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We act. We learn.’

- We get better. We insist
on being more than we
are today. Some companies
are retreating; we are
moving forward to become
the Digital Industrial.

— JEFF IMMELT
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GE’s Global New Directions Team

CEO Jeff Immelt’s culture advisory group
made up of promising GE employees
from around the world

Cover: Krista Carroll, GE Aviation
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HOW WE PERFORMED

AGAINST OUR 2015 OPERATING GOALS 2016 GOALS
Target Actual Year-over-year

Operating Earnings Per Share!
Industrial $1.10-1.20 $1.14 £19% * Organic growth of 2-4%

N " . e Core margin expansion
GE Capital Verticals ~$0.15 $0.17 4 6% « Corporate @ $2.0-2.28

) . e Alstom ~$0.05; Appliances gain ~$0.20
Operating Profit Margins*? « Restructuring = gains
Industrial (incl. Corporate) ® + 15.3% 4 110bps * FXimpact ~$(0.02) at today’s rates

* High-teens Industrial tax rate
GE Capital Exit Plan

Asset sales (Ending Net Investment F .r'e.c.e'?qs.:h !:.If).v.". ’ .D. if'.).o.s.i.t.if).r).sf $29_328 ................
[excluding liquidity]) ~$908 $1048 N/A * CFOA of $30-32B; ~$18B Capital dividend
e Dispositions of $3-4B
Cash o Net P&E of ~$48B
Free cash flow + dispositions* $12-158 $15.28 4 23%

@ Cash Returned to Investors: ~$26B

Cash returned to investors $10-308 $33.08 4 $228 « Dividend of -$88

* Buyback of ~$18B

1. Non-GAAP Financial Measure. See Financial Measures That Supplement U.S. Generally Accepted
Accounting Principles Measures (Non-GAAP Financial Measures) on page 95.

2. Excluding Alstom.
3.Excluding restructuring and other &gains.
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It is easy to be uncertain as an investor to-
day. The global economy is long on volatility
and short on economic leadership. But GE
remains a good investment. In a complicated
world, we are simpler and more competitive.
In an uncertain world, we are skilled in man-
aging through tough cycles. In a risky world,
we have cultural strength and a lot of cash.

C

Letter to Shareowners

We are tested. Companies that think they
are perfect can get you in trouble in this
environment. GE is not perfect, but we make
progress every day. In 2015, we continued to
take strong actions that make GE better.

We transformed our portfolio by exiting most
of financial services while completing the
purchase of Alstom, our largest industrial
deal. This ends a period in which we refo-
cused GE as a high-tech leader. To do so, we
sold more than half the Company where
we lacked competitive advantage and re-
built our core franchises. Every GE business

today rests solidly on a bedrock of deep do-
main competency.

The bold strategy to exit GE Capital came
from Keith Sherin and his team. The plan was
complicated, challenging and risky. It involved
one of the largest corporate restructurings in
history. Their execution has been flawless.
The move says a lot about the GE culture: We
are willing to take bold actions in the face of
uncertainty; and our team puts the Company
ahead of their own interests.

At the same time, we accelerated our
transformation as a leader in the Industrial
Internet, becoming a “Digital Industrial” com-
pany. In the Industrial Internet we see the
next great wave of productivity both for our
company and for the customers we serve.
We are a company that invests in broad
industrial transitions, and they don’'t come
much bigger than the full application of data
and analytics to machines and systems.

GE CAPITAL PORTFOLIO
REPOSITIONING IN 2015

Based on strong buyer interest and an
accelerated timeline, the portfolio transition
will be largely executed by the end of 2016.

GE Capital Transition

GE CAPITAL
PROFIT CONTRIBUTION

GE Capital drove significant earnings
growth and helped fuel GE's investment
in its industrial portfolio.

GE Capital % of GE’s earnings

% Earnings: 1990-99 37%

~60%

% Earnings Growth
1990-2005

41%

% Earnings: 2000-15

$2008
GOALFOR
ASSET
DISPOSITIONS

$1578 § $1048

SIGNED CLOSED

<10%*

% Earnings: Future

*Industrial operating + Verticals basis

GE Capital Historic Timeline

1930s 1940s-50s 1960s 1970s 1980s 1990s 2000s 2008-15 TODAY
GE Credit GE Credit Entered Aviation  Real Estate Energy Financial ~ E-business GE Capital Financial crisis &  Established GE Capital Verticals
formedin 1932 signs financing launches Services launches revenues new regulatory  to better align with GE's industrial
to provide in- 8 millionth Commercial launches GE Capital reach ~50% bodies businesses
itollmeat loans contract Lending GE Capital Retail ~ splitsinto 27 '”}Slf/”gt'oz%%% GE Capital Successful split-off of Synchrony
GoEpurcl_ase and Leasing CardFinance  businesses ~ /0% Dby Retail Finance  Financial through largest-ever
appliances launches launches Genworth PO IPOs as share exchange with 671MM GE
(largest IPOof  Synchrony shares retired
2004) Financial (2014)
Milestone
Aviation

acquired; first
acquisition since
financial crisis
(2014)

Earnings
since 1980
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The essence of GE is the unique ability to cre-
ate value from the intersection of horizontal
capability with vertical expertise. Competing
across multiple businesses and regions—"the
horizontal’—requires strategic agility and cul-
ture, but it is increasingly valuable. This is how
we create competitive advantage from size
and diversity. A digital world facilitates more
horizontal solutions for customer productiv-
ity and internal speed. A volatile world puts
more of a premium on reducing risk through
diversity, another horizontal skill. At the same
time, companies must be deeper to drive low
cost, achieving customer outcomes with high
share—"the vertical.” New innovation will re-
quire deep science and, many times, new
manufacturing techniques. There are not
many companies on Earth that can develop
high-tech infrastructure systems at scale, a
vertical strength. Maximizing the valuable
interface between horizontal and vertical is
institutional, part of our leadership capability
and embedded in our culture.

In the midst of our transformation, we de-
livered good results. In 2015, we grew our
Industrial earnings per share by 19%, ex-
panded our segment margins by 80 basis
points, and returned $33 billion of cash to our
investors. Our Industrial return on total capital
expanded 290 basis points to 16.9%. We won
in the marketplace, finishing the year with
$315 billion in backlog. Strong execution was
reflected in our share price. GE's total stock
return was +28% in 2015, above the perfor-
mance of the S&P 500, which grew by 1%,
and the industrial index, which declined by
4%. We have solidly outperformed the broad-
er indices over the past three years, when we
grew by 64%, and five years, when we grew
by 101%. GE ended the year as the eighth
most valuable company in the world.

To sustain this performance, we will have
to win in challenging global markets. Some
say we are in an “industrial recession,” but
| don't really know what that means. | learn

-|[|.

Pictured left to right: Jim_Wﬁieru:ry, Joe Nellis,

GE C0p|t0| DeOI Teom = "i:_.-, g 12 .MGtthugh_an, Sarah Hedger, Duncan Berry,

_Aneek Mamik, Keith Sherin, Jonas Svedlund,
 Aris Kekedijian, Evelyn McAdam Mark Landis,
Ephraim Ruqun

In 2015, the team signed $157B in GE Capital dlSpOS|tIOI'TS—
a historic accomplishment and a critical piece of our transformation.
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Long-Term Investment in China

GE has been in China for 100 years, and is continuing to localize, partner
and go digital with strategic investments in its talent and economy.

22,000 employees
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Near-Term Goals: 10x10

$108  $108

in revenues in sourcing

more from what | see in individual markets
and hear from customers. Commodity prices
are down significantly, primarily driven by
oversupply. Resource industries and regions
are restructuring. The dollar has strength-
ened, probably for an extended period of
time. This puts pressure on American export-
ers. At the same time, commercial air travel
is at a record high. Healthcare demographics
and access will demand an increase in global
spend. And one-third of the world’s population
still lacks sufficient access to electricity. The
global imperative for enhanced infrastructure
investment has not changed. Growth is avail-
able, but you have to work at it.

What is unique in this cycle is the difficult
relationship between business and govern-
ment, the worst | have ever seen. Technology,
productivity and globalization have been the
driving forces during my business career.
In business, if you don't lead these chang-
es, you get fired; in politics, if you don't fight

Pictured left to right:

Gary Gu, Ming Tu, Diana Tang, Peter Li,
Xiangli Chen, Rachel Duan, Fengming Liu,
Weiming Xiang, Xiang Qian, Dan Yang,
Jing Cheng

them, you can't get elected. As a result, most
government policy is anti-growth. In the U.S.,
we want exports but seem to hate trade and
exporters; globally, governments love small
businesses but then regulate them to death.
And so, we perpetuate a cycle: slow growth,
poor job creation, populism, low productiv-
ity, higher regulation, poor policy and more
slow growth. We now live in a world where
the most promising growth policy is “negative
interest rates.” In the U.S., 2015 was the 10th
consecutive year when GDP growth failed to
reach 3%, a rate that used to be considered
our entitlement.

