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Forward-Looking Statements:
Forward-looking statements contained in this and other written and oral reports are made based 
on known events and circumstances at the time of release, and as such, are subject in the 
future to unforeseen uncertainties and risks. All statements regarding future performance, 
earnings projections, events or developments are forward-looking statements. It is possible that 
the future performance and earnings projections of the company and individual segments may 
differ materially from current expectations, depending on economic conditions within its mobile, 
industrial and aerospace markets, and the company's ability to maintain and achieve 
anticipated benefits associated with announced realignment activities, strategic initiatives to 
improve operating margins, and growth, innovation and global diversification initiatives. A 
change in economic conditions in individual markets may have a particularly volatile effect on 
segment results. Among the other factors which may affect future performance are: changes in 
business relationships with and purchases by or from major customers or suppliers, including 
delays or cancellations in shipments or significant changes in financial condition; uncertainties 
surrounding timing, successful completion or integration of acquisitions; threats associated with 
and efforts to combat terrorism; uncertainties surrounding the ultimate resolution of outstanding 
litigation; competitive market conditions and resulting effects on sales and pricing; increases in 
raw material costs that cannot be recovered in product pricing; the company's ability to manage 
costs related to employee retirement and health care benefits and insurance; and global 
economic factors, including manufacturing activity, air travel trends, currency exchange rates, 
difficulties entering new markets and general economic conditions such as inflation, interest 
rates and credit availability. The company makes these statements as of the date of this 
disclosure, and undertakes no obligation to update them.
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Two Topics We Will Cover Today

1. Parker’s current performance

2. Are we ready for any further recession?



4

Pneumatics Process Control Sealing & Shielding

Refrigeration

HydraulicsFiltration Fluid Handling

Aerospace Electromechanical

World Leading Technologies
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Record sales
Record operating margin %
Record earnings
Record ROS
Record EPS
Record cash flow from operations

FY08 Results

Record Results!
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Consistent Long-term Sales Growth

13.3% Growth in FY08
4.8% Organic
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Strong Operating Income Growth

$1,707

$1,484

$1,255

$1,009

$681

$0

$200

$400

$600

$800

$1,000

$1,200

$1,400

$1,600

$1,800

2004 2005 2006 2007 2008

Fiscal Year

in
 m

ill
io

ns

24% increase

18% increase

48% increase

15% increase

5-Year CAGR - 29%



8

FY06 FY07 FY08 FY08 FY09

Industrial North America 15.0% 14.7% 14.3% 15.4% 14.5%

Industrial International 12.2% 13.7% 15.8% 16.7% 16.6%

Aerospace 14.7% 16.0% 13.6% 13.4% 14.2%

Climate and Industrial Controls 8.5% 7.7% 5.7% 6.1% 6.1%

Total Parker 13.4% 13.8% 14.1% 14.8% 14.6%

1st QuarterTotal Year

Operating Margins

International Margins > North American Margins



9

10
6 75

83

10
1 16

1

$-

$200

$400

$600

$800

$1,000

$1,200

$1,400

1999 2000 2001 2002 2003 2004 2005 2006 2007 2008

Cash from Oper. Activities Discretionary Pension Contributions

10-Year CAGR - 15%

N
et

 c
as

h 
pr

ov
id

ed
 b

y 
op

er
at

in
g 

ac
tiv

iti
es

(In
 m

illi
on

s)

10.9% of Sales

Cash Flow is Strong
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*Among   
the top 5 
longest-
running 
dividend
increase 
records in 
the S&P 
500 index.
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Strong ROIC
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Total Shareholder Returns
(Annual Equivalent)

Parker Delivers Strong Returns
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Recent Acquisitions – A Key to Growth
Annualized

Sales

$983M
DENQUIP

Metalcrom
$256MINDIA

$546M

FY06

FY07 

FY08

Total $2.3B

FY09 YTD $515M

EmiTherm
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Parker’s New Order Rates

Excludes acquisitions & currency
3-month year-over-year total dollar comparisons, except Aerospace

Aerospace is calculated using a 12-month moving average
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Are we ready for a Recession?

