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Q&A and Closing Wolfgang Dangel,  
Helios Technologies, President & CEO 

 
Karen Howard:  Good morning, everyone.  We are going to get started.  First of all, let me introduce 
myself.  I know most of you, but for those of you who don't know me, my name is Karen Howard and 
I handle investor relations for Helios Technologies.  We are thrilled to have you here; those of you 
who are here with us live, as well as those who are joining us on the webcast.  Thanks so much for 
taking your time to join us. 
 
I'll quickly walk through the agenda, which I have on the board here and which is the first page within 
the booklets that are at each of your places.  Wolfgang's going to get things started.  He will introduce 
the rest of the team members who are here today and he will also go over our goals for this morning 
and a general introduction for you to Helios Technologies.  After that, we will be talking about Faster.  
We have one of our key representatives from Faster, Joel Edwards, here with us this morning to 
speak with you and following that, we will have a presentation on Enovation Controls.  And, I just do 
want to point out, there was one minor change on the agenda in your book that indicates Jinger 
McPeak was scheduled to present.  Unfortunately, she became ill and wasn't able to join us today.  
But, we've got a great pinch hitter in Rick Martich.   
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After that, we will have a brief mid-morning break.  There will be refreshments out in the foyer area 
here for you.  That's at about 10:10, or so, if we stay pretty close to schedule.  Then we will reconnect 
here with Gary Gotting in a presentation on what many of you know as the traditional Sun Hydraulics 
business.  And finally, we will finish up with Tricia Fulton and a financial overview.  And then, we left 
plenty of time for Q&A so, please, I ask you to save your questions until the end.  We will take 
questions both in the room, as well as on the webcast.  Those of you who are listening in, you'll be 
able to type in questions on the webcast so we welcome those, as well. 
 
Also, I want to remind you we have product displays out in the foyer area, so please check those 
out.  I think a lot of times, touching and feeling products really helps you to understand the nature of 
it.  We will be happy, especially our technical folks who are here with us this morning, to talk to you 
about the products and the applications and things, so you can look at them live. 
 
Finally, without much further ado, let me switch over here as we get things started.  I do want to point 
out that we may make some forward looking statements, of course, during the course of our 
presentation here this morning, as well as during the Q&A.  Please be aware of that and cognizant 
of our Safe Harbor Statement.  And without further ado, I will ask Wolfgang Dangel to come up here 
and get our presentation going.  Thanks again, everyone. 
 
Wolfgang Dangel:  Thank you, Karen.  Good morning, everybody, good to see you. I see a lot of 
familiar faces here, but also some new faces which is very much appreciated.  Thank you very much 
for showing an interest in Helios Technologies and thank you very much for taking the time to come 
to New York today.   
 
I start off by introducing you to the team that will present today.  We have Tricia Fulton with me.  
Many of you know Tricia has been the CFO for quite some time.  We then have Joel Edwards.  Joel 
is the Senior Vice President and General Manager of Faster.  He is leading the North American 
Faster business, which contributes about 40% of global revenue.  And then we have Rick Martich 
with us.  Karen mentioned that, unfortunately, Jinger fell ill so she couldn't attend.  Rick is the Vice 
President in charge of Global Operations at Enovation Controls.  Rick was here with us last year, 
some of you know him.  A couple of you have been to Tulsa, taking a look at the very impressive 
facilities there.  Last but not least, we have Gary Gotting with us.  Gary Gotting, a veteran in the 
industry, he is the Global Lead for Product Management and Marketing at Sun Hydraulics. 
 
These are today's takeaways we want to cover here, and I want to point out a couple of things.  We'll 
talk a lot about how we want to advance our global technology leadership position.  First, from an 
organic perspective, how we've broadened the existing product and solutions portfolio.  We will also 
talk about our strategy for penetrating geographic areas.  I have been talking to you on a lot of 
occasions over the last two and a half years about white spots.  There are many geographies that 
we do not adequately cover at this point in time, and we will discuss that in length.  Next, we talk 
about acquiring strategically complimentary businesses, some of them we have already acquired, 
and as you know, an integral part of the strategy will be to acquire additional businesses between 
now and 2025, in strict alignment with the Vision 2025.  Last, but not least, in that section we want 
to cover how we achieve the synergies amongst the existing and the acquired businesses.  

We will talk about our near-term focus on margin expansion.  We have grown substantially over the 
last two years.  Our 2017 revenue was up more than 70% over 2016, and so far through the first half 
of 2018, our revenue is up more than 35% over the first half of 2017.  All year already, and going 
into 2019, we are dedicating more attention to margin expansion, so we want to introduce you to a 
couple of actions and initiatives. 
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We will talk in the context of in the region, for the region.  We will discuss how we plan to expand our 
capacity for global coverage of the market place, referred to here as regional customer service.   
 
Lastly we will talk about deployment of the capital structure, how we focus on capital allocation, the 
goals and some of the working capital initiatives that we began putting in place earlier this year.   
Hopefully  by 1:00 this afternoon, when you walk out of here after lunch, that you have a pretty good 
idea and grasp of those takeaways. 
 
Let me start off with a snapshot and a look back to 2017.  This is a chart many of you have seen.  
Let me draw your attention to the center section of the chart here.  We go back one year, so we were 
a company generating about $340 million in total revenue, consisting of an electronics business, 
Enovation Controls, and of our legacy hydraulics business, namely, cartridge valve technology, of 
$112 and $231 million, respectively. That was one year ago.  We felt pretty comfortable that by 2025, 
we could double this business, organically, to $200 million in revenue on the electronics side and, 
roughly, $450 million on the hydraulics side. 
 
That left us with an incremental gap of 350 million to get to the $1 billion target by 2025.  When we 
take a closer look here at the development of profitability over time, we added here, this column of 
2005, where we had a $117 million hydraulics business, a cartridge valves business, and we were 
able, between 2005 and 2017, to add about 650 bps to adjusted operating margin. 
 
On the very bottom of the chart, you see the metric floors that we put in place when we published 
Vision 2025, in Q4 of 2016.  Along with getting to a billion in revenue, our goal has always been to 
exceed, from a profitability perspective, operating margin greater than 20%, and exceed an EBITDA 
margin of 24%.  Over the last two or three years, we have been operating about two to two and a 
half percentage points higher than the floor. 
 
I take the same picture, and move forward to 2018.  In the middle section of the chart, you see pro 
forma numbers for 2018 and you see that we have made significant inroads towards the $1 billion 
revenue goal.  On a pro forma basis, this year, we're looking at around $585 million in revenue.  That 
is broken down, if you look at the pre-Faster Hydraulics segment of around $310 million for cartridge 
valve technology, which would encompass the latest acquisition of Custom Fluidpower in Australia 
of roughly $44 to $45 million, and $150 million in revenue coming from Faster. This is dependent 
upon exchange rates so it could be between $145 and $150 million roughly. Combining the $310 
and the $150 makes up our Hydraulics segment. 
 
The Electronics business has further grown to $125 million in revenue.  To refresh your memory, 
when we acquired the Electronics business in December of 2016, 22 months ago, we acquired a 
business that generated $82 million in sales.  That business has grown 50% over the last two years 
alone. This is significant progress here from a Helios Technologies perspective, towards the $1 billion 
goal.  We feel very comfortable that we can grow the legacy cartridge valve technology business 
from $310 million to around about $500 million, the Faster business from $150 to $230 million and 
the Electronics business from $125 to exceeding $200 million.  Adding up this on the right-hand side 
would leave us with an incremental gap of $70 million to get to the $1 billion target. 
 
If you take a look at the middle/right-hand side you can see our CAGR rates.  A lot of you know that 
this industry in which we operate grows alongside global GDP, roughly 3%.  Our targets represent 
growing twice as fast as the market, and obviously taking share here by growing twice as fast as the 
market.  These are reasonably moderate numbers, from our perspective, that we feel are doable.   
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These numbers have taken into consideration a mild recession in between now and 2025.  We have 
seen economic expansion for a very long period of time, which is why we believe it is prudent to 
factor a recession into this plan.  This leaves us with a very minor incremental gap of $70 million. 
 
Let me go back to the Vision statement one more time, because there is a couple of new people in 
the room who probably have seen it but never heard a detailed explanation.   What are we trying to 
accomplish?  There are four distinct messages in this statement.  First of all, we want to be a global 
technology leader in niche markets.  The term niche was left off this chart on purpose.  We only 
operate in niches because that caters best to the capabilities we have in this group of companies.  
They are strongly technology driven, very innovative, and when applied in the niche market, will help 
you to generate high margins.   
 
We operate in the Industrial Goods sector.  You would refer to it as diversified industrials.  That is 
the sandbox we are playing in, we will not do anything crazy, neither to the left, nor to the right.  We 
put a mark in here basically by saying by 2025, we will get to $1 billion in sales.  Now, please take 
into consideration, when we made this statement, we were a $200 million company, less than two 
years ago, and we do not want to grow, just for the sake of growing, from $200 million to $1 billion.  
We want to maintain superior profitability and financial strength. 
 
On the very bottom is the fourth message that is very important.  Historically, all our companies within 
the Helios group have been known for being best-in-class component manufacturers.  Sun, Faster, 
and even Enovation Controls, particularly if you look at the Murphy brand.  We are also trying, at the 
same time, to be recognized as a designer and manufacturer of intelligent systems and controls. Our 
goal is to accomplish both.  We want to maintain a prime position of being recognized as a best-in-
class component manufacturer, because there are still a lot of customers out there that just require 
single-component in a box.  We want to cater to those customers because that business, historically, 
is very profitable.  At the same time, we are trying to make a name for ourselves in becoming a 
recognized designer and manufacturer of intelligent systems and controls. 
 
Let's take a closer look, for those of you who were here a year ago, what has happened over the last 
13 months.  The last Investor Day, in this very room, occurred in the second week of September, 
last year.  Some critical milestones occurred between then and now.  We started off in October with 
significant new product launches.  One is XMD electro-hydraulic drivers, which Gary will discuss in 
detail.   He will also talk about the launch of the FleX Series Solenoid Valves.  Over the last 12 
months we have launched 20 valve types, and there is more to come.  Gary will elaborate on that.   
 
That is the first very significant outcome of joint product development activities between Enovation 
Controls and Sun Hydraulics.  We are trying to pull on the technical competence of Enovation 
Controls to bring electrification into one mechanically dominated cartridge valves portfolio.  That is 
the strategy. It has worked extremely well.  Again, just to refresh your memory, we closed on the 
acquisition of Enovation Controls in December, 2016.  Less than a year later, in October, 2017, we 
launched the first joint product. 
 
In December, 2017, we merged High Country Tek, a smaller electronics business that had been part 
of the Sun family for quite a number of years.  We spun that off out of Sun and merged it into 
Enovation Controls, with a clear focus of bringing all the technologies under one roof.   We completed 
that merger in December, 2017. 
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In 2018, we raised $240 million, net, in a follow-on offering.  Many of you participated in that.  I am 
exceptionally grateful for the trust that you put in us in this case so, thank you very much.  In April, 
we had pretty much two simultaneous events.  First, we established a new $500 million senior 
secured credit facility and, pretty much at the same time, completed the acquisition of Faster Group 
in Europe.  We financed the $530 million transaction prize through, proceeds coming from the 
secondary offering, as well as the credit facility that was put in place the very same month. 
 
That follows then, in August, the announcement of the name change from Sun Hydraulics 
Corporation to Helios Technologies, and the completion of the acquisition of Custom Fluidpower in 
Australia.  Custom Fluidpower at that point in time being the largest independent fluid power 
distributor and integrator on the Australian continent.  The transaction value was $26 million; we paid 
that two thirds with shares and one third with cash. 
 
And last, but not least, six weeks ago, we opened a new facility in South Korea.  Later on, we'll talk 
about the strategy of “in the region, for the region”.  The intention is to bring the competence from a 
sales, marketing, engineering and manufacturing perspective as close as possible to the customers 
in the designated geographies.  That was the idea behind our construction of this facility in South 
Korea.   
 
Earlier this morning, we had some very interesting side discussions about the success factors of the 
company.  One success factor is speed.  Speed to market, it is not just technology and innovation, 
and all the fancy stuff.  Sometimes, it comes down to the basic tackling and blocking with speed.  
That facility was put in place from greenfield to full auditing of the top five OEMs within 11 months.  
That is best practice.  Many of you have seen the facilities in Sarasota and Tulsa.  The best facility 
we have in the group is now in Korea.  In case you travel to Korea, I invite you to visit that facility.  
Also, from a lean manufacturing perspective, it is also state-of-the-art. 
 
Moving on to the next slide…  Over the last two and a half years, we have also significantly diversified 
from an end market perspective.  This chart illustrates that in detail.  We are looking at four clusters, 
here.  Industrial making up, this year, around about 31% of revenue, mobile 38%, agriculture 20%, 
and the recreational applications generate about 11% of total revenue. 
 