We don't try to pick a cycle, or time a market,
or complain about elections. We will always
act to get more out of this economy than
our peers. We believe in “self-help.” We are
aggressively managing our cost structure to
capitalize on deflation. In 2016, we will fund
a record level of restructuring. We have a
very strong balance sheet with excess cash.




Predix™: Creating Valuable Outcomes for Customers

Movement Planner

SmartOutage

GE Power’s SmartOutage

eliminates 70+ applications and
unites outage tasks and processes
into a single mobile-friendly platform
for a powerful productivity boost.

* Drove $150M of productivity in
2015; expected to drive $100M more
in 2016

* 50% reduction in customer report
delivery cycle time

This gives us the ability to create value: buy
back stock, bolster your dividends or acquire
distressed industrial assets. We have the
ability to finance our industrial products, a
huge advantage to support our customers.
We can move production to the lowest-cost
regions and capitalize on currency or excess
capacity. And, we are continuing to invest.
Our long-term commitments for R&D, global-
ization and investments like Alstom have built
a valuable backlog. | encourage the GE team
to just focus on what we can control to stay
resilient and agile.

As uncertainty unfolds in front of you, this is
what | want you to remember about GE: we
have a great set of businesses. We are lead-
ing in this era’s biggest driver of industrial
growth and productivity. We have operating
momentum and cash flexibility due to sus-
tained execution of our enterprise strengths.
And we have a tested team who gets reward-
ed only when they deliver for you. GE should
be a safe investment in a sea of volatility.

A sophisticated rail traffic control system
and logistics planner all-in-one, Movement
Planner intelligently analyzes and optimizes
traffic, allowing more locomotives to run

on the same infrastructure at faster speeds,
without laying new track.

« Significant improvement in on-time
performance

» Comprehensive view of the network
resulting in ~10% increase in network veloc-
ity and ~50% reduction in expired crews

* Orders from two Class 1 railroads

Clarity with
Pitney Bowes

Pitney Bowes uses Predix to power
their new Industrial Internet software
solution, Clarity. Clarity improves
inserting and mail-finishing opera-
tions, and has helped Pitney Bowes
lower costs and optimize machine
performance.

* Machine efficiency improvement
from 2-10% over time

¢ Increased mail throughput produc-
tivity by up to 20%

Transformation:
A Focused
Industrial Leader

Going forward, we are competing as a
$130 billion high-tech industrial leader, filled
with strong franchises collectively gener-
ating consistent growth with high margins
and high returns. Every GE business feeds
off enterprise strength in technology, brand,
globalization and services. In a slow-growth
world, there is no case for an unfocused
conglomerate. Can anyone see GE acquiring
NBC or Insurance today, businesses with no
tangible fit? Yet, decades ago, this was ap-
plauded, and in the 1980's and 90's, it worked.

We are exiting most of our financial services
platforms. This was not an easy decision. GE
Capital was an important business for GE.
It generated 60% of GE's earnings growth

GE Health Cloud

The GE Health Cloud is designed to
be a scalable, secure ecosystem
connecting software, hardware and
medical devices.

» Will connect to hundreds of thousands
of medical devices and machines from
multiple vendors, including 500,000+

GE Healthcare imaging devices

Aviation Analytics

With Predix, GE Aviation developed
analytics to segment commercial fleets
and provide in-depth asset condition
and operational insights.

» More than $175M in customer benefits in
2015 via Predix-optimized maintenance

» Improved fault detection accuracy
by 10 percentage points, eliminating
unnecessary disruption to more than
1,000 commercial flights

from 1990-2005, at one point generating
half of our earnings. Despite the volatility of
the financial crisis, GE Capital emerged with
its franchises intact. However, the business
model for a large, wholesale-funded FinCo
like GE Capital changed dramatically, and it
was impossible to generate acceptable re-
turns. | knew that meeting the requirements
for Capital could not be contained and would
hurt our industrial competitiveness. We de-
termined that our financial businesses were
more valuable outside GE.

We decided to exit all of the financing plat-
forms not related to GE industrial businesses.
We completed the split-off of Synchrony, a
leader in retail finance. Synchrony as a public
company is valued 30% higher than it was
in GE. We returned $20 billion to investors
in the form of a share buyback. We are sell-
ing $200 billion of assets in 18 months, with
80% already signed. We are about one year
ahead of our original plan. As we exit these
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environment for a single machine Controls +

to optimize its performance ) : Predix

DIGITAL
TWIN

THE FUTURE OF SERVICES FOR GE

Animated with real-world data,
the Digital Twin is a virtual replica of
any product, and is designed to help

GE predict and respond to

customer problems.
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Managing Through Cycles

The GE Store harnesses the power of the Company’s
diverse businesses to capitalize on industry cycles.

Oil & Gas (2014-)

+ Building technical advantage
+ Lower cost

Aviation (2000-02)

+ Sustained R&D investment
+ Supported customer solutions

+ Lowered cost
+ Expanded capability

Power (2001-04)

+ Diversified portfolio
+ Global investment

+ Lowered cost

+ Expanded capability

businesses, we are generating $35 billion of
cash, with $4.3 billion returned to the parent
in 2015 and another $18 billion in 2016. We
plan to use this cash to buy back shares.

Going forward, GE will retain a smaller fi-
nancial services capability connected to
our industrial core. This business should
promote industrial growth and generate re-
turns above our cost of capital. At this size,
we will apply to de-designate GE Capital as a
“systemically important financial institution,”
greatly reducing the regulatory risk in GE.

We completed the acquisition of Alstom that
we had begun in 2014. Alstom is a great
strategic and financial fit for GE. We plan to
generate $3 billion of cost synergy over five
years; Alstom will add $0.05 EPS in 2016 and
up to $0.20 by 2018. Alstom creates a more
global and technical GE. It adds significant
capability to our growth market footprint and
project management capability. It gives us
the potential for $5 billion of revenue through
replacing suppliers with internal capability
and by packaging complementary products
for our energy customers.

Alstom makes GE more competitive. In Saudi
Arabia, we recently won a 1.4 gigawatt order

+ Improving our capability & team
+ Expanding our capability

Now with
over $150B in
backlog

Now helps
generate
one-third of the
world’s power

based on efficiency gains derived through
combining a GE gas turbine with Alstom bal-
ance of plant. For this project, we were able to
lower system cost through the use of Alstom’s
project management capability. Alstom will
expand our presence in important markets
like India. Here, we have nearly doubled the
size of our revenue, our capability and mar-
ket potential. With Alstom, we become the
world's largest renewable player. In Grid, the
combination of GE and Alstom makes us a
stronger competitor. We believe the Alstom
investment will generate a strong return.

We announced the sale of our Appliances
business to Haier for $5.4 billion in the first
quarter of 2016. This is a great outcome for GE
investors and our team. The appliance market
is globalizing, with the China market growing
quickly. We think Haier is a long-term investor
in the U.S., a good home for the GE team. We
plan to work with Haier in China to build out
distribution and develop the GE brand. We will
redeploy this capital to higher returns.

We are seeing some good inorganic oppor-
tunities as economic volatility increases and
valuations decline. Acquisitions will bolt-on to
our existing businesses to make them more
competitive and increase their growth rate.

+ Offering customer solutions

To execute for our
customers and
position ourselves
for the future

Unlike the financial crisis, in this cycle GE has
substantial firepower to make strategic in-
vestments that create value.

We don't count on acquisitions to grow GE.
Rather, we are strong believers that we can
grow organically over the long term. We in-
vest more than $10 billion each year in R&D,
capital expenditures and systems. We have
a deep pipeline of new business platforms,
each of which can generate substantial reve-
nue over time. In Aviation, we are penetrating
one of our largest “untapped” segments in
turboprops. This has long been the domain
of our competitors. This began with a small
Czech acquisition in 2008. Over time, we lev-
eraged our technical strength to produce an
all-new engine design. This year we won the
biggest application on the Textron Advanced
Turboprop, set to certify in 2019. This will
lead to $40 billion in revenue over 25 years,
a long-lasting competitive win. GE Ventures is
a key catalyst for investing in mobile monitor-
ing and cell therapy, growth initiatives for our
Healthcare franchise. And we spun our LED
business into a new energy-efficiency plat-
form called Current. At $1 billion in revenue,
we are one of the biggest players in LED. By
packaging this with other energy-efficiency
technologies, controls and financing, we can
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build this to $5 billion in 2020. We are part-
nering with a great group of customers like
Walgreens, J.P. Morgan and Simon Property.
We will bring our business-building capability
to all new investments, like Alstom.

