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1) ARI NETWORK SERVICES ANNOUNCES FISCAL 2015 FIRST QUARTER RESULTS 
 
MILWAUKEE, Dec 11, 2014 -- ARI Network Services, Inc.,  an award-winning provider of data-driven software tools and 
marketing services that help dealers, distributors and manufacturers Sell More Stuff!™, reported financial results today for its 
fiscal 2015 first quarter ended October 31, 2014. 
 
Highlights for the fiscal first quarter included: 
 
• The company completed its acquisition of Tire Company Solutions, LLC ("TCS Technologies") on September 30, 
2014, further consolidating its position as the leader in eCommerce-enabled websites and digital marketing services in the 
automotive tire and wheel industry. 
• Total revenues for the first quarter of fiscal year 2015 were $9.1 million, which compares with $8.2 million for the 
same period last year and $8.5 million in 4Q14. 
• Operating income was $0.3 million for the first quarter of fiscal 2015, compared with operating income of $0.2 million 
for the same period last year and $0.4 million in 4Q14. 
• Net income was $104,000 or $0.01 per diluted share for the first quarter of fiscal 2015, compared with net income of 
$25,000 or $0.00 per share for the same period last year and $174,000 or $0.01 per share in 4Q14. 
• EBITDA, a non-GAAP measure, adjusted for non-cash charges, was $1.2 million or 13.2% of revenue in the first 
quarter of fiscal year 2015. This compares with EBITDA of $1.0 million or 11.8% of revenue in the same period last year and 
$1.4 million or 16.1% of revenue in 4Q14. 
• Cash generated from operations was $1.6 million for the first quarter of fiscal 2015, compared with ($26,000) for the 
same period last year and $1.3 million in 4Q14. 
 
Fiscal Year 2015 First Quarter Financials 
ARI experienced 11.7% revenue growth as it reported revenues of $9.1 million for the first quarter of fiscal year 2015 
compared with $8.2 million for the same period last year. Recurring revenues for the first quarter of fiscal year 2015 were 
$8.2 million versus $7.7 million in the same period last year. Recurring revenue comprised 89.5% of total revenue for the first 
quarter versus 94.7% for the same period last year. 
 
Gross margin for the first quarter of fiscal year 2015 was 80.8% versus 80.9% last year. 
Operating income was $283,000 for the first quarter of fiscal year 2015, compared with operating income of $167,000 for the 
same period last year, a 69.5% increase. The increase in results from operations is attributed to cost efficiencies and 
reductions made in fiscal year 2014, partially offset by incremental costs in the quarter related to the acquisition of TCS 
Technologies. 
 
The company reported net income of $104,000 or $0.01 per diluted share for the quarter, compared with a net income of 
$25,000 or $0.00 per share last year. 
 
Management Discussion 
Roy W. Olivier, President and Chief Executive Officer of ARI, commented, "With our first quarter results, we are off to a great 
start for our fiscal year. We closed the TCS Technologies acquisition on September 30, 2014, and with the incremental 
revenue they contributed for the quarter, ARI revenue topped $9.0 million in quarterly revenue for the first time. In addition to 
the revenue growth, we were able to improve upon both our profit and EBITDA performance from the prior year." 
 
William Nurthen, Chief Financial Officer, commented, "Our profit and EBITDA performance in the quarter was strong given 
we experienced more than $200,000 in charges related to the TCS Technologies acquisition in the quarter. In addition, we 
posted our largest quarterly cash flow from operations performance ever at $1.6 million. We are pacing well ahead of last 
year as this result represents more cash flow than we generated in the first three quarters of fiscal 2014." 
 
About ARI 
ARI Network Services, Inc. offers an award-winning suite of data-driven software tools and marketing services to help 
dealers, equipment manufacturers and distributors in selected vertical markets Sell More Stuff!™ – online and in-store. Our 
innovative products are powered by a proprietary data repository of enriched original equipment and aftermarket electronic 
content spanning more than 17 million active part and accessory SKUs and 750,000 equipment models. Business is 
complicated, but we believe our customers' technology tools don't have to be. We remove the complexity of selling and 
servicing new and used vehicle inventory, parts, garments and accessories (PG&A) for customers in the automotive tire and 
wheel aftermarket, power sports, outdoor power equipment, marine, home medical equipment, recreational vehicles and 
appliance industries. More than 23,500 equipment dealers, 195 distributors and 3,360 brands worldwide leverage our web 
and eCatalog platforms to Sell More Stuff!™ 
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2) GENERAC IS  BIZTIMES’ BEST IN BUSINESS CORPORATION OF THE YEAR FOR 2014 

Hilary Dickinson       www.biztimes.com   
 
December 22 -- Waukesha-based Generac Power Systems Inc. hired more than 200 people, revamped some of its 
manufacturing facilities, made two major acquisitions, and introduced several new products over the course of the past year. 
 
In recognition of those accomplishments, Generac is the BizTimes Best in Business Corporation of the Year for 2014. 
 
“We’ve more than doubled the size of the company in three years’ time,” said president and chief executive officer Aaron 
Jagdfeld.  “We continue to grow as a company, and this year we spent time playing catch up, building up infrastructure and 
staffing appropriately.” 
 
Generac, which held a few job fairs this year, hired 50 to 100 professional and technical positions in southeastern Wisconsin 
and 100 to 150 production-related positions at its Whitewater and Oshkosh facilities. In total, the company employs 
approximately 3,400. 
 
Despite no recent major power outages or catalysts, Jagdfeld said Generac’s residential business has grown due to new 
products like the 22-kilowatt Guardian Series generator, which is the market’s largest air-cooled home standby generator, 
and the lightweight PowerPact automatic home standby generator. 
 
Generac has also focused on building up business through the acquisition of Bismarck, N.D.-based MAC Inc., a mobile 
heater manufacturer, as well as the acquisition of some assets of Kearney, Neb.-based Pramac America LLC, a 
manufacturer and distributor of portable generators and water pumps. The former offers Generac new opportunities in the oil 
and gas markets, and the latter expands the company’s reach in retail markets, according to Jagdfeld. 
 
Meanwhile, Generac has improved and modernized its manufacturing facilities through the implementation of multi-million 
dollar digital manufacturing lines. 
 
Upgrades to the company’s facilities in Whitewater and Eagle are in different stages of completion, and the Jefferson facility 
is expected to begin going digital in 2015. 
 
“The new manufacturing plants are about a higher level of sophistication and improving working conditions, quality and 
automation,” Jagdfeld said. “All of those things are more indicative of where manufacturing is heading in the longer term.” 
 
As for 2015, Jagdfeld said he has an aggressive plan to keep Generac growing through a combination of organic and 
acquired growth. 
 
“Going more global is definitely in our sights. Ninety percent of our sales are in North America right now, but our next legs of 
growth will come from international expansion, additional acquisitions, and trying to find new products and spaces where we 
want to be involved,” he said. “We will continue to grow like a weed, and we’re looking forward to 2015.  There are a lot of 
good things ahead for us.” 
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3) BLOUNT INTERNATIONAL: MARKET EXPANSION TO DRIVE GROWTH IN EARNINGS 

www.seekingalpha.com   
 
Summary  
 
• Blount achieved revenue growth of 6.3% during its latest quarter. Earnings grew by 113%. 
• The market under which Blount operates is expanding. 
• Growth in order backlog confirms this. 
• The company is undervalued by 24%. 
 
December 27 -- Blount International's share value has gone up by 23% in a year. The company manufactures and sell farm 
and forest equipment and replacement parts for professionals and consumers in select end-markets. Blount has been a top 
performer in the industry since a long time: the company's revenue growth has averaged 13.8% over the past three years, 
while the industry has seen its revenue grow at a far lesser rate of 7.5%. With the macro environment proving favorable for 
the company, this trend is expected to sustain ahead. 
 
In this article, I will evaluate Blount's financial strength by reviewing its performance in the latest quarter. Later, I will discuss 
factors to support my quantified upside of the company. 
 
Third Quarter 
During the period, Blount achieved revenue growth of 6.3% as the top-line figure came to $245 million. The year-over-year 
increase was a result of healthy demand across most of the key markets under which the company operates. This led the 
volumes under the Forestry, Lawn, and Garden "FLAG" segment, and Farm, Ranch, and Agriculture "FRAG" segment to 
surge by 7% and 5% respectively. Sales in FLAG, which is the company's largest segment, remained unaffected by currency 
fluctuations during the period, but average pricing decline of $2 million hurt the revenue figure a little. The decline came due 
to a higher mix of sales to original equipment manufacturers as well as targeted price reductions in certain geographic 
markets. 
 
Strong historical revenue growth and the results in the latest quarter confirm that Blount's industry hasn't stopped growing 
yet. FLAG, which generates 65% of the business for the company, saw its sales improve by 10.2% in Europe and Russia, 
and 7.1% in North America. The performance reflected the continued growth in demand in these markets. Sales in Asia were 
flat versus the third quarter of 2013. However, the improvement in performance revealed that the market was stabilizing in 
the region due to the benefits coming from better industry-wide conditions. 
 
Adjusted EBITDA came at $38.2 million, compared to $34.9 million in the year-ago period. Apart from solid revenue growth, 
the main driver behind was a superior cost profile achieved in part by the closure of the company's least-efficient Forestry 
plant in Portland, as well as better utilization rates in the FLAG segment. 
 
The net result was an earnings figure of 32 cents per share, which was more than double of what Blount achieved in 2013. 
Looking forward, analysts believe that the earnings trend will sustain due to the reasons discussed below. 
 
Market Growth 
Since Blount serves the forestry and agriculture industry through its products, it can be said that as long as theses sectors 
continue to grow, the demand for Blount's products will remains healthy. Fortunately, the global farm equipment market is 
forecast to grow by 4.7% in 2015. Growth within the global farm equipment market looks set to be driven by the booming 
economies of emerging nations, the rising world population, and declining arable land per person. Moreover, growing 
standards of living and increasing personal disposable income leading to massive urbanization will significantly drive the 
global demand for farming equipment ahead. Also, rising income from farms, particularly in the US, is expected to contribute 
to this growth as well. 
 
A similar trend is expected to prevail in the forestry market, as the demand for pulp is expected to grow at a CAGR of 4.4% 
over the next two years. The reason behind is that population growth will increase the need for wood and wood-related 
products, including fuel wood. In addition, urbanization will increase the demand for charcoal when incomes are insufficient to 
procure alternative sources of energy. 
 
The market conditions will ensure that Blount's top line remains healthy in the upcoming year. The gains have already begun 
pouring in as the total orders of the company stood at $168 million at the end of the latest quarter. FLAG open orders were 
$136 million, and were 17% higher compared to 2013. FRAG segment's orders also increased by about 3% to $1 million. 
 