Behind each cluster are various additional industries.  Faster brought the agriculture exposure to the 
table.  Historically, neither Sun nor Enovation had a lot of business in the agriculture market.  We 
wanted to get access to the AG equipment market because it aligns perfectly with the global mega 
trends driving demand for our products.  Secondly, Faster is a fairly stable business.  Over the last 
18 years, Faster experienced only one single year where revenue declined, and that was in 2009.  
In 17 out of the last 18 years, Faster generated 65% of all its revenue from agriculture, while 
continuously increasing their topline, at very superior margins.  AG brings something to the table that 
we didn't have in the group a year ago.   
 
The recreational applications came from Enovation Controls.  You see here a couple of examples, 
recreational marine, motorcycles, off-road vehicles and snowmobiles.  
 
On the left-hand side of this slide, you see industries that we have been serving for a very long period 
of time.  Within mobile applications, we have material handling, construction, and others.  On the 
industrial side, we are spreading our wings very fast on the industrial side.  We just list a couple of 
examples here. One is renewable energy, where we are quite successful in wind energy, as well as 
solar.  But, we are also now moving into other areas, such as factory automation, power generation, 
and food packaging. 
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When we had an investor in two years ago, I would tell them that 60% of the total company's revenue 
was tied to two end markets – namely, material handling and construction.  And 85% of the total 
revenue of the company was tied to material handling, construction, oil and gas, and mining.  The 
message is, we have substantially diversified over the last two and a half years and we will continue 
to diversify.  I'll talk about that, later on. 
 
I want to show you a snapshot of the technologies that we represent now and some application 
examples.  Please pay attention to the very last example where we are putting all different 
technologies from the Helios group companies into one specific machine and piece of equipment.  
It's a brief video, very interesting. 
 
[Video Presentation] 
 
Wolfgang Dangel:  Truly representative. First of all, we see the diversification of the end markets in 
the beginning of the video and then the last example on the very specific piece of equipment, you 
see the pull through of the different technologies, emphasizing synergy and integration to provide 
solutions to our customers. 
 
I'll move on to slide 12.  I want to talk briefly about our transformation from a best-in-class component 
producer to an intelligent control systems provider.  I touched on this already, earlier on.  Historically, 
all of our companies came from this side of the equation.  Traditional best-in-class, component 
manufacturers.  That means premium quality, lasting to very high-level standards in machine 
applications.  We are moving to the right inside along this path of migration, here, as a company.  In 
the meantime, the majority of engineering spend is going into the middle section of this chart, into 
smart components, and Gary and Rick will talk about that in their respective presentations.  Once 
traditionally hydro mechanical cartridge valves are now being electrically actuated here.  And, you 
see some assemblies and solutions where we marry different technologies. 
 
Down the road, in the context of Vision 2025, we want to establish a footprint here as an intelligent 
control systems provider.  Here is another instance where we will marry these different technologies 
together, in sub-assemblies, or systems.  And in foresight, what is happening on the technology 
front, this probably will all happen in the cloud at the end of the day.  That is the illustration here on 
this side of the chart.  We have embarked on this path of migration. I want to point out again, for us 
it's also a strategy, we want to maintain our position as a best-in-class component supplier, and at 
the same time, develop capabilities to become a systems provider. 
 
Let us take a brief look at the snap-shot of the company geographically.  Based on 2018 pro forma 
numbers, 47% of revenue is generated in the Americas, 27% in EMEA and 26% in the Asia Pacific 
region.  We have seen very solid growth across the globe here.  From a footprint perspective, we 
are talking about nine manufacturing customizing facilities, and around 1900 associates.  The latest 
acquisition, Custom Fluidpower in Australia, is adding eight facilities here to the group.  If you pay 
attention to where the facilities are located in Australia, the largest facility is in Mackay, Queensland 
in northern Australia.  That is closer to Indonesia than it is to Sidney.  In Helios, this project is referred 
to as stepping-stone, because we want to use this acquisition as a stepping-stone into the Southeast 
Asian markets – Indonesia, Malaysia, Vietnam, Philippines, Thailand and so forth.   
 
Let's take a closer look on page 14, with regards to the acquisitions that we have made this year.  
Faster, first and foremost, has been the most significant acquisition.  What does Faster bring to the 
table?  It diversifies Helios Technologies significantly.  It broadens the product offering and gives us 
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additional geographic footprint.  It also brings along the manufacturing hub in Europe like we haven't 
had historically.  We have a very sophisticated manufacturing hub in Europe now, which gives us 
opportunity to leverage the other technologies into European manufacturing.  It strengthens our 
technology leadership position.   
 
Faster has 85 registered patents. And it is continuously filling the pipeline with new ideas that can 
be patented.  This is very much in alignment with the traditional way of thinking within Sun Hydraulics 
in the past.  Very innovation driven.  It also aligns with the long-term strategic vision in contributing 
a significant amount of revenue to the $1 billion target. 
 
These three snapshots were the strategic rationale for our purchase of Custom Fluidpower this past 
August. This acquisition sets us up for future success in the APAC region.  We have seen 
tremendous growth already there, but we need to do more.  There is still room for us to grow, and to 
gain market share.  It strengthens our APAC platform, and it differentiates Helios with very in-depth 
engineering and design capabilities within the organization.  We want to leverage that to consolidate 
our Australian market.  It was the largest independent fluid power integrator in Australia.  Being under 
the reigns of Helios will give us different additional leverage into the Australian market itself, and at 
the same time, we will leverage their engineering capabilities to enter into the Southeast Asian 
market.  We cannot support the Southeast Asian market out of the U.S. or even out of East Asia.  
From a geographic proximity standpoint, this was our best option to successfully enter the Southeast 
Asian market. 
 
I move on to slide 16.  This is a pro forma combination of Helios, depicting Sun and Enovation last 
year, and adding the two acquisitions, mainly Faster and Custom Fluidpower during the course of 
this year to give pro forma combination on the right-hand side of this slide.  We are progressing here 
towards a larger and more diversified technology platform, but also from a geographic reach 
perspective.  On the right-hand you see the pro forma revenue, we're looking at roughly $580 million.  
The spread between the two segments, Hydraulics and Electronics is 77% versus 23%.  Geographic 
spread respectively is 47%, 27%, and 26% for Americas, EMEA and APAC as we discussed earlier, 
with a majority of the business now outside of the Americas.  
 
And from a channel to market perspective, we maintain about a 50-50 split.  We want to have a 50-
50 split.  Why?  When we developed the Vision three years ago, that was very important.  We want 
to have about 50% through distribution channels, because that secures good margins, and we want 
to have about 50% of our business exposed to OEMs, who are the trend setters in their industries 
and their designated markets.  They will push us very hard to come up with new innovative ideas 
and solutions.  Just going back in history, if I'd shown you this chart three years ago, Hydraulics 
would have made up 99% of revenue.  The Americas would have made up 65% of revenue, and 
distribution would have generated over 80% of total revenue.   
 
Let's take a look at the acquisition synergy strategy on page 17.  We have six predominant clusters 
that come into play here.  I just want to touch on three of them very briefly.  First of all, on the right-
hand side, the electro-hydraulic development.  The key element is pulling these technologies 
together from various business segments, showing product development to come out with new 
product and new solutions for our customers.  Additional sales channels, that’s noteworthy to 
mention.  On the very bottom here we discuss our enhanced geographic coverage.  We talked about 
the white spots on numerous occasions.   
 
Last page in my section, slide 18, the acquisition strategy.  I will start on the very bottom of the slide.  
Today the group is consisting of two segments, Hydraulics, made up of the cartridge valve business 
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of Sun and the quick release couplings business of Faster, and on the right-hand side, the Electronics 
business, made up Enovation Controls and the corresponding brands.   
 
On a long-term basis, probably towards 2025, we plan to look at linked technologies as well.  This 
could be in the area of electro mechanical actuation, software, or IoT-relevant technologies, 
technologies that feed into our two existing business segments, Hydraulics and Electronics.   
 
From an acquisition perspective, the way we do it is in a disciplined manner.  The methodology is 
outlined here.  From a goal perspective, again, only niche technologies.  We want to stay in the niche 
market.  We require companies that maintain one of the top three positions in their market.  
Preferably, the number two position.  As we have with Sun today in cartridge valve technology, and 
with Faster and with quick release companies.  You don’t want to be the market leader in the industry.  
The number two position is the perfect spot in my personal opinion.  If we look at it from a target and 
integration model perspective, strong management teams and superior profitability are included in 
our criteria list.  The sweet spot target is between $50 and $150 million.  From an integration 
perspective, we are not fully integrating anything, because we are looking for successful, stand-alone 
businesses.  We retain all their brands, and we try to leverage all our capabilities in engineering and 
on the operational side in order to realize the synergies.  
 
For the time being, we will absorb the acquisitions that we have made over the last two years.  On a 
near-term basis, I don’t see another acquisition, except maybe a very small and minor acquisition to 
cover some of the white spots.  But I think now is the time to focus a little bit more on the bottom line.  
We have grown substantially over the last two years.  This will be the next phase of an acquisition 
mode down the road.  That’s the end of my presentation.  I will hand it over to Joel. 
 
Joel Edwards:  Thank you Wolfgang.  Good morning, my name is Joel Edwards.  I'm Senior Vice 
President and General Manager for Faster's North American business, based out of Toledo, Ohio.  
Prior to joining Faster in December 2016, I was with Gates Corporation. Gates is a global 
manufacturer of belt and hose products.  I was with them for 24 years.  I held various progressive 
roles in commercial, technical and operations management.  I was also involved in the growth of 
Gates’ expansion into hydraulic hoses globally, in the industrial market space specifically.  And also, 
was involved as part of the executive team that sold Gates to Blackstone in 2014.   
 
I'm proud to be here today to represent the approximately 500 global members of the Faster 
organization.  Faster is very excited to be a part of the Helios family of companies, and one of the 
three key pillars of growth for the Vision 2025 strategy that Wolfgang laid out earlier.  By way of 
background, you may be familiar with hydraulic quick release coupling technology, but if you're not, 
I'll try to explain it simply.  You're certainly familiar with construction equipment like skid-steer loaders, 
compact track loaders, agriculture equipment, such as, harvesters and tractors.  All those pieces of 
equipment have attachments or implements, that have hydraulic and, in some cases, electrical, 
actuation.  The reason why you probably may not notice our products is because they're ubiquitous.  
If they are working well, you shouldn't notice them if they’re not leaking.  Our product is easy to 
connect and disconnect, as well as being repeatable and robust.  All those connections that combine 
and connect up the attachments are what we focus on.  We are the connecting points that the system 
interfaces with to speak to the hydraulic system.  
 
I will talk about that in more depth though, as those various types of products are later on in my 
presentation, but that’s a high-level of what hydraulic quick release couplings are.  To give you a 
brief history, Faster started in 1951.  They were an automotive component manufacturer supplying 
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the automotive industry with machine components.  Later in 1978, they evolved into quick release 
couplings.  That is where our journey really began.   
 
Faster today has produced over 500 million quick release couplings worldwide, holds 80+ unique 
patents in the space, and is certainly seen as an industry leader in hydraulic quick release 
technology, especially in the agriculture and construction space.  I could talk for a long time about it, 
but sometimes a video is worth a thousand words, so let me show you a quick example of one of the 
innovations that Faster has recently released. 
 
[Video Presentation] 
 
What you saw was the M115 automatic connection for the harvester system.  This was launched at 
the Agritechnica show in Europe in November of last year.  It was part of an enabling technology for 
a global combine manufacturers’ auto-doc feature that they launched on a new very high-end 
combine harvester product range.  It's an example of the way that Faster truly is easier to connect.   
 
Faster certainly is the global reference in quick release hydraulic couplings, that’s our vision 
statement and it's what we live and breathe and do every day.  Faster focuses on three key end 
markets:  agriculture, construction and industrial.  The largest of those three is the agricultural 
market, comprising about two-thirds of our over-all global turnover.  You can certainly see a lot of 
the major players that you'd expect that we'd be working with from an OEM standpoint day in and 
day out. 
 
Some of the drivers that we see in the agricultural markets, certainly farming and productivity, in the 
drive towards increasing productivity are the mega trends that we see in the AG market.  That’s 
driven from the transition to more corporate farming, as well as the focus on more specialization and 
broader capability of the equipment to be able to focus on higher productivity and farming.  Really, 
today's modern farmer is all about productivity, he's not your farmer of 30 years ago, and that 
certainly continues to be the case.  Faster is working on innovations to support the global equipment 
manufacturer’s drive towards making it easy, flexible and robust in those solutions.  We are also 
seeing a mega trend towards increased functionality in the attachments that require higher flows.  A 
lot of times they're incorporating electrification into those components, and certainly we're starting to 
see that world of hydraulic and electrification interfacing that Wolfgang eluded to earlier.   
 
In the AG space, one of the other key trends is certainly a focus of our OEM customers for 
aftermarket service and support.  That means they need suppliers that can provide a broad range of 
components, not only finished components, but spare parts kits, etc.  That is really where Faster 
thrives and works with our OEM customers as well as distribution customers to make sure we have 
a broad offering.    
 
