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1) GENERAC TO ACQUIRE TOWER LIGHT BUSINESS 
 
Acquisition of leading light tower manufacturer positions Generac as a global leader in mobile power equipment and 
accelerates international expansion efforts 
 
WAUKESHA, Wis. — July 25 -- Generac Holdings Inc., a leading designer and manufacturer of generators and other 
engine powered products, announced today the signing of a purchase agreement to acquire the equity of Tower Light Srl 
and its wholly-owned subsidiaries from European private equity fund Ambienta I, advised by Ambienta SGR, and a group 
of minority-share investors. 
 
Founded in 1996 and headquartered outside Milan, Italy, Tower Light is a leading developer and supplier of mobile light 
towers throughout Europe, the Middle East and Africa. Tower Light has experienced growth and built a leading market 
position in the equipment rental markets by leveraging their broad product offering and strong global distribution network 
in over 50 countries. With approximately 100 employees, Tower Light’s net sales for year ended December 31, 2012 were 
approximately €37 million. 
 
“Tower Light is a great strategic fit for Generac’s business, providing an expanded product offering of light tower 
generators to support additional geographic markets beyond those we serve today,” said Aaron Jagdfeld, President and 
Chief Executive Officer of Generac. “Acquiring Tower Light positions us as a global leader in light towers, allowing us to 
participate in the growing rental market for these products outside the U.S.” 
 
“This is a very exciting development for Tower Light which opens up many new opportunities and allows us to continue to 
innovate and further develop the Tower Light product range. We are pleased to join the Generac family, and we look 
forward to our continued success as we work together to execute on potential synergies and drive global growth for 
mobile power products,” said Andrea Fontanella, Founder and Managing Director of Tower Light Srl. 
 
Following the close of the transaction, Tower Light’s management team will continue to lead the company and the Tower 
Light brand name will join Generac’s brands, including Magnum and Ottomotores, in serving global power generation and 
associated markets. It is expected that the transaction will close in the third quarter of 2013, pending standard closing 
conditions. The purchase price of the acquisition was not announced. 
 
About Generac 
Since 1959, Generac has been a leading designer and manufacturer of a wide range of generators and other engine 
powered products. As a leader in power equipment serving residential, light commercial, industrial and construction 
markets, Generac's power products are available internationally through a broad network of independent dealers, 
retailers, wholesalers and equipment rental companies. 
 
About Tower Light Srl 
Tower Light Srl, founded in 1996 and based at Villanova d’Ardenghi (PV), is the European leader in the production of 
lighting towers for construction and other applications. Through continuous product development and a broad distribution 
network, Tower Light Srl has become a leading supplier to construction and equipment rental companies, providing 
mobile power equipment that meets the specific needs of geographic markets across the world. 
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2) BLOUNT WILL CUT 200 JOBS, CLOSE PORTLAND-AREA FACTORY AFTER 2

nd
 QUARTER SALES SLIDE 

Molly Young         www.oregonlive.com  
 
August 7 -- Saw-chain maker Blount International Inc. will lay off 200 and shutter a Portland-area factory after the 
company's second-quarter profits fell by nearly one-third. 
 
The Milwaukie manufacturer announced plans to consolidate two local factories into one on Wednesday, as part of its 
quarterly financial results. The company also disclosed an systems control problem that will force it to amend past 
financial statements. 
 
The news hit hard on Wall Street, where shares of the company's stock fell 8.8 percent to $11.66 before the market 
closed. 
 
Blount reported net income of $9.3 million during the three months ending June 30, down 29 percent from the same time 
last year. Sales declined 8 percent during that period, to $220.4 million 
 
Second-quarter earnings per share were 19 cents, compared to 26 cents a year ago. 
 
In its earnings release, the company said the late-arriving spring hurt domestic sales, and economic uncertainty 
dampened eurozone sales. Demand also fell in Asia. Chairman and chief executive Josh Collins said in the statement that 
all of the company's major markets were weaker this year than last. "In the second quarter, we continued to be challenged 
by difficult economic conditions," he said. 
 
Blount makes equipment geared for the gardening, forestry and agricultural industries under several brands, including 
Oregon, SpeeCo and Carlton. It employs 4,500 worldwide. 
 
Blount acquired the Carlton Co. in 2008, and continued to operate out of Carlton's Milwaukie plant. But it will consolidate 
those operations later this year into a larger nearby factory. The plans had been in the works for years, company 
spokesman David Dugan said. 
 
The company expects the move to save between $6 million and $8 million annually. 
 
Blount also plans to amend its 2012 annual report and first quarter 2013 report after a routine review uncovered a 
"material weakness" tied to computer systems controls. The company also found a possible accounting issue that could 
result in a non-cash charge to its fourth-quarter 2012 operating income. 
 
Blount said it won't file its second-quarter report with the U.S. Securities and Exchange Commission until the review is 
finished, meaning it could potentially miss its Friday filing deadline. 
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3) BLOUNT DISCLOSES 'MATERIAL WEAKNESS' IN ACCOUNTING 

Matthew Kish       www.bizjournals.com/Portland 
 
August 7 -- Blount International Inc., which reported weak second-quarter earnings and layoffs Wednesday, has also 
reported a "material weakness" in its accounting practices. 
 
In a press release accompanying its earnings statement, the company said it will amend its 2012 annual report and its 
first-quarter earnings report. 
 
The Portland-based company also expects it will not file a formal report for its second quarter on time. 
 
It expects to complete a review of its accounting procedures by the end of 2013. 
 

http://www.oregonlive.com/


The accounting problems relate to how Blount valued acquisitions in 2010 and 2011. The company said restated earnings 
may result in a charge against income reported in the fourth quarter of 2012. It's unclear whether earnings reported in 
other quarters will be restated. 
 
The accounting problems are not expected to result in changes to previously reported sales. 
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4) BLOUNT ANNOUNCES SECOND QUARTER 2013 RESULTS 
 
- Second quarter 2013 sales declined eight percent from 2012 
- Operating income declined by $4.6 million 
- Company to consolidate two Portland, Oregon manufacturing facilities 
- Company to amend 2012 Form 10-K 
 

PORTLAND, Ore., Aug. 7, 2013 /PRNewswire/ -- Blount International, Inc. (NYSE: BLT) ("Blount" or "Company") today 

announced results for the second quarter ended June 30, 2013.  

 

Results for the Quarter Ended June 30, 2013 

Sales in the second quarter were $220.4 million, an eight percent decrease versus the second quarter of 2012. Operating 

income for the second quarter of 2013 was $19.3 million compared to $23.8 million in the prior year, which included $1.7 

million of facility closure and restructuring charges. Second quarter net income was $9.3 million, or $0.19 per diluted 

share, compared to $13.1 million, or $0.26 per diluted share, in the second quarter of 2012. 

"In the second quarter, we continued to be challenged by difficult economic conditions, as all of our major markets were 

soft compared to last year," stated Josh Collins, Blount's Chairman and CEO. "However, during the quarter, we improved 

free cash flow and reduced net debt and working capital by actively managing our balance sheet and expenses." 

 

Mr. Collins continued, "In an effort to further improve operational efficiencies, we are consolidating the saw chain plant 

purchased with the 2008 acquisition of Carlton Company into our larger Portland-based saw chain manufacturing facility. 

We expect to complete this consolidation by the middle of the fourth quarter."     

           

Segment Results 

 

Blount operates primarily in two business segments – the Forestry, Lawn, and Garden ("FLAG") segment and the Farm, 

Ranch, and Agriculture ("FRAG") segment. The Company reports separate results for the FLAG and FRAG segments. 

Blount's Concrete Cutting and Finishing ("CCF") business is included in "Corporate and Other." 

Forestry, Lawn, and Garden 

 

The FLAG segment reported second quarter 2013 sales of $150.8 million, a nine percent decrease from the second 

quarter of 2012. Unit volume decreases drove the largest decline in sales, with average pricing and foreign exchange 

fluctuations extending the impact. Sales volumes declined in all major geographies, primarily as a result of a delayed start 

of spring in North America as well as continued economic uncertainty in Europe. Additionally, sales were down on softer 

demand and excess distribution channel inventory in Asia for the quarter, although Asia is flat on a year to date basis 

versus the prior year. Average pricing was lower in the quarter as a result of promotions in select markets and channel 

mix. The change in segment sales for the comparable second quarter periods is illustrated below. 

