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Safe Harbor Statement

Statements contained in this presentati onl aadkaitn garset antoet mebmirggedd wint
the Private Securities Litigation Reform Act of 1995. Forward-looking statements may be identified by the use of forward-looking
terminology such as fishould, 0o Acould, o Amay, 06 dAwil |  r&mirdexnpserct , 0
variations of those terms or the negative of those ter msesultsolfTher e
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 downturns or 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 the impact of recently passed tax reform legislation in the United States. For
further information on these and other risk factors, pl e a0ske see
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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Standex International Investment Highlights (NYsE: sxi)

A A diversified industrial company with a long track record of financial performance
A 1955: Mini conglomerate of entrepreneurial deal makers, a portfolio of unrelated businesses
A 2000: Begin restructuring, consolidation, pay down debt, focus on five best industrial businesses
A 2014: Began laying foundation to become a true industrial operating company
A Growth Discipline Processes i standard processes to identify and exploit growth opportunities
A Operational Excellence - continuous improvement using lean tools

A Talent Management i leadership development, succession planning
A Balanced Performance Plan i target setting and management oversight

A Balanced sources of value creation with growth and margin expansion potential
A Differentiated businesses deliver customized solutions in attractive, growing niche markets
A Restructuring plan in Food Service Equipment standards products

A Track record of successful acquisitions

A Disciplined selection, valuation and integration process
A An active and large funnel of bolt on opportunities to build our best businesses

A History of operating as a profitable company
A Consecutive quarterly dividends since going public in 1964
A Consistent cash flow and strict focus on working capital management
A Strong balance sheet for organic and acquisition growth
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Overview

Sales and Adjusted EPS Adj EBITDA and Adj EBITDA % of Sales

In millions
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Adj EBITDA % of Sales

TTM 3/31/18
YOY Change
%

Organic
Acquisitions

Currency

Total

Food Service

1.8%

4.8%

0.3%

6.9%

10.2%

8.6%

3.7%

22.5%

Engraving*

Engineering
Technologies

12.5%
0.0%
0.3%

12.8%

Electronics

10.4%

40.0%

4.4%

54.8%

Note: Excludes purchase accounting adjustments, land sales, divestitures and acquisition related costs

Hydraulics

8.3%
0.0%
0.0%

8.3%

6.1%

10.5%

1.2%

17.8%
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Sales, Adjusted EPS, EBITDA at record levels driven by Organic and Acquisition Growth




FOOD SERVICE EQUIPMENT ENGRAVING ENGINEERING TECHONOLOGIES ELECTRONICS HYDRAULICS
g ! > =
= :,. 4 2 e e
FoodService Engineering Corporate& SXI

TTM Q3 FY 1§ Equipment Engraving Technologies Electronics Hydraulics Non-Operating TTM Q3 FY 18
Sales $399,18¢ $128,31¢ $95,17¢ $189,26¢ $46,01¢ $857,96:
Adj EBIT $34,37¢ $27,12¢ $7,68: $42,22¢ $7,00¢€ ($24,794 $93,62(
Adj EBIT % 8.6% 21.1% 8.1% 22.3% 15.2% 10.9%
Adj EBITDA $40,10¢ $31,967 $13,674 $52,491 $7,73¢ ($24,403 $121,57¢
AdjEBITDA % 10.0% 24.9% 14.4% 27.7% 16.8% 14.2%

Excludes purchase accounting adjustments, land sales, divestitures and acquisition related costs

FY 2018 as of 3/31/2018

Sales by Segment

Electronics

ETG

Engraving

Hydraulics

Food Service

Electronics

Adj EBITDA by Segment

Hydraulics

ETG

Engraving

Food Service

Asia

Europe

Sales by Geography

North
America
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|l nt i macyo
How We Compete in the Marketplace

NCust omer

PARTNER
Develop deep
understanding of
challenges and

opportunities
customer faces

Food Service

Chef to Chef

SOLVE
Apply unique
engineering and
process abilities to
create and test
options

Problem Solving Partnerships

Electronics, Hydraulics
Engineering Technologies

i

Engineer to Engineer

DELIVER
Deliver customized
solutions using
our global supply
chain, customer
service and
support

Engraving

Artist to Artist
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Achieving our Vision with the Value Creation System

Standex 2020
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Strategy: Build Strategic Platforms M

Values: Integrity Innovation Accountability Teamwork

Vision

Value
Creation
System

Business
Strategy

Culture

-'l. QStundex

A comprehensive system to improve the predictability
and consistency of performance