The trend towards electrification driving data and intelligence into our products is another we see, 
an emerging trend.  I think we are early on that journey, but now as part of the Helios family of 
companies, we are going to be able to accelerate our strategies in that space.  One of the examples 
is what we focused on in the last video with the automatic connection system.  Before the rewind, 
that first system that you saw there, with the manual connections is our standard multi-Faster product 
line, and it is pretty much the de facto of standard for multiple plate connection technology in the AG 
and construction space today.  We have a sample of that out at the display table if you want to take 
a look at it later. 
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In terms of the construction market, that is another solid portion of our business — twenty-four 
percent of our overall global turnover, again, with all the common name players that you would expect 
that we're working with.  We're interfacing with and designing in new platforms on a long-term basis.  
Some of the mega trend drivers in the construction equipment market, are certainly a focus towards 
more environmental friendliness and regulations.  If you would like to see some excitement on your 
construction site, spill some hydraulic oil and see what that does to your permitting.  There is a lot of 
focus on eliminating leaks and making it a leak-free environment.  Certainly, that is a space we play 
in.   
 
One of the other mega trends we see in construction is the focus on more equipment rental 
companies and equipment rental capabilities.   Construction contractors do not want to tie up their 
cash on specialized equipment, therefore they like to rent those from rental houses.  What that does 
is that it drives certainly more specialization, a lot of those types of equipment are very specialized, 
sometimes they can be very high-impulse hammering applications that are very tough on the 
equipment. This increases the utilization and shortens the life of the products, so certainly having 
more robust products is where we shine, and we step into that space. 
 
Another trend we are seeing is the limitations on work force availability as well as work force turnover 
on construction work sites.  What does that mean?  That drives getting much simpler solutions into 
the hands of the people that maybe are not 20-year veterans or hydraulic junkies, knowing how to 
use hydraulic equipment.  A lot of times, making it simple and easy to use for people that may not 
have all the tribal knowledge is where there's opportunity for differentiation.  That’s certainly where 
we focus.  And then finally, there's the trend for more digitalization and incorporation of data and 
technology in our products.  And certainly, being part of the Helios family is going to help us going 
forward in the future. 
 
One of the examples that you can see here, the block coupler also known as the casting solution 
product, it was one of the featured products highlighted on the video that Wolfgang showed earlier 
by Ditch Witch, on their skid-steer loader. That’s an example of the technology making it easy to 
connect while under residual pressure, and those are the types of capabilities.   I'll talk a bit more 
about that solution later on.   
 
The industrial space is the third key of our market segmenting.  And again, these are truly more niche 
applications as 11% of our global turnover.  Here we're focusing on specific applications, for example, 
refrigeration. When I say refrigeration, no it's not the kind you keep your beer in, this refrigeration is 
more focused on serving farms, where you have to keep cooling with the higher compensational 
loads and the need to change out servers more frequently, which is very critical. That’s a market we 
serve. 
 
We also serve the oil and gas market. Some specialized oil and gas applications, ultra-high pressure, 
for example, we had injection up to 20,000 psi working pressure.  This is certainly a space where we 
see there's opportunity with some hydraulics exposure, strong exposure to industrial markets where 
we can grow.  Faster, if we look at the pictures, certainly has the most complete product range in the 
agricultural and construction markets today.  We've ranked our products, main product categories 
from a lowest to highest level of sophistication as shown in the chart on the left side here.  At the 
bottom here, we have our basic stand-alone couplings as well as accessories.  Those accessories 
could be things like caps, plugs, seal kits, and anything to support ancillary products.  Combined, 
those make up about 55% of Faster's overall turnover.  While a lot of these might be catalog items, 
there is room for differentiation and often with Faster's presence at the OEM level, they will want to 
take a standard offering product and ask us, “Can you up-grade this?  Can you add this additional 
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feature of a higher pressure, a higher flow rate, or a special type of feature?”  That really drives the 
evolution in the product leadership that Faster's enjoyed in the basic stand-alone couplings. 
 
Next you see the MultiFaster – we alluded to that briefly earlier, although it is not maybe to the level 
of Coke, it is certainly, in our space, de facto standard when somebody says we need a MultiFaster.  
We were the first and we are the leader in this space for the AG and construction markets.  It 
comprises 22% of our overall turnover and is an area we continue to innovate and add additional 
capability and functionality into these product offerings.  At the top is the last but not least, the 
castings solutions.  This is where we get into the most sophisticated product ranges, where we have 
castings that have integrated shunting and porting, as well as cartridges that are inserted into these.  
Again, this is the example that you saw on the Ditch Witch in Wolfgang’s video.  We're seeing more 
connections start to be included into these product lines and it is our highest overall growth product 
line today. 
 
In general, as you go up the continuum of increasing level of sophistication, we do have higher 
growth rates, higher margins and a very nice competitive barrier to entry.  That’s really a space where 
Faster plays, and we've seen major growth over the last two decades that we looked to earlier in 
those two product lines.  The combination of all those is really what allows us to be a powerful player 
in the AG and construction market.  There are opportunities for us to grow with the access to the 
markets and applications that Sun Hydraulics will bring to the industrial space.   
 
From a global manufacturing perspective, we have six total facilities world-wide.  We are represented 
in all the major regions of the world.  Our headquarters are in Milan, Italy.   We have been in that 
vicinity since 1951.  We have our global R&D team, global commercial leadership, and all of our 
global management team in the facility there.  We do have an “in the region, for the region” strategy 
in all of the regions of the world.  Each region has its own sales teams, application engineering, and 
logistical support warehousing.  It is a nice combination of globally driven activities, as well as 
regional connecting points for customers in each of the regions.   
 
From an operational perspective, we also have an operational presence in each of the regions of the 
world.  A majority of our manufacturing takes place in the Milan facility with precision machining as 
well as automated assembly taking place in that facility.  We also have precision casting machining 
taking place in the Pune, India facility.  We continue to invest and grow there as the casting solutions 
product line continues to grow.  Thirdly, in the Toledo, Ohio facility where I'm located, we're 
continuing to expand our local assembly where we're assembling casting solution products as well 
as MultiFaster products.  We have tripled the number of lines recently in the past few years, and we 
expect to continue to grow in the future.  Certainly, all the locations work together in a global 
environment, very strong communication across the different sectors of the world.  And especially 
on the global customers, where it is critical to have a common approach, yet also have regional 
support capability. 
 
From a manufacturing perspective, Faster incorporates lean principles and world-class 
manufacturing principles in all of our manufacturing.  We have a tight process of design control, all 
the way from purchasing the components through the machining of the castings of the components, 
the heat treating of the plating, and all the way through to final assembly.  Also, as you would expect 
being a global OEM supplier, we have a very robust production design, testing and validation 
process. In some products we are doing final end-of-line testing to validate that we meet the stringent 
requirements of our customers.  Faster also has a very solid logistical capability in terms of value-
added kitting.  Some of our customers want us to bundle our components, for example, with other 
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components to allow them to assemble on the line, or also to provide dealer supplied after-market 
kits.  Those are the types of value-added solutions we can also provide to our customers. 
 
One thing to note too, and I did not touch on the last slide, but our focus on manufacturing efficiency 
and technology is definitely a great launch pad in Europe to support some of the synergies that 
Wolfgang eluded to earlier of establishing a manufacturing footprint in Europe as well.  Certainly best 
practice sharing is going to be very helpful as we embark on that journey.   
 
As you can imagine, based on the product strength, and the technological innovation, Faster has a 
very solid leadership position in the markets we serve.  Overall, we're at a number two position 
globally in quick release hydraulic couplings.  We are very proud of the fact that we're number one 
in the agriculture market space, thanks to our long history of innovation and focus and the trust that 
our customers provide in us.  Construction is, I may have mentioned it before, is our market 
experiencing the highest growth.  Even though we are number two today in that space, it still leaves 
the opportunity for a lot of growth.  And certainly, in the industrial markets, there's some opportunities 
for us to leverage our sister companies.  With Sun Hydraulics we're expecting to do so in the near 
future.   
 
You know, and certainly in the past, we have had a strong history of innovation of stand-alone 
couplings.  We are the market leader driving the transition from stand-alone couplings to the 
hydraulic coupling solutions, the casting solutions, as well as, the MultiFaster products.  We continue 
to innovate that.  We are working on programs that are three to five years out with the OEM's today.   
As we continue to get a chance to come up here and share with you what we're doing, we will have 
more product lines we will be able to roll out and share with you. 
 
We are also starting to see the trend towards electrification.  I may have mentioned that earlier, but 
there are some MultiFaster products that we offer today that do have electrical connections involved, 
so we're somewhat familiar with it, but certainly, the next step for us is to start to integrate sensor 
technology intelligence into our products, and that’s how our relationship with our fellow friends at 
Enovation Controls will help us on that journey. 
 
To summarize the key differentiating points that Faster provides, turn to the next slide.  First, we 
certainly have a very strong global presence with our “in the region, for the region” approach towards 
commercial activities.  Our technology and innovation with our strong patent portfolio is recognized 
regularly by a lot of our OEM customers.  We’re recognized as the innovation leader and product 
leader in the agriculture-construction markets base. 
 
And then, the journey is not complete. We still are focusing on integrating electrification capabilities 
in our products, as well as further advancements of our hydraulic solutions. We are seeing a lot of 
our customers being agile and focused.  One example of this was, we launched a couple years ago 
an award-winning eCommerce portal. Really it has a couple of elements. It allowed us to include the 
concept of specifying and picking out the right hydraulic coupler a much easier task for the end user 
or for the OEM designer. It can be a very daunting task given the breadth of our product range and 
at times a lack of formal training of some of the young engineers coming out today. We try to make 
it easy for them and something that is inviting for them to use. 
 
We also have some very nice application case studies. I would certainly welcome you to take a look 
at our website where we have different levels of detail that we can provide. If you just go into the 
general use view, you can see case studies.  If you are one of our customers or distributors, there is 
an additional level of detail that you can see.  It’s a very nice robust offering.  In addition to that, it 
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has a very nice eCommerce, or distribution purchasing supply chain management aspect to it where 
they can go online and order their products if they are set up already as a distributor. They can check 
on the status of their order and they can also check on how we are doing with delivery metrics and 
such.  It is a nice platform that we see as scalable for future growth.  We will be having some 
additional features in case studies we will be able to share with you at that point. 
 
Earlier I mentioned the localized assembly manufacturing “in the region, for the region” approach, 
that also can be a way we can scale for growth in regions like North America. Our customers are 
looking for us to be more flexible in responding to their market needs. By being able to assemble on 
demand and provide that service without having to ship it across the water is surely an added value 
for them, as well as a margin enhancement for us. Finally, the full line agriculture and construction 
quick release coupling product offering, we are certainly seen as that leader and it is a key 
differentiator for us. 
 
To wrap it up, Wolfgang mentioned our target growth from 2018 to 2025, up from $150 million to 
$230 million. We have a clear path to that growth. It’s really going to be broken down in terms of 
three key elements. Our overall CAGR to achieve that growth is a 6% compound annual growth rate. 
As Wolfgang mentioned, this does assume there is one mild recession in that time horizon.  
 
We see that about 3% of that growth being attributed from the agriculture and constructions markets.  
There are some underlying factors there that help us to achieve that growth, certainly in the 
agriculture space.  There is a growing middle-class population.  There is also the trend, especially in 
emerging markets, toward meat-based diets and also the need, as I mentioned before, for more 
productive equipment. That is a driving underlying fundamental for agriculture growth. 
 
On the construction side, certainly the ongoing global population growth, middle-class growth in 
many emerging markets, as well as the infrastructure repair and new infrastructure being put in place 
is going to help drive the fundamentals for construction. 
 
New products, we expect that to deliver 1% to 2% of the CAGR growth over the time horizon. We 
have seen very solid growth from the casting solutions as well as MultiFaster products versus the 
single couplers. We see that trend continuing in the future.  
 
Also, as we showed you in the video, the N115 automatic connection system. We are working 
confidentially with several other OEM customers on similar technologies that we hope to be 
launching in the coming years.  
 
Certainly we are early in our journey of integration with Enovation Controls, but we started that 
process and we expect to have some good benefit over the next several years. The integration of 
sensor technology and the ability to leverage our partnership with the folks at Enovation Controls will 
certainly help drive the development of new products.  
 
From a market share standpoint, we expect to deliver another 1% to 2% of the CAGR from some of 
these activities. One of the aspects that we see is that the emerging markets within China and India, 
specifically tractor manufacturers, are wanting to increase their technological capabilities. To do so, 
they need to work with players like Faster that have a global technology tool set to work with. They’re 
wanting to upgrade their technology, not just to meet the needs of their demanding local markets, 
but also to compete more on the global stage against the global manufacturers of tractor equipment. 
We are positioned very well to work with them at the ground level to design in our technologies. 
 



