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Safe Harbor Statement
Statements contained in this presentation that are not based on historical facts are "forward-looking statements" within the
meaning of the Private Securities Litigation Reform Act of 1995. Forward-looking statements may be identified by the use of
forward-looking terminology such as “should,” “could,” "may," “will,” “expect," "believe," "estimate," "anticipate," ”intends,”
"continue," or similar terms or variations of those terms or the negative of those terms. There are many factors that affect
the Company’s business and the results of its operations and may cause the actual results of operations in future periods to
differ materially from those currently expected or desired. These factors include, but are not limited to material adverse or
unforeseen legal judgments, fines, penalties or settlements, conditions in the financial and banking markets, including
fluctuations in exchange rates and the inability to repatriate foreign cash, general and international recessionary economic
conditions, including the impact, length and degree of the current slow growth conditions on the customers and markets we
serve and more specifically conditions in the food service equipment, automotive, construction, aerospace, energy,
transportation and general industrial markets, lower-cost competition, the relative mix of products which impact margins and
operating efficiencies, both domestic and foreign, in certain of our businesses, the impact of higher raw material and
component costs, particularly steel, petroleum based products and refrigeration components, an inability to realize the
expected cost savings from restructuring activities, effective completion of plant consolidations, cost reduction efforts,
restructuring including procurement savings and productivity enhancements, capital management improvements, strategic
capital expenditures, and the implementation of lean enterprise manufacturing techniques, the inability to achieve the
savings expected from the sourcing of raw materials from and diversification efforts in emerging markets, the inability to
attain expected benefits from strategic alliances or acquisitions and the inability to achieve synergies contemplated by the
Company. Other factors that could impact the Company include changes to future pension funding requirements and factors
discussed in the Annual Report of Standex on Form 10-K for the fiscal year ending June 30, 2016, which is on file with the
Securities and Exchange Commission (“SEC”) and any subsequent periodic reports filed by Standex with the SEC. In
addition, any forward-looking statements represent management's estimates only as of the day made and should not be
relied upon as representing management's estimates as of any subsequent date. While the Company may elect to update
forward-looking statements at some point in the future, the Company and management specifically disclaim any obligation
to do so, even if management's estimates change.
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Investment Highlights
 Strong brands in profitable niches
 Attractive growth and margin potential in all businesses
 Clear margin improvement plan in largest segment -- Food Service

 Management team are disciplined operators
 Sophisticated approach to developing growth laneways
 Maintaining margins in a difficult environment
 Comprehensive acquisition process and stringent criteria

 Consistent cash flow and strict focus on working capital management
 Strong balance sheet for organic and acquisition growth
 Consecutive quarterly dividends since going public in 1964
 Increased dividend 14% in Q1
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Standex International

Multi-Industry Manufacturer in Five Broad Segments
Fiscal Year Sales & EPS

TTM Q1 FY 17 Sales

$800

$5.25

$750

$4.50

$700

$4.56

$650
$600

$4.59

$4.05
$3.31

Europe,
15%

$3.75

$2.25

$500

$1.50

$450

$0.75

$400

$0.00

TTM
Q1 FY 17
Sales
Adj EBIT
EBIT %
Adj EBITDA
EBITDA %

Asia, 9%

Electronics,
17%

$3.00

$3.53

$550

FY 12

Geographic Sales

Hydraulics, 6%

FY 13 FY 14
Adj Sales

FY 15 FY 16
Adj EPS

Food Service
$367,305
$35,606
9.7%
$40,479
11.0%

Engraving*
$104,159
$26,279
25.2%
$29,090
27.9%

Eng. Tech,
11%

FSEG,
51%

Americas,
76%

Engraving,
15%

Engineering
Technologies
$82,245
$9,079
11.0%
$14,569
17.7%

Electronics *
$120,985
$22,450
18.6%
$25,830
21.3%

Hydraulics
$44,925
$8,099
18.0%
$8,773
19.5%

Corporate &
Non-Operating
($23,008)
($22,704)

Total TTM
Q1 FY 17
$719,618
$78,505
10.9%
$96,037
13.3%

* Excludes purchase accounting adj. and impact of Roll, Plate, Machinery Divested Business

Standex International

FOOD SERVICE EQUIPMENT

ENGRAVING

ENGINEERING TECH

ELECTRONICS

HYDRAULICS
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Standex Operating Model
How We Compete in the Marketplace
Common Thread Driving Growth at Standex is