 



Change in FLAG Segment Sales 

 (In millions; amounts may not sum due to rounding) Sales Change 

 
Second quarter 2012 

 
$166.3 

 

  
Increase / (Decrease) 

  

  
Foreign Exchange (1.3) (0.8)% 

   
164.9 (0.8)% 

  
Unit Volume (13.4) (8.1)% 

  
Selling Price / Mix (0.8) (0.5)% 

 
Second quarter 2013 $150.8 (9.3)% 

 

Segment backlog was $156.3 million at June 30, 2013, a decrease of nine percent from $170.8 million at June 30, 2012. 

The reduction in backlog relates primarily to a reduction in backorders as FLAG distribution operations have improved on-

time delivery performance. 

 

Segment contribution to operating income and Earnings Before Interest, Taxes, Depreciation, Amortization and certain 

charges ("Adjusted EBITDA") were $20.7 million and $27.4 million , respectively, (after $6.7 million of allocated shared 

services expenses) for the second quarter of 2013. Segment contribution to operating income and Adjusted EBITDA 

declined by $8.6 million and $8.7 million, respectively, for the second quarter of 2013 versus 2012. The change in FLAG 

contribution to operating income for the comparable second quarter periods is presented below. 

 

Change in FLAG Segment Contribution to Operating Income and Adjusted EBITDA 

 (In millions; amounts may not sum due to rounding) 

 

 

Contribution 

to 

Operating 

Income 

Percent of Segment 

Sales 

Depreciation, 

Amortization, 

and 

Other 

Adjusted 

EBITDA 

Percent of Segment 

Sales 

 Second Quarter 2012 

 
$29.3 17.6% $6.8 $36.1 21.7% 

 

 
Increase / (Decrease) 

      

 
Steel Costs 1.5 

     

 
Foreign Exchange (0.2) 

     

  
30.5 18.5% 

    

 
Unit Volume (4.4) 

     

 
Selling Price / Mix (0.8) 

     

 
Costs / Mix (5.2) 

     

  
20.2 13.4% 

    

 

Acquisition 

accounting
(1)

  0.5 

     Second Quarter 2013 

 
$20.7 13.7% $6.7 $27.4 18.2% 

 (1) Represents change in acquisition accounting impact for all FLAG business units 

 

The effects of unfavorable volume, average pricing, product mix, and the overall cost profile were partially offset by lower 

steel costs. Segment costs were driven higher mostly due to unabsorbed manufacturing and supply chain fixed costs 

related to lower production and shipping volumes. A reduction in SGandA expense, mainly in the areas of training, travel, 

and advertising, partially offset the margin decline from mix and reduced efficiency. 

 

Farm, Ranch, and Agriculture 

 

The FRAG segment reported second quarter 2013 sales of $62.7 million, a decrease of $3.6 million from the second 



quarter of 2012 on reduced sales volumes of agriculture attachments and tractor parts driven by the late spring and late 

start to the growing season, partially offset by improved average pricing. The change in segment sales for the comparable 

second quarter periods is illustrated below. 

 

Change in FRAG Segment Sales 

 (In millions; amounts may not sum due to rounding) Sales Change 

 
Second Quarter 2012 

 
$66.3 

 

  
Increase / (Decrease) 

  

  
Foreign Exchange (0.0) (0.1)% 

   
66.3 (0.1)% 

  
Unit Volume (4.1) (6.1)% 

  
Selling Price / Mix 0.5 0.7 % 

 
Second Quarter 2013 $62.7 (5.5)% 

 

Segment backlog was $16.3 million at June 30, 2013, compared to $19.9 million at June 30, 2012. Backlog has 

decreased primarily due to improved throughput of SpeeCo products in the Company's Kansas City, Missouri distribution 

and assembly center. 

 

The FRAG segment had $6.4 million of Adjusted EBITDA in the second quarter of 2013. FRAG segment contribution to 

operating income was $2.0 million after $1.2 million of depreciation expense, $3.2 million of non-cash amortization of 

acquired intangible assets from purchase accounting, and$2.1 million of allocated shared services expenses. The change 

in the second quarter 2013 contribution to operating income compared to the second quarter of 2012 is presented below. 

 

Change in FRAG Segment Contribution to Operating Income and Adjusted EBITDA 

(In millions; amounts may not sum due to rounding) 

 

Contribution 

to 

Operating 

Income 

Percent of Segment 

Sales 

Depreciation, 

Amortization, 

and 

Other 

Adjusted 

EBITDA 

Percent of Segment 

Sales 

 Second Quarter 2012 

 
$(0.9) (1.4)% $4.3 $3.4 5.1% 

 

 
Increase / (Decrease) 

      

 
Steel Costs 0.3 

     

 
Foreign Exchange 0.0 

     

  
(0.6) (1.0)% 

    

 
Unit Volume (1.4) 

     

 
Selling Price / Mix 0.5 

     

 
Costs / Mix 3.6 

     

  
1.9 3.1% 

    

 

Acquisition 

accounting
(1)

  0.1 

     Second Quarter 2013 

 
$2.0 3.2% $4.4 $6.4 10.3% 

 
(1) Represents change in acquisition accounting impact for all FRAG business units 

 

Segment costs improved significantly over the prior year quarter. Expedited shipping costs in the prior year of $2.2 

million along with $2.6 million of prior year expense related to product quality issues were not repeated in the second 

quarter of 2013. The improvement in segment costs was partially offset by increased manufacturing costs at Woods due 

to reduced plant efficiency and absorption of fixed costs on lower production levels compared to 2012. Additionally, 



average selling prices increased, mostly in the Woods and TISCO businesses, as a result of normal annual price 

increases. 

 

Corporate and Other 

 

Corporate and Other generated net expense of $3.4 million in the second quarter of 2013 compared to net expense 

of $4.5 million in the second quarter of 2012. The improvement in Corporate and Other results was mostly due to the 

absence of $1.7 million of facility closure and restructuring costs incurred in the second quarter of 2012, partially offset by 

increased SGandA spending in the CCF business. The Company's CCF business, included in Corporate and Other, 

recognized increased sales in the second quarter of eight percent from last year's second quarter. The increase in CCF 

sales was driven by the result of increased sales of PowerGrit® ductile iron saw chain and related chain saws, which are 

gaining increased acceptance in the marketplace as a time efficient alternative to traditional methods of cutting ductile iron 

pipe. 

 

Restructuring 

The Company announced yesterday that it is consolidating its saw chain manufacturing facilities in Portland, Oregon into 

one location to further improve operating efficiencies. As part of the consolidation, saw chain manufacturing will be 

discontinued at the former Carlton Company facility acquired in 2008. The Carlton
®
 brand continues to be a strong 

forestry brand for the Company and will continue to be sold worldwide. Manufacturing for Carlton products will be 

consolidated into an existing Portland FLAG facility as well as FLAG production facilities in China, Brazil, and Canada. 

The Company expects to achieve more timely delivery by manufacturing closer to its customers, an overall net reduction 

in global FLAG manufacturing headcount of approximately 200 positions, and annual cost savings of between $6 million 

and $8 million. The Company expects to incur expenses of $9 million to $10 million over the course of the third and fourth 

quarters of 2013 to consolidate the manufacturing operations, of which approximately $4 million to $5 million are cash 

transition costs including severance and moving expenses and approximately $5 million represents non-cash charges for 

accelerated depreciation on equipment to be idled and a write-down of land and building carrying value. Operating cost 

savings of between $0 and $2 million are expected in 2013, dependent on the timing of completion of the manufacturing 

consolidation. 

 

Material Weaknesses 

 

The Company will be amending its Annual Report on Form 10-K for 2012 as well as its Quarterly Report on Form 10-Q for 

the first quarter of 2013 to reflect a conclusion by the Company's management that internal control over financial reporting 

("ICFR") and disclosure controls and procedures ("DCP") were not effective as of December 31, 2012, and that DCP was 

not effective as of March 31, 2013. The Company's management did not make any conclusion with regard to the 

effectiveness of ICFR as of March 31, 2013, as that assessment is only performed as of year end, in keeping with the 

rules of the Securities and Exchange Commission ("SEC"). Management of the Company as well as our independent 

registered public accounting firm, PricewaterhouseCoopers LLP ("PwC"), re-evaluated our ICFR after a routine inspection 

by the Public Company Accounting Oversight Board ("PCAOB") of PwC, which included a review by the PCAOB of PwC's 

independent audit of our 2012 financial statements. After re-evaluating our ICFR related to the information systems at our 

Woods/TISCO subsidiary and ICFR related to our accounting for indefinite-lived intangible assets in 2012, the Company's 

management concluded that material weaknesses existed in those areas and that therefore ICFR and DCP were not 

effective as of December 31, 2012. Similarly, management has concluded that because those same material weaknesses 

had not yet been remediated byMarch 31, 2013, our DCP continued to be ineffective as of that date. Our Annual Report 

on Form 10-K for 2012 and our Quarterly Report on Form 10-Q for the first quarter 2013 will be amended to reflect those 

conclusions. 