Helios Technologies  
2018 Investor & Analyst Day  
October 3, 2018                          Nasdaq: SNHY 

 

Page 14 of 41 

I mentioned before that our highest overall growth market could be our construction market.  We see 
that continuing in the future.  In order to continue to leverage that, we are investing in the marketing 
and promotion aspects include things like technology days and continuing to participate in trade 
shows.  One unique example of this was we recently held, earlier this year in Italy, an event for global 
engineering managers and business managers from various global OEMs.  This gave them the ability 
to participate in a symposium where there could be a give and take of ideas, trends that they see, 
and also opportunity for us to share our technologies.  That was very well received and we are going 
to have a similar session that will be scheduled in November of this year in Shanghai.  We think 
those types of promotions will help to continue to drive that high growth in the construction market. 
 
Wolfgang highlighted a chart in his presentation that displayed we’re about 75%/25%, 
OEM/distributor split.  Certainly, we would like to have that more of a balance.  The good thing is 
that, Sun Hydraulics is pretty much the opposite.  Their strength is in distribution market.  We will be 
looking forward to the cross-selling benefits that both companies can help each other out with.  We 
are also going to continue to add to our eCommerce and other tool sets, focused specifically on 
distribution.  We see that as the third aspect of what is going to drive our increased market share 
growth. 
 
In summary we see a clear pathway to superior growth and achieving the $230 million revenue 
target, all while maintaining our superior margins that Faster is known for.  We expect to get there 
through, not only having very solid tailwinds with the markets that we are involved in, but with some 
of the new products that I mentioned, as well as the market share expansion activities. 
 
Thank you for your time and again, we are very excited to be a part of the Helios family of companies.  
I look forward to many other chances to share updates with you along the way of the journey.  With 
that, I’ll introduce Rick from Enovation Controls. 
 
Rick Martich:  Good morning. Welcome this morning; it is great to be here with you.  Very happy to 
represent Enovation Controls as part of the Helios companies.  I would like to share a little bit about 
my background.  
 
I have been with Enovation Controls for 12 years now, but prior to that I worked in both the automotive 
and aerospace industries.  With that I have 25 years of combined experience between automotive, 
aerospace, and the industrial goods equipment manufacturing sectors.  I am very excited to discuss 
what we bring to the table as part of the Helios companies.  
 
We design and manufacture electronic components, integrated solutions.  Wolfgang talked in one of 
his slides earlier about the evolution of products, and the migration of traditional components moving 
to smart components, then intelligent control solutions.  Enovation Controls designs ruggedized 
components and electrical control solutions for demanding environment applications. 
 
We have a video that we would like to share with you because it really highlights who Enovation is 
and really gives you some perspective on the applications that our products go into. 
 
[Video Presentation] 
 
The video provides good examples of the applications that our products go into.  The pictures on the 
slide here in front of me offer some more perspective.  We have a strong presence in the recreational 
vehicles market including marine, motorcycles and off-road vehicles, but then we also sell those 
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same intelligent control solutions into both mobile applications that span from military to specialized 
emergency vehicles, as well as into the industrial sector, we are on a lot of stationary equipment.  
 
Once again, the strategy we have is not just to sell components, but what we sell are intelligent 
control solutions.  Those are solutions that help define the user experience on these vehicle and 
engine driven applications. 
 
Our core values are fundamental to who we are, and we always feel that it is critical to share at any 
presentation we give about Enovation Controls.  These are the filters that we use to actually bring 
people to the organization as we scale the business, and you saw and heard Wolfgang talk about in 
an earlier slide, that we have grown the business 50% in Enovation over the past two years.  It also 
helps us to define who we are for our customers, so when our customers come in, they understand 
that we have clear a path for their success.  That is how we help them win.  We help de-risk their 
time to market.  Similarly, we are always going to do the right thing on their behalf.  They 
fundamentality understand that we are a partner they can trust in the marketplace. 
 
When we were here a year ago, we talked about “the carve out.”  We were about a year into the 
acquisition where Helios had purchased Enovation Controls.  In the carve out we retained SMT, 
which is surface mount technology, where you build PCBAs, printed circuit board assemblies. These 
are critical to our capabilities as an organization.  
 
Enovation Controls is a vertically integrated organization where we have deep engineering design 
knowledge both on the electrical hardware and software.  We’re able then to bring that design 
knowledge into manufacturing where we are vertically integrated on PCBA manufacturing, which 
forms the core of our electronic products, the PCBA.  We are able to build those as well as the final 
electronic products very rapidly.  That vertical integration allows us to move very quickly to market. 
You heard reference earlier in terms of the speed with which we are able to move.  There are some 
examples of that that I am going to provide in some of the slides that follow. 
 
I want to provide a brief update on the carve out itself.  The carve out went exceptionally well and 
we are very happy to stand here today and share that it is complete.  When we were here a year ago 
we were in the midst of it.  The carve out was a complex transaction that involved segregating the 
two businesses that Helios had purchased out of four which had comprised Enovation Controls.  
There were production lines that were spread around the world in different facilities and we had to 
aggregate those production lines into the Tulsa, Oklahoma and Salisbury, England facilities. 
 
With that, we had to move production lines out of those facilities that were not acquired.  And so 
about 40% of the manufacturing footprint of Enovation Controls had to be reconfigured.  And over a 
12-month period, we did that.  We also started up SMT manufacturing and PCBA production in Tulsa 
from nothing to full production supporting our whole $125 million revenue business in less than 12 
months.  It is a really great example of how we conquer complexity, not just in the technical solutions 
we provide to our customers, but also in the way that we are able to manage the business and 
complex business transactions. 
 
At the same time, we separated HR and accounting as well as our IT infrastructures, both the 
physical infrastructure related to those as well as the teams.  We established all the business controls 
for SOX compliance and recertified the ISO9001:2015 standard.  At the end of 2017, and if you go 
back to one of Wolfgang’s slides earlier, he talked about since last investor day, some of the 
transactions that transpired.  One of those was the integration of High Country Tek, which had been 
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an electronics arm, both design and manufacturing for Sun Hydraulics, based in California.  We 
physically integrated that into Enovation Controls within the Electronics segment of Helios. 
 
We completed all those things in the context of growing the business dramatically by double digits. 
It is a great example of our ability to execute, not just on our commitments to our customers, but on 
complex business activities. 
 
We use a methodology as we go to market with our customers that we call swarming.  What that 
involves is an intense understanding of the customer’s application where our engineering team and 
sales team engage customers to understand that application.   We then bring technology that we’re 
able to leverage from our deep understanding of different types of engines and engine driven pieces 
of equipment, to help solve a complex problem for the customer. 
 
The swarming methodology is more than just engineering, which is more traditionally what you would 
hear, or more than just sales.  But, any person in the organization from folks on the production lines 
and supervisors that might be involved in customer audits, to any type of management or support 
across any function of the business or that’s manufacturing materials, quality, supply chain, could be 
involved in engaging the customer in addition to application engineering.  It is that commitment that 
the customer sees to them as a partner in business which helps us win so strongly in the 
marketplace.   
 
We know where we play well in the marketplace.  The middle market. Wolfgang talked about niche 
in terms of where we play, and it is in that niche that we actually succeed.  If you look at this spectrum 
that we show here on the slide, up at the north end of the spectrum you start to talk about a million 
or more units per year, more automotive-like volumes.  That is not where we target to play in the 
marketplace. 
 
If you go to the far-left end of the spectrum, you start talking about less than 1,000 units per year. 
That is not where we play in the marketplace either.  That is better served by distribution channels 
and value-added integrators and resellers within distribution. 
 
Our target is within that medium volume, the medium mix, between 1,000 and 100,000 units per 
year.  It is within that niche where we know that we are dealing with companies that need the leverage 
and the expertise that our engineering capabilities bring to the table for them.  We are able to 
leverage our technology, our high flexibility and speed to market, the quality of our products, and the 
cost and competitiveness of solutions we provide to help augment their development capabilities that 
help them win, and de-risk their path to market with new technology. 
 
The foundation for that is the deep bench in engineering capability. When you look at the overarching 
Enovation Controls organization, 37% of our people are in engineering positions doing hands-on 
design and application engineering work for the product or the customer application.  The number of 
engineers within Enovation actually exceeds that 37% and it is north of 40% because some of the 
folks in positions of leadership like myself, are degreed engineers, as well.  We have a deep 
understanding, not just of applications but of problem-solving methodologies and capabilities which 
help us to conquer complexity for our customer base.  That allows us to do cradle-to-grave 
development, and with the vertical integration in engineering on the hardware, software and then 
within our manufacturing operations capabilities, it allows us to move with rapid speed to market. 
 
We will often run design cycles that are measured in 12 to 15 months, from a green sheet product 
into a full-blown production prototype and then into production for our customers.  In 15 months or 
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less we will often be in production at volumes supporting that OEM and the launch of the product. 
Other suppliers typically are going talk in terms of two to three-year development cycles, meaning 
our development cycles are half of what oftentimes our customers are used to dealing with.  The 
swarming methodology, combined with that capability to move quickly to market, differentiates us in 
the marketplace. 
 
We provide a wide range in our product portfolio of electronics.  From displays that you’ll see on the 
left side of this slide to, in the center you’ll see different types of electronic controls solutions from 
power distribution modules to mobile controllers, to closed loop controllers on the far right side of the 
slide for industrial stationary type applications.  Our strategy and our goal is not just to sell any one 
of these components, but along that spectrum of products from traditional to smart to intelligent 
control solutions, our goal is to sell intelligent control solutions, selling an entire platform that defines 
the whole user experience on the vehicle or on the piece of equipment. 
 
There is a wide range of customers globally that we support and that we sell to, names that you’ll 
recognize that are global manufacturers of industrial equipment or recreational vehicle equipment. 
 
A great example of how we swarm recently is with ThermoKing.  It really highlights our swarming 
methodology and how we de-risk a path to market for our customers.  Oftentimes we will go to a 
customer, or sometimes even on our own, and acquire a piece of equipment or a vehicle platform. 
We will take that platform and up-fit it with our technology, and oftentimes we will do that at our cost 
to demonstrate to our customers what we can do for them.  This is a great example of that.  We 
acquired a Heat King unit from ThermoKing.  This is a unit that is used for on-highway or rail 
applications.  Heat King ensures that, for example, if you are transporting perishable products in cold 
wintertime conditions, that you will not lose a load of those perishable products since a set 
temperature is retained during transport.  
 
We brought that Heat King unit to our Tulsa facility where we have an engine test lab and we were 
able to up-fit it with a controller, our CXM, combined with one of our displays, so that we were defining 
a whole suite in intelligent control solutions for ThermoKing, defining the whole user and 
management experience.  We were able to work with their engineering team, dramatically reducing 
their cycle from a development perspective and time to market. 
 
Within a few months, we were able to bring to them to a solution which may have taken them years 
to develop based on our existing knowledge of applications that were similar, and leveraging our 
knowledge of technology. 
 
You saw the video earlier that was shared regarding Ditch Witch.  It is a great example of how the 
Helios companies are coming together on a variety of applications to have more and more content 
from Faster to Sun Hydraulics and Enovation Controls.  That enables us to be a solutions provider 
for these customers, and a great example of the synergies that the three Helios companies bring 
together in the marketplace. 
 
We have also been leveraging synergies from a business operations perspective.  The swarming 
methodologies that I talked about, not just for recreational vehicles, but we’ve been leveraging that, 
like the ThermoKing example, into industrial markets with great success.  We have been expanding 
our footprint and several ways that we’ve done that is we’ve been leveraging Sun distributors, 
Enovation Controls where they have already good penetration and spaces in the world where we 
have white space.  We are leveraging those distributors that are value integrators that have capability 
from an electronics perspective to bring solutions into the marketplace. 
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We have also combined offices in the APAC region in Shanghai and our distribution there to help 
penetrate that market.  We see great potential as well with Enovation Controls in India.  India starting 
in 2019 will be going to BS4, which is the equivalent of tier 4 which is an emissions requirement 
regulation where engines have to meet certain emission requirements.  The only way you can 
accomplish that is through electronic engine control.  We already have a deep portfolio of products 
that provide those types of solutions in the North American market and we see great potential to 
leverage that, both in EMEA but then also in India as that market grows. 
 
Another example of synergies is the XMD.  Helios acquired Enovation in December 2016.  In a 
couple of months, Enovation engineers started partnering with Sun Hydraulics engineers and took 
from a green sheet design into prototype and full production new electrohydraulic drivers for hydraulic 
valve controls.  In less than 12 months, in October of 2017, we launched this product and now it is 
in sales and production through Sun Hydraulics distribution channels.  It is a really good example of 
the synergy where the electronics engine management and electronics application knowledge of 
Enovation was leveraged into Sun Hydraulics.  Their understanding of hydraulic applications to 
develop an electronic management solution for the hydraulics market, and it really is a good example 
of what Wolfgang shared; the electrification of industrial applications that is happening. 
 
