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>> and are mandatory for selected employee groups and available

to everyone. All new employees will beintroduced to the Code of
Conduct as part of the induction programme.

Vestas' standards and goals build on recognised framework
agreements established by international organisations such

as the UN, ILO and OECD. In 2009, Vestas joined the UN Global
Compact initiative and fallows the ten generally recognised prin-
ciples inrespect of human rights, labour standards, the environ-
ment and anti-corruption. At least once a year, Vestas will submit
a progress report, Communication on Progress, on Global Com-
pact developments. The progress report for 2009 is shown under
the section Nan-financial issues on pages 50-59,

MANAGEMENT FOCUS

Vestas' management's overall focus is on customers, colleagues,
Cost of Energy and shareholders. Success in these areas is a pre-
requisite for retaining the leadership position in fierce competi-
tionwith some of the world's largest corporations,

Customers

Vestas expects that large customers will come to represent a
larger proportion of the new capacity inthe future, especially in
mature markets. Revenue in 2009 was distributed among 201
customers, against 228 in 2008. The generally higher degree
of professionalism among its customers places ever greater
demands an all parts of Vestas,

By establishing the independent group staff function Group
Marketing & Custorner Insight in 2009, Vestas intensified its
efforts to build a strong customer-oriented culture throughout
the arganisation, Through significantly improved customer
insight and open customer dialogue, Vestas aims to achieve a
sharp improvement in customer loyalty, which is a prerequisite for
Vestas to accomplish Triple 15.

Group Marketing & Customer Insight is to provide support to the
sales business units and standardise customer-related activities
5o that the most expedient work methods and processes are
applied throughout Vestas, making the company a better partner
toits customers, Furthermare, the function is responsible for
product launches and progressive accumulation of knowledge
about customer needs to ensure faster and better follow up on
collaboration with each customer and that customer's satisfac-
tionwith Viestas.

In order to ensure uniform, high quality in all parts of the cal-
laboration with Vestas' largest international customers, a Key
Account Management programme was launched in 2009,
comprising all sales business units. In addition, customers will
become more invalved in product development and will generally
have better access to informationand data relating to business
and technology.

Customer loyalty survey

As in previous years, Vestas conducted a loyalty survey among its
customers in 2009, A total of 684 persons from 155 customers
participated in the survey.

With a loyalty index of 64, Vestas' almost achieved its target
index of 65 - an improvement from 52 in 2008. The improve-
ment proves that Vestas' continuing focus on enhancing cus-
tomer relations and delivering better turbine perfarmance and
service has produced resuits. Vestas aims for a customer loyalty
index of 70in 2010, and the target index for 201 2 is a minimum
of 75.

016 | vestas sl mport 2009

Colleagues

Since 2005, Vestas has recruited 10,1 12 employees, net, and at
31 December 2009, the 20,730 employees had an average sen-
iority of 3.7 years, with 48 per cent of the employees having less
than two years' seniority. The training and retention of new and
existing employees is therefore a key priority area,

Europe Americas Pacific Total

Praduction units 7471 735 2109 10315
Sales and service units 4170 1,404 2013 7.587
R&D 1,182 54 254 1,490
Others 1338 0 0 1,338
Total 14,161 2193 4376 20,730
Others
R&D 6%
7%
Sales and service units Production units
37% 50%

To that end, Vestas has expanded its management development
programmes and given greater priority to in-house recruitment of
future managers. The in-house recruitment of managers is sup-
ported by initiatives such as Vestas' High Potential programme,
which selects and supports employees with the potential to take
a managerial position in the organisation within a few years.

A prerequisite for sustaining progress is for Vestas to become
amare international business with a much higher number of
non-Danish employees in management positions. Furthermore,
Vestas aims to have more women executives. At the end of
2009, Danes held 54 per cent of the positions intop-2,500, and
19 per cent were women. In addition, Vestas aims to have many
nationalities at all locations in order to create a truly global busi-
ness, which also has extensive local insight and understanding.

Due to the capacity build-up in the USA and a lack of growth in
demand in a number of markets in Northern Europe, regrettably
Viestas was. compelled to adjust its factory capacity in 2009. As
aresult, Vestas had to lay off 1,567 employees in Denmark and
the UK.

Inspite of the lay-offs in 2009, the headcount was approxi-
mately the same as in 2008 due to the expansions inthe USA
and China. Going forward, Vestas expects its headcount to rise at
a lower rate than its business volume because of enhanced effi-
ciency, improved turbine performance and economies of scale.

Vestas will continue to recruit employees under the "Peaple
before megawatt” principle, because the costs of well-educated
excess capacity are lower than the costs of remedying faults due
toa rushed staff inflow caused by strong MW growth, Lay-offs
will be a measure of last resort for Vestas due to the substantial
loss of know-how and experience associated with such lay-offs.

Employee satisfaction survey

As in previous years, in Movember 2008 Viestas conducted a
satisfaction survey amaong all employees in order to identify
and select priority areas both locally and at Group level, 17,748
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>> and are mandatory for selected employee groups and available

to everyone. All new employees will beintroduced to the Code of
Conduct as part of the induction programme.

