EBITA dilutive portfolios

Raise the bar on operational excellence, gross margin discipline 
& indirect cost efficiency across all  P&Ls

Playbook #1 Playbook #2

Maintain profitability

Declining or low growth & high 
profit portfolios

Playbook #3

ÅConsumer: Connected

ÅProfessional: Cooper 
Projects

ÅΧΦ

ÅConsumer: LED Lamps

ÅConventional Lighting

ÅΧΦ

ÅProfessional: Genlyte 
Projects

ÅConsumer: Lamps 
manufacturing

ÅΧΦ
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Raise the bar on 
execution and 
operational 
excellence

Digital

ÅAI embedded in core processes 

ÅOne data and intelligence foundation  

ÅSimplified and standardized technology landscape  

Costs

ÅDrive cost culture 

ÅTarget indirect costs c.30%1  

ÅSharper allocation of funds

Supply Chain

ÅSKU rationalization

ÅProcess simplification with new ERP

ÅInventory optimization with AI tooling

Commercial

ÅVoice of Customer program

ÅAgentic AI applications for channel partners 

ÅCapability building

1. Excluding amortization
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Delayered leadership team to drive execution

Board of management Our set - up 

As Tempelman
Chief Executive 
Officer  

¿ŜƭƧƪƻ YƻǎŀƴƻǾƛŏ
Chief Finance 
Officer

CGO

Vacancy
Chief Growth 
Officer

Sophie Breton
Professional  Europe

Rami Hajjar
Professional Emerging 
Markets

Olivia Qiu
China

Sumit Joshi
India

Michael K ühne
Consumer  

Paul Peeters
Conventional

Eran Gorgen
OEM

Michiel van Dam
Agriculture

Kraig Kasler
Professional North 
America  -  Cooper

ÅNew Chief Growth 
Officer role ς 
innovation, platforms, 
next horizon

ÅDelayered to increase 
accountability and 
focus

ÅCommitted leadership, 
empowered from top

ÅExecution and 
performance focus

Christy Tilton
Professional North 
America  -  Genlyte

Performance area leaders
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More focused, better performing lighting company

0 -1%
CSG

c.10%
Adj. EBITA

7-8%
FCF

2029 objectives

Competitive shareholder value creation

Portfolio focus Performance step - up
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Competitive shareholder value creation

ÅSet up the company for future success

ÅStable revenue and improve profitability 

ÅBalanced capital allocation

ïStrong balance sheet

ïAttractive dividends

ïSelective M&A





June 2026

Michael Kühne

Consumer

Exciting growth opportunity in Consumer 
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Exciting growth opportunity in consumer 

Market Consumer operates in 3 performance areas with different dynamics

Position A strong foundation: Global leader in consumer lighting

Strategy Clear role and way - to - play for each part of the business, delivering sustained growth
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ÅDeclining but large, profitable 
business 

ÅVolume expected to stabilize at 70% 
of current level

ÅLarge, moderate growth market 

ÅHighly fragmented with no dominant 
branded players  

ÅMid- single digit growth market

ÅOpportunity 5x connected 
households today

Three performance areas  with different dynamics

Conventional lamps

LED lamps replacing conventional

LED lamps replacement

Source: Estimates based on Signify market model, Signify internal data

LED lamps Luminaires Connected
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Consumer l ighting demand model: Not only construction - led

Lifestyle upgrade 

Illumination to ambience, 
convenience & entertainment 

Consumers move every 
c.8 years

Replacement & renovation

Marketing & brand activation 
inspires consumers to upgrade 
their spaces

Source: Signify internal data, U.S. Census Bureau
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Signify is the 
global leader in 
consumer 
lighting

Source: Estimates based on Signify market 
model & Signify financials

Back to growth
In 2025

Portfolio of world - class  
brands

Consistent growth trajectory

Available in >150 countries 

Global market share in 
connected30%

Leading market  positions Strong, multi - channel 
distribution 
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Wǳǎǘ ǳƴŘŜǊ н ȅŜŀǊǎ ƛƴΣ ōƛƎ ǎǘŜǇǎ ƳŀŘŜΧ

People

ÅRight external talent brought 
in

ÅInternal talent identified and 
placed in right positions

Structure 

ÅGo where the consumer goes

ÅNew ecommerce organization

ÅNew marketing and social 
setup

Capabilities

ÅConsumer centricity at the 
core

ÅMarketing and social step - up

ÅAI at the heart of business
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Portfolio strategy: Clear role and way - to -play for each segment

Build with new, design - led & 
family- based portfolio

Harvest and reduce exposure to 
manufacturing

Build and outgrow the market  

ÅNew households via multiple 
entry points

ÅExpansion of lifetime value

HARVEST: LED lamps BUILD: Luminaires BUILD: Connected
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Our strategy going forward

SKU rationalization 

Maximize operating leverage playbook for 
connected and luminaires  

Connected: Build and outgrow market

LED lamps: Harvest and reduce exposure to 
manufacturing 

Maintain profitability playbook for lamps 
Luminaires: Build with new, design - led & family-
based portfolio

Portfolio focus Performance step - up
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Deep-dive: Philips Hue

/ƻƴǘƛƴǳŜ ǘƻ ŘŜƭƛǾŜǊ άŦƛǊǎǘ ǘƻ 
ǿƻǊƭŘέ ƛƴƴƻǾŀǘƛƻƴ

Build desire through design

Increase lifetime value: 
devices (>10 devices), 
services & features  

/ǊŜŀǘŜ ΨǿƻǿΩ ŜƴǘŜǊǘŀƛƴƳŜƴǘ 
experiences

²ƻǊƭŘΩǎ ƭŜŀŘƛƴƎ ƭƛƎƘǘƛƴƎ ƘƻƳŜ ŜŎƻǎȅǎǘŜƳ 

Building on our strong foundation
Leading connected lighting ecosystem  with strong awareness, loyalty and engagement

Source: Estimates based on Signify market model, Signify  internal data
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Philips Hue business drivers: Exciting growth opportunity

Source: Signify estimates on penetration, Signify internal data on # Hue devices and price, Oxford Economics  data 

ÅEst. max penetration for Hue in NL 
based on HH disposable income 
>35k euro= c.25%

Upward trend:

Å 2022: c.11 devices

Å 2023: c.12.5 devices

Å 2024: c.14 devices

Å 2025: c.15 devices

Å 2026: c.17 devices

Hue devices per HH, #
Hue Household 
penetration in NL, %

Average ϵ ǇŜǊ IǳŜ 
device

Upward trend: 

ÅAverage NNSP1 per Hue device 
increased +8% in the last 5 
years  

Example Netherlands

1. Net Net Sales Price: price received after reduction of rebates and discounts
Note: Connected lighting growth is dependent on discretionary spend of consumers and consumer confidence

=x

c.30 Euro
17 devices

x

c.8%
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Exciting growth opportunity in consumer 

Market Consumer operates in 3 performance areas with different dynamics

Strategy Clear role and way - to - play for each part of the business, delivering sustained growth

Position A strong foundation: Global leader in consumer lighting
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As Tempelman

Professional

Largest business, targeted investments
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Signify Professional: Largest business, targeted investments

Market Stock & Flow and Projects with distinct dynamics and ecosystems

Strategy Focus on segments with leading positions, win with our partners, invest in connected

Position
Strength in both segments, deeply connected in ecosystem and strong connected 
offering 