We have another one currently in development, the mobile controller, which is a joint effort again 
between Sun and Enovation Controls, which we think will have similar success in the marketplace. 
You can see this mobile piece of equipment in the photo on this slide.  We have an OEM that we 
have had a partnership with for years, for whom we have been developing that mobile controller.  
Effectively, there has been this intense collaboration between our engineering team and this OEM.  
We are launching this product with them and it is a complex integrated control solution that is going 
to help define that user experience on that vehicle.  But then will be married with other electronics 
and hydraulics on that platform.  Really a great example of the synergies of the Helios companies. 
 
If you look at our growth targets for Enovation Controls, as we contribute to the overall growth of 
Helios Technologies, we have a CAGR over the next six years of 7% which assumes, as Wolfgang 
shared earlier, that within that time frame we’ll have a mild recession.  That 7% CAGR includes 3½% 
existing market growth.  We are expecting existing markets to continue to grow as consumers and 
other users of electronics continue to expect user friendly interfaces in a growing variety of 
applications.  We have a strong pipeline of new products and about 2% to 3% of that growth we see 
coming from new product launches, either with existing customers or with new customers and OEMs 
that we are winning.  Then we see 1% to 2% coming from increased market share, leveraging 
products that already exist within our product portfolio or penetrating new geographic markets. 
 
As we look at the overall contribution to Helios, Enovation Controls is expected to end 2018 around 
$125 million in revenue.  As we shared previously, two years ago we were at $82 million so we have 
seen greater than 50% growth over this period.  We did that while still achieving best-in-class 
profitability.  As we continue to grow, we expect that organically Enovation will contribute another 
$75 million per year on average over the next seven years to get to $200 million of the overall $1 
billion target that we have for Helios Technologies, also maintaining that superior profitability. 
 
Thank you so much for your time and at this point I think we’re going actually take a break and I think 
Karen is going to briefly talk about the logistics of that break.  
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Karen Howard:  I’m sorry to cut people off from looking at the displays and everything, but you will 
have time to look at them further and have the opportunity to discuss them with the folks and such 
before or during the lunch break.  So, thank you again for reassembling, and it is now my pleasure 
to turn the program over to Gary Gotting. 
 
Gary Gotting:  Thank you, Karen.  Good morning, ladies and gentlemen.  Thank you for joining us. 
My name is Gary Gotting, and I’m based in Sarasota, FL with Sun Hydraulics.  Before that, I was 24 
years with Denison Hydraulics and Parker Hannifin, working with pump controls and electronics.  
After that, I was working, for a short period, with Eaton Hydraulics, looking after their advanced 
technology and systems group, and really focused on hydraulic hybrid drive trains.  For the last 10 
years, it has been my absolute pleasure to work with Sun Hydraulics responsible for global parts 
management and marketing.  Today I’m going to share some interesting topics that we have around 
those two key areas. 
 
You have heard from my colleagues, from Faster and Enovation, that we are all looking at product 
development.  We are all looking at moving things forward and, certainly, doing more with the 
products we have, now that we have a lot of different companies within Helios Group.  Today we are 
going to be talking a little bit about our valves, our integrated packages on electronics that we have 
and how they are really moving forward for us.  To introduce that, I have got a small video that I’d 
like you to show you, similar to my colleagues.  Let’s just watch this and we will come back in just a 
couple minutes.  
 
[Video Presentation] 
 
A lot shorter video than my colleagues, we actually have these two key products in the market 
currently.  We focused, distinctly, on these two products that we have – the XMD and the FleX 
product lines.  They are very important to us.  They are out in the lobby, if you have not already seen 
them.  I invite you to take a few minutes to pick them up, to hold them, to see what kind of value we 
are pushing into the market.  They are differentiated products and you are going to hear, in few 
minutes, that they are making a big opening for us in new areas of business.   
 
Let us talk about the evolving landscape in our competitive environment.  It is changing constantly 
and it is pretty aggressive.  On the left, here, we have some CVT market drivers; CVT refers to 
cartridge valve technology.  That is the acronym we use for it.  A market shift to electro-hydraulics, 
is key to all of the things we are talking about this morning, and we are seeing that market shift really 
coming about from retirement in the aging work force. 
 
We have a lot of skilled operators who are retiring and we are now putting electro-hydraulics in place 
where we can pre-set, we can predetermine, we can maintain the reliability and the proactivity of 
machinery.  This is the case even though we have a less experienced work force now driving a 
particular machine.  Customers desire longer operational life with less maintenance, again, we are 
having to look at longer life products, perhaps, that are much tougher, or much more robust. 
Depending on where we put them into the industry, we make sure we reduce maintenance cost and 
keep up time highly productive on the machines, where applied.  If we look at environmental 
regulations at the bottom there, not only do they have to be leak proof, they have to be leak free, 
which you’ve heard several times today. 
 
We also have to think about operator comfort.  The noise, vibration harshness that we’re dealing 
with there, we also have to be cognizant of that and have to make sure the operator, for his 8, 10, 
12 hour shift is productive the entire period.  We are looking after the comfort of the operator as well 
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as the productivity of the machine and the applications to which we’re applied.  Again, focusing on 
our cartridges on electro-hydraulics, manifolds and the integrated packages.   
 
Next I want to share with you one of the ways we go to market.  It is innovative, and it is pretty unique 
in our market, because we’re also in the back end of the process.  This is a piece of software called 
QuickDesign.  You may have heard about this, we have had this for several years and we keep 
improving on it as we take customer feedback, voice of the customer, you’ve all heard that term 
before.  This allows the customer, anywhere in the world, at their convenience, 24/7, anytime of the 
day or night, to start to make a design, to start to create a design, to start to use their thought process 
in using our products.  This software always has the latest products imbedded in it so they always 
have access to the very latest, cutting-edge technology that we are releasing.  That allows them, 
very quickly, to pull together a circuit, drag and drop, so the user interface is very normal for most 
packages that people are using.  Drag and drop now creates a circuit that you see there, for instance, 
in that black square on the right-hand side of the screen. 
 
Once they’ve done that, they simply hit the send button.  That will send that design file to Sun 
Hydraulics and will, within 24 hours, return a price and a detailed drawing package for them to 
examine.  At that point, if it’s not exactly what they want, they have the opportunity to iterate that 
design and resend it.  If it is what they want, they just hit the return key, again, that file then comes 
back and starts using proprietary software called SunCam where we configure the machine and we 
start to cut metal, we start to cut aluminum, we start to cut dot to line.  We start to make a series of 
low quantity prototype manifold blocks which we then complete and send back to that user in a very 
short period of time and capture that opportunity.  That is the back end that is unique to us.  We not 
only have the software front end, a lot of people have that, but we have the back end that allows us 
to manufacture, very quickly, and supply anywhere in the world, very quickly.  This is key to some of 
that success in growing the business, and we will mention that again later in this little presentation.   
 
Next I want to share with you a couple of applications.  We have seen lots of applications today and 
we have seen where we apply our various hydraulics.  This is key to showing how standard products 
that we use, are used to help us to get into extensive applications.  Applications that are difficult, 
very difficult, for our competition to follow.  This is a remote operated vehicle, ROV, some of you may 
have seen these before.  These typically operate in and around deep-sea oil rigs, either supporting 
or maintaining them or doing something around the drilling application.  They can also be used to 
maintain, for instance, trans-Atlantic cables, internet connections, high voltage cables, and that kind 
of thing.  They typically work in an environment we are not used to seeing which includes very cold 
temperatures, very heavy pressure from the water weight that’s around them, and high fluid 
pressures.  We cannot afford to cause issue in the seas, so biodegradable fluids are typically used.   
 
Again, everything has to be compact and small, because everything we are making has to fit into a 
designated space in that application.  There is no space to spare, there is no weight to give; so, if 
we make something compact, that is where our cartridge valves fit in.  We can make things very 
small and we can fit them into situations like this.  Our SunCam, we talked about, allows us to profile 
this manifold block.  You see this picture here, with the red circle around it. It is not your standard 
rectangular or square block.  It actually has shape to it, and again, that is so this piece of equipment 
plugs directly into a matching hole in that application.  SunCam allows us to do that, again, 
differentiated from our competition that makes typically square or rectangular blocks.   
 
Then we can make the standard products – sealed electronics, stainless steel, different types of 
seals.  They are standard options for us as well as our global distributor sales channels.  All are 
competent enough to go anywhere to medium, large size ROV manufacturers and offer them to build 
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this kind of complicated complex application solution.  Training is important to our people, we take 
that very seriously.  New products are important, quick design is important, and again, applying to 
applications like this, we are using standard products.   
 
Here is another application I want to show you, and this really ties in Custom Fluidpower.  That is 
our latest acquisition, based out of Australia, you’ve heard several people talk about especially 
Wolfgang, who referred to it as a stepping stone.  Now we will come to that, again, in just a little 
while.  This application, you can look at the central picture, is a giant tire handler.  This manages 
tires that are 12 to 15 feet in diameter, and 10,000 lbs. in weight.  If you look at that bottom right 
picture, that is the kind of truck and hauler that these tires are fitted to.  You cannot manage these 
by hand, you have to use some kind of machine to manage this for you.  When they need to change 
a tire, repair a tire, or they need to do maintenance on the drive for that tire, they use one of these 
machines. 
 
If you look at the yellow ovals here, each one of those is an integrated package that carries our 
cartridge valves and this application uses multiple innovative controls that control those multiple 
packages.  One controls motion of the wheels, one controls the clamping, one controls the rotation; 
they control different functions that we have on that machine, again, very compact.  Look at that 
machine, look at the size of that machine in the middle picture at the top, it’s very thin.  That is 
because it has to go in and around these vehicles.  You can see it actually in that bottom right picture.  
Again, compact hydraulics, the CVT, are daily placed to handle the flows and the pressures we need 
to move giant pieces of machinery around, just like this.  This really highlights this company’s 
mechatronic capabilities.  These guys understood, fully, what we needed to do and they have tied it 
all together with remote control.  It is difficult to see, but in that top right picture, right behind that big 
tire is a gentleman with a remote control, so every function is controlled remotely.  Safety is 
paramount, especially when they are dealing with big things like this.  We tend to work in a way 
where we are not tethered.  We are working within a radius and we keep the operator safe as well.   
 
Moving on to new products – we talked about the FLeX range.  You saw those in the video, this is 
our newest product range.  As Wolfgang mentioned, we have launched 21 valves over the past 10 
months in this initial series, seen at the bottom of the slide on the left.  We are about to launch 
another 20 valves over the next 10 months.  That is a significant achievement, when you consider 
what is happening with these valves.  Each one of these valves will operate to a minimum 10 million 
cycles.  It takes us 55 days to test each valve to 10 million cycles.  There is a pretty fine test that we 
have to do to meet the professional body specifications.  We have 40+ models, and we will have 
gotten them out in 20 odd months.   
 
Think about the effort that is needed to do that, and not only that, but they are designed from the 
ground up.  We designed these from a clean sheet of paper, mainly, because we needed to have 
commonality of parts across the range, because these are offered at market price.  These also have 
a coating on them which means they are rust free for up to 1,000 hours in the most adverse 
conditions and environments.  They are ideally situated in virtually any application today in the 
hydraulics industry.   
 
We have patentable features, key and core, to what we are doing in Sun Hydraulics now.  Every one 
of these has patentable features, and you can see there we have at least 10 key patents that we are 
applying for and are holding.   
 
Designed for lean assembly – it is very key that you know that we are moving to assembly cells for 
all of our cartridge valves.  Why?  We want more efficiency, we can be even faster than we are today.  
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Therefore, lean manufacturing allows liberties even in today's market, which has long lead times in 
every other area of hydraulics, and our standard is three to four weeks.  We believe we are gaining 
market share with this.  We are able to do a lot more with this product than we have been doing with 
our standard mechanical products and we are able to start applying this in a lot more areas than we 
have done ever before.   
 
You may notice we have several coils on these valves.  This is called FLeX for a reason.  If you look 
at the central picture, you see the very thin valve in the middle – that’s the top left of the six.  That’s 
the key coil valve.  If you look at all the other valves, it is the same key coil valve with different coils 
on them.  We have one coil for high pressure, high flow; one coil for low pressure, low flow; and coils 
for explosion proof environments.  Sun Hydraulics has not had that before.  And so, what that means 
for our distributors, they carry limited inventory, but it’s very robust on FLeX.  That means they can 
react to reuses very quickly, whatever application, even if it’s industrial, high pressure, high flow they 
fit the right coil.  If it’s a low-pressure mobile, they fit the other coil.  If its explosion proof, they fit the 
explosion proof coil, but they use the same key valve.  Ten million cycles, 1,000 hours of salt for 
protection so it doesn’t go rusty.  It is a very flexible range for our industry, and it is very flexible in 
the way that we manufacture it.   
 
You saw this product on the video as well, the XMD.  As Rick mentioned, this was the initial product 
that we jointly designed.  This was the first one out of the gate and this taught our teams how to work 
together very well.  We were pleasantly surprised, our entire organization was pleasantly surprised 
how well this knitted together.  And we got on with a design that happened from concept to selling in 
the market in under a year, which was unheard of.  Now, again, if you have not seen or held this 
controller, please go and do so in the lobby.  You will find that it is actually a pleasure to hold.  It 
sounds crazy, but it is heavy, it feels good, you can feel the quality in it.  They have used that skill 
set to allow us to bury a lot of electronics in a very small space.   
 