 



The Company is in the process of remediating the identified deficiencies in ICFR and expects to have that work completed 

by the end of 2013, although there can be no assurance we will accomplish that goal. 

 

In light of the material weaknesses identified when our ICFR were re-evaluated, the Company and PwC are in the process 

of also re-evaluating the Company's 2012 accounting for goodwill and other indefinite-lived intangible assets recorded in 

connection with the business acquisitions made in 2010 and 2011. We will not file our Quarterly Report on Form 10-Q for 

the second quarter 2013 with the SEC until that re-evaluation is completed and therefore anticipate that our filing of that 

Form 10-Q will be delayed beyond the required filing deadline of August 9, 2013.  Following that re-evaluation, it is 

possible that we may conclude that a restatement of our financial statements for the year ended December 31, 2012 is 

necessary to reflect an impairment of goodwill. Any potential restatement is expected to be limited to a non-cash charge to 

operating income in the fourth quarter of 2012, with no associated impact on fourth quarter 2012 Sales, Cash or Adjusted 

EBITDA. Further, no impact is expected on previously reported First Quarter 2013 Sales, Cash, Operating Income, Net 

Income or Adjusted EBITDA amounts or guidance for the rest of 2013 on those items as a result of any potential 

restatement of our 2012 financial statements. 

 

Net Income  

 

Second quarter 2013 net income declined due to lower overall operating income compared to 2012. Additionally, the 

impact of higher average borrowing rates increased net interest expense by approximately $0.3 million, and the 

Company's income tax expense rate was lower than the prior year quarter. Finally, other expense increased by 

approximately $1.1 million reflecting unfavorable effects of foreign currency exchange rate movements on non-operating 

assets. The change in net income for the second quarter of 2013 compared to the second quarter of 2012 is summarized 

in the table below. 

 

Change in Consolidated Net Income 

    (In millions, except per share data; 

    amounts may not sum due to rounding) Pre-tax Income Income Tax Effect 

Net 

Income Diluted Earnings per Share 

 
Second Quarter 2012 Results $19.7 $6.6 $13.1 $0.26 

  
Change due to: 

    

  

Decreased operating income 

excluding 

     acquisition accounting (5.2) (1.7) (3.5) (0.07) 

  
Acquisition accounting 0.6 0.2 0.4 0.01 

  
Increased net interest expense (0.3) (0.1) (0.2) – 

  
Change in other expense (1.1) (0.4) (0.7) (0.01) 

  
Change in income tax rate n/a (0.2) 0.2 – 

 
Second Quarter 2013 Results $13.7 $4.4 $9.3 $0.19 

 

Cash Flow and Debt 

 

As of June 30, 2013, the Company had net debt of $460.5 million, a decrease of $6.0 million from December 31, 

2012 and a decrease of $13.1 million compared to June 30, 2012. Free cash flow of $15.9 million was generated in the 

second quarter of 2013 compared to $5.7 million in the prior year second quarter. Most of the increased free cash 

generation was driven by a reduction in capital spending. Net working capital decreased by approximately $2.6 

million compared to a $0.4 million growth in the second quarter of 2012. Working capital benefited from accounts 

receivable collection in the second quarter of 2013 compared to 2012 along with controlled inventory growth in the second 

quarter of 2013 versus a significant increase in the second quarter of 2012. Capital spending in the second quarter of 

2013 was smaller than the second quarter of 2012 by $8.0 million as capacity additions were lower in China this year. The 



major capital expenditures associated with the China saw chain facility expansion were incurred in 2012. The Company 

defines free cash flow as cash flows from operating activities less net capital spending. 

The ratio of net debt to last-twelve-months ("LTM") Adjusted EBITDA was 3.5x as of June 30, 2013, a small increase from 

3.4x at December 31, 2012, and flat compared to March 31, 2013. The increase in leverage from the end of 2012 is 

primarily the result of lower Adjusted EBITDA for the LTM period ended June 30, 2013. 

 

2013 Financial Outlook  

 

The Company has updated its fiscal year 2013 outlook. Sales are expected to range between $915 million and $945 

million, and operating income to range between $66.0 million and $76.0 million. Our expectation for sales assumes FLAG 

segment sales are down between 1% and 5%, and that FRAG segment sales grow between 5% and 8% – both compared 

to 2012 levels. In 2013, operating income is expected to experience headwind from foreign currency exchange rates of 

between $2 million and $3 million, and steel costs are expected to have up to an overall $3 million favorable impact for the 

year compared to 2012. The 2013 operating income outlook includes non-cash charges of between $16.5 million and 

$18.5 million related to acquisition accounting. Free cash flow in 2013 is expected to range between $40 million and $50 

million, after approximately $35 million to $40 million of capital expenditures. Net interest expense is expected to be 

between $18 million and $19 million in 2013, and the effective income tax rate for continuing operations is expected to be 

between 35 percent and 38 percent in 2013. 

 

A comparison of key operating indicators for 2011 pro forma results, 2012 actual results, and the 2013 outlook mid-point 

is provided in the table below.     

 

(In millions) 

2011 

Pro-Forma 

2012 

Actual 2013 Outlook Mid-Point 

 
Sales $975.5 $927.7 $930.0 

 
Operating Income 110.0 79.3 71.0 

 
Adjusted EBITDA 168.7 136.4 135.0 

 
Free Cash Flow 47.9 (0.5) 45.0 

 
Net Capital Expenditures 41.6 51.7 37.5 

 
Net Debt at Period End 468.2 466.5 429.0 

 
Net Debt/Adjusted EBITDA 2.8x 3.4x 3.2x 

 

Adjusted EBITDA and Free Cash Flow are non-GAAP measures and are reconciled to Operating Income and Cash Flow 

from Operations in the attached financial data table. 

 

Blount is a global manufacturer and marketer of replacement parts, equipment, and accessories for consumers and 

professionals operating primarily in two market segments: Forestry, Lawn, and Garden ("FLAG"); and Farm, Ranch, and 

Agriculture ("FRAG"). Blount also sells products in the construction markets and is the market leader in manufacturing 

saw chain and guide bars for chain saws.  Blount has a global manufacturing and distribution footprint and sells its 

products in more than 115 countries around the world.  Blount markets its products primarily under the OREGON
®
, 

Carlton
®
, Woods

®
, TISCO, SpeeCo

®
, and ICS

®
 brands. For more information about Blount, please visit our website 

at http://www.blount.com. 
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5) BAD BOY MOWERS COMPLETES $7.4 MILLION EXPANSION 

http://www.thv11.com/  
 
Batesville -- August 8 -- Here in Arkansas, Bad Boy Mowers of Batesville marked the completion of a $7.4 million 
expansion it said will create more than 200 jobs over the next five years. 
 
The expansion, which Arkansas Business reported in March 2012, accommodates the lawn mower company's new line of 
multi-terrain vehicles, or MTVs. 
 
As part of its celebration on Wednesday, the company presented Arkansas State University Chancellor Tim Hudson the 
first of the company's new Intimidator line of MTVs. Bad Boy now makes 10 new varieties of MTVs. 
 
The company, founded in 1998 in Diaz, Arkansas, has 650-thousand-square-feet of space in Batesville. 
 
And speaking of expansions, ammunition and firearms-maker Remington Arms will mark the beginning of a $32 million 
expansion of its plant in Lonoke at an event at 10 this morning. 
 
The expansion will include a new building, the construction of which is expected to begin by the end of June and be 
complete in the second quarter of 2014. 
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6) BRIGGS and STRATTON CORP REPORTS RESULTS FOR THE 4th QUARTER AND FISCAL 2013 
 
MILWAUKEE, Aug. 15, 2013 -- Briggs and Stratton Corporation today announced financial results for its fourth fiscal 
quarter and year ended June 30, 2013. 
 
Highlights: 
 

 Fourth quarter fiscal 2013 consolidated net sales were $477.2 million, a decrease of $24 million from the prior 
year. Fourth quarter 2013 adjusted net income was $10.7 million, a decrease of $0.2 million from the prior year. 
Fourth quarter 2013 adjusted diluted earnings per share were $0.22, or comparable to the prior year. 