Diversification is essential for consistent fi-
nancial performance in volatile times. We
navigated our Aviation business through
the 9/11 crisis when engine shipments de-
clined 20%. Since then, Aviation earnings
have tripled and our share has grown. Our
shipments of gas turbines declined by 65%
between 2001-2004 as a “U.S. bubble” for
power generation burst. Yet we have a
stronger Power business today. Through
those cycles, the “Big GE” protected the busi-
nesses and gave them strategic flexibility.
That gives us confidence as we approach a
difficult Oil & Gas cycle. Between 2014-2016
we expect our Oil & Gas earnings will de-
cline 20-25%. Like past cycles, the strength
throughout GE is being transferred to our Qil
& Gas business. We are able to invest more
in R&D, something our competitors can't do.
We are providing lower-cost solutions to
our customers that allow them to sustain
at current resource market pricing. And we
can invest in new assets based on favorable
economics. As in the tough times in Power
and Aviation, our investment in Oil & Gas is a
long-term proposition powered by the basics
of a vital industry.

Our portfolio is set. Going forward, we will
get more value from our market position by

leading the digital wave that is reshaping the
industrial world.

Transformation:
Creating the Digital
Industrial

We are just beginning our transformation
as the Digital Industrial Company. The Inter-
net has had a massive impact on consumer
productivity and commerce. Its impact on in-
dustrial markets is just now being realized. By
2020, 10,000 gas turbines, 68,000 jet engines,
more than 100 million lightbulbs and 152 mil-
lion cars will be connected to the Internet.

At GE, we have decided to generate and
model this data ourselves—both inside the
Company and with our customers. This is
what we mean by becoming a Digital Indus-
trial. Our Digital Industrial capabilities will
expand our growth rate, improve our margins
and bring us closer to our customers.

10 GE 2015 ANNUAL REPORT

There was a time when every sale had a
clear endpoint, followed only by routine ser-
vice and maintenance. Now, sensors on our
products send constant streams of data,
analyzed and translated into upgrades that
drive productivity in industries where even
the smallest incremental efficiency can mean
very large gains. Capturing it will be a mission
in every one of our businesses. Our aspiration
is to offer with every GE product a pathway
to greater productivity through sensors, soft-
ware and big-data analytics.

Why GE? | assure you we didn't wake up
one morning with “software envy.” We have
been investing in software and accumulating
data for decades. Competing will not require
big acquisitions. Rather, the technology re-
quiredto competeisin our sweet spot. So,why
not us?

Our investments are aimed at delivering more
productivity for our customers and GE. The
performance, so far, of technology companies
to generate industrial productivity has been
subpar. Industrial productivity, which aver-
aged 4% annually from 1990-2010, is only
1% today. This is because pure connectivity
does nothing to create value. Operational pro-
ductivity requires domain data, physical and
digital engineering models, industrial analytics
and the ability to modify machines to achieve
different outcomes. Ask a hospital CEO how
their results have changed once they im-
plemented a new Electronic Medical Record
System, and the answer is typically silence.
They still lack the data that drives outcomes.

The “killer app” for the Industrial Internet is
GE's Digital Twin. GE is creating living digi-
tal profiles of 500,000+ industrial machines
in the field to provide new opportunities for
customer growth and productivity. The Dig-
ital Twin is a software model of a physical
asset or process that will make it possible to
manage more precisely than we ever thought
possible and deliver better outcomes. The
Twin will create new business models and
services for GE's customers and our business-
es. On the GE90 engine, we have used Digital
Twins to increase fleet availability while sav-
ing tens of millions of dollars in unnecessary
service overhauls. In rail, we are using Digital
Twin models of the Evolution Locomotive to
enable our customers to minimize fuel con-
sumption and emissions. The data economy
for the industrial world has arrived, and GE
is in a unique position to lead it. We enter it
bringing decades of deep domain expertise
about our industries and volumes of data
about our machines and their processes that
no one else can match.




The Formatlon_

of GE Digital -

This year, GE announced thqt_:
of GE Digital, a transformative
that brings together the dlg_lt0|
capabilities from across théf
into one organization.

Pictured: Software developers
engineers at GE's facility in Sa

Cio
is king
A key driver of

employee empowerment
and productivity

Customer Digital
outcomes Thread

Incregs_ed Common systems
productivity for strategy leveraging
our customers Predix™

Technical Ecosystem Culture of
leadership approach simplification

Co-creating with Act with speed

combines physics customers, developers, & new business

partners models
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With this technical leadership, GE can be-
come a top 10 software company by 2020.
At the center of this effort is our cloud-based
operating system, Predix™. Predix offers our
customers complete situational awareness
to monitor, and continually improve, equip-
ment performance. In practice, it will assure
everyone in a given enterprise—whether it's
an airline, a hospital, a railroad, an oilfield, or
a wind farm—a real-time stream of relevant
information, accessible on mobile assets. Ev-
erything we are doing in data and analytics
comes together in this operating system.

GE is unique in developing its own operating
system. We are doing this, first and foremost,
because we need it for our own productivity.
At our scale, we can drive a common platform
across GE economically. As an industrial com-
pany—and the owner of the Digital Twin—we
understand the requirements. We plan to
open Predix to our customers and other in-
dustrial companies. This gives GE a unique
opportunity to create value in the platform
ecosystem. We launched Predix in the second
half of 2015. By the end of 2016, we expect it
to have 200,000 assets under management,
100 GE applications and 20,000 developers
creating many more applications. Cyber secu-
rity is essential for Predix, and we are building
world-class capability. We have world-class
partners like Intel and SoftBank who will help
us develop and deploy Predix.

GE applications provide a show site for the
Industrial Internet. This year we will gener-
ate $500 million of productivity by applying
data and analytics inside GE. We will have
75 "brilliant factories” driving yield, cycle and
uptime through model-based design. We are
using model-based design on our New Prod-
uct Introductions which allows us to develop
and launch new products with reduced cy-
cles, lower cost and higher quality. We can
correlate material usage with product perfor-
mance to change the work scope in a service
agreement which drives productivity for GE
and the customer.

The revenue for our analytical applications
and software is $5 billion and growing 20%
annually. We are offering our customers a
complete range of software analytics that
are positioned to achieve superior out-
comes. In Power, we have digitized wind
farms and power plants. These are soft-
ware-defined products complete with a
digital infrastructure including Predix and
a plant suite including asset performance
management and generation optimiza-
tion. The value for our customers could
be as high as $100 million per wind farm
and $230 million per power plant. We
launched a Healthcare cloud that gives
radiologists anywhere access to analytics
and images. Physicians can deliver supe-
rior outcomes by accessing data to spot

CURRENT: A NEW STARTUP WITHIN GE

Current will meet the unique needs of a wide range of commercial, industrial, municipal and utility customers.

v s

LED SOLAR ELECTRICVEHICLE ENERGY

INFRASTRUCTURE  STORAGE

OUTCOMES

Leveraging Predix, Current will:

Reduce energy costs
Create energy-efficient systems and
software and new business models

Enable intelligent environments
Improve productivity by capturing
real-time data and actions with
intelligent lighting

Provide on-site power for commercial
and industrial customers

Advance grid efficiency, cleaner energy
and smarter infrastructure solutions
with Predix

$18B

in revenues
at launch

$58

in revenues
by 2020
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disease patterns and by collaborating with
multi-disciplinary teams. Our Healthcare
IT installs are growing by 10%. Each of
our industrial businesses is aiming to build
$1 billion+ digital franchises.

Our innovation is driving customer outcomes.
RasGas is a Qatar-based world leader in
natural gas. Our asset performance manage-
ment tool will monitor the pipeline, delivering
reliability that could save them hundreds
of millions of dollars. At the National Health
Service in the UK, we are delivering enter-
prise imaging solutions on the Health Cloud.
This will improve clinical collaboration and
lower cost. The City of San Diego is execut-
ing an “intelligent city” powered by Predix
with connected LEDs for efficiency. At AEP,
we are executing an integrated distribution
operating platform for enhanced productivi-
ty and uptime. At BNSF, we are executing on
a movement planner that leverages data to
improve asset utilization. At Emirates Airlines,
we are using analytics to improve aircraft fuel
performance and maintenance productivity.
We are working solution-by-solution, custom-
er-by-customer and country-by-country to
deliver outcomes.

Our success as a Digital Industrial depends
on partnering with our customers. We must
access the data and deliver outcomes by
working together. A key to this is the Indus-

LAUNCH CUSTOMERS

HCA

Hospital Corporation of America”

< HILTON

WORLDWIDE

“
"JPMorganChase

SIMON

PROPERTY GRoUP

% TRANE -

1. Walgreens Boots Alliance
s

y,




The GE Store 4
The GE Store is the transfer of technology, talent, expertise and connections 1

through GE's massive, diverse network of businesses and markets. GE's businesses glvé and
take from the Store, and in 2015, the Company made great progress.