Our Growth Discipline Process has become a robust organic
growth engine - TABLE OF CONTENTS of our training manual

Set Overall Develop
St_rategm Goal SCt:r:aate at o Nlla:rull(c;t
Guidelines Setting aremen Strategy
(e.g. SOP, Vision, of Purpose Matrix Maps
Strategy Matrix)
| |
Chapter 2 Chapter 3
Implement Growth
Initiatives to Ideation & Research & Laneway
Execute Strategy Prioritization Explore Development
(a.k.a. Idea to Laneway
Funnel)
A A S
| | | |
Chapter 4 Chapter 5 Chapter 6 Chapter 7
Track & Monitor , Chapter 10
Tracking GDP+ .
Growth discusses
(e.g. KPIs, NBOs, etc.) Laneways GDP+ link to
| ( ] inorganic
> rowth
| | ;
Chapter 7 (contd.) Chapter 8
| H We are investing nearly $3M to support growth activities
8
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Track Record of Successful Acquisitions

A Bolt-onsto expand strategic platforms
complementary products, services or market coverage

A Clearly defined synergy opportunities

A Strong cultural and strategic fit between businesses
A Disciplined valuation modeling

A Internally led processes

-~ PIANZZAROSA
Enginetics Standex tNsRAVING
Eqﬂl::’:dozg:ﬂ::hnologm Group i PRMOLD-TECH
June 2014 Oct 2015 March 2017
Sept 2014 Oct 2016 ‘ July 2017
e )
ﬂltr&fr er NORTHLAKE ENGINEERING, inc “"}’tggf haSbeenachiredandlsow p

Since 2014, Standex has acquired six businesses for $265 million, TTM
Sales of $138 million, TTM EBITDA $35 million at an average 7.6x multiple
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Capital Allocation History
FY151T Q3 FY18

Capita

Dividends Acquisitions
6.9%
Buyback
Q3 YTD

Recent History FY15 FY16 FY17 FY18 Total
Acquisitions $ 571|$ 137|$ 1538 |$ 104 |S 2351
Buyback S 104 |S 56$ 781§ 201S 25.8
Dividends S 585§ 6.8 S 791§ 6.6 |5 27.1
Capital S 226|S 179|S 264|S 214|S 883
Total $ 959|S$ 440|S 1959 |S 404 |S 376.2
Dividend Payout Ratio 10.5% 13.1% 16.9% 17.1%

Dividend Yield 0.6% 0.7% 0.7% 0.7%

Quarterly Dividend per share S 012|$ 01458 0.16 | S 0.18

CAPEX % of Sales 2.9% 2.4% 3.5% 3.3%

Leverage Ratio (Max 3.5x) 1.08 0.99 1.78 1.84

SXlI 6s cash

Goal: Stay investment grade
1.5x to 3.0x leverage

1: Maintenance Capital T keep lights on

¥

2. Growth Capital i IRR >=15%

$

3: Pay down debt if highly levered

$

4: Acquisitions T IRR >= 15%

$

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

Disciplined use of Capital as
all decisions pass through a
Areturns f il t ¢

(D
—_

(@Y

proi

®
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.
Key Financial Objectives

1. Top-line performance:
A Organic growth at GDP +2% per year
4 . F— _ . O
Five long-term A Acquisition-driven growth of +3% per year

financial objectives 2. Growth of EPS from continuing ops, ex-
3-5 Years special items, +8% per year

3. Exceed +17% overall company EBITDA

4. Free cash flow conversion of 100% or
more of Adjusted Net Income

A Working capital turns average 6.0 or better

5. Increasing returns on invested capital

| [ B



.
SXI Results Versus Key Financial Targets

3/31/2018 One YT Three Yr Five Yr

Target ™ FY 17 FY 15-17 FEY 13-17
Growth Rate
Organic Sales Growth GDP +2% 6.1% -1.5% 0.1% 1.5%
Acquisitions Sales Growth g +3% 10.5% 51% 3.9% 4.1%
FX Impact on Sales 1.2% -0.8% -1.7% -1.0%
Sales CAGR (excludes divestitures) GDP +5% 17.8% 2.8% 2.3% 4.6%
EPS Continue Ops ex. Special Items CAGR* 8% 11.2% -0.7% 2.6% 6.6%