Bottom Line 

http://www.seekingalpha.com/


Positive industry conditions in both the markets under which Blount operates, and strong backlog position has led the 
analysts to believe that the company will deliver earnings of $1.14 per share in 2015, which will provide year-over-year 
growth of 7.5% to the investors. The growth in earnings should sustain the stock-price trend ahead. 
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4) EQUIPMENT & ENGINE TRAINING COUNCIL PARTNERS WITH OPEI ON THE 'LOOK BEFORE YOU PUMP' 
 ETHANOL EDUCATION CAMPAIGN 
 
ALEXANDRIA, Va., -- Jan. 6 -- The Equipment & Engine Training Council (EETC) has joined forces with the Outdoor Power 
Equipment Institute (OPEI) in the 'Look Before You Pump' campaign, an ethanol education and consumer protection 
program. The campaign reminds consumers to always use fuels containing no greater than ten percent ethanol (E10) when 
powering their outdoor power equipment or other non-road product, such as boats, snowmobiles and motorcycles, not 
designed for higher ethanol fuel blends. 
 
The EETC is a non-profit association addressing the shortage of qualified technicians in the outdoor power equipment 
industry. Under the partnership with OPEI, EETC will distribute 'Look Before You Pump' messaging and materials to its 
membership and other stakeholders. 
 
Created by the Outdoor Power Equipment Institute (OPEI), an international trade association representing 100 small engine, 
utility vehicle and outdoor power equipment manufacturers and suppliers, the 'Look Before You Pump' campaign is most 
known by its emblematic prominent, red warning hand symbol indicating 'OK' for 10 percent ethanol and 'No' for mid-level 
ethanol blends (such as E15, E30, E85).  The campaign was launched in October 2013, in response to higher ethanol 
blended fuels being made available in the marketplace for 'flex-fuel' automobiles, and to warn consumers not to inadvertently 
mis-fuel their small engine products not designed to handle these higher ethanol fuel blends. 
 
"Our ethanol education campaign has made great strides in educating consumers about proper fueling behavior," said Kris 
Kiser, president and CEO of OPEI. "People need to use the right fuel in the right product. But the fuels marketplace is 
changing and mis-fueling is more possible than ever. The Look Before You Pump campaign is designed to mitigate that risk." 
 
According to Erik Sikes, Executive Director of EETC, "It just makes sense to partner with OPEI in educating the consumer on 
proper fueling of outdoor power equipment. EETC member dealers, distributors and technicians will be the ones diagnosing 
and repairing the equipment that was mis-fueled." 
 
Last year, the National Marine Manufacturers Association and the International Snowmobile Manufacturers Association also 
joined forces with OPEI in spreading the campaign messaging. In addition, major retail outlets including Lowe's, Walmart and 
True Value, as well as independent dealers, began using the 'Look Before You Pump' message in their stores and in 
customer circulars and catalogs. 
 
OPEI, EETC, ISMA and NMMA urge consumers to read their equipment operating manual before fueling engines to ensure 
they use the right gasoline. For more information, visit www.LookBeforeYouPump.com and search for #LookB4UPump on 
Twitter and Facebook. 
 
A summer 2013 OPEI/Harris Interactive study shows the vast majority of Americans (71 percent) are "not at all sure" if it is 
illegal or legal to put high level ethanol gas (i.e., anything greater than 10 percent ethanol) into engines such as those in 
boats, mowers, chain saws, snowmobiles, generators and other engine products. 
 
About OPEI  The Outdoor Power Equipment Institute (OPEI) is an international trade association representing 100 small 
engine, utility vehicle and outdoor power equipment manufacturers and suppliers of consumer and commercial outdoor 
power equipment.  The OPEI Education Foundation is the creative force behind TurfMutt.com. OPEI is a recognized 
Standards Development Organization for the American National Standards Institute (ANSI) and active internationally through 
the International Standards Organization (ISO) and the International Electrotechnical Commission (IEC) in the development 
of safety and performance standards. OPEI is the managing partner of GIE+EXPO, the industry's annual industry tradeshow. 
For more information, visit www.OPEI.org. 
 
About: Equipment & Engine Training Council Inc.  Founded in 1997, the Equipment & Engine Training Council Inc. is a 
non-profit association whose goal is to address the shortage of qualified service technicians in the outdoor power equipment 



industry. Made up of more than 3500 industry professionals including manufacturers, distributors, dealers, associations, 
technicians and educators the EETC is striving to create professional outdoor power equipment technicians for today's 
sophisticated outdoor power equipment products. In order to meet these needs the association has developed the EETC 
Technician Certification program to measure the skill level of repair technicians working in the industry today. They have also 
developed the EETC School Accreditation program to establish industry standards and provide a network of industry support 
for high schools and colleges that have or looking to start an outdoor power equipment program training future 
technicians. To learn more about the EETC, visit www.eetc.org. 
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5) HUSQVARNA GROUP APPOINTS NEW CFO 
 
Jan Ytterberg has been appointed Senior Vice President and Chief Financial Officer of Husqvarna Group. 
 
Jan Ytterberg has 27 years of business experience from the truck manufacturer Scania, where he has held various positions 
in the financial area and during which he has been based in Brazil, Spain and Sweden. Since 2006, he has been Executive 
Vice President and Chief Financial Officer at Scania Group. 
 
Jan holds a Master of Science degree in Business Administration & Economics from the University of Stockholm, Sweden. 
 
"Jan is an experienced CFO with extensive international background. I am very pleased to welcome Jan to Husqvarna 
Group, where he will be a strong addition to our team," says Kai Wärn, President and CEO of Husqvarna Group. 
 
Jan Ytterberg will assume his position during the first half of 2015.  
 
 
 
 
 
 
BACK TO THE TOP 
 
 
 
 
 
 
6) HUSQVARNA OPENS FIRST CONCEPT STORE IN SWEDEN 
 
Stockholm -- January 15 -- On January 17 2015, the Husqvarna Group opens its first concept store, located in Barkarby 
Retail Park, north of Stockholm, Sweden. The store will offer a wide range of Husqvarna and Gardena products and 
solutions.  
 
"The concept store will give customers a unique brand experience and allows us to collect customer insights, test new shop 
concepts and train dealers and retailers. The concept store is an opportunity to interact with end-customers directly and pilot 
new shop concepts, enabling us to become an even better business partner to our dealers," says Kai Wärn, President and 
CEO of Husqvarna Group. 
 
Customers will be offered to experience and purchase a wide range of Husqvarna and Gardena products and solutions. "Our 
ambition is that the store will be a meeting and competence center for dealers and their staff, as we will arrange meetings, 
product trainings and shop development. We hope it will become a forum for our dealers when they want to learn more 
about our products," says Pavel Hajman, President of the Husqvarna Division. 
 
Sofia Axelsson, SVP Global Brands and Marketing says: "The way our customers shop is developing and changing at an 
increasing speed, and we need to constantly optimize our instore experience concepts to meet our customers' needs. Our 
concept store will allow us to evaluate new communication and store concepts before introducing them to our dealers." 



 
The Husqvarna Group has a dealer network of approximately 25.000 dealers around the world. 
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7) STIHL TO CONSOLIDATE DISTRIBUTION CENTERS IN COTTAGE GROVE, WI 

http://www.hngnews.com/  
 
January 26 -- STIHL Inc. officials announced Monday they will relocate the operations of Mississippi Valley STIHL of Peoria, 
Ill., and Midwest STIHL Inc., of Hayward, Wis. to establish a new single distribution site in Cottage Grove. The new operation, 
known as Midwest STIHL, a division of STIHL Inc., will serve customers throughout the mid-northern region of the U.S. 
 
“We are extremely pleased to announce this new distribution location in order to serve our dealers more efficiently in this 
area of the country,” STIHL President Fred Whyte said. “We are also happy to announce that all employees from both 
locations will be offered employment and many are looking forward to joining us at the new location.” 
 
STIHL selected Cottage Grove for its access to the Interstate 90 and Interstate 94 corridors, which are main routes for 
deliveries to STIHL dealers, Whyte said. Streamlined services from the new branch will allow for one-day shipping service to 
most of the 1,000 dealers in the region. 
 
STIHL distributes its products across the U.S. through a two-tiered system, selling products through a network of 
independent distributors and company-owned branches. Distributors and branches, in turn, sell products to authorized STIHL 
servicing dealers nationwide. 
 
Joe Hickey, the current branch manager for Mississippi Valley STIHL, will serve as the branch manager for the new 
operation. The new Midwest STIHL facility will occupy almost 10 acres and the consolidation of operations will take place 
over the course of 2015. 
 
“We are looking forward to becoming active members of the village of Cottage Grove community and hope to participate in all 
the activities the area has to offer,” Hickey said. 
 
For more information on STIHL, visit www.stihlusa.com. 
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8) BRIGGS REPORTS HIGHER SALES AND EARNINGS FOR THE SECOND QUARTER OF FISCAL YEAR 2015 
 
MILWAUKEE, Jan. 21, 2015 -- Briggs and Stratton Corporation today announced financial results for its second fiscal quarter 
ended December 28, 2014. 
 
Highlights: 
 

 Second quarter fiscal 2015 consolidated net sales were $444.3 million, an increase of $27.7 million or 6.6% 
compared to the prior year 

 Second quarter fiscal 2015 consolidated adjusted net income was $11.9 million, an improvement from the adjusted 
net income of $2.3 million in the second quarter of fiscal 2014 

http://www.hngnews.com/


 Second quarter fiscal 2015 adjusted diluted earnings per share was $0.26, an improvement from the adjusted diluted 
earnings per share of $0.05 in the prior year 

 
"We are pleased to report improved quarterly results with margin improvements in both our engines and products 
businesses. These improvements reflect our cost reduction efforts as well as our focus on new product innovation and selling 
higher margin products," commented Todd J. Teske, Chairman, President and Chief Executive Officer of Briggs and Stratton 
Corporation.   
 
Teske continued, "Looking forward to the upcoming U.S. lawn and garden season, we have gained additional placement of 
our engines on lawn and garden products as compared to our placement last year. We continue to expect modest industry 
growth in the upcoming season. Further, we are again introducing several new products this spring including the industry's 
only engine that doesn't require an oil change.  All of this together sets us up for continued improvement for the last six 
months of our fiscal year.  
 
However, we expect our OEM customers will ramp up their seasonal production later than last year in response to higher 
channel inventories of residential lawn and garden equipment causing our quarterly results to shift between quarters." 
 