Value of scale and diversity

SPREADING

IDEAS AND CONNECTING
SOLUTIONS

CREATING

SOLUTIONS

RENEWABLE
ENERGY

APPLIANCES &
LIGHTING e

ENERGY
MANAGEMENT

=

HEALTHCARE AVIATION 4

Outcomes -

DEVELOPING

FASTER

GROWTH B EXPANDING LEADERS

MARGINS
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HORIZONTAL CAPABILI
Size

+

Diversity > reduces risk

“The essence of GE is the

unique ability

to create value from the

intersection of horizontal
capabilities with vertical

expertise.”

trial CIO, a forgotten and unappreciated role
in most industrial companies. In retrospect,
most industrial companies have outsourced
too much IT capability. Competency must be
restored to improve productivity.

Analytics provide a competitive advantage
back into the way we design our products.
The new products in our Oil & Gas business
now are optimized by digital capability. In
the future, our Onshore Solutions will embed
reservoir characterization and visualization
into submersible pumping, literally digitizing
the rocks. We will have “smart iron” to pro-
vide precision drilling. We are finding ways
to create an “invisible oil field,” one that can
optimize downhole processing with improved
environmental performance. We are creating
a valuable cycle: Analytics will enhance our
installed base; we can then use those ana-
lytics to improve our products, which grows
our own share and provides a bigger base for
our analytics.
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~~~~~ > efficiency of sc

VERTICAL
EXPERTISE

Deep domain
science

+

Experience,
insight and
capability

Becoming a Digital Industrial will require
investment and will test our culture. Our
success is not a given. We are creating a
$15 billion software and digital company
inside of GE built on agile practices and
new business models. We are plugging this
software business into thousands of indus-
try-domain experts and a $226 billion services
backlog. There is no blueprint for what we are
trying to do and, at times, it will be messy.

But the opportunities for value creation are
boundless: in better products, leading to add-
ed market share; in faster growth in services;
in more productivity and higher margins. Over
the last 15 years, trillions of dollars in wealth
have been created in all kinds of consumer
Internet stocks; in the next 15 years, trillions in
wealth will be generated across the Industrial
Internet. My commitment to you is that GE will
be better positioned than any rival to create
that value and earn those rewards.



DAVID JOYCE

Aviation, CEO

We are applying data analytics and new
digital technologies to advance our
own operations. Digital design tools,
additive manufacturing, advanced
automated machining and advanced
inspection, all are enabling our opera-
tions, partners and suppliers to dramat-
ically reduce cycle time while improving
quality. For example, our most sophisti-
cated turbine blade design concepts
are now on test in two weeks, not the
nine months it once required, thanks to
rapid prototyping and 3D printing.

A digital industrial GE Aviation business
moves at a much faster pace, with the
confidence and speed enabled by a new
reality where physics meets analytics,

and our customers and shareholders win.
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JOHN FLANNERY
Healthcare, CEO

With the first industry-specific cloud—
our “GE Health Cloud,” powered by Pre-
dix—tech innovators can join a secure
ecosystem where they can build, deploy
and market their applications. These
apps help doctors to manage complex
data such as 3D imaging scans, while
making clinical collaboration as simple
and routine as social networking.

In perhaps no other sector are the
implications of the Industrial Internet
more in evidence, or more promising,
than in healthcare. And no other compa-
ny has adapted its culture more than we
have to be the best partner possible

for our customers as they work to solve
the challenges ahead.

What does Digital Industrial
mean for my business,
and how are we driving it?

For full strategy-memos from each CEO,
visit gereports.com/ar2015

LORENZO SIMONELLI
0il & Gas, CEO

Operations are greatly enhanced by the
knowledge customers gain through our
digital technology. When insights from
equipment, sub-surface reservoirs and
external data points are all brought
together, operational planning and
decision-making become more efficient
and focused—with corresponding gains
in performance and safety.

Using Predix, we now offer oil and gas
operators an enterprise-wide manage-
ment dashboard, which is proving a
crucial advantage in very competitive
conditions.

STEVE BOLZE
Power, CEO

In 2015, we launched Digital Power
Plant, a suite of software applications,
powered by Predix, that helps deliver
more power, higher reliability, greater
efficiencies and lower emissions. The
Digital Power Plant can generate up to
$50 million of incremental value over
the life of an existing plant, and up to
$230 million for a new one.

At the same time, we are transforming
our very own business, creating end-
to-end digital connections across our
operations to benefit our customers. This
Digital Thread weaves together several
initiatives—design system integration,
model-based enterprise and virtual
manufacturing. The advantages of the
Digital Thread are enormous: allowing us
to “see” more and to deliver better out-
comes for our customers, while gener-
ating nearly $900 million in productivity
savings over the next three years.

KATE JOHNSON

GE Digital, Chief Commercial Officer
By the year 2020, all critical industrial
equipment will be connected and one
exabyte (1 million terabytes!) of data per
day will be available.

GE Digital has assembled the people,
process and technology required to de-

liver a broad range of digital capabilities.

These capabilities yield new, compelling
business outcomes for customers,

such as more power at a lower cost,
better health diagnostics per scan with
reduced dose and increased velocity in
transportation.

In GE Digital, almost all of our employ-
ees have a software background and
therefore have what we call a “digital
DNA." They intuitively focus on speed
of execution and rapid, measurable
results. They understand the power of
customer and partner ecosystems, and
the potential multiplier effect these
ecosystems can have on scalability and
value generation.

b

JAMIE MILLER
Transportation, CEO

With our Services teams, we are
increasingly leveraging a computer-
based “Digital Twin” of our equipment
to analyze individual asset
performance, prevent failure

modes and optimize maintenance
throughout its life.

Because we already know the
condition of locomotive engines
through our digital models, we can
route them for remanufacturing
based solely on what needs to

be repaired, rather than using a
standard full remanufacturing spec
for every engine. In our customers’
service shops, we know the exact
maintenance to performon a
locomotive before it even comes
in for repair.

We are breaking free of our traditional
“functions,” with mission-based and
agile teams—teams with singular
purpose, empowered to leverage any
discipline in our business to achieve
their mission.

RUSSELL STOKES

Energy Connections, CEO

Taking innovation into the field, we
are expanding our Software and Grid
Automation businesses to drive better
outcomes for electric utilities. These
solutions sharply reduce the time it
takes to gather, analyze and interpret
equipment data, shave 30% off response
times and reduce repair costs by as
much as 75%.

Energy Connections uses millions of
connected assets and their insights to
support mission-critical, real-time con-
trol systems for pipeline management,
real-time energy market platforms,
gas distribution systems and electrical
transmission and distribution grids.

Our team is completely centered on
delivering in a digital world. We use
Product Lifecycle Management tools
to increase productivity and quality. 3D
modeling and simulation tools com-
press the design cycle for new product
development. The models are linked by
the Digital Thread to our shop floor to
ensure product efficiency and quality.
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JEROME PECRESSE
Renewable Energy, CEO

The Onshore Wind business has been
pioneering digital systems, launching
its Digital Wind Farm ecosystem in May
2015. Using the power of big data, wind
farms are configured to maximize the
performance of each turbine at each
location according to the surrounding
wind conditions. Their performance

is monitored and adjusted in real time
to ensure that the wind farm operates
as efficiently as possible.

More and more employees are looking
at our operations, seeing opportunities
for digital tools to improve our produc-
tivity and taking the initiative to act.
They know that making renewable
power more affordable will accelerate
penetration and help tackle the energy
challenge—for the benefit of people
everywhere.
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COMMITMENT
TO LONG-TERM

ORGANIC GROWTH

Additive
manufacturing
techniques

FastWorks
increased speed
of product

development

Superior
Performance
Powered by
the GE Store

A transformed GE is delivering for you. Over
the next three years, we plan to grow our
earnings to more than $2 per share, or rough-
ly 15% each year. This is based on reducing
our share count, integrating Alstom and
growing our core operating profit. We plan to
return roughly $100 billion to you in buyback
and dividends from 2015-2018.

Further, as we execute our portfolio strategy
and reduce the size of GE Capital, we plan to
run GE with a more typical industrial balance
sheet. This may allow us to increase leverage
by more than $20 billion while still retaining
a highly rated balance sheet. We plan to use
this incremental capital for acquisitions or ad-
ditional buyback, building shareholder value
for the long term.
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improved
product cost

Global
supply chain
expertise enabled
efficiency

Our team knows exactly what they need
to do in the future and are compensated
to execute. They also have a competitive
advantage that capitalizes on our unique
depth and enterprise skill. We call this the
GE Store. The GE Store captures our ability
to share knowledge, technology and capa-
bilities across the GE businesses. The Store
delivers results. Over the last five years,
our organic growth has averaged 5%, two
times our industrial peer group. And, since
2011, our margins have grown from 14.8%
t0 17.0%.