Our readiness started with the Win Strategy 
Improvements beginning in 2002

Recession Planning
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Goals #1 Premier
Customer Service

Financial
Performance

Profitable
Growth
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Internal

Acquisitions Globalization
♦Delivery of Quality 

Products on Time

♦Value Added Services

♦Best Systems-PHconnect

♦ Suppliers ⇒ STRATEGIC
PROCUREMENT

♦Operation ⇒ LEAN

♦ Customers ⇒ STRATEGIC
PRICING

♦ European Initiatives

♦

♦ Innovative Products

♦ Systems Solutions

♦ Strong Distribution

Vision The #1 Motion & Control Company

Empowered Employees

Win Strategy
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Goals #1 Premier
Customer Service

Financial
Performance

Profitable
Growth

S
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T
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S

Internal

Acquisitions Globalization
♦Delivery of Quality 

Products on Time

♦Value Added Services

♦Best Systems-PHconnect

♦ Suppliers ⇒ STRATEGIC
PROCUREMENT

♦Operation ⇒ LEAN

♦ Customers ⇒ STRATEGIC
PRICING

♦ European Initiatives

♦

♦ Innovative Products

♦ Systems Solutions

♦ Strong Distribution

Vision The #1 Motion & Control Company

Empowered Employees

Still Our #1 Goal
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On-Time Delivery
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#1 Premier
Customer Service
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Stretch Goal <400 RPPM

Stretch Goal <50 RPPM

Quality is a huge customer differentiator…significant cost savings

Customer Quality
Rejected Parts Per Million (RPPM)

48% Reduction



20

Goals #1 Premier
Customer Service

Financial
Performance

Profitable
Growth

S
T
R
A
T
E
G
I
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S

Internal

Acquisitions Globalization
♦Delivery of Quality 

Products on Time

♦Value Added Services

♦Best Systems-PHconnect

♦ Suppliers ⇒ STRATEGIC
PROCUREMENT

♦Operation ⇒ LEAN

♦ Customers ⇒ STRATEGIC
PRICING

♦ European Initiatives

♦

♦ Innovative Products

♦ Systems Solutions

♦ Strong Distribution

Vision The #1 Motion & Control Company

Empowered Employees

Goal #2
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Financial
Performance

Are Parker’s plants ready 
for a Recession?

Lean Enterprise



22

125 130 132 135

154
168

174
189

204

100

120

140

160

180

200

220

FY00 FY01 FY02 FY03 FY04 FY05 FY06 FY07 FY08

Sales/Employee
000’s

With annualized acquisition volume

Record

Financial
Performance Productivity



23

12.7%
12.3%

12.3%

14.5%15.7%

16.8%
15.8%

13.4%
12.6%

13.5%

14.5%
14.0%

15.7%
16.2%

17.1%

16.5%

17.1%

17.9%

19.1%

16.9%

18.0%

17.3%

17.7%

12.6%

13.5%

12.6%
12.3%

13.0%

12.2%

11.8%

12.1%

13.2%

10.0%

12.0%

14.0%

16.0%

18.0%

20.0%

FY01 FY02 FY03 FY04 FY05 FY06 FY07 FY08 FY09

Inventory % to Sales

Goal = 10%

Financial
Performance



24

4.6%
4.3%

5.6%

3.4%

2.5%
2.0% 1.9% 2.1% 2.2% 2.3%

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

6.0%

FY99 FY00 FY01 FY02 FY03 FY04 FY05 FY06 FY07 FY08

FY08 annual depreciation:  2.1%

Financial
Performance Capital Expenditures as a 
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Financial
Performance
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Cyclicality Analysis
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Cyclicality

P&L Segmentation Dream Coat 
Reports

Workforce & Cost Controls Sensitivity Action Plans at 
various Sales Reductions

Market Segmentation Growth into less Cyclical 
Markets

% Outsourced 02 Today
20% 40-50% range

North America Margin PerformanceNorth America Margin Performance
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Goals #1 Premier
Customer Service

Financial
Performance

Profitable
Growth
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♦Delivery of Quality 
Products on Time

♦Value Added Services

♦Best Systems-PHconnect

♦

♦ Innovative Products

♦ Systems Solutions

♦ Strong Distribution

♦ Suppliers ⇒ STRATEGIC
PROCUREMENT

♦Operation ⇒ LEAN

♦ Customers ⇒ STRATEGIC
PRICING

♦ European Initiatives

Vision The #1 Motion & Control Company

Empowered Employees

Internal

Acquisitions Globalization

Goal #3
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Geography & Market Diversification