Consolidated Results: 
 
Consolidated net sales for the second quarter of fiscal 2015 were $444.3 million, an increase of $27.7 million or 6.6% from 
the second quarter of fiscal 2014. The increase primarily relates to a favorable mix of engines sold, higher sales of pressure 
washers, snow throwers and commercial lawn and garden equipment in North America, and the results of the Allmand 
acquisition, which closed in August of this fiscal year. The increase in net sales was partially offset by reduced shipment 
volumes of small engines used on walk mowers in North America due to elevated channel inventories following this past 
season and lower generator sales due to adequate channel inventories and no major storm activity. The fiscal 2015 second 
quarter consolidated net income, which includes restructuring expenses and acquisition-related charges, was $6.9 million or 
$0.15 per diluted share. The second quarter of fiscal 2014 consolidated net income, which included restructuring charges, 
was $0.7 million or $0.01 per diluted share. 
 
Consolidated net sales for the first six months of fiscal 2015 were $736.9 million, an increase of $3.0 million or 0.4% from the 
first six months of fiscal 2014, due to higher sales of pressure washers, commercial lawn and garden equipment and snow 
throwers in North America as well as the results of the Allmand acquisition.  This increase in net sales was partially offset by 
reduced shipment volumes of small engines used on walk mowers in North America and lower sales of generators. The fiscal 
2015 six months consolidated net loss, which includes restructuring expenses and acquisition-related charges, was $8.3 
million or $0.19 per diluted share. The first six months of fiscal 2014 consolidated net loss, which included restructuring 
charges, was $18.6 million or $0.41 per diluted share. 
 
 
Engines Segment: 
 
Engines segment net sales of $271.7 million in the second quarter of fiscal 2015 increased $6.0 million or 2.1% from the prior 
year. Net sales increased due to an improved sales mix of large engines used on lawn and garden equipment for the North 
American and European markets and higher service parts sales.  
 
Total engine volumes shipped in the quarter decreased by 2.2% or approximately 40,000 engines. The decrease in unit 
shipments was due to reduced shipments of small engines used on walk mowers in North America resulting from elevated 
inventories following this past lawn and garden season. 
 
Engines adjusted segment income in the second quarter of fiscal 2015 was $18.9 million, an improvement of $7.5 million 
from the prior year. Engines segment adjusted gross profit margins improved 210 basis points year over year on an improved 
product sales mix of large engines and lower retirement plan expense.  
 
Favorable sales mix, which was driven by higher service parts sales and proportionately higher sales of large engines, 
improved adjusted gross profit margins by 100 basis points. Favorable foreign exchange, primarily related to the Japanese 
Yen improved adjusted gross profit margins by 50 basis points.  
 
The previously announced retirement plan changes, which were implemented in January of calendar 2014, improved fiscal 
2015 adjusted gross profit margins by $2.4 million, or 90 basis points. These improvements were partially offset by slightly 
lower production levels and certain production cost increases. The retirement plan changes also reduced engineering, 
selling, general and administrative expenses by $1.9 million, which helped offset increased compensation expense. 
 
Products Segment: 
 



Products segment net sales of $199.1 million in the second quarter of fiscal 2015 increased by $27.5 million or 16% from the 
prior year. This increase was due to higher sales of pressure washers, commercial lawn and garden equipment and snow 
throwers in North America and the results of the Allmand acquisition. Partially offsetting the increase were lower sales of 
riding mowers and snow throwers in Europe following last year's mild winter and lower generator sales due to adequate 
channel inventories and no major storm activity. 
 
Products adjusted segment income in the second quarter of fiscal 2015 was $3.7 million, an improvement of $7.7 million from 
the prior year adjusted segment loss. Products adjusted gross profit margins increased by 310 basis points year over year 
due to improved sales mix, including the Allmand acquisition and higher manufacturing throughput. Favorable sales mix 
improved adjusted gross margins by 340 basis points due to a focus on selling higher margin lawn and garden equipment 
and the benefit of the Allmand acquisition. In addition, manufacturing throughput increased year over year by 36%, 
benefitting adjusted gross margins by approximately 160 basis points. Throughput is increased due to higher production of 
snow throwers as well as pressure washers and riding mowers to facilitate the previously announced upcoming closure of the 
McDonough, Georgia plant.  Offsetting the increase in adjusted gross profit margins was an unfavorable foreign exchange 
impact of approximately 150 basis points primarily due to the devaluation of the Australian dollar and Brazilian Real, and the 
unfavorable impact of 40 basis points due to slightly higher material costs. Engineering, selling, general and administrative 
expenses increased $3.2 million due to the Allmand acquisition and increased compensation expense, partially offset by $1.7 
million in savings related to the restructuring initiative announced in July 2014. 
 
Allmand Bros., Inc. Acquisition: 
 
On August 29, 2014, the Company completed the acquisition of Allmand Bros., Inc. for approximately $62 million in cash, net 
of cash acquired.  Allmand is a leading designer and manufacturer of high quality towable light towers, industrial heaters, and 
solar LED arrow boards. Allmand, which is included within our Products segment, has annual net sales of approximately $80 
million.  
 
Corporate Items: 
 
The effective tax rates for the second quarter and first six months of fiscal 2015 were 33.7% and 45.8%, compared to 69.8% 
and 25.5% for the same respective periods last year.  The tax rates for the second quarter and first six months of fiscal 2015 
were primarily due to losses incurred at certain foreign subsidiaries for which the Company does not receive tax benefits and 
the re-enactment of the U.S. research and development tax credit.   
 
In addition, the tax rate for the first six months of fiscal 2015 was impacted by the reversal of previously recorded reserves as 
a result of the effective settlement of the Company's IRS audit. The tax rates for the second quarter and first six months of 
fiscal 2014 were primarily due to losses incurred at certain foreign subsidiaries for which the Company does not receive tax 
benefits.  
 
Financial Position: 
 
Net debt at December 28, 2014 was $260.3 million (total debt of $312.0 million less $51.7 million of cash), or $133.5 million 
higher than the $126.8 million (total debt of $225.0 million less $98.2 million of cash) at December 29, 2013. Cash flows used 
in operating activities for fiscal 2015 were $114.0 million compared to $45.2 million in fiscal 2014.  
 
The increase in operating cash flows used was primarily related to higher inventory levels to facilitate the upcoming closure of 
the McDonough plant and the introduction of a new engine line in fiscal 2015, partially offset by improvements in managing 
outstanding accounts receivable. In addition, the Company paid cash of $62.1 million for the Allmand acquisition in the first 
six months of fiscal 2015 compared to no acquisitions in the same respective period last year. 
 
Restructuring: 
 
During the second quarter of fiscal 2015, the Company made progress on implementing the previously announced 
restructuring actions to narrow its assortment of lower-priced Snapper consumer lawn and garden equipment and consolidate 
its Products segment manufacturing facilities in order to reduce costs.  The Company expects to close its McDonough plant 
in the fourth quarter of fiscal 2015 and consolidate production into existing facilities in Wisconsin and New York.   
 
Pre-tax restructuring costs for the second quarter and first six months of fiscal 2015 were $7.4 million and $15.2 million, 
respectively, and pre-tax savings were $1.7 million and $2.8 million, respectively. Pre-tax restructuring cost estimates for 
fiscal 2015 remain unchanged at $30 million to $37 million. Total annual cost savings as a result of these actions are 
anticipated to be approximately $15 million to $20 million with approximately $5 million to $7 million expected to be realized in 
fiscal 2015 and the remainder realized in fiscal 2016. 
 
Share Repurchase Program: 
 



On January 22, 2014, the Board of Directors of the Company authorized up to $50 million in funds for use in the Company's 
common share repurchase program. On August 13, 2014, the Board of Directors authorized up to an additional $50 million in 
funds for use in the common share repurchase program. 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 the first six months of fiscal 2015, the Company repurchased 1,428,588 shares on the open market at an average 
price of $19.33 per share. As of December 28, 2014, the Company has remaining authorization to repurchase up to 
approximately $60 million of common stock with an expiration date of June 30, 2016. 
 
Outlook: 
 
Given the first half operating performance and additional shares repurchased through the second fiscal quarter, we are 
adjusting our full year outlook to increase the lower end of our earnings guidance.  We now project our fiscal 2015 full year 
net income to be in a range of $55 million to $63 million or $1.20 to $1.35 per diluted share prior to the impact of acquisition 
expenses, additional share repurchases, or costs related to our announced restructuring actions.  This outlook includes the 
results of the Allmand acquisition which closed on August 29, 2014 and gives effect to recent strengthening of the U.S. dollar 
relative to several currencies.   
 
We continue to project consolidated net sales for fiscal 2015 to be in a range of $1.94 billion to $2.0 billion which 
contemplates the retail market for U.S. lawn and garden products will increase an estimated 1-4% in the next season. We are 
also increasing our estimated operating income margins for fiscal 2015.   
 
Operating margins are expected to be in a range of 4.7% to 5.2%, an improvement over fiscal 2014 reflecting the positive 
impacts of the restructuring actions, particularly in the last quarter of the fiscal year. Interest expense and other income are 
estimated to be approximately $19 million and $7 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 
$60 million to $65 million. 
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9) THOUGHTS FOR THE DAY 
 
 
"I don’t know how you are so familiar to me—or why it feels less like I am getting to know you and more as though I am 
remembering who you are. How every smile, every whisper brings me closer to the impossible conclusion that I have known 
you before, I have loved you before—in another time, a different place, some other existence." 
 
 -  from Lang Leav's Love and Misadventure 
 
 
"The meaning of life is to find your gift. 
The purpose of life is to give it away." 
 
 -- Pablo Picasso 
 
 
“If you are lucky enough to find a way of life you love,  
You have to find the courage to live it.” 
 
- John IrvIngram 
 
 



"You are either in your bed or in your shoes, 
so it pays to invest in both." 
 
 - John Wildsmith 
 
 
“I just think it’s silly to be stingy with compliments. 
If you see someone and they strike you as beautiful in any way, 
why not let them know?” 
 
-    Jill Scott 
 
 
“It is a risk to love. 
What if it doesn’t work out? 
But ah, what if it does?” 
 
-  Peter McWilliams 
 
 
Life is a one time offer. 
Use it wisely. 
 
- Unknown 
 
 
If you cannot do great things, 
Do small things in a great way. 
 
- Unknown 
 
 
“The great use of life is to spend it for something that will outlast it.” 
 
 –  William James 
 
 
When you are going through difficulty 
and wonder where God is, 
remember that the teacher 
is always quiet during the test. 
 
 -  Unknown 
 
 
"The people who influence you are the people who believe in you." 
 
 - Henry Drummond 
 
 
"Everyone you will ever meet 
knows something you don't." 
  
 - Bill Nye 
 
 
"Everything you want is on the other side of fear." 
 
 - Jack Canfield 
 
 
"If you obey all the rules you miss all the fun." 
 
 - Katharine Hepburn 



 
 
Faith is seeing light with your heart 
when all your eyes see is darkness. 
 