The Store allows GE to innovate at scale, in-
vesting more than our peers and spreading
the innovation across more businesses. The
Global Research Center is investing to lead
in the material science revolution that is
transforming the way we make things. We
recently invested $50 million in a 3D printing
facility in Alabama to make a critical fuel-sys-
tem component for LEAP jet engines. We will
print 1,000 such components annually, with
a target of raising production to 40,000. The
component is designed to withstand high
temperature and pressure, and was histori-

opportunity over

ADVANCED TURBOPROP | Using the GE Store,

GE Aviation used technology, expertise and FastWorks
from across the Company to aggressively enter a new
market with its cutting-edge advanced turboprop engine
for a $40B opportunity over 25 years.

Manufacturing
footprint
in Europe made
development
possible

next 25 years

cally made from 20 different parts. Now, we
are printing the component, with laser fus-
ing of a powered “super alloy” composed of
cobalt, chrome and molybdenum. It is 25%
lighter and five times more durable than its
predecessor. We are transferring this capabil-
ity throughout GE.

The Store provides global scale and capa-
bility. Our global reach has taken decades
to build; the talent, capability, partnerships
and reputation can't be matched. GE is one
of the world’s largest multi-nationals, with
global orders of $75 billion. Over the past five
years, our global growth has been 7%, twice
the GDP. We invest using a total-company
approach, with most of our facilities used by
all of our businesses. Our global backlog is
$224 billion, with balanced business and geo-
graphic diversity.

GE is an experienced global competitor,
and that really comes in handy as we navi-
gate the changes in China. We will continue
to be a full participant in China; we plan to
have more than $10 billion in revenue and



FASTWORKS: HELPING GE DELIVER
IMPACT FOR CUSTOMERS + INVESTORS

INCREASING
PRODUCTIVITY
FastWorks has helped
reduce enterprise resource
planning systems by 77% since
2010, creating more efficiency
and scale across GE's
enabling functions.

LAUNCHING
FLAGSHIP PRODUCTS
GE Oil & Gas used FastWorks
to create its new NovalT16
turbine with its customers,
launching in 30 months
vs. ~5 years.

DIGITAL WIND FARM
FastWorks drove a
customer solution in less
than four months, leading
to 20% more renewable
energy per wind farm.

LEADERSHIP | INVESTING
MINDSET FOR
SHIFT | GROWTH

BETTER

CUSTOMER OUTCOMES,

FASTER /

CHANGING
EVERYDAY
BEHAVIORS

SAVING NEWBORNS
GE Healthcare used
FastWorks to create a fast,
low-cost, easy-to-use
baby warmer to help medical
practitioners save newborns
from hypothermia.

PREDICTING
DERAILMENTS

GE Transportation used

FastWorks to run quick

collaborative iterations
with customers, bringing a
data and wind prediction

solution to market.

HACKATHONS
GE Power used Fastworks
to disrupt how we work,
bringing together global talent
to innovate solutions for
real-world challenges
in record time.

FastWorks combines the speed & agility of a startup with the scale & resources of GE
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Visualize

GE Health Cloud

The GE Health Cloud is a scalable,
secure and connected cloud
ecosystem designed to deliver
healthcare-specific software
applications as-a-service. It will
connect to thousands of medical
devices from multiple vendors

and will host apps from GE and
thousands of independent software
vendors. Applications will range
from visualization to life sciences to
monitoring to asset management.
It is designed to improve patient
care and drive improved clinical,
financial and operational outcomes.

P v P o

Consistent User Analytic Deployment & Data
Experience Services Service Models Management

Industry-Compliant

Interoperability Security & Privacy

CUSTOMER

OUTCOME

ational Health Service Trusts in the
UK are using the GE Health Cloud as part
of a complete enterprise imaging solution
across their facilities. The GE Health Cloud

GE Health Cloud will
connect to hundreds of
thousands of medical
imaging devices from

$10 billion in sourcing in the near future. The
benefits of long-term investing and partner-
ing are extensive. We work with China EPC
on infrastructure projects in Africa. We can
tap into China Bank financing to get global
projects done. We are working with state-
owned enterprises to build capability in China
for the rest of the world. We are building a bio-
process manufacturing industry inside China,
working with drug companies to create local
capability. China will remain an important
market, and GE is well-positioned.

The Store provides market solutions by tying
together GE businesses. One of the best-
known solutions in GE is to grow in clean
energy and reduce the impact of climate
change. Ecomagination has been a de-
cade-long effort to solve one of the world's
toughest problems. We work with customers,
like Statoil, to reduce flare gas in oil discovery
or reduce emissions in subsea drilling. This will
use multiple GE products and services for an
innovative solution. In 2015 our Ecomagina-
tion revenue was $36 billion, up sixfold from
where we started.

Increasingly, our customers want flexible
solutions to support their technical programs,
turning capex into opex. We recently com-
pleted an innovative partnership with Temple
University Health System, a three-hospital
academic health system in Philadelphia. Like
most health systems, they are grappling with
increased volume and lower reimbursement.
GE Healthcare worked with Temple to focus
on strategy and collaboration, not just equip-
ment replacement. Using an outcomes-based
approach, both Temple and GE are reward-
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will help improve clinical collaboration
and lower operating costs.

ed by lowering costs and improving patient
care. Together, we are targeting $40 million
in operational savings, which will help fund
new technology. As part of the plan, we will
provide Temple with comprehensive service,
equipment, analytics and financing, totaling
more than $80 million of future growth for
GE. GE's people are working in the facility to
deliver outcomes. The GE Store is packaging
financing, analytics and innovation to solve
customer problems.

The Store spreads intellect by convening fo-
cused and accountable horizontal councils.
Our Service Council has been operational
for about 20 years. It is charged to grow our
dollar per installed base by 3-5% and $1 bil-
lion of productivity. This year we will focus on
gaining share of aged fleet, service analytics
and advancing repair technology. Our busi-
nesses learn from each other.

The Store is backed by process tools. We are
in the third year of training our teams on
FastWorks, a tool that combines the best
of lean manufacturing and entrepreneur-
ial speed. We have trained 30,000 of the GE
team. This work is being applied to increase
NPI capacity, operational speed and variable
cost productivity. FastWorks is becoming
the way we work.

The Store is built on a legacy of leadership
development. We have a common set of
leadership expectations, framed by the GE
Beliefs. We have contemporary leadership
programs through our Crotonville learning
center and globally develop the best and
the brightest for our talent pipeline. We are

multiple vendors.

constantly looking outside GE to recruit new
knowledge and capability that will make the
Company stronger. At the heart of the Store is
a robust meritocracy.

We are driving margin programs at the Store.
While we have made progress boosting ser-
vice margins and lowering structural cost,
our product costs are too high. At GE, we
work with an $80 billion pool of product and
service costs. Our plan is threefold: double
our backward integration; expand our sourc-
ing deflation to $1 billion, nearly twice what
it was in 2014; and target $900 million of
manufacturing productivity. In businesses like
Healthcare and Power, we believe our product
costs can be substantially lower in the future
through improved design and advanced
supply-chain strategies.

Working on product cost is forcing us to
change the way we think about backward
integration. We currently source about $30
billion in parts we design, and we pay sub-
stantially more than they should cost. With
a huge and predictable backlog, backward
integration offers incremental margin oppor-
tunity. In Power, we plan to leverage Alstom
capability to grow our content. In Aviation, we
have invested $5 billion in vertical integration
at high returns.

We typically run our businesses well, but
there is still room for improvement. In 2015,
we invested in Renewable Energy, Energy
Management and parts of Healthcare to re-
store them to the competitive position you
expect from GE. We believe there is substan-
tial earnings power from improved operating
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GE STORE
DRIVES HISTORIC
LOCOMOTIVE DEAL
IN INDIA

$2.58 500+

supply and Transportation
maintenance contract; engineers working on
largest infrastructure design at GE'’s India
deal ever closed by Technology Centre in
GE in India Bangalore

$200M

GE investment to manufacture and
service locomotives in India

GE to support 7% average
annual GDP growth over next
few years

Rail investment will enable the
most efficient form of freight
transportation

Production and maintenance
facilities will create many jobs
for local Indians
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performance, regardless of the environment.
A new, more highly leveraged, team-based
incentive compensation plan creates even
more alignment and accountability. GE lead-
ers earn more as we exceed goals that align
with shareholder value. And payouts are
broadly differentiated based on business per-
formance. In 2015, business payouts ranged
from 63% to 130% of target compensation.
Our teams want to win.