 The Company recorded a non-cash pre-tax goodwill and tradename impairment charge of $90.1 million ($62.0 
million after tax or $1.30 per diluted share) during the fourth quarter of fiscal 2013 within its Products Segment. 

 Pre-tax charges related to the previously announced restructuring actions and a legal settlement were $5.7 and 
$24.1 million during the three and twelve months ended June 30, 2013, respectively.  

 Including the impairment charges, restructuring costs and legal settlement, the fourth quarter fiscal 2013 
consolidated net loss was $55.0 million compared to a net loss of $8.4 million in the same period last year. 

 Fiscal 2013 consolidated net sales were $1.9 billion, a decrease of 9.9% from fiscal 2012. Fiscal 2013 adjusted 
net income was $45.1 million compared to $57.8 million in fiscal 2012. Fiscal 2013 adjusted diluted earnings per 
share were $0.93 compared to $1.15 in fiscal 2012.   

 Operating cash flows for fiscal 2013 improved to $160.8 million from $66.0 million in fiscal 2012. Net debt at fiscal 
year-end 2013 was $36.9 million, a decrease from $71.9 million at the end of fiscal 2012. 

 The Company's restructuring actions achieved pre-tax savings of $37.2 million during fiscal 2013. 

 Including the impairment charges, restructuring costs and legal settlement, the fiscal 2013 consolidated net loss 
was $33.7 million compared to net income of $29.0 million in fiscal 2012.  

 
"During fiscal 2013, our industry continued to be impacted by cautious consumer spending on outdoor power equipment 
and channel inventory corrections following last summer's droughts in the United States and Australia. We have seen 
retail sales momentum increase over the past several weeks compared to last year and we believe that inventory levels in 
the channel are decreasing to more normal levels," commented Todd J. Teske, Chairman, President and Chief Executive 
Officer of Briggs and Stratton Corporation. "Focusing on things within our control, we had solid execution during the year 
on realizing $37 million in cost savings from our restructuring actions, exiting the lower margin mass retail lawn and 



garden products business and expanding our international distribution in Southeast Asia and Latin America including the 
acquisition of Branco in Brazil," Teske continued. "Our focus on reducing the working capital requirements in the business 
resulted in over $160 million of cash flows from operations in fiscal 2013 and a solid balance sheet which positions us well 
for executing our strategy of growing the global engines business and expanding in higher margin products in our existing 
markets and in developing regions of the world." 
 
Consolidated Results: 
 
Consolidated net sales for the fourth quarter of fiscal 2013 were $477.2 million, a decrease of $24.0 million or 4.8% from 
the fourth quarter of fiscal 2012. Net sales were lower compared to the fourth quarter of the prior year primarily as a result 
of delayed spring weather patterns in the U.S. and Europe that have not yet recovered in the current season and due to 
the company's decision to no longer sell lawn and garden products to large mass retailers in the U.S.  Fiscal 2013 fourth 
quarter consolidated net loss, which includes goodwill and trade name impairment, litigation settlement, and restructuring 
charges, was $55.0 million, or $1.17 per diluted share. The fourth quarter of fiscal 2012 consolidated net loss including 
restructuring charges, was $8.4 million, or $0.18 per diluted share. 
 
Included in the consolidated net loss for the fourth quarter of fiscal 2013 were pre-tax charges of $90.1 million for a non-
cash goodwill and trade name impairment, $1.9 million for a litigation settlement associated with a horsepower labeling 
lawsuit in Canada, and $3.8 million related to previously announced restructuring actions. Included in consolidated net 
income for the fourth quarter of fiscal 2012 were pre-tax charges of $30.1 million also related to the restructuring actions. 
 
After removing the impact of these items, the adjusted consolidated net income for the fourth quarter of fiscal 2013 was 
$10.7 million or $0.22 per diluted share, which was $0.2 million lower compared to the fourth quarter fiscal 2012 adjusted 
consolidated net income of $10.8 million or $0.22 per diluted share. The goodwill and trade name impairment charge is a 
non-cash expense that did not adversely affect the company's debt position, cash flow, liquidity or compliance with 
financial covenants under its credit facilities. No goodwill or trade name impairment charges were recorded within the 
Engines Segment. 
 
Consolidated net sales for fiscal 2013 were $1.9 billion, a decrease of $204.0 million or 9.9% when compared to the same 
period a year ago. Consolidated net loss for fiscal 2013 was $33.7 million or $0.73 per diluted share. Consolidated net 
income for fiscal 2012 was $29.0 million or $0.57 per diluted share. 
 
Included in the consolidated net loss for fiscal 2013 were pre-tax charges of $90.1 million for the goodwill and tradename 
impairment, $1.9 million for the litigation settlement and $22.2 million related to previously announced restructuring 
actions. Included in consolidated net income for fiscal 2012 were pre-tax charges of $49.9 million also related to the 
restructuring actions. After removing the impact of these items, the adjusted consolidated net income for fiscal 2013 was 
$45.1 million or $0.93 per diluted share, which was a decrease of $12.8 million or $0.22 per diluted share compared to 
fiscal 2012 adjusted consolidated net income of $57.8 million or $1.15 per diluted share. 
 
Engines Segment 
 
Engines Segment fiscal 2013 fourth quarter net sales were $299.0 million, which was $23.4 million or 7.3% lower than the 
fourth quarter of fiscal 2012. This decrease in net sales was driven by reduced shipments of engines used on walk and 
riding lawnmowers, pressure washers and snow throwers in North American and European markets.   OEM customers, 
retailers and dealers took actions to reduce channel inventories coming off a historic drought during last season in North 
America and a late start to warmer spring weather this season in both North America and Europe. Net sales were also 
lower in the fourth quarter of fiscal 2013 due to an unfavorable mix of engines sold and unfavorable foreign exchange of 
$2.3 million primarily related to the Euro. 
 
The Engines Segment adjusted gross profit percentage for the fourth quarter of 2013 was 18.8%, which was 2.3% lower 
compared to the fourth quarter of fiscal 2012. The adjusted gross profit percentage was unfavorably impacted by 1.9% as 
a result of a 20% reduction in engines built to control inventory levels in response to reduced shipments. The reduced 
manufacturing activity enabled the acceleration of annual plant repair and maintenance into the fourth fiscal quarter of 
2013 which had an unfavorable impact on the adjusted gross profit percentage of 1.2%. Restructuring savings achieved of 
$2.7 million partially offset the reduction in adjusted gross profit percentage. Lower material costs were offset by reduced 
pricing, unfavorable foreign exchange and an unfavorable mix of engines sold.   
 
The Engines Segment engineering, selling, general and administrative expenses were $44.0 million in the fourth quarter 
of fiscal 2013, a decrease of $1.0 million from the fourth quarter of fiscal 2012 primarily due to lower compensation costs 
and reduced selling expenses in response to reduced sales. Partially offsetting these reductions was a $1.9 million 
litigation settlement charge in the fourth quarter of 2013 associated with a horsepower labeling case in Canada. The 
litigation settlement charge is excluded from the Engine Segment's adjusted income from operations. 
 



Engines Segment net sales for fiscal 2013 were $1.19 billion, which was $120.3 million or 9.2% lower than the same 
period a year ago. This decrease in net sales was primarily driven by reduced shipments of engines used on walk, ride 
and snow equipment in the North American market as well as lower sales to OEM customers for the European and 
Australasian markets. European markets were off considerably given macroeconomic issues and unfavorable weather 
conditions. Australasia markets were off due to a significant lack of rainfall in highly populated areas. In addition, sales 
were lower in fiscal 2013 due to an unfavorable mix of engines sold that reflected proportionately lower sales of large 
engines and unfavorable foreign exchange of $11.6 million primarily related to the Euro. 
 
The Engines Segment adjusted gross profit percentage for 2013 was 20.6%, which was 0.4% higher compared to fiscal 
2012. The adjusted gross profit percentage was favorably impacted by 1.5% due to lower manufacturing costs achieved 
through restructuring savings of $10.9 million and start-up costs incurred in fiscal 2012 associated with launching our 
phase III emissions compliant engines. Partially offsetting this improvement was a 9% reduction in engines built in fiscal 
2013 which reduced the adjusted gross profit percentage by 1.3%. Lower material costs were mostly offset by reduced 
pricing, unfavorable foreign exchange and an unfavorable mix of engines sold. 
 