 - Unknown 
 
 
"All the art of living lies in a fine mingling of 
letting go and holding on." 
 
 -  Havelock Ellis 
 
 
"Life is ten percent what happens to you and 
ninety percent how you respond to it." 
 
 - Lou Holtz 
 
 
"It is better to know some of the questions 
than all of the answers." 
 
 - James Thurber 
 
 
"It is never too late to be what you might have been." 
 
 - George Eliot 
 
 
Silence speaks when words can't. 
 
 - Unknown 
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10) POLARIS REPORTS RECORD 2014 FOURTH QUARTER AND FULL YEAR RESULTS 
 
MINNEAPOLIS, Jan 27, 2015 -- Polaris Industries Inc. reported record fourth quarter net income of $1.98 per diluted share 
for the quarter ended December 31, 2014, an increase of 27 percent compared to the prior year’s fourth quarter net income 
of $1.56 per diluted share.  
 
Net income was $135.4 million for the fourth quarter of 2014, up 25 percent from the previous fourth quarter’s net income of 
$108.7 million. Sales for the fourth quarter of 2014 totaled a record $1,275.0 million, an increase of 18 percent over last 
year’s fourth quarter sales of $1,083.7 million. 
 
For the full year ended December 31, 2014, Polaris reported record net income from continuing operations of $6.65 per 
diluted share, a 23 percent increase compared to net income from continuing operations of $5.40 per diluted share for the 
year ended December 31, 2013.  
 
Net income from continuing operations was $454.0 million for the full year 2014, up 19 percent from the previous year’s net 
income from continuing operations of $381.1 million. Sales for the full year 2014 totaled a record $4,479.6 million, an 
increase of 19 percent compared to sales of $3,777.1 million for the full year 2013. 
 
“2014 marks our fifth consecutive year of double digit sales and earnings growth, an accomplishment which testifies to the 
innovative spirit and dedication of the 8,000 member global Polaris team. It is inspiring to see how they overcame obstacles 



ranging from negative foreign exchange impacts and a weakening European economy, to highly volatile oil and crop prices, 
to record a 19 percent increase in both sales and net income for the full year 2014.  
 
During the year, we added over thirty new vehicles to the Polaris armada, expanding and strengthening our portfolio with our 
largest ever new product introduction, while our strategic acquisitions and significant investments in our global manufacturing 
infrastructure allow us to both create and meet the increasing demand for our products,” explained Scott Wine, Polaris’ 
Chairman and Chief Executive Officer. 
 
“While we expect to face similar headwinds in 2015, namely ongoing currency volatility and a struggling European economy, I 
am confident that with the best team in power sports and numerous catalysts for growth and margin expansion, we are well 
positioned to surmount any challenges. Our ability to develop, produce, and market visionary products, and to invest 
strategically and aggressively, will continue driving Polaris to industry-leading growth and profitability in 2015 and beyond.” 
 
2014 Product and Operations Highlights 
 
Product – 
 
Introduced over twenty new MY’14.5 and MY‘15 ORV models in 2014, including the all-new RZR® XP 900 trail and RZR® 
XP4 900 trail, several new value models, and two models in a newly defined category of single-seat, ride-in ATVs, the Polaris 
ACE™ and strengthened our #1 market share position in ORVs 
 
Introduced nine new MY’15 snowmobiles in the all-new AXYS™ chassis platform for the flatland rider – 38 lbs. lighter, 15% 
more power to weight, fastest in the ¼ mile shootout; MY’15 800 Switchback Pro-S won “2015 Snowmobile of the Year” by 
SnowGoer Magazine 
 
Added two new models to the iconic Indian Motorcycle® brand: the 2015 Roadmaster®, a luxury touring motorcycle, and the 
return of the Scout™, one of motorcycling’s most famous and coveted mid-sized motorcycles; Polaris’ first mid-sized bike, 
and added a new bagger to the Victory motorcycle line, the Victory Magnum™ 
 
Introduced the revolutionary all-new three-wheeled motorcycle, Slingshot™, the Company’s first roadster motorcycle 
 
Polaris’ Quality improving: #1 in Net Promoter Score (NPS) for motorcycles, Side-by-sides and ATVs 
 
Added over 400 new Polaris accessories contributing to a 21% increase in PG&A sales in 2014 
 
Acquired Kolpin (April 2014) and Pro Armor (November 2014), adding two industry-leading accessory companies to Polaris’ 
PG&A business 
 
Announced a strategic partnership with Ariens® Company, maker of outdoor power equipment to further develop our work 
and transportation business 
 
Held first Camp RZR® in the Eastern United States for our recreational trail customers – over 12,000 in attendance 
 
Operations – 
 
Celebrated the Company’s 60th Anniversary reflecting on the spirit of innovation, hard work and passion the Polaris founders, 
Edgar and Allan Hetteen and David Johnson, instilled in the Company six decades ago, beginning in 1954 
 
Expanded production capacity and capabilities at all manufacturing facilities in the U.S. and Mexico 
 
Completed the construction of the manufacturing plant in Opole, Poland, the Company’s first manufacturing operation outside 
North America with initial production beginning late 2014 
 
Appointed an experienced Polaris leader, Matt Homan, to the newly established position of President, Global Adjacent 
Markets to increase focus on achieving the stated objective of creating a $2+ billion non-powersports portfolio 
 
Added 1,800 new employees, including the hiring of Ken Pucel for the newly established position of Executive Vice President 
of Operations, Engineering and Lean, to drive towards a lean enterprise that gives competitive advantage in quality, delivery 
and costs alongside the Company’s world-class innovation engine 
 
2015 Business Outlook 
 



Full year 2015 earnings per share is expected to be in the range of $7.22 to $7.42 per diluted share, an increase of 9 to 12 
percent over the full year 2014 earnings per share. Net income for full year 2015 is expected to increase in the range of 9 to 
12 percent over full year 2014. Sales for full year 2015 are expected to increase 9 to 12 percent over full year 2014 sales. 
                                   
Off-Road Vehicle (“ORV”) sales increased 19 percent from the fourth quarter 2013 to $781.5 million. This increase reflects 
continued market share gains on strong demand for the Company’s products for both ATVs and side-by-sides. Polaris North 
American ORV unit retail sales were up low-double digits percent from the 2013 fourth quarter with consumer purchases of 
side-by-side vehicles up double-digits percent and ATV retail sales up high-single digits percent for the 2014 fourth quarter. 
The Company’s new ACE™ platform accelerated its retail sales sequentially throughout 2014. The Company estimates that 
North American industry ORV retail sales increased high-single digits percent from the fourth quarter of 2013 with side-by-
sides increasing in the high-single digits percent range and ATVs up mid-single digits percent. International ORV shipments 
increased 10 percent in the 2014 fourth quarter compared to the same period last year. For the full year 2014, Polaris ORV 
sales increased 15 percent compared to the prior full year. 
 
Snowmobile sales increased two percent to $138.1 million for the fourth quarter of 2014 as compared to $134.9 million for the 
fourth quarter of 2013. Due to the early snowfall and colder weather in North America, the snowmobile selling season started 
strong with industry retail sales increasing in the high-single digits percent range for the season-to-date period ended 
December 31, 2014. Polaris’ retail sales in North America for the same period reflects the positive start to the snowmobile 
season and consumers acceptance of the all-new AXYS™ platform featured on nine new MY 2015 snowmobiles. Polaris 
retail sales increased in the high-teens percent range for the April through December 2014 period. Sales of Polaris 
snowmobiles outside North America, principally in the Scandinavian region and Russia, decreased 25 percent and 28 
percent for the fourth quarter and full year 2014, respectively, when compared to the same periods a year ago, reflecting poor 
snowfall in the Scandinavian region and ongoing Russian economic uncertainty. For the full year 2014, Polaris snowmobile 
sales increased seven percent compared to the same period in the prior year. 
 
Motorcycle division sales, increased 50 percent in the 2014 fourth quarter to $103.5 million compared to $68.8 million in the 
fourth quarter of 2013. During the quarter, the Company began retailing the two newest Indian motorcycles, the new 2015 
Roadmaster™, and the Company’s first mid-sized motorcycle, the highly regarded Indian® Scout™, and began initial 
shipments late in the fourth quarter of the all-new roadster, Slingshot™. Consumer retail demand for Polaris motorcycles was 
up almost 40 percent with continued strong retail sales for Indian® motorcycles, improved retail demand for Victory® 
motorcycles with retail sales up in the mid-single digits percent range in North America, and initial retail sales of Slingshot™. 
Fourth quarter North American industry heavyweight cruiser and touring motorcycle retail sales, 1400cc and above, were 
down low-single digits percent compared to 2013, primarily due to the extremely cold weather in much of North America 
during the 2014 fourth quarter and the expected headwind resulting from strong 2013 fourth quarter industry retail sales. 
Sales of Polaris motorcycles outside of North America increased seven percent in the fourth quarter of 2014 as compared to 
a year ago. For the full year 2014, Polaris motorcycle sales increased 59 percent compared to the prior year. 
 
Sales in the Small Vehicles division decreased 11 percent to $41.2 million in the fourth quarter 2014 compared to $46.3 
million in the fourth quarter of 2013. While the Company’s GEM® business experienced an increase in sales for the 2014 
fourth quarter, both Goupil and Aixam Mega realized lower sales during the 2014 fourth quarter, which was a direct result of 
the weak European economy and unfavorable currency impacts. For the full year 2014, Polaris small vehicles sales 
increased 28 percent compared to the prior year. 
 
Parts, Garments, and Accessories (“PG&A”) sales increased 21 percent during the fourth quarter of 2014 to $210.7 million 
compared to $174.7 million in the same period last year. ORV and motorcycles were the primary drivers of the growth in 
PG&A for the 2014 fourth quarter, as both experienced strong double-digit percent increases in sales year over year. The 
2014 fourth quarter sales increase includes the incremental accessory sales from the Pro Armor® acquisition completed in 
November 2014. Sales of PG&A to customers outside of North America increased four percent during the 2014 fourth quarter 
compared to the same period last year. For the full year 2014, Polaris PG&A sales increased 21 percent compared to the 
prior year. 
 
International sales to customers outside of North America totaled $198.0 million for the 2014 fourth quarter, down three 
percent from the same period in 2013. The Company experienced sales growth in its Latin American and Asia Pacific 
business with combined sales increasing nine percent. While the Company’s Europe, Middle East and Africa (EMEA) 
business reported sales five percent lower, year over year, for the 2014 fourth quarter due to the weak economic 
environment in Europe, Polaris gained market share in both ORVs and motorcycles during the quarter. For the full year 2014, 
Polaris’ International sales increased 16 percent compared to the prior year. 
 