We are redefining what it means to govern
a large, global company. Historically corpo-
rate was a “temple for reviews.” We want to
make it smaller and intensify the impact of
the GE Store. GE is an operating company, so
the senior team will always enforce mutual
accountability. But gone are the days when
people would migrate to headquarters to
report out and receive instructions. Rather,
we must be in the world of ideas, so that we
remain contemporary and paranoid. This is
behind our move to Boston. We plan to keep
our corporate costs low—less than 2% of rev-
enue—but having a big impact. The GE Store
is valuable for investors, a key reason you
should own GE.

Simplification:
for the Team +
Investors

To accomplish all of this, we are embracing a
culture of simplification. | have put together
a team of early career GE leaders to coach
me on our simplification journey. They in-
spire and motivate me; but listening to them
is humbling. Through their eyes, | can see the
evil nature of corporate bureaucracy; they
are a good mirror for my own failings. The GE
they want to work at is a deeper and simpler
company—one where everyone is looking at
opportunities out there for the taking. | want
to make GE better for them.

Simplification is essential to become the Dig-
ital Industrial. We are leaving the world of
professional silos, disconnected spreadsheets
and bureaucratic workflows to agile teams
that are mission-based. We are acknowledg-
ing that, to the next generation, speed and
simplification are synonymous with quality
and innovation. We have asked many out-
standing people to join GE, leaving promising
careers in IT companies. They do so because
they share our vision for the Industrial Inter-
net. | have promised them that we will lead
in both technology and culture; that we will
not be burdened by old industrial procedures
that no longer are a foundation for success.
Achieving a culture of simplification is a stra-
tegic imperative at GE and will define our
leadership for the next generation.

Simplification reinforces that outcomes mat-
ter. Companies need to blunt the momentum
of “corporate political correctness.” It creates
a sense that, if the processes are followed,
outcomes don't matter. In this world, it is
easy to lose a sense for priorities and propor-
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tionality. When political correctness invades
business, you lose your competitive edge. It
doesn't do any good to win awards for good
governance if you are getting eaten alive by
competitors. Our sole truth of performance
is in the market, winning with customers and
investors.

Simplification is making GE safer. Integrity
is the foundation of GE. But | take a broader
view, not just a legalistic one. We want GE to
be morally sound, but also strong. The way
we keep GE safe is by having great engineers
who design reliable products; by taking cyber-
security seriously and holding senior leaders
accountable to be cyber experts; by having
a strong balance sheet that is impregnable
in a crisis; by having open reporting of rule
violations; by seizing growth opportunities
in an uncertain economy; and by creating a
culture of constructive conflict where every-
one has a voice. This includes people who
challenge procedures when they don't make
sense. Simplification has helped us improve
risk management through operational excel-
lence, not by multiple reviews that cheapen
accountability.

Through simplification GE is more unified. It is
important to take out layers so that leaders
are in touch with their teams. We are reduc-
ing vertical reviews in favor of delegating
decisions to experts who are closer to our
customers. We have learned that even the
best people will underperform when they
have myopic goals. So we have simplified
our metrics to better align our teams. GE
has 333,000 employees working around the
world. Simplification is essential to lead them
with a unified purpose.

A simpler company is faster. Let's face it,
complex systems are put in place by bu-
reaucrats to either stop progress or simulate
perfection. FastWorks is becoming the way
we work, favoring progress over perfection.
Becoming the Digital Industrial will take mul-
tiple improvements. We are not exactly sure
what every strategic step will look like. But,
we will find out quickly; we will learn and
adapt to win.

A simpler company is more empathetic. Sim-
plification forces you to actually learn how
your team works; to care more about their
tools and productivity. Doug Folsom leads GE
Aviation’s 50-year-old Hooksett, New Hamp-
shire factory, which embodies the best of GE’s
past and future. Here we have 700 motivated
teammates driving a transformation in what
we build and how we build it. They are em-
bracing a fully digital factory, including new
automated milling machines and 3D printing
capability. More than half of GE's employees
are associated with high-tech manufactur-
ing. We are investing in their future, and they
are delivering advanced technologies to our
global customers. It requires investment and
empowerment to create valuable manufac-
turing jobs.

A simpler company is better for our custom-
ers. Maria Claudia Borras recently joined GE

as the Chief Commercial Officer in our Oil &
Gas business. At GE, we have become too
comfortable with fragmented approaches
that work internally, but make customers
miserable. She has reorganized our commer-
cial efforts to provide solutions, broken down
functional barriers and leveraged digital tools
to improve our service.

A simpler company is good for investors.
Good teams like the same things as good
investors. Low-cost companies are better
for your team and investors. It means fewer
layers, fewer processes, more delegation of
authority and better jobs. Information and
transparency produce more speed and more
accountability. Your team loves it and so do
investors. Linking beliefs with valuable out-
comes with compensation motivates our
team and investors.

We have done a better job of being our own
activist. Few companies can match our re-
cord of bold change. To be honest, | don't
think activists are necessarily bad for com-
panies. They are able to take a fresh look.
We like having smart investors in the stock,
even when they have a point of view. Activ-
ists challenge companies to set priorities, stop
wasting money and time, and work on what is
essential. When a business team fails in GE,
this is what you find: complicated account-
ability, too much cost in the wrong places,
excessive priorities and low market aware-
ness. These are factors activists point to when
they criticize companies. Shame on us if we
need help from the outside to find this out.

But let's face it, every CEO and company
should be proudest of long-term investing;
of building something, not just managing
it. | know | am. Everybody likes our Aviation
business today. It has an awesome franchise,
technical leadership and valuable customer
relationships. But nobody liked it after 9/11 or
during the financial crisis when we doubled
our R&D. We have the finest Life Scienc-
es business in the industry, one that is high
margin and fast growth. Building this position
was facilitated by an “expensive” acquisition
that today looks like a bargain. It has pros-
pered with the benefits of the GE Store. If we
had waited for this to be popular, we would
have missed the opportunity. For every com-
pany, there is a fine line between staying the
course and listening to new voices; between
short term and long term. GE is a 138-year-
old company. Frequently, our investors hold
our stock for only an hour, six months, three
years. They are important, but can't be the
only voice. Not because these investors ask
for too much, but because they ask for too
little. Our strategic opportunities are vast. Our
products, and more importantly our custom-
er relationships, last for decades. At GE, we
are builders.

Recently, several big investors publically crit-
icized companies for being too short-term
oriented. They may be right, but large insti-
tutional investors are to blame as well. They
have allowed governance to become too
legalistic, about politics instead of protect-
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ECOMAGINATION: DRIVING REAL-WORLD SOLUTIONS

Walmark

Q ToTAL

Golgman
Sachs

FOCUS

Develop technology and

techniques to increase

resource efficiency and
reduce emissions

Pilot energy-neutral
water treatment
including data
optimization in the UAE

Develop & demonstrate
next-generation
efficiency, renewables
and digital solutions

Create hybrid
cleaner energy
systems for
industrial use

Expand and
finance industrial
and municipal
water reuse

Incorporate
renewables,
efficiency and data
analytics

Develop advanced
digital optimization
techniques for
manufacturing

OUTCOME

More economical and
sustainable solutions
for Oil & Gas

Solution implemented
across the
Middle East

Scaled solutions
for wider
commercial use

Decreased
energy costs and
emissions

Global adoption of
water-saving reuse
techniques

Lowered fuel costs
and emissions in
mining life cycle

Increased resource
productivity in
manufacturing

BUSINESS RESULTS

ENVIRONMENTAL IMPACT*

Revenue

$230B+

Energy intensity Greenhouse gases

REDUCTION
(FROM 2006
BASELINE)

REDUCTION REDUCTION
(FROM 2004

BASELINE)

(FROM 2004
BASELINE)

‘05-"15 '05-"15

1. The reductions are from the baseline years through the end of 2014.

TURNING CAPEX TO OPEX

GE helps its industrial customers transform capital expenditures into
operating expenditures with innovative financing solutions.

GE ENERGY FINANCIAL SERVICES
PROVIDES:

Financing to acquire Diamond Offshore assets

GE OIL & GAS PROVIDES:

¢ Maintenance

e Services

e Predictive analytics
 On-site personnel

Diamond Offshore payments to GE are variable
based upon equipment performance.

FINANCING
INNOVATIVE
INDUSTRIAL DEALS

GE's agreement with Diamond
Offshore to buy back and maintain
blow-out preventers was made
possible with financing from
GE Energy Financial Services.

Using Predix, GE will
leverage the Industrial Internet
to limit customers’
unplanned downtime.
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WHAT DOES OUR GE DO?