We have a CE Mark, an E 11, which are needed for global sales.  CE, we have that qualified to 100 
volts.  That may not mean a lot to you, but I will tell you that all our competition is only qualified to 30 
volts.  In real terms, that means that, we are less susceptible to outside signals and we certainly will 
not give off signals that would affect something else around us.  The same is true for the E 11.  We 
have to get that qualification to make sure we do not interfere with or become interfered by other 
signals coming in to us.  We have a seal rating which is the top seal rate you can get, the IP69K.  
That means we can wash this unit down in high pressure hot water, if we need to.  If we don’t need 
to do that, at the very minimum, it will tell you it does not matter if you are in a human environment 
and an engine bails somewhere else it is not going to affect its operation.  And finally, we are using 
Bluetooth.  That is something that some pioneered several years ago, and again, it is for safety.  
Safety is paramount.  There are no cables between any equipment that is controlled when you are 
configuring or setting it up.  You simply use the telephone in your pocket.  We give you a free 
application you can download for Android or Apple, and you connect, with your phone, to this 
controller and configure it.  No tethering, as long as you are within a 30-foot radius of this, you can 
do exactly what you need to do with this controller.  That means that no one is near hard rotating 
moving equipment.  Again, safety paramount with the Bluetooth connectivity.   
 
We are very confident in the e-controllers of tomorrow.  We have seen this controller absolutely take 
the market by storm, and it is very flexible.  If you look at our past history in electronic controllers, it 
has not necessarily been spectacular.  We had a controller with a valve and that was really it, it was 
really black and white.  If you look at this controller, the versatility itself speaks volumes to people 
who want to apply electronic controllers in their industry.  It has been optimized to drive our valves, 
but it will drive anyone else’s valves in the industry, which again, is a benefit for our integrators and 
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our sellers and our resellers, our distribution, because they have other products that can be 
controlled by this. 
 
You have heard several times today “In the Region, for the Region.”  In my instance, this means that 
we are moving from a U.S.-centric company based in sunny Florida, where I am, to really a 
regionally-centric company.  We have an Americas region, we have an EMEA region and an APAC 
region.  Why?  Well, we are looking at putting manufacturing footprint, as Wolfgang said, into white 
spots.  We are also looking to protect our production.  We are looking at places that can supplement 
and compliment what we already have and do.  This will allow us to make local products for the 
respective regions.  We are also going to be growing supply chains in those regions that help us take 
care of some tariffs and other charges as we move around the world.  Again, in the region for the 
region is a very strong focus for us.   
 
We already talked about the South Korean plant in Incheon.  It is a growing industrial hub in South 
Korea.  It is operational and has been operational since August 2018.  This plant is designated to 
design cartridge valve products, build, test, and supply cartridge valve products within the Asia-
Pacific region.  It is also designated, to grow, design, and manufacture the integrated packages for 
the larger areas that are based in Korea and in and around the Asia-Pacific region.   
 
This is a first and concrete key step for us – for those local manufacturers to know, for them to 
understand that we have complete commitment in their region for their region, to help them and 
support them locally and technically with those products in those time zones.  This is a very big and 
very bold move for us and it speaks volumes out there in the marketplace.  As Wolfgang mentioned, 
within opening we had key distributors, key OEMs come in, and check that we were qualified to build.  
We passed with flying colors. 
 
With this new South Korean facility, we have gone from 11,000 square feet, which was our old facility 
to 50,000 square feet in this facility.  From that, it will tell you that we have plenty room to grow into 
this for the years to come.  We are expecting big things from this plant.  And as Wolfgang said, it 
really is state-of-the-art with regards to lean manufacturing and just the way we represent Sun 
Hydraulics and what we are going to do there.   
 
On the right-hand side of the slide, we have our new Chinese plant in Shanghai.  It is currently being 
built.  We expect to have it operational in the next 18 to 24 months.  This plant will be looking to 
assemble and test valves, and support the local Asia-Pacific region.  We have a plan in place, we 
have a road map in place, and that plan is being operated right now.  We are taking a lot of time to 
make sure that we are diligent on what products we want to put in there to support, particularly, 
mainland China.  We will also make sure the flow through the plant is correct, and that we are buying 
the right equipment to make sure we can support that. 
 
Here is our global R&D overview.  To make innovative new products, we need R&D to support us 
fully.  In order for that to happen, we are growing our resources.  Some of you may know that Sun 
was very Florida-centric, very U.S.-centric.  Well, engineering is now spreading out around our 
locations around the world.  And there is a really good reason for that.  We have a lot of talent that 
we are now using, and we have a lot of resources that we are now using, but more importantly, we 
are able to get a lot more work done more efficiently.  And why do we need that?  We want to get to 
the market fast.  We need to react quickly to segments that are opening up on new opportunities that 
are happening for us.  What we have done is make sure that all of these locations for our R&D across 
the world, are aligned 100%.  They use the same equipment, the same software, and the same test 
functionality across the world.  That way when we get information from Incheon in Korea and we look 
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at in Sarasota Florida, we trust it, we do not have to second guess it.  That’s allowing us to get from 
concept to finished product, that much faster.   
 
We are also looking at improving systems testing.  What we are doing in Sun CVT, the next obvious 
step is systems and putting it all together in integrated packages.  We need to grow that.  Therefore 
we are growing those resources around the world, and we are also growing simulation.  The 
simulation has been growing for a really good reason.  If you can simulate something, and you trust 
your simulations, you can get from concept to finished product or concept to prototype very quickly.  
You make fewer mis-queues.  It costs you less money, and costs you less time.  We are very involved 
in getting simulation and fatigue software loaded with real value, real information.   
 
Component testing – if we can get subject matter experts around the world on simple things, like 
seals, and springs, and fluid compatibility, it saves us asking a question.  We phone up the expert, 
and we ask our subject matter expert.  What if we want to use this seal for a million cycles, will that 
material work?  The answer is yes or no.  It is very quick.  We do not have to try it.  And again, it 
reduces the mis-queues, reduces the time to market.  That is what this is all about.  
 
Finally, I will discuss product durability testing.  You have heard me drop to you that we did FLeX 
valves at 10 million pressure cycles.  I challenge you the next time you are with a hydraulics 
manufacturer, any hydraulics manufacturer, just ask them how many cycles their products actually 
manage.  And make sure you ask them for pressure cycle products.  I will guarantee that they come 
nowhere near 10 million.  And we are offering this to the market, at market price.  We have done 
substantial cost reductions, substantial work on the lean manufacturing, to have a superior product 
in the marketplace.  
  
Lean manufacturing and streamlining – we have three facilities in Sarasota, Florida.  We are 
relocating the manufacturing into the two adjacent plants.  You can see them in the top picture here.  
Those are our two facilities.  We plan to have that project done by Q1 of 2019.  That is being done 
to increase capacity for manufacturing, and reduce the logistics between facilities.  We spent a lot of 
time moving parts around between the three facilities until we started this activity.  It is a huge 
undertaking.  There is a plan, and we are diligently working to that.  We are making sure that we 
minimize the interruptions to production, and any interruption in our shipments to customers.  Again, 
we are being very diligent and very careful in what we move, where we move it, and how we move 
it.  By adding capacity and minimizing logistics, we are making our people happier.  You know they 
can produce something, they can see it, and we are able to get those parts from the floor easier.  We 
have consolidated shipping.  Everything comes in, flows through, and flows out.  It is a much better 
situation for the company, for the product, and for our people.   
 
The bottom facility is about two miles away, and we are going to re-designate this as a center of 
excellence for Sun Hydraulics.  We are going to house the engineering teams – the innovation 
engineering team, and sustaining engineering team.  We are also going to house marketing, product 
management, and training within this facility.  Training is a big thing for us, so we are going to house 
all those key functions in this one facility.  Soon we will have a key center of excellence, and the two 
adjacent facilities running all of the Florida production.  Again, very aggressive, but taking very good 
care of our product, the delivery, and the way we are making product to not disturb that supply chain 
to our customers. 
   
Coming towards the end now, I want to talk a little bit about our organic growth and how we are going 
to do that.  It is about a 7% overall CAGR through 2025, and that is including a mild recession.  We 
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are expecting about 3% CAGR from market growth.  That is just ground swell, which is what we are 
going to see.  We are going to capture that with our available products.   
 
We are expecting another 2% CAGR from of new products.  That is completing the FLeX range we 
discussed, adding more new e-controllers.  That is the new manifolds, the integrated package that 
pulls through with QuickDesign.  We have a lot of areas, a lot of levers we can pull to grow that 
average 2% per year for us.   
 
The final 2% CAGR is going to come from increasing market share.  That is actually a really big 
topic.  We talked about Custom Fluidpower, and Southeast Asia, which we have referred to as 
“stepping stone.”  That’s exactly where we are looking.  Part of that 2% is going to be Southeast 
Asia.  In the last 2 years, we have put on 8 new sales channel partners and we intend to continue 
with that trend and grow that in Southeast Asia.  There is a lot of business to be had.  We have a lot 
of white spots there, some that have never even heard of Sun before.  The opportunity is boundless.  
 
The second area in that category contrasts with a few years ago, when we didn’t have any direct 
people of our own covering the Americas.  We did everything through distribution.  Over the last 
couple of years, we put about 8 people in the field covering the Americas – North America and Latin 
America.  That is helping us penetrate the market, work with our distributors, work with our sales 
reps, work directly with the customers.  We help them push new products into the marketplace, 
clearly and effectively.  We may train people, if needed, while we are there.  That is already paying 
dividends.  Just last week, we won a substantial order in the entertainment business with the FLeX 
valves.  Remember, 10 million cycles, rust prevention for 1,000 hours, it is ideally placed for the 
entertainment business.  Why?  Theme park rides, theme park machines, fairground rides.  It does 
not sound like a lot, but it is actually a huge industry. They need high reliability product, high 
operational functions, and we are providing all of those.  Again, this is working very well, and we will 
continue such activities.   
 
And finally, our commitment to Vision 2025.  I hope I have shown you some of what we are doing to 
help CVT contribute toward the $1 billion revenue goal.  Estimated 2018 is about $310 million, 
growing to $500 million in 2025, with a 7% average annual growth rate, all while maintaining our 
superior profitability.  That is our commitment.  We believe strongly we can do that we all the things 
we have laid out for you today, pull all the levers within cartridge valve technology.   
 
And with that, I’d like to say thank you very much for your time.  I appreciate your attention and 
sticking with it.  I would encourage you, if you haven’t already, to please during lunchtime take a look 
at FLeX, take a look XMD.  And grab me if you need to and I will talk you through whatever you need.  
Any of my colleagues will help you out there as well.  But, for now, I would like to say again, thank 
you very much.  And introduce Tricia Fulton, who will be giving us the financial overview from the 
Helios prospective.  Thank you very much. 
 
Tricia Fulton: Good morning everyone.  I am Tricia Fulton, Chief Financial Officer from Helios 
Technologies.  I have been with Sun and now Helios for last 21 years.  I have been the CFO for the 
last 12 years.  I had an opportunity to meet with most of you in the room, even over the last few 
months, so thank you for joining us today, we appreciate your interest in learning more about Helios.   
 
I would like to start with a little bit of history of the company.  There are few people in the room that 
have lived through this history with me as well,  but for those of you have not, I think it is important 
to look at where we came from and how we got to where we are today.   
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Let us start on the left-hand side of the chart with 2008 which, by the way, was the peak for the 
legacy Sun business on both a revenue and operating profits basis at that time.  Unfortunately, the 
next year the great recession hit in 2009.  Revenues went down by 45% and as you can see 
profitability was hit very hard as well. We came out of it with a V-shaped recovery.  2010 came back 
pretty strong and then we peaked again in 2011, at $204 million on the top line and a very strong 
operating margin.  The next 6 years were relatively flat on the top line, which is what really led to 
Vision 2025 being rolled out.   
 
In 2015, the board took on a strategic project, because they did not feel that what was going on in 
the business was sustainable from a business model standpoint and wanted to do something 
different with the business.  That is really what led to Vision 2025, which was publically rolled out 
simultaneously with acquisition of Enovation Controls at the end of 2016.  This has led to what you 
see in the last two columns, on a pro-forma basis, the tremendous growth in both revenue and 
operating profit.  If we look at the pro-forma 2018 numbers, this year is estimated at about $585 
million top line and $128 million in operating income.  On the top line, that is almost a 3 times growth 
rate in two years and on the operating income side, it is more than 3 times growth in two years.  As 
we are rolling out Vision 2025, it has been very transformational for the company. 
   
If we think about economic cycles, we have put some measures and actions in place that, for the 
long term, will build some resiliency in the earnings.  The first one is the more flexible cost structure.  
The first item there is a temporary workforce.  We have somewhere between 10% and 20% 
temporary workforce in all of our businesses, which gives us great flexibility to be able to meet 
demand as we see it fluctuating throughout the cycles.  This is important.  We did not have any of 
this flexibility in 2009, which is partly why we saw quite a large decrease in the profitability at that 
time.   
 