Gross profit for the fourth quarter of 2014 was 28.8 percent of sales, a 43 basis point decrease from the fourth quarter 2013. 
Lower product costs and higher pricing realized during the 2014 fourth quarter were more than offset by negative currency 
movements. Gross profit dollars increased 16 percent to $367.6 million for the fourth quarter of 2014, compared to $317.1 
million for the fourth quarter of 2013. For the full year 2014, gross profit as a percentage of sales decreased 23 basis points 
to 29.4 percent, in line with Company expectations. 
 



Operating expenses for the fourth quarter of 2014 increased 10 percent to $176.9 million compared to $160.7 million for the 
fourth quarter of 2013. Operating expenses, as a percentage of sales, declined 95 basis points, to 13.9 percent compared to 
14.8 percent of sales in the 2013 fourth quarter. The decline in operating expenses, as a percent of sales, for the 2014 fourth 
quarter was due to lower long-term incentive compensation expenses and favorable currency impacts, partially offset by 
higher marketing and advertising expenses related to the launch of various new model year 2015 products including the 
continued roll-out of Indian® motorcycles. For the 2014 full year, operating expenses, as a percent of sales, decreased 72 
basis points to 14.9 percent. 
 
Income from financial services increased 53 percent to $19.4 million during the fourth quarter of 2014 as compared to $12.7 
million in the fourth quarter of 2013. These results were primarily due to higher income from Polaris Acceptance’s dealer 
inventory financing as well as to the increased profitability of the retail credit portfolio. For the 2014 full year, income from 
financial services was $61.7 million, a 34 percent increase compared to $45.9 million for the full year 2013. 
 
Equity in loss of other affiliates was $1.2 million for the fourth quarter 2014, which represents the Company’s portion of the 
start-up costs related to the Polaris/Eicher joint venture in India established in 2012. For the 2014 full year, equity in loss of 
other affiliates was $4.1 million compared to $2.4 million for the full year 2013. 
 
Non-operating other expense (income), which primarily relates to foreign currency exchange rate movements and the 
corresponding effects on foreign currency transactions related to the Company’s foreign subsidiaries, was $3.7 million of 
expense in the fourth quarter of 2014, compared to $1.1 million of expense in the fourth quarter of 2013. For the 2014 full 
year, non-operating other expense was $0.0 million compared to $5.1 million of income for the full year 2013. 
 
The provision for income taxes for the fourth quarter of 2014 was $67.1 million or 33.1 percent of pretax income compared to 
$56.7 million or 34.3 percent of pretax income for the fourth quarter 2013. The income tax provision for the fourth quarter of 
2014 was positively impacted by the United States Congress extending the research and development income tax credit for 
calendar year 2014 during the quarter, offset somewhat by lower income generated from the Company’s international 
operations, which generally have lower income tax rates. 
 
The weighted average diluted shares outstanding for the fourth quarter of 2014 decreased one percent to 68.5 million shares 
compared to 69.5 million shares in the fourth quarter of last year. The decrease in the weighted average diluted shares 
outstanding is primarily due to the Company’s purchase of 3.96 million shares of Polaris stock previously held by FHI Heavy 
Industries Ltd. (“Fuji”) in November 2013. For the 2014 full year, the weighted average diluted shares outstanding was 68.2 
million shares compared to 70.5 million shares for the full year 2013. 
 
Loss from Discontinued Operations in 2013 
 
In the third quarter of 2013 Polaris recorded a loss from discontinued operations of $3.8 million net of tax, or $0.05 per diluted 
share, resulting from a jury verdict in connection with a personal watercraft accident. Reported net income for the full year of 
2013, including both continuing and discontinued operations, was $377.3 million, or $5.35 per diluted share. The Company 
ceased manufacturing marine products in September 2004 and substantially completed the exit of the business in 2007. 
 
Financial Position and Cash Flow 
 
Net cash provided by operating activities from continuing operations increased six percent to $529.3 million for the year 
ended December 31, 2014 compared to $499.2 million for the same period in 2013. Higher net income for the full year 2014 
was offset primarily by higher factory inventory to support the new manufacturing plant in Poland and increased demand for 
Polaris products, and higher deferred income tax assets. Total debt, including capital lease obligations, at December 31, 
2014 was $226.1 million and the Company’s debt-to-total capital ratio was 21 percent compared to 35 percent at December 
31, 2013. Cash and cash equivalents were $137.6 million at December 31, 2014, a 49 percent increase from a year ago. 
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11) MTD ACQUIRES TWO INNOVATIVE COMPANIES: CORE OUTDOOR POWER AND PRECISE PATH ROBOTICS 
 
CLEVELAND, Jan. 28, 2015 -- With the recent purchase of two companies widely recognized as innovators, outdoor power 
equipment leader MTD Products Inc. has strengthened its commitment to help professional landscapers, grounds care 
professionals, and lawn and garden care enthusiasts push the bounds of what they can accomplish. 
 
Last month, MTD – the parent company of Cub Cadet, Troy-Bilt, Columbia, Yard Machines, Remington, Arnold  and other 
brands – acquired CORE Outdoor Power (CORE), a Polson, Montana-based company that powers outdoor lawn care 
equipment with gasless motor technology that produces higher torque and increased efficiencies than traditional electric 
motors. CORE Outdoor Power's products have received accolades from leading industry media for having the performance 
and durability of gas engines and the ability to withstand the most demanding commercial applications, while producing zero 
emissions and very little noise. 
 
Prior to the purchase of CORE, MTD also acquired Precise Path Robotics, an Indianapolis-based company that has brought 
to market the world's only commercially available autonomous greens mower, the RG3, designed specifically for golf course 
putting greens. Advanced robotic technology allows the RG3 to travel in straight lines and along curved perimeters without 
the need of an operator to guide it – enabling golf course superintendents to achieve consistent and excellent course 
conditions while reducing operating costs. 
 
"MTD is committed to the professional market," said Rob Moll, CEO, MTD Products. "Robotic and gasless technologies have 
the power to transform the world of outdoor power equipment and we look forward to bringing the benefit of these new 
innovations to our consumer and trade customers." 
 
CORE Outdoor Power's Conductor Optimized Rotary Energy motor produces high-torque rotary motion at higher efficiencies 
and power levels than conventional electric motors. With zero emissions, little noise, and torque levels equal to two-cycle 
gasoline powered engines, CORE technology is uniquely poised to disrupt the market for portable outdoor power equipment 
– especially when combined with the company's recently developed lithium power cell, which is capable of storing and 
delivering unprecedented amounts of power in a very small package. The marriage of these two technologies allows for an 
environmentally clean line of products that will allow for a new approach to the outdoor power equipment market, which has 
been historically dominated by two-cycle gas engines. 
 
Precise Path Robotics is a leader in advanced robotic outdoor equipment, with patented technologies that will enable the 
development of a wide range of robots for use in a variety of outdoor environments, including golf courses, sports fields and 
residential homes. Precise Path's robust and modular system architecture integrates a variety of custom and off-the-shelf 
sensor technologies that are combined in a unique way that produces precise cutting patterns. 
 
"MTD has a history of bringing game-changing innovation to the market," said Jean Hlay, President and COO, MTD 
Products, "and these two acquisitions serve to reinforce our core principles and accelerate the pace with which we bring our 
vision of the future to life." 
 
ABOUT MTD PRODUCTS 
 
MTD is a worldwide leader in outdoor power equipment with facilities in North America, Europe, Asia and Australia producing 
equipment for both residential and professional markets. Founded more than 80 years ago and headquartered in Valley City, 
Ohio, MTD's engineering expertise and state-of-the-art facilities are known for innovation and award-winning products for 
brands including Cub Cadet, Troy-Bilt, Columbia, Yard Machines, Remington, Arnold and other brands. MTD has earned a 
reputation around the world for excellence in quality, customer service and value through advanced manufacturing. To learn 
more, visit mtdproducts.com. 
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12) 2015 OPE INDUSTRY MEETING AND EVENTS CALENDAR 
 
 
 

2015 OPE INDUSTRY MEETING AND EVENTS CALENDAR 

 

January 19-21, 2016 
 BTME-BIGGA, British Turf Management and the British International Golf & 

Greenkeepers Association Show, Harrogate International Center, England 

   

February 2-5, 2016  World of Concrete, Las Vegas Convention Center, Las Vegas, NV 

   

 
 OPEAA, Outdoor Power Equipment Aftermarket Association Annual Meeting,  

The Omni La Mansion de Rio, River Walk, San Antonio, TX 

   

February 22-25, 2015 
 The Rental Show, American Rental Association Conference and Trade Show, Ernest 

N. Morial Convention Center, New Orleans, LA 

   

March 1-4, 2015 
 OPEESA, Outdoor Power Equipment and Engine Service Association  Annual 

Members Meeting, Renaissance Vinoy, St. Petersburg, FL 

   

March 8, 2015  Daylight Savings Time Begins 

   

April 8-11, 2015 
 EETC, Equipment and Engine Training Council 19th Annual Conference, Doubletree 

by Hilton, Lake Zurich, Illinois 

   

May 5-7, 2015 
 National Hardware Show, Las Vegas Convention Center and Las Vegas Hotel and 

Casino, Las Vegas, NV 

   

June 23-25, 2015 
 OPEI, Outdoor Power Equipment Institute Annual Meeting, LaPosada de Santa Fe, 

Santa Fe, NM 

   

June 22-26, 2015  Skills USA, National Leadership and Skills Conference, Louisville, KY 

   

August 30 - Sept 1, 2015 
 SPOGA+GAFA, International Garden Trade Fair with the International Trade Fair for 

Sport, Camping and Garden Lifestyle, Cologne, Germany           

  . 

September 13-15, 2015  GLEE, International Garden and Leisure Show, The NEC Birmingham, England 

   

October 21-23, 2015 
 GIE+EXPO, Combining GIE+EXPO and the Hardscape North America Shows, Louisville, 

KY 

   

Oct 28-31, 2015  FFA, Future Farmers of America Annual Convention, Louisville, KY 

   

November 1, 2015  Daylight Savings Time Ends 

   

November 4-5, 2015 
 IOG SALTEX, Grounds Care, Sports Facilities, Amenities, Landscaping And Estate 

Management Outdoor Trade Show, The NEC, Birmingham, England 

   

 
 
 
 
 

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.spogagafa.com/en/spogagafa/home/index.php
http://www.gleebirmingham.com/
http://www.gie-expo.com/
http://www.iog.org/shows-and-events/iog-saltex
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13) HUSQVARNA YEAR-END REPORT 2014 
 
Stockholm February 6, 2015 
 
Kai Wärn, President and CEO:  
“I am pleased to conclude that the fourth quarter continued the strong trend of improvements that we have seen throughout 
the year. Sales, which are seasonally low in the fourth quarter, were up 6 percent adjusted for exchange rate effects, with the 
largest increases for Americas and Construction. The seasonally generated operating loss was reduced from SEK -308m to -
230m, despite a negative currency impact of SEK -81m, and excluding items affecting comparability. The improvement came 
from Americas where the loss was cut from SEK -146m to SEK -43m, mainly due to continued material cost reductions and 
productivity improvements.  
 