At our GE, every day we go to work to help save people’s lives. We
solve the toughest problems in the world: lack of access to quality
healthcare, power and water. When we put our minds into doing
something that is right for our customers, nothing can stop us. We
get it done. And we act with unyielding integrity.

We do what we say we are going to do. We said we wanted to build
a GE Store to leverage technology, growth markets and services, and
we are doing it. We said we would take risks and offer the market
game-changing technologies, and we are doing it. We said we would
transform GE into a Digital Industrial company that offers superior
customer outcomes...and we are doing it!

Our GE recognizes that the global marketplace is changing fast and
is ready for speed. It is willing to take more risk in new products, new
markets and new technologies and is doing it faster.

Our GE understands that without customers, we don't exist and
because of that, we work horizontally, always focusing on customer
output, using the GE Store as a competitive advantage. With the

GE Store interwoven into our culture, the design-to-market process
will move with increased agility.

Our GE is becoming a more horizontal company where everyone

is focused on delivering for our clients, breaking down barriers and
challenging unnecessary bureaucracy. Hierarchy is becoming less
important when it comes to sharing relevant viewpoints. Our voices
are being heard at all levels.

Our next generation of leaders is highly collaborative, connected and
welcomes the opportunity to share information. In order to enable this
change, our leadership is focusing on creating a more collaborative
environment where "getting things done” becomes easier every day.

Our GE is beginning to act more entrepreneurial. It is investing in
amazing ventures, betting on new solutions and business models like
Current. It is continuously searching for new ideas, striving to identify
emerging needs and providing the best solution in the shortest time.

Our GE believes in its people and invests in their development in
every corner of the globe. It recognizes the value of diversity and
encourages constructive conflict in order to provide the best solution
at all times.

Our GE is the place we want to come back to the next morning, the
place where we want to work together with our colleagues, the place
we want to be for the next 20 years.
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HOW SHOULD GE WORK?

The GE we want will be a place where we cherish customer data.
Assets will speak the same language—Predix—to drive the best
outcomes for customers. Each asset will reveal how it needs to be
groomed to perform at its best, resulting in the best experience,
adaptive to the setting it evolves in. We will interpret this data and
provide meaningful insights back to our customers, resulting in
concrete, relevant outcomes.

One thing that will not change is our proven strength of picking great
people and developing them to be great leaders. GE people are not
just incredibly smart, they are also good people with strong values
who are hungry to learn.

GE must use our generation’s technical skill and social culture as part of
the strategy for future success. This will require dismantling functional
silos, valuing horizontal thinking and accepting failure as part of the
innovation process. Collaborative, shared risk/reward relationships with
employees, customers and partners need to be enhanced.

GE will be a place that attracts abundant intellectual resources. We
will gather the best, hungriest talents and grow them into the leaders
of tomorrow. It will take time and iterations. We will encourage them,
coach them and be their cheerleaders. They may fail at times. It
would mean they had tried hard enough. If they fall, we will be there
to catch them.

We will encourage leaders to go deeper in markets, and we will
reward domain expertise in commercial and technical fields.

GE will be ever more global, with more leaders in growth markets.
These markets will require the solutions that only GE can provide.
As they grow, the face of GE will continue to change to reflect the
markets where we have the most opportunity.

GE will be a place that ignites people’s passions, an exciting place
with the spirit of camaraderie. Frontline teams will be empowered.
Operations will be more transparent and efficient, and structured
more simply.

Our teams will go beyond GE. We will collaborate with customers and
other partners to develop new solutions. We will be mission-driven.
We will be empowered to safely access, dissect and transform data
into valuable and sharable insights for the world to see.

Our workplaces will look different: more flexible work environments
with less formality. We are already seeing this change in many of our
workplaces.



ing the average investor. It is confusing for
investors when they are told that company
leadership is about filling out forms, not bold
growth strategies. It takes strong leadership to
bridge the divide between activist regulation
pushing you backward and activist investors
who want more right now. It is possible to be
ultra-competitive, strategically bold and disci-
plined at the same time. But, it requires great
people who want to make a difference. The
most important culture change still ahead of
us is to be completely intolerant of being nice
for the sake of getting along. To fight for ideas;
to fight for our customers; to fight for efficien-
cy; to fight for people who are different.

| want our leaders to learn to ask, “Why not
us?” | want them to dream about new levels
of growth and performance. | want them to
see the world both as it is and as it could be if
we are determined to lead. Brad Mottier is one
example. He is the architect of our big wins in
turboprops. He built this business as an entre-
preneur who leveraged the GE Store. Now, we
are penetrating one of GE's biggest unserved
markets. We will change the game. Not every
great idea in the future will come from a start-
up in Silicon Valley. Some will come from big
companies who ask, “Why not us?”

Similarly, companies can have a broader im-
pact on the way the world works when we
are not afraid to act. Two years ago, with
the leadership of John Rice, we opened a
business process outsourcing center in Sau-
di Arabia. Our vision was to tap into a pool
of talented Saudi women to execute process
support for our activities in 50 countries.
Many people asked, why? Now the center is
growing and competing globally. It has creat-
ed 700 jobs. It is led by a Saudi woman, Dr.
Amal Fatani. Sometimes businesses can drive
change faster than governments if they ask,
“Why not us?”

I am really proud of the GE team. They are
talented, global and driven; they, too, have
been tested. The GE team will never be out-
worked, and we don't give up. Last year, we
won a $2.5 billion order to upgrade the India
rail system. This was a project we worked on
for 20 years. It required global teams, week-
end travel and all the strength of the GE Store.
One of the heroes who delivered this win will
retire in 2016. His name is Dave Tucker. He
was the commercial leader in our Transpor-
tation business. Like many GE leaders, he has
lived the “American Dream,” becoming more
than he thought possible. He grabbed every

initiative and stayed contemporary. He hated
to lose and rarely did. He had the best pack-
age of traits for a leader in the world today:
He was a fantastic salesman, and he was a
shrewd risk manager. He was always willing
to change, lead and compete.

You never hear about the heroes who work
at GE. They are not evil globalists or crony
capitalists. They are your neighbors. We are
part of an economic ecosystem that is the
most competitive in the world. We create
great jobs through private enterprise and
ingenuity. We give back competency and
innovation directed at solving the world’s
toughest problems. We are all proud to work
at GE, a purposeful company that makes a
difference in the world.

That is the spirit with which | am asking
investors to join GE as we transform and ex-
ecute. We have delivered for you in the last
five years. But we are still underowned by big
investors. In this time of uncertainty, why not
GE? We have great businesses, global scale
and strong initiatives. We have a ton of cash
that can protect you. And we will lead the In-
dustrial Internet. We are the Digital Industrial.
We have grit. Our leaders learned from the
experience of economic volatility.

During the financial crisis, in 2008, we were
frequently criticized about the size of GE Cap-
ital. Investors would ask, “Why do you have
so much commercial real estate?” They had
a point. But we knew that merely shrinking
GE Capital would not create an enduring and
valuable GE. So we challenged ourselves with
a different aspiration: to reclaim our role as
the world’'s most valuable industrial compa-
ny; one that will lead in innovation and value
creation. We are delivering on that dream.

We act. We learn. We get better. We insist on
being more than we are today. Some compa-
nies are retreating; we are moving forward to
become the Digital Industrial. We are commit-
ted to deliver for you. Join us as we create the
next wave of growth. Why not GE?

Ly

Jeffrey R. Immelt

Chairman of the Board
and Chief Executive Officer

February 26, 2016
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THE GE BOARD

The GE Board held 13 meetings during 2015, including three meetings of the independent directors
of the Board. Each outside Board member is expected to visit at least two GE businesses without
the involvement of corporate management in order to develop his or her own feel for the Company.

W. Geoffrey Beattie®
Chief Executive Officer,
Generation Capital,
private investment
company, Toronto,
Canada.
Director since 2009.

Board members focus on the areas that are important to shareowners —
strategy, risk management, leadership development. In 2015, they received briefings on a variety of issues, including capital allocation,
risk management and business development, with a particular focus on Alstom and the GE Capital exit plan, implementing
GE Digital, business simplification, global market volatility, leadership development, technology excellence, IT and cybersecurity strategy,
advanced manufacturing, global research and development strategy, and GE's branding, marketing and operating initiatives.
At the end of the year, the Board and each of its committees conducted a thorough self-evaluation.

John J. Brennan®"#t
Chairman Emeritus and
Senior Advisor, The
Vanguard Group, Inc.,
global investment
management company,
Malvern, Pennsylvania.
Director since 2012.

James |. Cash, Jr."$
Emeritus James E. Robison
Professor of Business
Administration,
Harvard Graduate
School of Business,
Boston, Massachusetts.
Director since 1997.