Vestas' standards and goals build on recognised framework
agreements established by international organisations such

as the UN, ILO and OECD. In 2009, Vestas joined the UN Global
Compact initiative and fallows the ten generally recognised prin-
ciples inrespect of human rights, labour standards, the environ-
ment and anti-corruption. At least once a year, Vestas will submit
a progress report, Communication on Progress, on Global Com-
pact developments. The progress report for 2009 is shown under
the section Nan-financial issues on pages 50-59,

MANAGEMENT FOCUS

Vestas' management's overall focus is on customers, colleagues,
Cost of Energy and shareholders. Success in these areas is a pre-
requisite for retaining the leadership position in fierce competi-
tionwith some of the world's largest corporations,

Customers

Vestas expects that large customers will come to represent a
larger proportion of the new capacity inthe future, especially in
mature markets. Revenue in 2009 was distributed among 201
customers, against 228 in 2008. The generally higher degree
of professionalism among its customers places ever greater
demands an all parts of Vestas,

By establishing the independent group staff function Group
Marketing & Custorner Insight in 2009, Vestas intensified its
efforts to build a strong customer-oriented culture throughout
the arganisation, Through significantly improved customer
insight and open customer dialogue, Vestas aims to achieve a
sharp improvement in customer loyalty, which is a prerequisite for
Vestas to accomplish Triple 15.

Group Marketing & Customer Insight is to provide support to the
sales business units and standardise customer-related activities
5o that the most expedient work methods and processes are
applied throughout Vestas, making the company a better partner
toits customers, Furthermare, the function is responsible for
product launches and progressive accumulation of knowledge
about customer needs to ensure faster and better follow up on
collaboration with each customer and that customer's satisfac-
tionwith Viestas.

In order to ensure uniform, high quality in all parts of the cal-
laboration with Vestas' largest international customers, a Key
Account Management programme was launched in 2009,
comprising all sales business units. In addition, customers will
become more invalved in product development and will generally
have better access to informationand data relating to business
and technology.

Customer loyalty survey

As in previous years, Vestas conducted a loyalty survey among its
customers in 2009, A total of 684 persons from 155 customers
participated in the survey.

With a loyalty index of 64, Vestas' almost achieved its target
index of 65 - an improvement from 52 in 2008. The improve-
ment proves that Vestas' continuing focus on enhancing cus-
tomer relations and delivering better turbine perfarmance and
service has produced resuits. Vestas aims for a customer loyalty
index of 70in 2010, and the target index for 201 2 is a minimum
of 75.
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Colleagues

Since 2005, Vestas has recruited 10,1 12 employees, net, and at
31 December 2009, the 20,730 employees had an average sen-
iority of 3.7 years, with 48 per cent of the employees having less
than two years' seniority. The training and retention of new and
existing employees is therefore a key priority area,

Europe Americas Pacific Total

Praduction units 7471 735 2109 10315
Sales and service units 4170 1,404 2013 7.587
R&D 1,182 54 254 1,490
Others 1338 0 0 1,338
Total 14,161 2193 4376 20,730
Others
R&D 6%
7%
Sales and service units Production units
37% 50%

To that end, Vestas has expanded its management development
programmes and given greater priority to in-house recruitment of
future managers. The in-house recruitment of managers is sup-
ported by initiatives such as Vestas' High Potential programme,
which selects and supports employees with the potential to take
a managerial position in the organisation within a few years.

A prerequisite for sustaining progress is for Vestas to become
amare international business with a much higher number of
non-Danish employees in management positions. Furthermore,
Vestas aims to have more women executives. At the end of
2009, Danes held 54 per cent of the positions intop-2,500, and
19 per cent were women. In addition, Vestas aims to have many
nationalities at all locations in order to create a truly global busi-
ness, which also has extensive local insight and understanding.

Due to the capacity build-up in the USA and a lack of growth in
demand in a number of markets in Northern Europe, regrettably
Viestas was. compelled to adjust its factory capacity in 2009. As
aresult, Vestas had to lay off 1,567 employees in Denmark and
the UK.

Inspite of the lay-offs in 2009, the headcount was approxi-
mately the same as in 2008 due to the expansions inthe USA
and China. Going forward, Vestas expects its headcount to rise at
a lower rate than its business volume because of enhanced effi-
ciency, improved turbine performance and economies of scale.

Vestas will continue to recruit employees under the "Peaple
before megawatt” principle, because the costs of well-educated
excess capacity are lower than the costs of remedying faults due
toa rushed staff inflow caused by strong MW growth, Lay-offs
will be a measure of last resort for Vestas due to the substantial
loss of know-how and experience associated with such lay-offs.

Employee satisfaction survey

As in previous years, in Movember 2008 Viestas conducted a
satisfaction survey amaong all employees in order to identify
and select priority areas both locally and at Group level, 17,748
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