In June 2014 we announced a new organizational structure and also highlighted the risk of impairment. The organization is 
fully implemented as of January 1, 2015 and we have concluded that there was a need for impairment of goodwill of SEK -
767m that was charged to the fourth quarter results.  
 
To briefly sum up the full-year, we have completed the initial step in our profitability improvement program. Operating income 
increased by 47% to SEK 2,358m (1,608) and the corresponding margin rose to 7.2% (5.3), excluding the impairment of 
goodwill. The improvement is a Group-wide effort, thus especially pleasing that all business areas improved their profitability.  
 
More than half of the improvement in the full-year results is attributable to our Accelerated Improvement Program. Main 
improvements relate to mix of products sold and reduced cost of materials. In addition to our own efforts, we enjoyed support 
from favorable weather conditions, early in the season in Europe respectively late in North America.  
 
The Board proposes that the dividend will be increased to SEK 1.65 per share (1.50). The dividend is also proposed to be 
paid in two installments, one third in April and two thirds paid in October, to better match the Group's cash flow profile.  
 
We expect the new brand driven and business model differentiated organization to support growth in the medium and long-
term. For now, we remain in the margin recovery mode, prioritizing margin before sales growth, aiming for 10% operating 
margin by 2016. Focus and execution of the Accelerated Improvement Program to continue to drive margin recovery is the 
Group-wide priority for 2015.”  
 
Fourth quarter 2014  

• Net sales increased to SEK 5,323m (4,707), an increase of 6% adjusted for exchange rate effects.  
• Operating income, excluding impairment of goodwill, improved to SEK -230m (-308), despite negative impact 

from changes in exchange rates totaling SEK -81m.  
• Operating income was charged with an impairment of goodwill amounting to SEK -767m.  

 
Full-year 2014  

• Net sales increased to SEK 32,838m (30,307), an increase of 6% adjusted for exchange rate effects.  
• Operating income, excluding the impairment of goodwill, increased 47% to SEK 2,358m (1,608), corresponding 

to a margin of 7.2% (5.3).  
• Earnings per share amounted to SEK 2.78 (1.60) excluding impairment and SEK 1.44 including impairment.  
• Operating cash flow amounted to SEK 868m (1,813).  
• The board proposes a dividend of SEK 1.65 per share (1.50) for 2014, divided into two payments. SEK 0.55 in 

April and SEK 1.10 to be paid in October.  
 
 
FOURTH QUARTER  
 
Net sales  
 
Net sales for the fourth quarter 2014 increased by 13% to SEK 5,323m (4,707). Adjusted for exchange rate effects, net sales 
for the Group increased by 6%, by 9% for Americas, 7% for Construction and 3% for Europe & Asia/Pacific.  
 



Operating income  
 
Operating income for the fourth quarter was charged with an impairment of goodwill amounting to SEK -767m (see page 3). 
The impairment is disclosed as a Group item that does not affect the business area reporting for 2014. Excluding the 
impairment, operating income improved to SEK -230m (-308).  
 
Changes in exchange rates had a total negative impact on operating income of SEK -81m compared to the fourth quarter 
2013.  
 
Excluding the impairment of goodwill and impact from changes in exchange rates, the improved operating income was mainly 
a result of higher sales volume, reduced direct material costs and improved productivity.  
 
Financial items net  
 
Financial items net amounted to SEK -49m (-125), of which net interest amounted to SEK -73m (-88). The average interest 
rate on borrowings as of December 31, 2014, was 3.5% (4.0%).  
 
Income after financial items  
 
Income after financial items amounted to SEK -1,046m (-433) corresponding to a margin of -19.6% (-9.2). Income after 
financial items, excluding the impairment of goodwill, improved to SEK -279m (-433).  
 
Taxes  
 
Tax for the fourth quarter amounted to SEK 110m (129). The positive tax impact is due to the seasonal negative result. The 
impairment of goodwill is not tax deductible and has thus increased the effective tax rate.  
 
Earnings per share  
 
Income for the period amounted to SEK -936m (-304), corresponding to SEK -1.63 (-0.53) per share. Excluding the 
impairment of goodwill, income for the period improved to SEK -169m (-304).  
 
FULL-YEAR  
 
Net sales  
 
Net sales for 2014 increased by 8% to SEK 32,838m (30,307). Adjusted for exchange rate effects, net sales for the Group 
increased by 6%, for Europe & Asia/Pacific by 5%, for Americas by 7%, and sales for Construction increased by 8%.  
 
Operating income  
 
Operating income for 2014 amounted to SEK 1,591m (1,608). Excluding the impairment of goodwill amounting to SEK -
767m, operating income rose by 47% to SEK 2,358m (1,608) and the corresponding operating margin increased to 7,2% 
(5.3). Operating income and margin was higher for all business areas.  
 
Changes in exchange rates had a total negative impact on operating income of SEK -142m compared to 2013.  
 
Excluding the impairment of goodwill and impact from changes in exchange rates, the increased operating income for the full-
year was mainly a result of higher sales volume, reduced material costs, improved productivity and favorable price/mix.  
 
Financial items net  
 
Financial items net amounted to SEK -325m (-428), of which net interest amounted to SEK -340m (-379).  
Income after financial items  
 
Income after financial items amounted to SEK 1,266m (1,180) corresponding to a margin of 3.9% (3.9). Income after financial 
items, excluding the impairment of goodwill, increased to SEK 2,033m (1,180). 
 
Taxes 
 
Tax amounted to SEK -435m (-264), corresponding to a tax rate of 34% (22) of income after financial items. The higher tax 
rate is mainly explained by the goodwill impairment charge which is not tax deductible. 
 
Earnings per share 



 
Income for the period amounted to SEK 831m (916), corresponding to SEK 1.44 (1.60) per share. Excluding the impairment 
of goodwill, income for the period increased to SEK 1,598m (916). 
 
IMPAIRMENT OF GOODWILL 
 
The values of intangible assets with indefinite life are tested for impairment annually, or more frequently if necessary. An 
impairment loss is recognized with the amount by which the assets net carrying amount exceeds its recoverable amount. The 
recoverable amount of a cash generating unit is determined based on estimates of value in use. Value in use is measured as 
expected future discounted cash flows before tax. 
 
As previously announced, Husqvarna Group established a new brand driven organization for its forest and garden 
operations, which was fully effective as of January 1, 2015. The cash generating units from this date are the new divisions 
(Husqvarna, Gardena, Consumer Brands and Construction) which is why the impairment test has been performed on this 
basis. In previous years, the impairment test has been performed on the former geographical segments (Europe & 
Asia/Pacific and Americas) and Construction, with the conclusion that the recoverable amount exceeded the carrying amount 
of the net assets. 
 
The impairment test shows that the Gardena division cannot defend the carrying amount of its net assets. The impairment of 
goodwill amount to SEK -767m which has been charged to the Group’s result for the fourth quarter 2014. The impairment of 
goodwill has been disclosed as an item affecting comparability. 
 
OPERATING CASH FLOW 
 
Operating cash flow for January - December 2014 amounted to SEK 868m (1,813). Cash flow from operations, excluding 
changes in operating assets and liabilities, increased due to the higher result. Cash flow from changes in operating assets 
and liabilities decreased, mainly as a result of substantial inventory reductions in the previous year. The increase in capital 
expenditure was mainly related to the new manufacturing facility for chainsaw chains in Husqvarna. 
 
FINANCIAL POSITION 
 
Group equity as of December 31, 2014, excluding non-controlling interests, amounted to SEK 12,150m (11,372), 
corresponding to SEK 21.2 (19.9) per share. 
 
Net debt increased to SEK 7,234m (6,659) as of December 31, 2014, of which liquid funds amounted to SEK 2,105m (1,884) 
and interest-bearing debt amounted to SEK 7,504m (7,290), excluding pensions. The major currencies used for debt 
financing are SEK and USD. Net debt decreased by SEK 45m during the year as a result of changes in exchange rates. 
 
The net debt/equity ratio amounted to 0.59 (0.58) and the equity/assets ratio was 41.5% (42.6). 
 
 
On December 31, 2014, non-current borrowings including financial leases amounted to SEK 5,598m (6,408) and current 
borrowings including financial leases to SEK 1,154m (643). Non-current borrowings consist of SEK 3,493m (4,943) in issued 
bonds, and bank loans and financial leases of SEK 2,105m (1,465). The major part of the bonds and bank loans mature in 
2016 - 2018. Defined benefit obligations in key markets have increased as a consequence of falling interest rates. 
 
The Group also has an unutilized SEK 5 bn syndicated revolving credit facility, with maturity in 2019, with an 
option for an additional 1+1 year. 
 
PERFORMANCE BY BUSINESS AREA 
 
New organization and segment reporting as of Q1 2015 
 
As announced on June 13, 2014, Husqvarna Group implemented a new brand driven organization, fully effective as of 
January 1, 2015. The organization includes three global brand divisions for the forest and garden operations; Husqvarna, 
Gardena and Consumer Brands, and the Construction division which is not affected by the reorganization. As a 
consequence, the Group's external business area reporting will be changed accordingly. 
As of the first quarter 2015, the segment reporting will comprise the above mentioned four divisions. 
 
Europe & Asia/Pacific 
 
Net sales for Europe & Asia/Pacific increased by 5% in the fourth quarter. Adjusted for exchange rate effects, net sales 
increased 3%. Sales for the full-year rose by 7%. Adjusted for exchange rate effects sales for the full-year increased by 5%. 
 



Weather in the fourth quarter was largely unfavorable for the season in Europe. Snow blower sales were consequently lower 
than in the corresponding quarter prior year, while other product categories were stable or slightly lower. For the full-year, 
electric products - including robotic lawn mowers - accessories and watering products had the best development. 
 
The operating loss for the fourth quarter amounted to SEK -175m (-147) and the operating margin was -7.2% (-6.4). Changes 
in exchange rates had a negative year-on-year impact of SEK -57m on operating income, while higher sales volume and 
reduced direct material costs had positive impact. 
 
For the full-year, operating income increased by 28% to SEK 1,904m (1,488), and the corresponding margin increased to 
12.0% (10.1). The increase was mainly driven by the higher sales volume, favorable product price/mix driven by good growth 
of Husqvarna branded products, including robotic lawn mowers, in the dealer channel, and reduced direct material costs. 
Changes in exchange rates had a negative year-on-year impact of SEK -37m. 
 