ANNUAL FIGURES

Weighted Average ™ FY 17 FY 16 FY 15
EBITDA % ex. Special ltems* 17.0% 14.2% 13.6% 13.6% 13.2%
FCF % of NI 100.0% 59.4% 80.7% 121.3% 78.9%
WC Turns (Adj for Acquisition Impact) +6.0 4.8 5.8 59 5.8
ROIC ex Special ltems (Adj for Acquisition Impact) + 15.0% 10.6% 11.7% 14.0% 14.6%
Notes:

FCF adjusted for involuntary pension contributions
WC Turns adjusted for impact of acquisitions

RONA = Net Operating Profit After Tax / Average Assets - both adjusted for acquisitions and proforma adjustments

|
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Management Incentive System

Incentive Compensation Matrix

Stock Ownership Guidelines

Salary/Retainer

Sales 20% 5%-35%*
EPS 25% 5%
EBIT -- 20%-45%*
Operating Cash Flow 25% 10%-15%
Strategic Goals 30% 30%

*Business Unit Bonus weighted greater to EBIT on businesses earning 10% or less EBIT

Long-term Incentive Plan

Metric Restricted Performance
(RSU) (PSU)

3 Yr. EBITDA -- 70%

3 Yr. ROIC -- 30%
Vesting Cliff 3 years Cliff 3 years
Split 40-50% 60-50%

President & CEO 5.0x
CFO 2.0x
Business Unit 1.0x
Leaders

BOD 5.0X

Stock Ownership at 3/31/18

Vested/Unvested
SHEES

President & CEO 54,164
Other named 85,092
executives

BOD 64.784
Total 204,040
YTD Diluted 12,784,000
Shares @ 3/31/18

% Ownership 1.60%

-'l. QStundex
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.
Balance Performance Plan (BPP) Incentives

Baszeline Performance

EBIT EBIT EBIT

<=10% 10-15% [ +15%

Red Yellow Green
Sales h.0% 25.0% 35.0%
EBIT 45 0% 25.0% 20.0%
SKI-EPS h.0% 5.0% h.0%
OCF 15.0% 15.0% 10.0%
Strategic Objectives 30.0% 30.0% 30.0%
Cash Bonus 100.0% 100.0% 100.0%

A SXI weights cash bonus to drive higher EBIT% of Sales

A Sales are weighted higher for well performing businesses with above 15% EBIT
AThree zones based upon prior yearés annual
A Red where business EBIT is 10% or less
A Yellow where business is between 10% and 15%
A Green where business is above 15%

A Using these metrics enables businesses to focus meeting SXI financial objectives

|
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Revenue Changes

Q3 2018

YOY Change
%

Food Service

Engraving

Engineering
Technologies

Electronics

Hydraulics

Organic
Acquisitions
Currency

Total

2.3%

0.0%

0.7%

3.0%

9.3%

13.1%

9.9%

32.4%

-2.3%

0.0%

1.3%

-1.1%

13.3%

38.2%

7.0%

58.5%

22.6%

0.0%

0.0%

22.6%

5.7%

8.5%

3.1%

17.3%

YOY Change

%

Organic Growth Histor

FY 15

Q3 FY 18

YTD

Food Service
Engraving
ETG
Electronics
Hydraulics

SXI

0.7%

1.0%

1.3%

10.2%

0.3%

1.6%

2.7%

18.7%

5.5%

3.9%

14.6%

6.0%

4.9%

8.0%

-5.8%

4.2%

20.2%

4.8%

-6.2%

17.3%

-19.0%

0.6%

8.8%

-2.7%

-6.3%

1.6%

11.8%

4.4%

-8.6%

-1.5%

2.7%

10.7%

6.8%

12.5%

16.1%

6.7%

-'l. QStundex
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Food Service Equipment

Standex Food Service 1 at a glance

$L{‘5g‘""°”s 12% A Pursuing Differentiated Product market
10.5% 0 .. . . et ..
$400 102%  101% opportunities in Scientific, Merchandising,
B P e P 2% Lol | 10% Cooking, and Custom Pumps
$300 +— —F 8% ] _
$250 || - A Restructuring Standard Products plants to
$200 - 6% deliver margin improvements in Q4 FY 18
I B and continuing through FY 20
$150 +— L 49
$100 +— — < : , :
$50 | 2% A Executing on key Cooking expansion
0 0% programs in the fourth quarter with
T T T T T T 0

Convenience Stores, Retail Grocery and
several Fast Casual Chains

FY 13 FY 14* FY 15*% FY 16 FY 17 TTM Q3 TTM Q3
= Sales —@=*Ol% Adj. FY17 FY18

*excludes purchase accounting adj. of $60K in FY14, $586K in FY15 and $1,086
in FY 17