Gary just talked about the streamlining of the Sarasota operations, which is going to be key to 
building productivity and capacity in those businesses.  That is going to be important as we are trying 
to grow through the compound annual growth rates that we have projected for that business as well 
into 2025.  That is very lean focused in what we are doing.  Gary mentioned the U-shaped cells that 
we are putting into place there, which are pivotal to gaining that efficiency.  There are ongoing lean 
initiatives across all of our locations and functions.  We talked about that with Korea as well, best in 
class lean, in that organization.  It is also true of the Faster and Enovation manufacturing facilities as 
well.  With the acquisitions of Faster and Enovation we also now have some variable compensation 
that has been brought into the compensation structure, which gives us a little bit more flexibility. 
These are tied to KPIs and the KPIs are intended to help us work through the cycles of the business. 
 
Wolfgang had a good chart explaining the diversification of our end markets that he showed in his 
presentation.  Certainly if we go back to the 2009 timeframe, we have a much more diverse end 
market and sector base.  He referenced that we had four end markets that made up 85% of the 
business in 2009, but we are now looking 16 broad end markets and several sectors underneath 
them, as well.  We believe that diversification will create some counter-cyclicality or less cyclical 
markets that will help us through any variability in business cycles.   
 
Finally, you have heard a lot about “in the region, for the region” today.  Certainly aligning our design 
manufacturing and local customer service in each of the 3 major regions gives us flexibility to be able 
to deliver to customers when they want and where they want it.  It also gives us manufacturing and 
fulfillment flexibility on how we would like to deliver product to the customer.  Further, it allows us 
some flexibility in addressing our foreign currency exchange exposure.  We are very heavily US 
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manufacturing focused right now, so being able to move some of that manufacturing outside the US 
will be beneficial to us on a foreign currency basis.   
 
Those items address long-term earnings resiliency through business cycles.  We would like to look 
now at some of the short-term initiatives that we have in place to improve our margin performance.  
Some of these have already been mentioned today.  They are important to the continued margin 
expansion that we would like to see over the next few quarters, given some the hiccups that we have 
had in last couple of quarters.   
 
We will start with the Hydraulics segment.  Again, the plant consolidation is key to that.  We have 
started to see some of the benefits of that already.  It is a fairly long-legged project that we expect to 
be done with in Q1 of 2019 and reap some pretty nice benefits over the next few years out of that.  
But, on the short term we are also seeing production and thru-put benefits.  On the footprint side, we 
are expanding outside the US.  Gary referenced the building that we just brought online in South 
Korea and that is going to give us additional capacity and footprint in Asia, including local 
manufacturing of the products that are sold in Asia.  Italy, we are looking at an expansion of the 
building that we have with Faster, which will give them additional capacity, but will also allow them 
to utilize some of that capacity to make products for the CVT business for turned parts.  This is an 
important part of the supplier strategy if you will, going forward, and some of the synergies.  In China, 
that does give us assembly and test capabilities and probably eventually manufacturing capacity 
there as well.   
 
On the supplier side, we are looking at global suppliers to enhance our supply base.  We came out 
of a period here where we had some pretty strong supply constraints from our US suppliers as they 
were hit hard by the whole hydraulics industry being out, because we have a lot of shared suppliers 
among hydraulic manufacturers.  Bringing on new additional suppliers will help us going forward to 
mitigate some of those risks that we have from supplier constraints.  
  
And then finally, pricing actions.  We were able to take pricing action in the CVT business on July 1.  
In the Enovation business, we had a beginning of the year price increase and Faster, given their 
business model with OEM’s, has had some pricing action throughout the year.  We do feel that we 
have potential pricing actions going forward into 2019 for those businesses as well. 
 
On the Electronics side, Rick referenced the carve out, and we are very happy to be done with that.  
It was a very complex project and extremely well managed by the Enovation team.  And as a result 
of that, now that we have come out of 2017 and completed that.  We have seen 6 months of improved 
efficiencies in those manufacturing operations.  In addition to that, we have brought on the SMT lines 
that were installed last year.  We have gotten those up to speed and we are seeing significant 
improvements in the quality and the throughput of the SMT production lines.  That does give us 
flexibility as well to determine what SMT products or PCBAs we want to keep in house and what we 
would like to outsource as we grow, giving us tremendous flexibility.   
 
We did have some scarce commodity issues on the electronics side at the beginning of the year as 
the whole industry was ramping up, some of the commodities became difficult for us to purchase.  
Ceramic capacitors were specifically called out.  We have identified alternative sources for those 
products now and are working with those new suppliers.  We have also had the engineering teams 
look at alternatives to those so we are not as dependent upon one supplier to get those, and to be 
able turn the products around and ship them back out the door.   
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Finally, the scrap issues we had in Q4 of last year were pretty significant in the electronics business.  
Some of this was caused by the carve out and now that it’s done, it has mitigated some of the risk 
of that.  The Enovation team did an excellent job of putting in new processes to make sure that we 
do not have those type of scrap issues come up again.  They go on daily scrap walks and the entire 
company is very cognizant of where the scrap is.  We just had the strategy development session for 
2019 last week and this was a very big focus for the 15-person leadership team that was there.  We 
do not anticipate that we will have scrap problems going forward in that business given the focus 
that is on it. 
   
Let us now turn to synergies.  We have talked a lot about some of these synergies throughout the 
presentations.  We do not justify any of our acquisitions based on synergies, but certainly we are 
opportunistic when we are going through the due diligence process to identify areas where we 
believe that we can get those synergies.  The synergies fall into a couple different buckets.  They 
are primarily revenue-based synergies, which can be identified through cross-selling.  I think Ditch 
Witch, depicted in the video that Wolfgang showed, is a really good example of where one machine 
is able to use the products across all three of the Helios companies.  I think that is pretty significant.  
We definitely have cross-selling opportunities between all of the companies.   
 
In addition to that, we have the product development opportunities.  XMD is a great example of that.  
Gary spoke of that and so did Rick, and that was a very big joint effort, and a very quick development 
cycle on that.  There is more to come and there are certainly opportunities for Faster, as well, to work 
with Enovation to bring electrification into the QRC product line.   
 
In addition to these revenue-based synergies, there are a few cost-based synergies.  The best 
example of this, is when we merged HCT, our very small electronics company in California, into 
Enovation at the end of December last year.  This was kind of a no brainer, it did not really make 
sense to have 2 electronic manufacturing companies.  We brought those together and we have seen 
some cost synergy benefits there.  Then on the Faster side, in regards to the cost side, we talked 
about Faster being able to make parts for the CVT business.  They are very strong on the machining 
side.  If you cut apart a coupling, and you cut apart a cartridge valve, the innerworkings of them look 
very similar.  They are going to be able to make good products and be a good supplier to CVT over 
time and this will definitely have some cost savings.   
 
The Custom Fluidpower synergies are a little bit different.  They are primarily Southeast Asia 
focused.  We believe that with the systems expertise, which includes both hydraulics and electronics 
that Custom Fluidpower has, that they will be able to accelerate the efforts that we have with the 10 
distributors that Gary identified that we have put in place in Southeast Asia.  We really will rely on 
Custom Fluidpower to advance those distributors’ knowledge and ability to sell into the marketplace 
much more quickly than they would have on their own.   
 
Let’s look at cash flow.  Cash flow, since we have purchased Faster and have taken on significantly 
more debt than the company has had in its history, cash flow is first and foremost in our mind.  We 
look at two goals – operating cash flow as a percent of revenue greater than 15% and free cash flow 
as percent of revenue greater than 10%.  Obviously, CapEx sits between those two and can be 
managed by management to determine where we would like and need those levels to be.   
 
Looking at the chart, in 2014 and 2015 we had extremely strong operating cash flow, but we were 
not investing in the business at this time, which is what really led the board to challenging the 
company through the new vision.  As we look at 2017 and 2018, we were making significant 
investments in the business.  If you look at the 2018 numbers and consider the one-time costs that 
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we have incurred related to acquisitions for this year and we add those back, they are about 2%, so 
we get to 15% operating cash flow and 11% free cash flow.  We are in excess of our targets excluding 
those one-time costs.   
 
We have some initiatives related specifically to working capital, which we believe can increase 
operating cash flow.  Those are related to inventory, accounts receivable, and accounts payable.  
On the inventory side, it is primarily related to days on hand.  With the supply constraints that we 
have seen, we basically told our suppliers, ship us everything you can ship us so that we have parts 
on the floor, so we can turn around product and get it shipped back out to our customers.  The 
inventory right now is not optimized, and I think it is fair to say that we have too much inventory in all 
of our businesses.  We are working very diligently, looking at the days on hand by part number, to 
try to get that better balanced as we head into the 4th quarter, as well as into 2019.  That way we will 
have the right inventory on hand.  Definitely some room for improvement there.   
 
On the accounts receivable side, we have a few customers that have special terms.  We would like 
to return everyone to a standard terms format.  I think that would be the most beneficial to Helios 
and also, it helps customers stay on track as well.   
 
And then on the accounts payable side, we have had a tendency to pay early so that our suppliers 
favor us, if you will.  I am not sure that, in this day and age, that is getting us as much as it did five 
years ago, so we are renegotiating all of our supplier terms and removing any short or non standard 
terms.   
 
Let us look at working capital utilization.  This is a change from what is in your books.  On the chart 
on the top left, pro-forma 2017 and 2018 numbers are different.  We had an error that we realized 
after we went to print.  I would like to talk about where we were in 2014, 2015, and 2016 on the 
utilization basis.  We were at 9 or 10%, which is very strong.  We see a peak in the 2017 numbers 
and that is primarily driven by the addition of Enovation and Faster.  The 2017 numbers do assume 
that we own Faster for all of 2017.  With the additional inventory that comes from an OEM focused 
business, it is really the inventory days on hand that are driving the utilization up for the 2017 
numbers.  And then we have seen some improvement through Q2 of 2018, back down to 11%.  Our 
targets are going to be 10% utilization here.  We do have targets for the main components of working 
capital, of inventory, AR, and AP for each of the businesses that we will be working toward as we roll 
into 2019 and the businesses stabilize out of it.   
 
Let us look at our leverage goals.  Regarding debt to adjusted EBIDTA, our goal is less than 2 times.  
Again, the pro-forma numbers include Faster, as if we owned Faster for the full year.  After that 
acquisition we are at 2.7 times.  After the CFP acquisition, in the light blue, we are at 2.6 times.  Our 
goal is to get that below 2 times, by paying down debt as quickly as we can.  We are very comfortable 
at 3 times and below for the right investments and we do believe the acquisitions that we made are 
the right investments, so we went above the 2 times.   
 
What are the initiatives that we have to get us back to that goal of less than 2?  Obviously, driving 
superior operating profitability and consistent results are going to be key to that, achieving synergies 
that we just talked about, and effectively managing our cash flow so that we have excess cash to be 
able to pay down the debt.   
 
Financial strength of balance sheet is very important to us and part of our vision statement.  I would 
like to start with the 2014 and 2015 numbers here.  In 2014 and 2015, we had a lot of cash on hand 
and no debt.  We were not growing the business, but we were throwing off a lot of cash because we 



Helios Technologies  
2018 Investor & Analyst Day  
October 3, 2018                          Nasdaq: SNHY 

 

Page 30 of 41 

were not making significant investments at that time.  In 2016, we continued to build that cash, but 
we purchased Enovation at the end of 2016, and we used some of the cash and took on debt for the 
first time in 11 years for the company.  We took on about $140 million in debt, which brought our net 
debt to total capitalization to 22%.   
 
Throughout 2017 we were able to pay down some of that debt and it brought our net debt to total 
capitalization down to 16%.  In the first quarter of 2018 we had an equity offering, where we issued 
4.4 million shares which brought our shareholders equity up over half a billion dollars, we utilized 
that cash to pay down the debt that was on the books and then when we bought Faster.  We took 
the remaining cash and took on debt of $355 million to pay for that acquisition.  That leaves our net 
debt to total capitalization at 39% which is still very low for an industrial acquisitive company.  
 
This is now the fifth time you’ve seen this chart today so as you can see it’s very important to us and 
it’s really the guide that we have toward how we are going to achieve Vision 2025.  This is not only 
a Helios chart, but this is a chart that each of the businesses are following as well for their own 
respective revenue growth expectations.  As we have said there is one mild recession assumed in 
here and if we look at the pro forma at 2018 numbers of about $585 million with about 22% adjusted 
operating margin, we believe we are in a very strong position to be able to actualize the CAGR rates 
of 6% to 7% to grow the existing businesses organically into 2025.  That does leave us $70 million 
at the top which we will need to acquire sometime between now and 2025.  Wolfgang pointed out 
that we should not expect a large acquisition coming up anytime soon, but maybe some smaller bolt-
ons.  At some point, we need to look at how we are going to get that $70 million to achieve the  
$1 billion target. 
 