Americas 
 
Net sales for Americas increased by 22% in the fourth quarter. Adjusted for exchange rate effects, net sales increased by 
9%. Sales for the full-year rose by 9%. Adjusted for exchange rate effects sales for the full-year increased by 7%. 
 
Sales in the fourth quarter were higher due to increases mainly in the U.S. and Canada. Favorable winter conditions drove 
demand for snow removal products, resulting in strong growth for snow blowers. 
Over the full-year, sales showed increases in the U.S and Latin America, while sales in Canada declined. Growth was good 
in both of the main categories handheld products and wheeled products. By channel, dealer channel sales had the best 
improvement, growing at double digit pace. 
 
The operating loss for the fourth quarter decreased to SEK -43m (-146) and the corresponding margin recovered to -2.1% (-
8.5), mainly as a result of the higher sales volume, improved productivity and efficiency, as well as lower direct material 
costs. 
 
Operating income for the full-year rose to 340m (30), and the corresponding margin increased to 2.5% (0.2), mainly 
attributable to reduced direct material costs, higher sales volumes and improved productivity. 
 
Changes in exchange rates had a negative year-on-year impact of SEK -23m on operating income in the fourth quarter and 
SEK -86m for the full-year. 
 
Construction 
 
Net sales for Construction increased by 16% in the fourth quarter. Adjusted for exchange rate effects, net sales increased 
7%. Sales for the full-year rose by 11%. Adjusted for exchange rate effects sales for the full-year increased by 8%. 
 
Sales growth in North America continued to be strong as a result of market share gains and favorable market demand in the 
fourth quarter. Sales in Europe also developed positively in the quarter, while sales in the rest of the world declined, mainly 
as a result of a weak Latin America. On a full-year basis, sales increased in all regions, with the best development in North 
America. 
 
Operating income for the fourth quarter increased to SEK 49m (45) and the corresponding operating margin was 6.0% (6.5). 
Higher sales volume and favorable mix was partly offset by higher costs for research and development and increased sales 
resources. For the full-year, operating income rose to SEK 356m (277) and the corresponding margin reached 10.7% (9.2), 
primarily as a result of the higher sales volume and favorable mix. 
 
Changes in exchange rates had a negative year-on-year effect of SEK -2m on operating income in the fourth quarter and 
negative impact of SEK -20m for the full-year. 
 
Tom Johnstone proposed as new Chairman of the Board 
 
Husqvarna AB’s Chairman of the Board, Lars Westerberg, has declined re-election to the Board of Husqvarna AB. The 
Nomination Committee has proposed Tom Johnstone as new Chairman of the Board. Tom Johnstone has served on the 
Board of Husqvarna AB since 2006 and was the President and CEO of SKF AB until December 31, 2014. He is also Board 
member of Investor AB. 
 
The Nomination Committee will in due time before the AGM 2015 prepare further proposals, including proposals for the 
Chairman of the AGM, Board members, remuneration for Board members and auditor, and to the extent deemed necessary, 
tasks for and the composition of the Nomination Committee for the AGM in 2016. 
 
MANAGEMENT CHANGES 



 
As of November 2014, Frida Norrbom Sams, Executive Vice President and Head of EMEA, left the Group. 
 
In January 2015, Jan Ytterberg, currently Chief Financial Officer of Scania Group, was appointed Senior Vice President and 
Chief Financial Officer of Husqvarna Group, replacing Ulf Liljedahl who, as previously communicated, will leave the Group for 
an external position at the end of February. Jan will assume his new position during the second quarter. 
 
PARENT COMPANY 
 
Net sales in 2014 for the Parent Company, Husqvarna AB, amounted to SEK 11,453m (10,442), of which SEK 8,923 (8,032) 
referred to sales to Group companies and SEK 2,530m (2,410) to external customers. 
 
Income after financial items amounted to SEK 985m (1,112). Income for the period was SEK 779m (911). Investments in 
tangible and intangible assets amounted to SEK 658m (582). Cash and cash equivalents amounted to SEK 166m (89) at the 
end of the quarter. Undistributed earnings in the Parent Company amounted to SEK 17,506m (17,461). 
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14) GENERAC REPORTS FOURTH QUARTER AND FULL-YEAR 2014 RESULTS 
 
Home standby shipments exceed internal expectations and drive sequential quarterly sales improvement in residential 
products, as increased sales from C&I products further diversifies business 
 
WAUKESHA, Wis.-- Feb. 11, 2015-- Generac Holdings Inc., a leading designer and manufacturer of power generation 
equipment and other engine powered products, today reported financial results for its fourth quarter and full-year 
ended December 31, 2014. Additionally, the Company initiated its outlook for 2015. 
 
Fourth quarter 2014 Highlights 
 

 Net sales increased by 7.4% to $404.0 million as compared to $376.2 million in the prior-year fourth quarter. 
o Commercial & Industrial (C&I) product sales increased 17.1% to $185.0 million as compared to $157.9 

million in the fourth quarter of 2013. The increase in sales was primarily driven by strength in oil & gas 
markets and the contributions from recent acquisitions, partially offset by a decline in shipments to certain 
telecom customers. 

o Residential product sales declined slightly to $194.9 million from $199.1 million for the fourth quarter of 2013, 
as the current-year quarter faced a strong prior-year comparison that still benefited from the afterglow period 
of demand from Superstorm Sandy. Residential product sales for the fourth quarter of 2014 improved 6.1% 
on a sequential basis from $183.7 million in the third quarter of 2014. 

 Net income during the fourth quarter of 2014 was $49.4 million, or $0.70 per share, as compared to $48.5 million, 
or $0.69 per share, for the same period of 2013. Adjusted net income, as defined in the accompanying reconciliation 
schedules, was $68.4 million, or $0.98 per share, as compared to $77.5 million, or $1.11 per share, in the fourth 
quarter of 2013. 

 Adjusted EBITDA, as defined in the accompanying reconciliation schedules, was $92.2 million as compared 
to $103.6 million in the fourth quarter last year. 

 Cash flow from operations in the fourth quarter of 2014 was $110.5 million as compared to $104.7 million in the prior 
year quarter. Free cash flow, as defined in the accompanying reconciliation schedules, was a quarterly record 
of $98.5 million as compared to $88.2 million in the fourth quarter of 2013. 

 Total liquidity at December 31, 2014 was strong with cash and cash equivalents of $189.8 million and 
approximately $150 million available on the Company’s ABL revolving credit facility. Total net debt to adjusted 
EBITDA, as defined in the accompanying reconciliation schedules, at the end of the fourth quarter was 2.7 times. 
 

Full-Year 2014 Highlights 
 

 Net sales were $1.461 billion during 2014 as compared to $1.486 billion in 2013. 
o Residential product sales were $722.2 million as compared to $843.7 million in the prior year. The prior year 

benefited from approximately $140 million in incremental shipments as a result of satisfying the extended 



lead times that resulted from Superstorm Sandy, which did not repeat during 2014. Excluding this benefit in 
the prior year, residential product sales increased approximately 3%. 

o Commercial & Industrial product sales increased 14.4% to $652.2 million as compared to $569.9 million in 
2013. The increase was primarily due to the contributions from recent acquisitions along with strength in oil & 
gas markets, partially offset by reduced capital spending with certain telecom customers and overall softness 
within Latin America. 

 Net income during 2014 was $174.6 million, or $2.49 per share, as compared to $174.5 million or $2.51 per share for 
2013. Adjusted net income was $234.2 million, or $3.34 per share, as compared to $301.7 million, or $4.33 per 
share, in 2013. 

 Adjusted EBITDA for 2014 was $337.3 million as compared to $402.6 million last year. 

 Cash flow from operations during 2014 was $253.0 million as compared to $259.9 million in the prior year. Free cash 
flow was $218.3 million as compared to $229.2 million in 2013. 

 The Company acquired Pramac America, LLC in early September, resulting in the ownership of the Powermate trade 
name and the right to license the DeWalt brand name for certain residential engine powered tools. In addition, the 
Company acquired MAC, Inc. and its related entities in early October, a leading manufacturer of premium-grade 
commercial and industrial mobile heaters within the U.S. and Canada. 

 Uses of cash during 2014 included $34.7 million for capital expenditures, $61.2 million related to acquisitions 
and $87.0 million for the pre-payment of term loan debt, including a $25.0 million payment made during the fourth 
quarter. 
 

“Home standby generator sales exceeded our expectations during the fourth quarter, with activation rates proving to be 
resilient as we leveraged our innovative sales and marketing techniques to help create awareness for the product category in 
a below-normal power outage environment,” said Aaron Jagdfeld, President and Chief Executive Officer. “For full-year 2014, 
organic sales improved over 2013 when excluding the approximately$140 million sales headwind in the prior year from Super 
Storm Sandy, allowing us to hold a new and higher baseline of demand despite certain of our end markets performing below 
our expectations during the year.  
 
In addition, the revenue base for our C&I products continued to increase in scale during 2014, and now represents nearly half 
of our total sales. We also once again generated a strong level of free cash flow, generating over$200 million for the third 
consecutive year. We enter 2015 as a more diversified company, with a strong balance sheet and free cash flow generation 
capability that provide us the flexibility to drive our Powering Ahead strategic plan forward.” 
 
Additional Fourth Quarter 2014 Highlights 
 
Residential product sales for the fourth quarter of 2014 improved on a sequential basis to $194.9 million from $183.7 
million in the third quarter of 2014, primarily driven by a solid increase in home standby generators. Residential product sales 
declined slightly on a year-over-year basis from $199.1 million for the fourth quarter of 2013, which was a strong prior-year 
comparison that still benefited from the afterglow period of demand from the one-year anniversary of Superstorm Sandy. 
Also, the fourth quarter of 2014 continued to experience a power outage severity environment that remained well below 
normalized levels. These factors resulted in a modest year-over-year decline in both home standby and portable generator 
sales. 
 
C&I product sales for the fourth quarter of 2014 increased 17.1% to $185.0 million as compared to $157.9 million for the 
comparable period in 2013. The improvement was driven primarily by strength in oil & gas shipments and contributions from 
recent acquisitions, which was partially offset by a decline in telecom shipments resulting from reduced capital spending by 
certain customers. 
 
Gross margin for the fourth quarter of 2014 was 34.3% compared to 38.7% in the prior-year fourth quarter. The decline was 
driven by the combination of a higher mix of organic C&I product shipments, the impact from recent acquisitions, and a 
temporary increase in certain costs associated with the slowdown of activity in west coast ports as well as other overhead-
related costs. 
 