Sales by Product Sales by Market Sales by Geography

Rest of
World

North
America

Differentiated Pump

Merchandising

Standard

Cooking Scientific

®
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Standex Engraving T at a glance

Pro Forma Segment Sales Segment Highlights

$'1”4g"'"°”s A FY1806 revenue growth i
o510  20O% uryy 5% - 28% organic growth in new technologies and
$120 23:2% - - L | 24% through acquisition
$100 % — ] — C e o
w:/ ] ™ 20% A Significant growth occurring in newer
$80 +—— L 16% technology segments such as Tool
$60 | 1006 Finishing, Laser and Nickel Shell.
$40 - 8% A Margin impacted by startup costs related to
$20 - L 40 new technologies
$0 : : 0% e .. . .
FY13s  FY14  FY15  FY16  Fv17 TTMQ3 TTMO3 A Anticipate strength to continue into FY 19

= Sales* —m—*0l% Adj. FY17/ FY18
* Excludes purchase accounting for Piazza Rosa. FY13-16 excludes NA sales
and Ol of Roll, Plate, & Machining business.

Sales by Technology Sales by Market Sales by Geography

Industrial Other

Laser

North

America
Innovent

Finishing

Nickel Shell Chemical
Other

Architexture

Transportation

Europe

. l" tandex ENGRAVING
.'stundex o.M OLD-TECH 18



Engineering Technologies

Standex Engineering Technologies T at a glance

Pro Forma Segment Sales Segment Highlights

In millions A ETG has been awarded significant ?arts_ on
$120 new generation aircraft providing attractive long
- 24% term prospects
$100 —— L P . . .
AL — — [ 20% A Now executing operational initiatives to be
$80 - =70 4.69 — — — 6o prepared for long-term Aviation platform ramps
I — I 0
$60 | N 0.0 0.79 S 100 A FY18 profitability forecasts down due to mjx
N [ N 5 104 0 shift away from Energy and Oil & Gas business
$40 - ~ | and continued pricing pressure from legacy
- 8% engine parts business
$20 1 4% A ETG expanding strategic relationships and
$0 0% completing key development programs in
' ' ' ' - - 0 Space and Aviation that will provide additional
FY13 FY14 FY15* FY16 FY17 TTMQ3 TTMQ3 sources of long term growth

== Sales —@=*0l% Adj. FY17 FY18
* Excludes purchase accounting adj. of $1,110K in FY15

Pro Forma Segment Sales (YTD as of 3/31/18)

Sales by Forming Type Sales by Market Sales by Geography

Non-forming (fabrication only) Medical Other

Defense

oth Aviation
er

forming Energy /

Oil & Gas

Spin
forming

North
America

/r \ —
Spincraft Engineti
. ' s tu n d ex Engineering Technologies Group Engineering Technologles Group 19
a Standex company a Standex company
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Standex Electroniagsat a glance

Pro Forma Segment Sales Segment Highlights

\ |

In millions
$200 217% 223% | 9404 A TTM as of March 31, 2018 shows record for
$180 —_u 20:1% — revenue & profits
$160 o 17y 10N 182% -/. — 20% A Growth driven by growth laneways, application
:1‘218 ?I—é_./ 1 16% wins, market growth and OKI acquisition

] A Strong NBO funnel across all product lines
$100 - — 12% < . . )
$80 - _ A Increased investments in added capacity and
$60 - - 8% R&D initiatives
$40 - — A Significant investments in IT systems to manage
- 4% .
$20 - — business growth
$0 - ; ; ; ; ; ; 0% A

Ground breaking in April 2018 for new
Fyisr Fyl4 FY15 FYle® FY17* TIMQ3 TTMQ3 divisional HQ facility in Cincinnati

mmm Sales —@=*0l% Adj. FY17 FY18

* excludes purchase accounting adj. $1.5MM in FY13, $0.4MM in FY186,
$2.0MM in FY 17

Sales Mix (YTD as of 3/31/18)

Sales by Product Sales by Market Sales by Geography
Other

Transportation

Switches North

America
Utility &
Smart Grid 4%

Instrumentation & 5%
Meters

Distribution Appliance

Sensors

Industrial

J '..stnnd.ex .".Stundex M NORTHLAKE ENGINEERING; inc.® '.ﬁ stund.ex
=¥ Standex wH Electronics (MEDER Jf=== e ¥ Eiectronics Japan ,,