The Engines Segment engineering, selling, general and administrative expenses were $174.0 million in fiscal 2013, or 
$5.7 million lower compared to fiscal 2012. The decrease is primarily due to lower compensation costs of $8.4 million as a 
result of the previously announced reduction of 10% of the global salaried workforce and reduced selling costs in 
response to the softness in the global markets, partially offset by $2.8 million of increased pension expense compared to 
the same period last year. 
 
Products Segment 
 
Products Segment fiscal 2013 fourth quarter net sales were $203.1 million, a decrease of $17.0 million or 7.7% from the 
fourth quarter of fiscal 2012. The decrease in net sales was primarily related to the Company's decision to exit the sale of 
lawn and garden equipment through national mass retailers. In addition, pressure washer sales decreased in North 
America from last year due to a later start to this spring selling season. The net sales decrease was partially offset by 
higher sales of lawn and garden equipment to dealers in the U.S. and increased net sales in Brazil from the acquisition of 
Branco in December of 2012.     
 
The Products Segment adjusted gross profit percentage for the fourth quarter of 2013 was 12.7%, which was 1.3% higher 
than the adjusted gross profit percentage for the fourth quarter of fiscal 2012. The adjusted gross profit percentage 
benefitted by 2.0% as a result of favorable pricing and the impact of a higher proportion of units shipped through the 
dealer channel and 1.1% due to achieving restructuring cost savings of $2.5 million. The addition of sales from the Branco 
acquisition and favorable foreign exchange also improved the adjusted gross profit percentage. The improvement was 
partially offset by a decrease of 3.1% due to unfavorable absorption associated with a 15% decrease in production 
throughput. The McDonough, Georgia manufacturing facility was idled for three weeks in the quarter in order to control 
inventory levels in response to softness in the U.S. market coming off of last season's historic drought coupled with the 
late spring conditions in the current season.    
 
The Products Segment fiscal 2013 fourth quarter engineering, selling, general and administrative expenses were $26.6 
million, a decrease of $4.1 million from the fourth quarter of fiscal 2012. The decrease was attributable to lower 
compensation costs, $0.6 million of lower bad debt expense and reduced selling costs in response to the softness in the 
global markets. These reductions were partially offset by the addition of expenses related to the Branco acquisition. 
 
Products Segment net sales for fiscal 2013 were $805.5 million, a decrease of $146.7 million or 15.4% from the same 
period a year ago. Approximately $90 million of the net sales decrease resulted from our decision to exit the sale of lawn 
and garden equipment through national mass retailers. The remaining decrease was primarily due to lower sales volumes 
of snow equipment due to significantly below average snowfall in North America and reduced sales of lawn and garden 
equipment resulting from prolonged drought conditions in the United States and Australasia. The decrease in net sales 
was partially offset by higher shipments of portable and standby generators in the North American market. 
 
The Products Segment adjusted gross profit percentage for fiscal 2013 was 12.1%, which was 0.2% lower compared to 
the adjusted gross profit percentage for fiscal 2012. The adjusted gross profit percentage decreased 3.1% due to 
unfavorable absorption associated with a 15% decrease in production volume. The McDonough, Georgia manufacturing 
facility shutdown days increased by nearly six weeks in fiscal 2013 compared to last year. This enabled the Products 
Segment to achieve a reduction in inventory levels despite the challenge of reduced sales volumes caused by lower 
market demand. The unfavorable volume impact on gross profit percentage was partially offset by a 2.3% benefit due to 
achieving restructuring cost savings of $13.6 million and other efficiency improvements. The addition of sales from the 
Branco acquisition and favorable foreign exchange, primarily due to the Australian dollar, also increased the gross margin 
percentage in fiscal 2013. 
 



The Products Segment engineering, selling, general and administrative expenses were $102.2 million in fiscal 2013, a 
decrease of $8.4 million from fiscal 2012. The decrease was attributable to lower compensation costs which include a 
$2.5 million benefit from the previously announced global salaried employee reduction as well as reduced selling 
expenses in response to the softness in the global markets. These reductions were partially offset by the addition of 
expenses related to the Branco acquisition. 
 
Corporate Items: 
 
Interest expense for the fourth quarter of fiscal 2013 was $0.1 million higher compared to the same period a year ago. For 
fiscal 2013, interest expense was comparable to fiscal 2012.   
 
The effective tax rate for the fourth quarter and fiscal 2013 YTD was 32.6% and 35.5%, respectively, compared to 37.0% 
and 2.9% for the same respective periods last year. The decrease in the effective tax rate for the fourth quarter of fiscal 
2013 compared to the fourth quarter of fiscal 2012 is primarily due to a $5.6 million non-deductible goodwill impairment 
charge recognized in the fourth quarter of fiscal 2013. The increase in the effective tax rate for fiscal 2013 compared to 
fiscal 2012 was primarily due to a net benefit of $5.6 million associated with restructuring charges incurred in connection 
with closing the Company's Ostrava manufacturing facility, a net benefit of $5.1 million due to the expiration of a non-U.S. 
statute of limitation period during fiscal 2012, and an additional tax expense of $5.6 million for a non-cash goodwill 
impairment charge in fiscal 2013. 
 
Financial Position: 
 
Net debt at June 30, 2013 was $36.9 million (total debt of $225.3 million less $188.4 million of cash), or $35.0 million 
lower from the $71.9 million (total debt of $228.0 million less $156.1 million of cash) at July 1, 2012. Cash flows provided 
by operating activities for fiscal 2013 were $160.8 million compared to $66.0 million in fiscal 2012. The improvement in 
operating cash flows was primarily related to lower working capital needs in fiscal 2013 associated with lower levels of 
accounts receivable and inventory compared to the prior year. 
 
Restructuring: 
 
The previously announced restructuring actions remain on schedule. The Company achieved total pre-tax savings for the 
fourth quarter and fiscal 2013 of $8.3 million and $37.2 million, respectively. In the fourth quarter of fiscal 2013, the 
Company closed on the sale of its Ostrava, Czech Republic manufacturing facility and has nearly completed all activities 
associated with exiting the Newbern, Tennessee manufacturing facility. The Company continues to make progress 
towards moving horizontal engine manufacturing from its Auburn, Alabama plant to China. As noted previously, pre-tax 
restructuring costs for the fourth quarter and fiscal 2013 were $3.8 million and $22.2 million, respectively. Pre-tax 
restructuring costs for fiscal 2014 are estimated to be $4 million to $8 million. Incremental restructuring savings are 
expected to be $3 million to $5 million.    
 
Share Repurchase Program: 
 
On August 10, 2011, the Board of Directors of the Company authorized up to $50 million in funds for use in a common 
share repurchase program with an expiration of June 30, 2013. On August 8, 2012, the Board of Directors of the 
Company authorized up to an additional $50 million in funds associated with the common share repurchase program and 
an extension of the expiration date to June 30, 2014. The common share repurchase program authorizes the purchase of 
shares of the Company's common stock on the open market or in private transactions from time to time, depending on 
market conditions and certain governing loan covenants. During fiscal 2013, the Company repurchased approximately 1.5 
million shares on the open market at an average price of $19.63 per share.  
Outlook: 
 
For fiscal 2014, the Company projects net income to be in a range of $50 million to $62 million or $1.04 to $1.28 per 
diluted share prior to the impact of any additional share repurchases and costs related to our announced restructuring 
actions. Our fiscal 2014 consolidated net sales are projected to be in a range of $1.88 billion to $2.03 billion. We estimate 
that the retail market for lawn and garden products will increase 4-6% in the U.S. next season. The estimated incremental 
impact of exiting the sale of lawn and garden equipment through national mass retailers is approximately $10 million to 
$15 million of reduced sales in fiscal 2014. In addition, sales in fiscal 2013 were favorably impacted by sales of portable 
and standby generators in response to power outages during hurricanes Isaac and Sandy. The upper end of our earnings 
projections contemplates a higher market recovery in excess of 10% for the U.S. lawn and garden market, normal 
snowfall and a landed hurricane. Operating income margins are expected to improve over fiscal 2013 and be in a range of 
4.5% to 5.0% and reflect the positive impacts of the restructuring actions. Interest expense and other income are 
estimated to be approximately $18 million and $5 million, respectively. The effective tax rate is projected to be in a range 
of 30% to 33% and capital expenditures are projected to be approximately $50 million to $55 million.    
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7) THOUGHTS FOR THE DAY 
 
 
“If your dreams don’t scare you, they are not big enough.”  
 