Operating expenses for the fourth quarter of 2014 increased $4.8 million, or 8.9%, as compared to the fourth quarter of 2013. 
The increase was driven by the addition of recurring operating expenses associated with recent acquisitions, a more 
favorable adjustment to warranty reserves in the fourth quarter of 2013 as compared to the current year, and increased 
marketing and advertising expenses. 
 
2015 Outlook 
 
The Company is initiating guidance for 2015 with net sales expected to increase in the low-to-mid-single digit range as 
compared to the prior year. This top-line guidance assumes no material changes in the current macroeconomic environment 
and no major power outage events during 2015, but does assume a more normalized baseline level of power outage severity 
during the year.  
 



Adjusted EBITDA margins are expected to be approximately 23.5% to 24.0%, an improvement compared to 23.1% for 2014. 
Free cash flow generation is expected to remain strong in 2015 and grow from prior-year levels due to an attractive margin 
profile, low-cost of debt, favorable tax attributes and capital-efficient operating model. 
 
“We remain excited about the numerous secular growth opportunities for our products, including the substantial penetration 
opportunity that exists for residential and light commercial standby generators,” continued Mr. Jagdfeld. “While the near-term 
outlook in certain end-market verticals such as telecommunications and oil & gas point to softer demand, we are optimistic 
about the long-term need for our products used in these applications, as well as the opportunity to increase our share of the 
C&I market through our recently expanded product offering.  
 
In addition, we believe the overall secular shifts in the market toward natural gas generators and the rental of mobile power 
equipment remain in place. With our strong liquidity, we are confident in our ability to continue to invest in the future growth of 
the business, both organically and through acquisitions, while also further executing our diversification and international 
expansion strategies.” 
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15) THE TORO COMPANY REPORTS RECORD FIRST QUARTER FISCAL 2015 RESULTS 
 

 First quarter sales increase 6.3 percent to $474.2 million 

 Net earnings per share for the first quarter up 23 percent to $0.54 

 Company well-positioned for spring selling season with innovative product line-up 

 Full-year earnings guidance raised 
 
BLOOMINGTON, Minn.-- Feb. 19, 2015-- The Toro Company today reported net earnings of $31 million, or $0.54 per share, 
on a net sales increase of 6.3 percent to $474.2 million for its 2015 first quarter ended January 30, 2015. In the comparable 
fiscal 2014 period, the company delivered net earnings of $25.9 million, or $0.44 per share, on net sales of $446 million. 
 
“We are pleased to deliver record results for the quarter, which was not only the first of our fiscal year but also the first to 
include the BOSS® professional snow and ice management products as part of our expanded professional portfolio,” said 
Michael J. Hoffman, Toro’s chairman and chief executive officer.  
 
“We are encouraged by the execution in that business and the sales it contributed to the quarter. Our integration efforts are 
progressing well and we continue to be optimistic about the prospects for future growth. Looking across our other 
professional businesses, shipments of worldwide golf and grounds equipment, landscape contractor turf equipment and 
rental products all increased in the quarter due to strong channel and retail demand for our innovative and productivity-
enhancing offerings, helping to drive the double-digit revenue growth for that segment.” 
 
“On the residential side of our business, we faced difficult first quarter comparisons due to last year’s early and abundant 
snowfalls that helped drive strong segment performance,” continued Hoffman. “This year, the robust pre-season demand that 
began in the second half of our 2014 fiscal year continued early in the quarter, but in-season demand was curtailed by a lack 
of snow events. The recent snowstorms that hit the Northeast and parts of Midwest at the end of our quarter, and are 
continuing to date, have helped to spur demand, drive retail sales, right-size field inventories and position us well for the pre-
season next fall. All in, this is proving to be another successful snow season for us and one that helped our residential first 
quarter results, which otherwise were challenged by lower shipments of residential zero turn riding mowers due to supply 
inefficiencies and the ramp up of production of our highly anticipated new platform, as well as unfavorable currency exchange 
rates.” 
 
“As we look ahead to our three key remaining tradeshows and beyond to our primary selling season, we believe we are well-
positioned with a suite of new and innovative products that will help to drive retail sales and increase our market share across 
our businesses.  
 
For example, at the Golf Industry Show next week, our Reelmaster® hybrid fairway mower and INFINITY® golf sprinklers are 
just two of the many new and enhanced products that will attract the attention of worldwide golf customers as they visit our 
booth and make equipment and irrigation selections for use in the development and renovation of golf courses.  
 



At the Rental Show, which also is next week, we expect that the momentum from double-digit industry growth in 2014, 
combined with the excitement we expect to generate with the introduction of new products including our all-new Dingo® 
compact utility loader, will help to drive rental customer orders.  
 
Finally, in March, BOSS will exhibit at the NTEA Work Truck Show and unveil several new products and features that will 
further evidence its innovation leadership in the professional snow and ice management market.” 
 
“With our peak selling season still in front of us, we are optimistic and hopeful that Mother Nature will deliver more normal 
spring conditions after two consecutive years in which it basically showed up in time to transition to the summer growing 
season. That said, we are mindful of the challenges our businesses and customers could face if, among other things, we 
encounter unfavorable swings in economic conditions, additional currency pressure or continued supply inefficiencies or 
disruptions resulting from U.S. West Coast port labor issues. We remain flexible and prepared to make adjustments across 
the enterprise as necessary and will continue to maintain our focus on the things we can control—investing in product 
innovation, delivering excellent customer service and executing in our markets.” 
 
The company continues to expect revenue growth for fiscal 2015 to be about 8 to 10 percent, and now expects net earnings 
per share to be about $3.35 to $3.45. For the second quarter, the company expects net earnings per share to be about $1.58 
to $1.63. 
 
SEGMENT RESULTS 
 
PROFESSIONAL 
 
Professional segment net sales for the first quarter totaled $339.7 million, up 15 percent from $295.5 million in the same 
period last year. The addition of the BOSS snow and ice management products to our professional portfolio helped to drive 
sales growth for the quarter. Worldwide golf and grounds sales increased on strong channel and retail demand for turf 
equipment. Sales of landscape maintenance equipment also grew with continued demand for our professional zero turn 
riding and walk-behind mowing platforms. Somewhat offsetting these increases were unfavorable currency exchange rates 
and lower international micro-irrigation sales primarily due to unfavorable economic conditions. Professional segment 
earnings for the first quarter totaled $55.7 million, up 17.3 percent from $47.5 million in the same period last year. 
 
RESIDENTIAL 
 
Residential segment net sales for the first quarter were $134.7 million, down 8.7 percent from $147.6 million in the same 
period last year. This decrease primarily was due to lower shipments of residential zero turn riding mowers resulting from 
supply inefficiencies and the ramp up of production of our highly anticipated new platform that offers either dual lever or 
steering wheel controls, as well as lower international sales of residential products due to unfavorable currency exchange 
rates and weather conditions in Australia. Somewhat offsetting these decreases were higher pre-season domestic sales of 
walk power mowers due to expanded channel placement and increased demand for our innovative product line-up, including 
the new all-wheel drive model. Sales of our residential snow thrower products also were up modestly. Residential segment 
earnings for the first quarter were $13.7 million, down $4.4 million from $18.1 million the same period last year. 
 
OPERATING RESULTS 
 
Gross margin as a percent of sales for the first quarter was 35.6 percent, a decrease of 110 basis points from the same 
period last year. This decrease primarily was due to the purchase accounting impact of the BOSS acquisition and 
unfavorable currency exchange rates, somewhat offset by favorable segment mix. 
 
Selling, general and administrative (SG&A) expense as a percent of sales for the first quarter was 26.2 percent, a decrease 
of 140 basis points from the same period last year. This decrease was due to lower expense as a percent of sales across 
various expense categories, including warranty, warehousing, administrative and incentive expenses. 
 
First quarter operating earnings as a percent of sales were 9.4 percent, compared to 9.1 percent for the same period last 
year. 
 
First quarter interest expense was $4.7 million, up $1 million from the same period last year, primarily due to the additional 
long-term debt issued in connection with the BOSS acquisition. 
 
The effective tax rate for the first quarter was 26.3 percent, compared to 33.2 percent in the same period last year, primarily 
due to the retroactive reenactment of the domestic research tax credit for calendar year 2014. 
 
Accounts receivable at the end of the first quarter totaled $205.3 million, up 2.7 percent from the same period last year. Net 
inventories were $364.4 million, up 19.5 percent from the same period last year. Trade payables were $195.6 million, up 1.5 
percent from the same period last year. 



 
About The Toro Company 
The Toro Company is a leading worldwide provider of innovative solutions for the outdoor environment, including turf, snow 
and ground engaging equipment and irrigation and outdoor lighting solutions. With sales of $2.2 billion in fiscal 2014, Toro’s 
global presence extends to more than 90 countries. Through constant innovation and caring relationships built on trust and 
integrity, Toro and its family of brands have built a legacy of excellence by helping customers care for golf courses, 
landscapes, sports fields, public green spaces, commercial and residential properties and agricultural fields. 
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16) Outdoor Power Equipment and Engine Service Association 

 2014 – 2015 OPEESA Officers and Board of Directors 

 

Fname Lname Company  Position/Term 

Ron Monroe Hayward Distributing Co.  

4061 Perimeter Drive  

Columbus  OH  43228 

 President  

Jeff Plotka Precision Work 

75 Harbor Road  

Port Washington  NY11050 

 Vice President Annual 

Meeting 

Steve Purdy Oscar Wilson Engine & Parts 

826 Lonestar Drive  

O’Fallon, MO  63366 

 Sec/Treasurer 

Todd Winstead Tidewater Power Equipment 

5796 Thurston Ave.  

Virginia Beach  VA   23455 

 Past President 

Ted  Finn Gardner, Inc.  

3641 Interchange Road  

Columbus, OH   43204 

 2015 

David Dollard KPM Exceptional 

926 Route 46 

PO Box N   

Kenvil, NJ   07847 

 2015 

Mark DeShetler Florida Outdoor Equipment 

2691 Dardanelle Drive  

Orlando, FL   32808 

 2015  

Michael Rickey American Honda Motor Co.  

4900 Marconi Drive  

Alpharetta,  GA   30005 

 2015 
Manufacturer/ Affiliate Rep. 

Kevin Parker Sheffield Financial 

6010 Golding Center Dr 

Winston-Salem  NC  27103 

PO Box 1704  

Winston-Salem, NC  27102 

 2016 
Manufacturer/ Affiliate Rep. 

Lucas Mezzenga RBI Corporation  

10201 Cedar Ridge Dr. 

Ashland,  VA  23005 

PO Box 9318  

Ashland, VA   23227 

 2017 

Todd Bohon Power Tool Co.  

1709 Lamons Lane 

PO Box 5987  

Johnson City, TN   37602 

 2017 

Nancy Cueroni OPEESA 

37 Pratt Street 

Essex  CT  06426-1159 

 Executive Director 
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