Pro Forma Segment Sales

In millions A
$60 o
165%  167%  16.9% 1.7-.51/0 1630 17.0% = - 20% A
$40 —La — .. | s
- 12%
$20 - | g 5
- 4% .
A
$0 ! ! T T T T 0%
FY13 FY14 FY15 FY16 FY17 TIMQ3 TTMQ3

FY 17 FY 18

——1Sales =l=0I|%

Segment Highlights

FY18 Revenue up 16% with strong demand
from refuse, dump trai
aftermarket

New products (Front loading garbage truck
cylinders) and applications in both the
refuse and dump markets also contributed
to the growth

Now of fer.i
bodies

Profitability down due to Steel tubing
increases however price increases now
contributing

ng compl et e

Sales by Product

Other Refuse

Rod

Export

Telescopic
Dump

Trailer

Other

Dump Body

Sales by Geography

North
America

Rest of
World

®

=¥ Standex

21



.
Summary: A balanced approach to value creation

A We have made significant strides repositioning our Company to higher
growth and higher margin businesses

ARestructuring in Food Service fiSta
meaningful results in Q4 of FY 18 as we drive toward a 15% EBIT by
2020

A ETG is anticipating the long awaited aviation growth to drive the
business above 15% EBIT

A GDP+ process is delivering top line profitable growth

U Market Tests and Laneway Growth delivered $22M in sales in the first 7
months of the year compared to $23M in sales for all of FY17

A The acquisition pipeline is actively seeking attractive bolt-on businesses

| [ B
.' St(llldex 22
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Food Service Equipment

Hot Cold Specialty

Reach-in Walk-in

Refrigerator/Freezer Refrigeration/Freezer

Remote Reach-in Rack Refrigeration
Refrigerator/Freezer

Hot/Cold Refrigerated Airport
Display Cases Concessions

215MM MAG DRIVE

Open Air Merchandisers Beverage Pump

Under-counter
Refrigerator/Freezer

{ : :ﬁ
®
|

Combi-Oven Hot Display Cases Environmental Rooms Ultra-low Scientific

Beverage Dispensing

MICRO VANE PUMP GEAR PUMP SERIES 2 PUMP

Espresso Pumps

®
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http://www.norlake.com/Scientific/EnviroRooms/MiniRoom/Photos/Walk-in.gif

Food Service Equipment

Key Customers

Drugstore, Retail &
Dollar Store
[
B Wklgteons
The Pharmacy®” America Trusts
cvs RITE

Beverage

pharmacy
FAMILY®
TESCO
Sainsbury’s —

Ty it i

Wineco
Winny Dixie

| N
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http://rds.yahoo.com/_ylt=A0PDoYBwUH5NgkoAnTCJzbkF;_ylu=X3oDMTBwNThwcjlrBHBvcwM2BHNlYwNzcgR2dGlkA0kxMzZfODY-/SIG=1js8ngadb/EXP=1300152560/**http:/images.search.yahoo.com/images/view?back=http://images.search.yahoo.com/search/images?p=kroger+logo&ei=utf-8&w=1553&h=1305&imgurl=www.schippernet.com/zak_projects/MASS/kcbs/web/kcbs_web/logos/kroger/Kroger_Corp_logo.png&rurl=http://www.schippernet.com/zak_projects/MASS/kcbs/web/kcbs_web/links.html&size=611KB&name=Kroger_Corp_logo...&p=kroger+logo&oid=0b9908096c1698ba4a0b787b7fa92c01&fr2=&no=6&tt=4650&sigr=1294r986g&sigi=12pt43j8c&sigb=123htue2c&.crumb=3Ft0oamp5jz
http://rds.yahoo.com/_ylt=A0PDoX_PWn5NPw8AddeJzbkF;_ylu=X3oDMTBwbHJ2OTZkBHBvcwM1BHNlYwNzcgR2dGlkA0kxMzZfODY-/SIG=1g4ij1mlk/EXP=1300155215/**http:/images.search.yahoo.com/images/view?back=http://images.search.yahoo.com/search/images?p=winco+logo&ei=utf-8&fr=yfp-t-701-1&w=3568&h=1034&imgurl=aguilardairyservice.com/WINCO Logo.JPG&rurl=http://aguilardairyservice.com/winco.htm&size=232KB&name=Winco&p=winco+logo&oid=5f35216fe436953b725ff5068e96250f&fr2=&no=5&tt=294&sigr=118qoev6f&sigi=118ptvl23&sigb=12hcleilv&.crumb=3Ft0oamp5jz