– Ellen Johnson Sirleaf 
 
 
Don’t wait for the perfect moment, 
Take the moment and make it perfect. 
 

- Unknown 
 
 
“It is the mark of an educated mind to be able to entertain a thought without accepting it.” 
 

–    Aristotle 
 
 
“Learn from the mistakes of others.  
You can never live long enough to make them all yourself.”  
 

-  Groucho Marx 
 
 
Right now, there are people all over the world who are just like you. 
They’re lonely.  They’re missing somebody.  They’re in love with someone 
They probably shouldn’t be in love with. 
They have secrets you wouldn’t believe. 
They wish, dream, hope, and they look out the window 
Whenever they’re in the car or on a bus or a train and  
They watch the people on the streets and wonder what they’ve been through. 
They wonder if there are people out there like them.   
They’re like you and you could tell them everything and they would understand. 
You’re never alone. 
 

- Unknown 
 
 
Do what makes you happy. 
Be with who makes you smile. 
Laugh as much as you breathe. 
Love as long as you live. 
 

- Unknown 
 
 
The best love is the kind that awakens the soul 
And makes us reach for more,  
That plants a fire in our hearts and  
Brings peace to our minds. 
 

- Unknown 
 



 
People wait 
All week for Friday, 
All year for summer,  
All life for happiness. 
 

- Unknown 
 
 
Blame is the crutch of people who are unwilling to change. 
 

- Unknown 
 
 
There are no shortcuts to any place worth going. 
 

- Unknown 
 
 
Never let your mind tell your heart not to wander. 
 

- Unknown 
 
 
“The only person you are destined to become 
Is the person you decide to be.” 
 

- Ralph Waldo Emerson 
 
 
If I had a dollar for every time I got distracted, 
I wish I had a puppy. 
 

- Unknown 
 
 
Happiness is a choice. 
 

- Unknown 
 
 
“If you care about what other people think, 
You will always be their prisoner.” 
 

- James Frey 
 
 
“We can’t solve problems by using the same kind of thinking we used when we created them.” 
 

- Albert Einstein 
 
 
Your past mistakes are meant to guide you, 
Not define you. 
 

- Unknown 
 
 
“One who follows the crowd will usually go no further than the crowd. 
Those who walk alone are likely to find themselves in places no one has ever been before.” 
 

- Albert Einstein 
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8) 2013 – 2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 
 
 

2013 - 2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 

 

January 21-23, 2014 
 BTME-BIGGA, British Turf Management and the British International Golf & 

Greenkeepers Association Show, Harrogate International Center, England 

   

January 21-24, 2014  World of Concrete, Las Vegas Convention Center, Las Vegas, NV 

   

February 8-11, 2014 
 OPEAA, Outdoor Power Equipment Aftermarket Association Annual Meeting,  

Charleston Place, 205 Meeting Street, Charleston, SC 

   

February 9-12, 2014 
 The Rental Show, American Rental Association Conference and Trade Show, Orange 

County Convention Center, Orlando, FL 

   

February 23-26, 2014 
 OPEESA, Outdoor Power Equipment and Engine Service Association  Annual 

Members Meeting, Miramonte Resort & Spa, Palm Springs Valley, Indian Wells, Calif. 

   

March 9, 2014  Daylight Savings Time Begins 

   

April 9-12, 2014  EETC, Equipment and Engine Training Council 18
th

 Annual Conference, Charlotte, NC 

   

May 6-8, 2014 
 National Hardware Show, Las Vegas Convention Center and Sands Convention 

Center, Las Vegas, NV 

   

June 17-19, 2014 
 OPEI, Outdoor Power Equipment Institute Annual Meeting, The Breakers, Palm 

Beach, Florida 

   

June 22-28, 2014  Skills USA, National Leadership and Skills Conference, Kansas City, MO 

   

September 3-5, 2013 
 IOG SALTEX, Grounds Care, Sports Facilities, Amenities, Landscaping And Estate 

Management Outdoor Trade Show, Windsor Race Track, Windsor, Berkshire, England 

   

September 8-10, 2013 
 SPOGA+GAFA, International Garden Trade Fair with the International Trade Fair for 

Sport, Camping and Garden Lifestyle, Cologne, Germany           

  . 

September 16-18, 2013  GLEE, International Garden and Leisure Show, NEC Birmingham, England 

   

October 23-25, 2013 
 GIE+EXPO, Combining GIE+EXPO and the Hardscape North America Shows, Louisville, 

KY 

   

Oct 30 - Nov 2, 2013  FFA, Future Farmers of America Annual Convention, Louisville, KY 

   

November 3, 2013  Daylight Savings Time Ends 

   

 

http://www.harrogateweek.org.uk/
http://www.worldofconcrete.com/
http://www.opeaa.org/
http://www.therentalshow.com/
http://www.opeesa.com/
http://www.eetc.org/
http://www.nationalhardwareshow.com/
http://www.opei.org/
http://www.skillsusa.org/
http://www.iog.org/shows-and-events/iog-saltex
http://www.spogagafa.com/en/spogagafa/home/index.php
http://www.gleebirmingham.com/
http://www.gie-expo.com/
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9) WOODS EQUIPMENT COMPANY ANNOUNCES STRATEGIC PARTNERSHIP WITH CABELA'S  

www.sacbee.com  
 
OREGON, Ill., Aug. 15, 2013 -- Woods Equipment Company, a division of Blount International, Inc., and a leading full-line 
manufacturer of high-quality attachments and implements, announced today a supplier partnership with Cabela's 
Incorporated, the World's Foremost Outfitter® of hunting, fishing and outdoor gear. Through the new partnership, Woods 
will supply implements to complement Cabela's new "Wildlife and Land Management (WLM)" product category. In the 
initial phase, Cabela's and Woods are conducting a test market at the Cabela's store in Sidney, Nebraska. Later in 2013, 
the test will roll out in additional markets, including Arkansas, Connecticut, Louisiana, Minnesota, and Texas. 
 
"Both companies carry a reputation for innovation, quality, value and service," said Jerry Johnson,President Woods 
Equipment Company. "In exploring a new product category, Cabela's wanted to ensure that the attachment offering was 
consistent with their brand image and the products would meet their end-customers' expectations. Cabela's contacted 
Woods as their first choice in attachment suppliers and at that time, we were preparing to launch our new precision 
seeder and other land management attachments into the hunting and conservation market. The alignment with Cabela's 
became a natural fit." 
 
Partnering with Cabela's marks Woods' entry into the retail distribution channel. "The Cabela's team is focused on quality 
and service and has a strong desire to help their core customer base manage their land with products and services well-
beyond attachments," said Johnson. "We feel their market strategy complements our existing distribution channels and 
will increase brand value and awareness to the benefit of our dealer network." 
 
Woods Equipment Company, a division of Blount International, Inc. is headquartered in Oregon, Ill. A leading full-line 
manufacturer of high-quality attachments and implements, as well as distributor of aftermarket parts, Woods serves a 
dealer network of agricultural, landscape, and construction professionals with products marketed under the brand names 
Woods®, Alitec®, Central Fabricators®, Gannon®, Wain-Roy®, WoodsCare™, and TISCO®. With a reputation for 
durability and reliability, Woods' attachments are manufactured to American Welding Society standards, tested in rigorous 
real-life conditions, and comply with recommended industry safety standards. 
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10) CARLISLE COMPANIESS CITES CHINESE COMPETITION AS IT LOOKS TO EXIT TIRE BUSINESS 

Deon Roberts           www.charlotteobserver.com  
 
August 16 -- Charlotte-based Carlisle Cos. is looking to exit the business on which it was founded nearly 100 years ago, 
citing “price-aggressive” Chinese competitors driving down its profit margins. 
 
Started in 1917 in Carlisle, Pa., the company has its roots in selling inner tubes for automobiles. Since then, Carlisle, 
which employs about 40 at its Ballantyne headquarters, has expanded into other manufacturing lines, from airplane wiring 
to restaurant plates, including the ones at Panera Bread. 
 
Last month, while releasing second-quarter earnings, the company described its transportation products segment as “no 
longer a strategic asset.” The company said it was seeking a buyer for the segment, whose profit before interest and 
taxes is in the single digits compared with double digits in other Carlisle units. The segment makes speciality tires, 
including those found on all-terrain vehicles and boat and horse trailers, but not for use on automobiles. 
 