“Customer Intimacy”

PARTNER
Develop deep
understanding of
problems and
opportunities
customer faces

+

SOLVE
Apply our unique
engineering and
process abilities to
create options and
test them for selection
of best solution

=

DELIVER
Deliver solutions
using our global
supply chain,
customer service
and support
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Achieving our Vision with the Value Creation System

Vision

Talent Management
R. McGovern

Customer

Operational Excellence
J. Zupancic

Growth Disciplines
P. Burns

BPP Management Process
T. DeByle

Standex 2020

Value
Creation
System

Strategy: Build Strategic Platforms

Business
Strategy

Values: Integrity Innovation Accountability Teamwork

Culture

A comprehensive system to improve the predictability
and consistency of performance
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FY16 Operational Excellence Engagement
 First full year of Standex OpEx
 Units began with Value Stream Map in each plant to identify
improvement priorities
 Engineering Technologies, Electronics & Hydraulics
 32 events
 404 participants
 190 unique participants

 Food Service Equipment
 101 events
 779 participants
 366 unique participants
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Balance Performance Plan (BPP) Incentives
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Implemented the GDP+ Process,
Resulting in Increasingly Robust Growth Initiatives
GDP+ Process Implementation
Businesses examine their served markets
and identify potential adjacencies
Adjacencies explored with market research /
market tests
Market tests are fast, inexpensive
ways to verify key assumptions
Once opportunity is confirmed, a growth
laneway is launched to win sales

Growth Initiative in Process

Tool

Function

Market Maps

Identify attractive
adjacencies

Market Research

Explore
adjacencies
quickly

Market Test

3 month
inexpensive test of
key assumptions
Learn Fast

Growth Laneway

Structured growth
initiative

Volume Sales

Becomes “core”

 12-36 months
 Delivered $16M in sales in 2016
Managed with a disciplined corporate
approval process and strategic fund
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Track Record of Successful Acquisitions
Strategy
 Bolt-ons to expand strategic platforms with complementary products,
services or market coverage
 Clearly defined synergy opportunities
 Strong cultural and strategic fit between businesses
 Disciplined valuation modeling
 Internally led processes

June 2014

Oct 2015

Sept 2014

Oct 2016
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Capital Allocation History
SXI’s prioritization of cash

FY14 - FY16

Goal: Stay investment grade
1.5x to 3.0x leverage
1: Maintenance Capital – keep lights on

Capital
30.5%

If cash remains…

2: Growth Capital – IRR >=15%, target < 2 year payback
Acquisitions
48.3%

If cash remains…

3: Pay down debt if highly levered
If cash remains, apply to best remaining use…

4: Acquisitions – EPS accretive in 1st year, IRR >= 15%

Dividends
9.0%

If cash remains…

Buyback
12.2%

5: Return cash to shareholders in the form of
increasing dividend or share buyback

Prioritization based on current
market and business conditions
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Key Financial Objectives
1. Top-line performance:

Four long-term
financial objectives
3-5 Years



Organic growth at GDP +2-3% per year



Acquisition-driven growth of 3-4% per year

2. Exceed 15% overall company EBITDA
3. Free cash flow conversion of 100% or
more


Working capital turns average 6.0 or better

4. Increasing returns on invested capital
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SXI Results Versus Key Financial Targets
One Yr
FY 16

Three Yr
FY 14-16

Five Yr
FY 12-16

GDP + 2-3%
3-4%

-2.7%
1.5%
0.4%
-1.9%

2.3%
2.4%
0.4%
-1.4%

3.4%
3.9%
0.05%
-1.3%

GDP +5-7%

-2.7%

3.8%

6.3%

8-12%

0.7%

9.1%

9.6%

15.0%

ANNUAL FIGURES
FY 16
FY 15
FY 14
13.6%
13.2%
13.0%

Target
CAGR
Organic Sales Growth
Acquisitions Sales Growth
Business Held for Sale
FX Impact on Sales
Sales CAGR
EPS Continue Ops ex. Special Items CAGR*
Weighted Average
EBITDA % ex. Special Items*
FCF % of NI
WC Turns (Adj for Acquisition Impact)
ROIC ex Special Items

100.0%

121.3%

78.9%

106.9%

+6.0

5.9

5.8

6.6

+ 15.0%

14.4%

16.1%

16.9%

Today’s focus: Steps we are taking to meet targets
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