Better prepared for a slowdown

Profitable
Growth
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Industrial Revenues are More Balanced 

FY2008

FY2002

Industrial 
International

31%
Industrial 

North
America

69%

Industrial 
North

America
46%

Industrial 
International

54%

GlobalizationProfitable
Growth
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Industrial Operating Income is More Balanced

FY2008

FY2002

Industrial 
International

30%

Industrial 
North

America
70%

Industrial 
North

America
44%

Industrial 
International

56%

Profitable
Growth Globalization
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Profitable
Growth

- Expanding International Footprint to Service Customers

Expanding Inspection/Testing Capabilities - 2008
Japan

New Filter Plant - 2008
Thailand

2nd Incubator & Mobile – 2008
Systems Engineering Center

Korea

New Hose & Fitting Plants - 2008
China

Expansion of Incubator - 2009
India
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Uniquely Positioned to Address Global Challenges

Energy

Water

Disease

Education

Democracy

PopulationPoverty

Food

Environment

Terrorism/War
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Profitable
Growth

Expanding into Less Cyclical 
Growth Markets

• SSD Drives
• Scan Subsea 
• Cabett
• Texas Thermowell

• Energy recovery vehicles
• Fuel cells
• Electrohydraulic actuation
• Emission friendly valves
• Emission controls
• Emission sealing
• Gas detection
• Fluid / gas distribution
• Power efficiency
• Power generation
• Nuclear power
• Wind power
• Solar power
• Wave power
• Oil & Gas

Energy
Market Organic Growth Acquisitions
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Parker Hybrid Hydraulic Programs

Parker Hybrid Refuse Truck

Initial Waste Management Field Test Completed

MPG’s Increased by 40% – 80%

Outstanding Operator Acceptance

Launch Planned for Nov 2010

Global Market Size $600 M
Field Trials – Ft Worth, TX

Field Trials – Pontiac, MI

Parker Hybrid Delivery Vehicle

Initial FedEx Field Test Completed

MPG’s Increased by 30% – 45%

Superior Vehicle Drivability

Launch Planned for Aug 2010

Global Market Size $2.70 B

Profitable
Growth
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Profitable
Growth

Expanding into Less Cyclical 
Growth Markets

• domnick hunter
• Mitos
• Kay Pneumatics
• HTR Holdings
• Rectus
• Porter Instruments
• Texloc Page
• Hargraves

• Fluidics
• Filtration
• Ventilator pneumatics
• Oxygen generation
• Nitrogen generation
• Drug delivery systems
• Anesthesia systems
• Biomass disposal

Life
Sciences

Market Organic Growth Acquisitions
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• Delights the customer

• Provides optimal 
solution

• Difficult to copy

• Locks in MRO

Profitable
Growth Systems Solutions



38

Profitable
Growth

12,000 Worldwide Distributor Locations

Distribution…

- Parker Distributors - Best in Class
- Less cyclical, higher margins

Strong Distribution
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New Product 
Commercialization

Solution
Selling

Strategic
Marketing

Creating ValueCreating Value Selling ValueSelling ValueIdentifying 
Opportunities
Identifying 
Opportunities

Market (Customers)

Profitable
Growth Disciplined Business Development 

Process
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HydraulicsFlight Control Fuel Systems Other*Inerting Systems

$3 Billion $2 Billion $1 Billion $2 Billion

*Includes: Fluid, Pneumatics, 
MRO, and Wheels & Brakes

$2 Billion

Representative Customers

Profitable
Growth New Product Wins

$10 Billion in Aerospace Contract Wins
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Parker’s Value Proposition

Acquisitions

Systems

2+2+2 process to capture 600bp 
margin improvement

Systems selling on Industrial and Aerospace 
platforms ($10 billion in contracts) 

Innovation Winovation driving 4% incremental 
high-margin growth 

Lean

Channel

Enterprise-wide lean delivering 
continuous productivity improvement

One new distribution location per day

Globalization Over 50% of growth from international
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Parker continues to transform itself 
and has the results to prove it.

The Key Take-away
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Untapped Potential

The World Leader in Motion and Control