“It was a very difficult decision because it’s the foundation of our company,” CEO David Roberts told the Observer in an 
interview. 

http://www.sacbee.com/
http://topics.sacbee.com/Jerry+Johnson/
http://www.charlotteobserver.com/


 
But, he said, “If we are going to achieve our overall strategic financial objectives, it would have been very difficult to do  
that still owning the tire business.” 
 
A year ago, Carlisle had told investors it expected the transportation products segment to be “a solid and consistent 
contributor going forward.” The company said in its 2012 annual report that the unit’s earnings grew by 476 percent amid 
lower costs after it closed tire factories in China and Pennsylvania. 
 
But last month the company announced that it had hired SunTrust Robinson Humphrey, part of Atlanta-based SunTrust 
Banks, to help it with a sale of the transportation products segment. No buyer has been named yet. 
 
Profit before interest and income taxes for the transportation products unit was 6.5 percent in the quarter, excluding a 
$100 million impairment charge, which resulted in a loss of $86.8 million before interest and income taxes. 
 
The company has five business segments. Its construction materials segment makes roofing products. Another sector 
makes cable and wires for commercial and military aircraft. Another sells brake and friction systems used by the military 
and various industries. Another sector provides dishes, cookware and other supplies to restaurants and hospitals. 
 
Carlisle had profit of $270 million in 2012, up 50 percent from $180 million the year before. The stock is up 14 percent 
since the start of the year, closing at $66.97 Friday. 
 
The company says Chinese tire manufacturers, such as Kenda Tires, have made it hard for Carlisle to grow its profit 
margins for lawn and garden tractor tires – what Carlisle refers to as “outdoor power equipment.” 
 
Carlisle makes those tires in the one factory it has left in China, benefiting from low labor costs. While labor remains 
cheaper in China, other costs – shipping, materials, warehousing – have gone up, making it just as practical to make the 
tires in the U.S., the company said. 
 
The company said it tried to compete with the Chinese by lowering tire prices, which hurt profit margins, and cutting costs 
elsewhere, such as in reducing its number of distribution centers and plants. It wasn’t enough. 
 
“While we are optimistic about the future for CTP, it is not core to Carlisle’s growth strategy,” the company said in its 
second-quarter report. 
 
Roberts said the Chinese “have really gone hard” after the lawn and garden tire segment, “which really forced us to go 
ahead and make a decision to sell the business.” 
 
Walter Weller, vice president of sales for Monrovia, Calif.-based China Manufacturers Alliance, said Carlisle’s plant in 
China should have enabled the company to compete. 
 
“That’s the only thing that’s a little bit confusing,” said Weller, whose company is part of China-based Double Coin 
Holdings, which makes truck and heavy-equipment tires. 
 
“The other thing to consider is that, in general, the tire industry is a ... capital-intensive business,” Weller said. “There’s a 
tremendous investment in equipment and factories and raw materials and everything associated with it.” 
 
The sale of the transportation products segment will reduce Carlisle’s employment by one-third. Carlisle employs roughly 
12,000 worldwide. Of those, about 4,400 work for the transportation products segment. 
 
No Carlisle tires are made in Charlotte, so the company said it does not expect jobs in the region to be lost in a sale. The 
tires the company makes in China are assembled to wheels in a plant in Aiken, S.C., that employs 188 people. The 
company also has plants elsewhere in the U.S. One in Clinton, Tenn., makes tires for all-terrain vehicles. 
 
While a new buyer might decide to shut down Carlisle wheel and tire factories, Roberts doesn’t think that’s likely. 
 
“I think the buying company will want to keep those factories,” he said. 
 
Chinese competition is not hurting Carlisle’s profit margins for other types of tires, Roberts said. 
 
Roberts said Carlisle’s goal is to use the proceeds from the sale of the transportation products segment to buy a business 
with higher profit margins. 
 
“If we can’t find one ... shortly after selling the tire business, then we would consider buying back shares,” Roberts said. 
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11) BRIGGS AND STRATTON UNION WORKERS REJECT CONTRACT 

Jeff Engel                 www.bizjournals.com   
 
August 19 -- Local Briggs and Stratton Corp. union employees rejected a proposed new four-year labor agreement on 
Saturday, but the company plans to return to the bargaining table. 
 
Just 162 of the 395 Briggs employees in Wauwatosa and Menomonee Falls represented by United Steelworkers Local 2-
232 voted on Saturday, Briggs spokeswoman Laura Timm told The Business Journal. 
 
Calls to USW officials were not immediately returned Monday afternoon. 
 
Briggs leadership is working with union leaders to schedule meetings to continue negotiations, Timm said. 
 
“Briggs and Stratton believes that the offer made to the United Steelworkers 2-232 was fair and equitable,” Timm said in a 
prepared statement. “We are disappointed in the outcome of the vote and hope we can work toward a resolution.” 
 
The proposed contract would have raised wages 2 percent in each of the next three years. It would cut pay for workers 
who choose to move into a “lower labor grade job,” something that rarely happens, Timm said. 
 
It would freeze pensions beginning Dec. 31, something already announced for salaried workers. The company is 
“enhancing” its 401(k) match starting in January, Timm said. 
 
Other parts of the rejected contract include a slight increase in mandatory Saturday workdays, aligning health and benefits 
programs with salaried employees’ benefits, and better life and accidental death benefits, Timm said. 
 
The company offered a $500 ratification bonus for each employee. 
 
Wauwatosa-based Briggs manufactures small engines and outdoor power equipment. Last week it reported a wider 
fourth-quarter net loss on weak sales and higher costs, including for continued restructuring actions at plants worldwide. 
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12) BRIGGS AND STRATTON, UNION TO CONTINUE LABOR TALKS 

Jeff Engel          www.bizjournals.com   
 
April 20 -- Briggs and Stratton Corp. and local union officials intend to return to the negotiating table after workers in 
Menomonee Falls and Wauwatosa rejected a proposed labor contract over the weekend. 
 
Only 162 of the 395 local Briggs employees represented by United Steelworkers Local 2-232 voted on Saturday, the 
company said. That was because the union had short notice, receiving the company’s proposal on Wednesday and 
disseminating it to workers the following day, Jesse Edwards, president of USW Local 2-232 and a Briggs production 
worker, told The Business Journal. 
 

http://www.bizjournals.com/
http://www.bizjournals.com/


Both sides have indicated they want to continue negotiations. Briggs spokeswoman Laura Timm said the company 
thought the rejected offer was “fair and equitable,” but Edwards called it a “bad contract.” 
 
“We continue to work with the company over the years and they continue to take away from the people,” Edwards said in 
a phone interview. “It’s just time that they share some of the profits, some of the benefits with the members rather than 
just consistently taking away from them.” 
 
The rejected four-year contract would raise wages 2 percent annually during three years of the deal, Timm said. But 
Edwards and union members are upset because it wouldn’t increase wages in the first year of the contract, he said. 
 
The contract would freeze pensions for union workers beginning Dec. 31, something already announced for salaried 
workers. The company is “enhancing” its 401(k) match starting in January, Timm said, but Edwards said the company 
match is “not that lucrative.” 
 
Other parts of the rejected contract include a slight increase in mandatory Saturday workdays, aligning health and benefits 
programs with salaried employees’ benefits, and better life and accidental death benefits, Timm said. 
 
The proposal would also eliminate job preference provisions beginning in 2017, which Timm said would have no 
economic impact on employees and that most local union employees do not have job preference. Edwards disputed that, 
saying that workers use job preference all the time and the union will push to keep it. 
 
He said the proposed contract would allow the company to hire more temporary workers. 
 
“It eats at the heart of the union,” Edwards said. “We would like for them to hire full-time workers.” 
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13) THE TORO COMPANY REPORTS FISCAL 2013 THIRD QUARTER RESULTS 
 
• Third quarter sales increase to $510 million and net earnings per share increase to $0.68 
• Quarterly results strengthened by improved market conditions and increased demand for residential and 

landscape contractor products 
• Company raises full-year earnings outlook on the strength of margin improvement 
 
BLOOMINGTON, MN -- Aug. 22, 2013-- The Toro Company today reported net earnings of $40.1 million, or $0.68 per 
share, on a net sales increase of 1.2 percent to $509.9 million for its fiscal third quarter ended August 2, 2013. In the 
comparable fiscal 2012 period, the company delivered net earnings of $40.5 million, or $0.67 per share, on net sales of 
$504.1 million. 
 
For the first nine months, Toro reported net earnings of $149.9 million, or $2.53 per share, on a net sales increase of 2.4 
percent to $1,659.1 million. In the comparable fiscal 2012 period, the company posted net earnings of $129.3 million, or 
$2.13 per share, on net sales of $1,619.4 million. 
 