Marijn E. Dekkers"*
Chairman of the Board

of Management, Bayer AG,
multinational life sciences

company, Leverkusen,
Germany.
Director since 2012.

Susan Hockfield®s
President Emerita and
Professor of Neuroscience,
Massachusetts Institute
of Technology, leading
research university
with a prominent
renewable energy
program, Cambridge,
Massachusetts.
Director since 2006.

Francisco D'Souza*®
Chief Executive Officer,
Cognizant Technology
Solutions Corporation,

multinational IT company,

Teaneck, New Jersey.

Director since 2013.

Jeffrey R. Immelt
Chairman of the
Board and Chief

Executive Officer, General
Electric Company,
Fairfield, Connecticut.
Director since 2000.

Andrea Jung®"s

President & Chief

Executive Officer,
Grameen America,

nonprofit microfinance
organization,

New York, New York.
Director since 1998.

Robert W. Lane*"
Former Chairman
of the Board and
Chief Executive Officer,
Deere & Company,
agricultural, construction
and forestry equipment
manufacturing company,
Moline, lllinois.
Director since 2005.

Rochelle B. Lazarus®
Chairman Emeritus
and former Chief
Executive Officer, Ogilvy
& Mather Worldwide,
global marketing
communications
company, New York,
New York.
Director since 2000.

James E. Rohr'®
Former Chairman of the
Board and Chief Executive
Officer, The PNC Financial
Services Group,
large financial
services company,
Pittsburgh,
Pennsylvania.
Director since 2013.

James J. Mulva**
Former Chairman,
President and
Chief Executive Officer,
ConocoPhillips,
international,
integrated global
energy company,
Houston, Texas.
Director since 2008.

Mary L. Schapiro®
Vice Chairman,
Advisory Board of
Promontory Financial
Group, leading strategy,
risk management and
regulatory compliance
consulting firm,
and former Chairman,
U.S. Securities and
Exchange Commission,
Washington, D.C.
Director since 2013.

Robert J. Swieringa*
Professor of Accounting
and former Anne and
Elmer Lindseth Dean,
Johnson Graduate

School of Management,

Cornell University,
Ithaca, New York.
Director since 2002.
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James S. Tisch®
President and Chief
Executive Officer, Loews
Corporation, diversified
multinational holding
company with subsidiaries
involved in energy,
insurance and hospitality,
New York, New York.
Director since 2010.

Douglas A. Warner [114M
Former Chairman of
the Board, J.P. Morgan
Chase & Co., The Chase
Manhattan Bank, and
Morgan Guaranty Trust
Company, investment
banking, New York,
New York.
Director since 1992.

A: Audit

G: Governance & Public Affairs

M: Management Development & Compensation
R: Risk

S: Science & Technology

L: Lead Director
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10-K Introduction
& Summary

This section provides an overview of General
Electric. It does not contain all of the information
you should consider. Please read the entire Annual
Report on Form 10-K carefully before voting or
making an investment decision.

IN PARTICULAR, PLEASE SEE THE FOLLOWING SECTIONS

Forward-Looking Legal Risk
Statements Proceedings Factors
race 19 il mee 116
Management's Financial Financial
Discussion & Analysis Resources & Statements
pnce 23 Liquidity e 127
PAGE 79

Index of frequently requested
10-K information

Five-Year Financial Performance Graph page 28
Segment Operations page 35
Corporate Items and Eliminations page 65
Pension Costs page 71
Income Taxes page 72
Share Repurchase Program page 109
Financial Statement Footnotes page 136

WE WANT YOUR FEEDBACK
This year, we have simplified the presentation of some of our financial

statement footnotes (Postretirement Benefits - Note 12, Stock-Based
Compensation - Note 16 & Financial Instruments - Note 20). Let us know
what you think at www.ge.com/annualreport.

Many of the GE-specific terms & acronyms used Some of the information we provide in this section
in this section are explained in Presentation on is forward-looking and, therefore, could change
page 23 and Other Terms Used by GE on page 24. over time to reflect changes in the environment in

which GE competes.

Certain measures that exclude Alstom are non-GAAP financial measures. For more information, see
Financial Measures That Supplement U.S. Generally Accepted Accounting Principles Measures (Non-GAAP

Financial Measures) on page 95.
Throughout the Annual Report on Form 10-K, we use the followingicons: /

{63 POWER 4 RENEWABLE ENERGY @ OIL &.GAS [BENERGY MANAGEMENT @4 AVIATION ¢ HEALTHCARE @ TRANSPORTATION

@ APPLIANCES & LIGHTING <8 CAPITAL {51 APPLIANCES ) GE DIGITAL &3 PREDIX™ @) INDUSTRIAL APP ECONOMY




in 2015

Industrial Operating +
$117.48 $1.31 $0.17

Reflects certain GE Capital
exit-related charges

‘ Countriesin (see Supplemental
~ A Wh|ch We Compete Employees Information:on:page 95)
| -1~180 333K

jor Portfolio Changes
M&A

@ © © Alstom acquisition Dispositions
Organic Investment

Q Launched Current, powered by GE

@ Launched GE Digital

@ GE Capital exits
' Appliances sale agreed upon
@ Synchrony split-off

How We Performed How We Tie
Against Our 2015 Operating Goals Pay to Performance
Goals Included
Target Actual Year-over-year in 2015 Bonus Program
OPERATING EARNINGS PER SHARE et
Industrial $110-120 $114  #19% J
GE Capital Verticals ~$0.15 $0.17 46%
OPERATING PROFIT MARGINS - et —
Industrial segments (without Corporate)  17.0% 17.0% 4 80bps
by 2016 in 2015
(1year ahead \/
........................................................................................................... ORI e
Industrial (with Corporate) + 15.3%* 4 110bps
A A
Asset sales (ending net investment \/
(ENI) excluding liquidity) ~$908 $104B N/A
A
Free cash flow + dispositions’ $12-158  $1528  428% J
Cash returned to investors $10-308 /$33 0B 4 $228

For more information on our
pay vs. performance alignment, see
our 2016 proxy statement.

GE Cash From Operating Activities (CFOA) ($16.48) 4 8% Dividends ($9.3B)
- Net Plant & Equipment ($2.8B) + Buyback ($3.38) 1. Non-GAAP Financial Measure. See Financial Measures
 Disposiion Proceecs 576 + syncvonychonge 5204 [ERNEERCUE RS
————————————————— onpage 95.
= $15.28 = $33.08 2.Excluding Alstom.

3.Excluding restructuring and other &gains.
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Digital Industrlal Company
What Defines the “New GE” -

/ ~

/ N

Unmatched \
Digital Capabilities
(2016 targets)
‘ Digital Connecting 200K machines
- ‘ I Thread through our installed base & digitizing
‘ ‘ our engineering, commercial, sourcing
‘ &services functions
- h .

Predix™ Creating a common Janguage |

A through our cloud-based Industrial -
9 ‘ Internet operating pIutfor}n with }
i ~20K developers & ~50 partners 0
[ % N ] [::l
gen Industrial Driving customer outcomes ()
| App Economy - through 100+ innovative Industrial |

g ' . ‘ Inter?e’%‘opps T 0

i With a Portfolio I8 00 &
of Businesses Connected 09 10
Through the GE Store L 08 2

| POWER

CAPITAL ‘ .

RENEWABLE
ENERGY
APPLIANCES & ‘Global
LIGHTING ~
ol

. OIL&GAS

. ENERGY
TRANSPORTATION &7 wiERey o ;
L Y [ 40
g A s { . .
HEALTHCARE AVIATION X
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The GE Store 4
The GE Store is the transfer of technology, talent, expertise, and connections throu1gh -

GE's massive, diverse network of businesses and markets. GE's businesses give and take from
the Store, and in 2015, the company made some great progress. &

Value of scale and diversity

SPREADING

IDEAS AND CONNECTING
SOLUTIONS

CREATING

SOLUTIONS

RENEWABLE
ENERGY

APPLIANCES& | .3
LlGHTqu ............

ENERGY
MANAGEMENT

HEALTHCARE AVIATION 4

Outcomes -

DEVELOPING

FASTER

GROWTH B EXPANDING LEADERS

MARGINS
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How We Use the GE Store to Win
Key Differentiators for GE

Digital

“GE undertook a major reorganization DIGITAL REVENUES! DIGITAL THREAD
to create a unified digital business COST PRODUCTIVITY

cre = 2014 $48
within the company called GE Digital. 2015 $58

Bill Ruh 2016 I -
SVP, Chief Digital Officer, (goal) $500M

appointed September 2015 (2016 goal)

1. For an explanation of GE Digital’s reporting,
see Other Terms Used by GE on page 24.

Reshaping GE as a