“For the quarter, our results were strengthened by a summer growing season with favorable temperatures and 
precipitation levels as compared to last year’s severe drought conditions,” said Michael J. Hoffman, Toro’s chairman and 
chief executive officer. “The more desirable weather helped us drive retail sales across most of our businesses and, in 
particular, our residential business. In addition to realizing sales delayed in the prior quarter by adverse spring weather 
conditions, our residential business benefited from increased demand for our new and innovative products, including our 
Timecutter® zero turn radius riding products and our recently introduced line of lithium-ion battery-powered string and 
hedge trimmers.” 
 
“As anticipated, the Tier 4 diesel engine transition—which caused a significant portion of our professional sales to be 
accelerated into our first quarter from later quarters as we’ve historically seen—continued to impact the quarterly results 
for our professional business. Year-to-date our results are solid and our business fundamentals remain sound. Our golf 
and landscape contractor businesses are benefitting from innovative and high performing equipment offerings valued by 



our end-user customers, we continue to grow our micro irrigation business around the world, and we realized additional 
sales from increased customer demand for our rental products and newly introduced Toro-branded underground and 
construction products.” 
 
“Looking ahead, although we are always mindful of the challenges that Mother Nature can create for us, as well as 
continuing expectations for slow worldwide economic growth, we remain cautiously optimistic about the remainder of our 
year. We expect favorable sales comparisons to last year’s fourth quarter when limited prior season snowfall in North 
America and Europe significantly affected demand for our snow thrower products.  
 
Turning to field inventory, despite elevated positions held through the second quarter due to the planned execution of the 
Tier 4 transition and the resulting impact of the poor spring weather conditions, we believe that recent retail efforts have 
reduced field inventories across our product lines and at these improved levels we are well positioned for the future. 
Lastly, we expect that momentum from our productivity efforts and favorable commodity trends, somewhat offset by 
product mix, should drive additional earnings gains. As a result, today we are refining our full-year revenue outlook and 
increasing our earnings expectations.” 
 
The company now expects revenue growth for fiscal 2013 to be about 4 percent and net earnings to be about 2.55 per 
share, or an increase of about 19 percent over fiscal 2012. 
 
SEGMENT RESULTS 
 
Professional 
 
Professional segment net sales for the third quarter totaled $343.9 million, down 4.8 percent from the prior year period. 
The quarterly sales decrease primarily was attributable to the Tier 4 diesel engine transition and related acceleration of a 
significant portion of our professional sales into our first quarter from later quarters as historically experienced. Offsetting 
the decrease, shipments of landscape contractor equipment benefited from increased demand for our zero turn radius 
products driven by more favorable weather conditions this quarter compared to the drought conditions last year, as well as 
newly introduced product offerings. Rental and construction equipment sales were up on increased product demand. 
Global micro irrigation sales increased on continued demand for more efficient irrigation solutions for agriculture. For the 
first nine months, professional segment net sales were $1,169.4 million, up 6.2 percent from the comparable fiscal 2012 
period. 
 
Professional segment earnings for the third quarter totaled $60.5 million, down 14.2 percent from the prior year period. 
For the first nine months, professional segment earnings were $233.5 million, up 10.5 percent from the comparable fiscal 
2012 period. 
 
Residential 
 
Residential segment net sales for the third quarter totaled $155.5 million, up 14.4 percent from the prior year period. 
Favorable temperatures and precipitation levels in the quarter led to sales increases across all summer product 
categories, including riding products, walk power mowers and handheld trimmer and blower products. For the first nine 
months, residential segment net sales were $477.8 million, down 5.5 percent from the comparable fiscal 2012 period. The 
year-to-date sales results largely were attributable to the unusually mild 2012/2013 winter season and the late start to 
spring. 
 
Residential segment earnings for the third quarter totaled $15.1 million, up 50 percent from the prior year period. For the 
first nine months, residential segment earnings were $51.9 million, up 1.4 percent from the comparable fiscal 2012 period. 
 
OPERATING RESULTS 
 
Gross margin for the third quarter was 34.9 percent, down 40 basis points from the comparable fiscal 2012 period, 
primarily due to product mix but offset by favorable commodity costs, productivity gains and realized pricing. For the first 
nine months, gross margin was up 130 basis points to 35.9 percent. 
 
Selling, general and administrative (SG&A) expense as a percent of sales increased 20 basis points for the third quarter 
to 23.4 percent. For the first nine months, SG&A expense increased 40 basis points as a percent of sales to 22.5 percent.  
For both periods, the increase in SG&A as a percent of sales was the result of higher warehousing expense, increased 
engineering spending and incremental costs from acquisitions, offset by lower warranty expense. 
 
Operating earnings as a percent of sales decreased 60 basis points to 11.5 percent for the third quarter, but was up 90 
basis points to 13.4 percent for the year to date. 
 



The effective tax rate for the third quarter was 30.5 percent compared with 31.8 percent in the same period last year. For 
the year to date comparison, the tax rate decreased to 31.0 percent from 33.3 percent. The decrease in both periods was 
primarily the result of the reenactment of the Federal Research and Engineering Tax Credit. 
 
Accounts receivable at the end of the third quarter totaled $202.1 million, up 2.6 percent from the prior year period. Net 
inventories were $258.9 million, up 10.3 percent from the end of last year’s third quarter. Trade payables were $124.2 
million, the approximate equivalent of last year. 
 
About The Toro Company 
The Toro Company (NYSE: TTC) is a leading worldwide provider of innovative turf, landscape, rental and construction 
equipment, and irrigation and outdoor lighting solutions. With sales of more than $1.9 billion in fiscal 2012, Toro’s global 
presence extends to more than 90 countries through strong relationships built on integrity and trust, constant innovation 
and a commitment to helping customers enrich the beauty, productivity and sustainability of the land. Since 1914, the 
company has built a tradition of excellence around a number of strong brands to help customers care for golf courses, 
sports fields, public green spaces, commercial and residential properties and agricultural fields. 
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14)  2013 – 2014 OPEESA OFFICERS, BOARD OF DIRECTORS, EXECUTIVE DIRECTOR 

 

Fname Lname Co. Email Position/Term 

Todd Winstead Tidewater Power Equipment 

5796 Thurston Ave.  

Virginia Beach  VA  23455 

twinstead@tpeco.com President  

Ron Monroe Hayward Distributing Co. 

4061 Perimeter Drive 

Columbus  OH  43228 

rmonroe@haydist.com Vice President Annual 

Meeting 

Mike Rounsavall Servantage Dixie Sales Co. 

5920 Summit Ave.  

Browns Summit  NC  27214 

mrounsavall@dixiesales.com Sec/Treas. 

Pete  Yunker Power Equipment Systems 

1645 Salem Industrial Dr. 

Salem  OR  97301 

petey@pesnet.com Past President 

Robert  Smith Smith’s South-Central Sales 

Co. 

1802 S. Arkansas St.  PO Box 

578 

Springhill  LA  71075 

rsmith@smithssc.com 2014 

Rick  Bryan IV Bryan Equipment Sales, Inc. 

457 Wards Corner Road 

Loveland  OH  45140 

rbiv@bryanequipment.com 2014 

Jeff Plotka Precision Work 

75 Harbor Road  

Port Washington  NY  11050 

jeff@precisionworkinc.com 2014 

Mike Horak GE Capital, CDF 

5595 Trillium Blvd. Hoffman 

Estates, IL  60192 

mike.horak@ge.com 2014 
Manufacturer/ Affiliate 

Rep. 

Ted  Finn Gardner, Inc. 

3641 Interchange Road 

Columbus, OH  43204 

tedf@gardnerinc.com 2015 

Mark DeShetler Florida Outdoor Equipment 

2691 Dardanelle Drive 

Orlando, FL  32808 

mdeshetler@floridaoutdoor.com 2015  

Michael Rickey American Honda Motor Co. 

4900 Marconi Drive 

Alpharetta,  GA  30005 

Michael_rickey@ahm.honda.com 2015 
Manufacturer/ Affiliate 

Rep. 

Steve Purdy Oscar Wilson Engine & Parts 

826 Lonestar Drive O’Fallon, 

MO  63366 

spurdy@oscar-wilson.com 2016 

Nancy Cueroni OPEESA 

37 Pratt Street   

Essex  CT  06426 

Info@opeesa.com Executive Director 
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