On the bottom here, we do have the metric floors, again these are floors, we have had some 
questions about whether these are targets and why we would want to lower our margins.  That it is 
not our intent.  These floors were set when we established Vision 2025 to represent what we felt was 
a company with superior profitability and we still, two years later, feel that that is a valid statement 
and will seek to make sure we are in excess of those floors.  
 
We believe this is a very achievable Vision.  We hope that you can share that and understand how 
we intend to get to the Vision 2025.  
 
Finally, the first slide that Wolfgang showed were the takeaways for today.  I am going to reiterate 
those takeaways and hopefully we have covered everything for you to help you understand how we 
are executing on the Vision.  We want to be an advanced technology leader – I think you saw that in 
the presentations by the businesses that they are all very focused on their niche technologies, and 
being a top three player in those technologies so they are utilizing their new product development to 
grow the business organically. 
 
We are looking at penetrating the white spots that we have globally, and Southeast Asia and Latin 
America are good examples of that.  We believe the CFP acquisition will help all of the Helios 
businesses grow in Southeast Asia as well.  We are focused on acquiring strategically complimentary 
businesses, I think you have seen that in what we have done so far and we will continue along that 
same path as we look at additional acquisitions.  And we need to achieve the synergies that we have 
laid out for the businesses, we do believe those are very achievable numbers and we will work 
towards those over the next few years. 
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In the near term, our focus is on margin expansion.  We talked about the actions that we are taking 
to make sure that our earnings are resilient on a long-term basis and some of the shorter-term steps 
that we have in place to make sure that we are seeing that resiliency on a near-term basis as well.  
 
In the region for the region remains a very strong concept for us – we continue to expand our 
manufacturing design and customer service capabilities in all the regions globally that will give us 
the flexibility that we need as a growing global industrial company.  Finally, regarding our capital 
structure that we have in place, we feel it will support the growth that we expect for Vision 2025.  
 
Thank you very much.  That is the end of the presentation.  We’re going move into Q&A so I ask that 
all of the presenters come back up and Karen will give us some instructions for how we should go 
about asking questions for Q&A.  
 
Karen Howard: Okay, thanks Tricia.  As Tricia mentioned we’re now ready to enter into the Q&A 
session.  We will be taking questions on the floor as well the webcast so those of you on the webcast 
feel free to type in your questions.  We will want to use mics so if you could wait until we get a mic 
to you, there are two of us with handheld mics.  We will be walking around and get a mic to you so 
that you can ask your question.  I ask you to state your name and your firm so that we have it and 
then proceed to ask your question.  For the first question, I saw Brian’s hand first. 
 
Brian Drab: Hi, Brian Drab with William Blair.  My first question, and I’ll just ask one at the moment, 
is regarding that chart that was shown five times.  When you showed this chart, I think most recently 
in a June 2018 presentation you were using 2017 as the base, the growth rates for the segments 
were higher, right?  The hydraulics were 9%, now its 7%, electronics was 8% now its 7%.  Is that a 
function of just you previously considered that you would outperform those long-term targets in 2018 
and these were the targets that you always envisioned, the 7% and the 6%, always envisioned 2019 
through 2025?  Or is it that you now are perceiving a slower growth in these end markets going 
forward? 
 
Wolfgang Dangel: No, it’s the first, Brian.  It depends on the base line.  We have significant organic 
as well as external growth in 2017 and 2018.  That is why those percentages on the right-hand side 
come down significantly.  I pointed out during my presentation, the benchmark for us is to grow twice 
as fast as the market.  If you look at the niche technologies that we are in, what we believe is that 
the market grows along global GDP of 3% so this is in line with growing twice as fast as the market. 
If you went back to 2016, that is the chart I think you are referring to, those numbers were in the 8% 
or 9% and this was in the 14% range.  A result of the growth that we have seen both organically as 
well as through the acquisitions, now it is in line, I think, with what we feel is feasible that we can do 
moving forward from here.   
 
Mig Dobre: Yes, thank you, Mig Dobre with Baird.  Thank you for all the detail in the presentations.  
And again, sticking with this chart because it’s an interesting one, I guess the two elements when 
we are thinking about the long-term potential of the company is the top line and we have discussed 
that at length, the other one is margins, and you are presenting here Vision 2025, metric floors as 
you call them but essentially your business is operating north of all these floors today.  How do we 
think about the moving pieces for margin for the company as a whole and for each segment because 
I presume each one of these businesses has different dynamics at play that we need to take into 
account. 
 
Wolfgang Dangel: Mig, as Tricia pointed out, the floors were put in place in conjunction with the 
strategic analysis three, four years ago when we were really looking at the competitive positioning 
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of the company as such.  At that point in time, we were a $200 million business and we felt that we 
needed to come to critical mass, that is why that critical mass statement is imbedded in the vision 
statement, and that would be $1 billion.  I still recall that back in 2015, how will we arrive at the end 
of the day, at $1 billion?  That’s a very ambitious goal, and the Board wanted basically to put the 
margin floors and said “we are not growing just for the sake of growing.”  So $1 billion is a very 
ambitious goal and we believe that we can do that, but we require minimum profitability that defines 
an industrial diversified company that stands for superior profitability.  Even at the bottom of the 
floors, at 20% or 24%, at that time we did an analysis, we would still be clearly in the in the top 
quartile of margin for those types of companies. 
 
Now you are right.  We have seen quite some tailwind of the economy over the last couple of years, 
so actual margins are two to three percentage points higher, both at an adjusted operating income 
as well as EBITDA margins compared to the very bottom of the floor.   Our intention is, first of all, to 
achieve superior profitability, and our intention is of course to defend or even expand on existing 
margins.  And we feel with the approach, the strategies based around niche technology and with the 
approach of cross imbedding and joint product development I think we can come up with the new 
innovative products that we can market at superior margins.  What you see here is the floor, nothing 
else, I mean we are looking at pretty much where we are from a profitability standpoint right now and 
we are making every effort to even build on that.  
 
Mig Dobre: Maybe to follow up on this or put differently, as you are modeling the business and you 
are talking about potentially baking in a mild recession and then a recovery of sorts to 2025, at this 
point how should investors think about incremental and decremental margins in your business?  
What are you really aiming for in both scenarios?  
 
Wolfgang Dangel: Yeah, we do not think in those scenarios, to be quite honest, we do not think in 
incremental margins and you know historically when the company did not invest and we had a very 
stable and flat environment we were generating incremental margin in the range of 35% to 50%.  I 
think those days are over if you embark on a spreadsheet like this where you really put the hammer 
down and grow aggressively, but we’re still not yet in an environment where the dust has settled 
where inbound and outbound supply chain issues are reasonably gone and stable.  When we are, 
we will probably look at incremental margins in the range of, I would say, 25% to 35% at the adjusted 
operating income line.  That is probably a fair assessment, but we are not driven by incremental 
margins to begin with.  We look at overall profitability, as Tricia said the generation of free cash flow 
for us is very important because we also have to finance the growth at the end of the day. 
 
Mig Dobre: Last one before I pass it on – I am not getting the sense that you are commenting at all 
on your 2018 guidance and obviously a big component of it was just internal execution and some of 
the things you could manage yourself.  Any update there vis-à-vis the cost rise, anything else that 
you have been working on?  And I am also wondering as you are doing the Sarasota plant 
consolidation, given all the challenges that you have had ramping up volume and converting backlog 
here today, you know is this the right time to be doing this and should we be preparing for any 
additional headwinds in the fourth quarter or going to 2019 as a result?  Thanks. 
 
Wolfgang Dangel: There is never a good time to do a consolidation because it is a major logistical 
exercise.  We are doing it now because we want to streamline manufacturing first, and secondly, we 
are freeing up capacity for future growth to come.  If we did not do it, we would be forced to invest 
significantly higher in cut-backs to build additional capacity.  A portion of the streamlining process is 
designated to freeing up capacity that we do not have right now. 
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The timing is not perfect, but we decided to do it this year and we are staying the course and pulling 
it through.  We are midstream.  I mean, this project according to the chart is scheduled to be closed 
by the end January next year, so we are midstream into it.  We started in April, and we will pull this 
through.  It creates for us the capacity that we need for growth next year and in 2020.  
 
Tricia Fulton: With regard to your guidance question, nothing we said today was intended to mean 
we are reiterating or changing guidance.  We aren’t really talking about guidance here we’re trying 
to talk a little bit longer term than that.  Does that answer your question? 
 
Mig Dobre: No. 
 
Wolfgang Dangel: Well let me make it clear.  What we said during the Q2 earnings call is the status 
today.  I mean, why should we talk about guidance today?  That is not the intention of the investor 
day or--why are you asking the question, if I may ask? 
 
Mig Dobre: I’m asking simply because a number of months have gone by, right?  You are further 
along. 
 
Wolfgang Dangel: I mean, we cannot talk to you about Q3 right now.  As I said, we last updated our 
guidance on August 7th in the earnings release.  
 
Karen Howard: If I could just comment quickly with respect to the question.  I think, Mig, a lot of the 
things that were talked about today and, as Tricia summarized, with respect to the initiatives we have 
had going on to mitigate margin pressure are the things we have been doing, and I think she gave 
an update on that without specifically talking about the numbers because our intent was not to 
comment on the guidance numbers but to give you an update on the progress of these initiatives, 
which hopefully you got a sense are progressing very well. 
 
Wolfgang Dangel: Does that answer the question, Mig? 
 
Mig Dobre: Clearly.  All right, thank you.  
 
Wolfgang Dangel: Good. 
 
Charles Brady: On a slide 68, in Tricia’s presentation, there are a couple of bullets on pricing tariffs 
going into effect October 1st for future pricing I guess for Enovation.  Could you just speak to some 
more granularity on exactly what that entails and timing on when that might happen?  Is it contingent 
on further supply chain cost increases or is it to cover stuff already in effect?  And I’d like to try to get 
a little bit more detail on what that means particularly to margins. 
 
Wolfgang Dangel: You’re just talking about the Electronics business?  
 
Charles Brady: I was talking about both.  I mean, so we talked about specifically Enovation as 
potential price adjustment in January so that is coming in the future, but you know Hydraulics had 
one going through, could Hydraulics have another price increase if you think that is necessary also? 
 
Wolfgang Dangel: We have had pricing increases in all three businesses staggered over the year, 
happened at different points in time.  I think for the first part of the question if I got it correct, from a 
supplier perspective I think we have absorbed the price increases from the inbound supply chain, 
but what’s definitely still cloudy, and you touched on that, are the new tariffs and that is still being 
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evaluating at this stage.  We are trying to pass on the tariffs with surcharges across the businesses 
to the customer base but it is too early to tell whether that will be really accepted.  I mean we are 
feeling there is some headwind particularly in Europe and in Asia.  I think there’s more acceptance 
of a surcharge in this part of the world compared to Europe and Asia at this stage, but it is too early 
to tell, I could not give you a quantitative impact.  With regards to the very last question, of course if 
the market environment allows to impose another price increase on the marketplace, in 2019 we will 
do that, we’re looking at that on an ongoing basis.  I mean this is demand and supply, but we also 
are determining the point in time and the degree of pricing that we pass on, so a couple of factors 
come into play, but if the opportunity arises in 2019, yeah we’ll do that. 
 
Charles Brady: Just on the commentary on the tariffs, are you saying you are putting through costs 
right now or you got a margin headwind right now that you’re trying to cover.  If they do not stick, you 
have a potential margin headwind that maybe you did not have three, six months ago? 
 
Wolfgang Dangel:  I mean, there were new tariffs.  If you look at round three of the tariffs that were 
introduced just on September 24th, a week ago, we still have to evaluate the full impact on those.  I 
think that the tariff discussion is much more complex than people believe it is, not just the tariff itself.  
I mean just put yourself in the shoes of the manufacturer, if a U.S. manufacturer that is exporting to 
China so there is a tariff impact at the same time there is a depreciation of the, of the renminbi verses 
the U.S. dollar taking place, and on top of it, you impose a price increase.  Your Chinese customer 
gets hit three times, they have to be very cautious, it’s not just passing on the tariffs and it is not that 
simple.  It is a very complex environment that needs to be evaluated and round three is just ten days 
old.  Nobody really knows the details there and the impact to be expected.  We are evaluating that 
right now. 
 
Charles Brady: Those tariffs are for round three, the October ones are round three to cover that? 
 
Wolfgang Dangel: Yeah. 
 
Charles Brady: Okay.  On the Faster presentation, you talked about e-commerce.  How much of 
Faster's business goes to e-commerce right now, and is there an e-commerce opportunity for the 
other businesses? 
 
Wolfgang Dangel:  Joel, do we know the exact percentage there? 
 
Joel Edwards: It's approximately a high single digit percentage for Faster globally. I cannot answer 
for the broader group. 
 
Wolfgang Dangel: While there is definitely a trend towards a higher push for e-commerce activities 
I can speak for Sun Hydraulics in that regards.  Rick might have to talk about Enovation Controls.  In 
the case of Sun Hydraulics, a lot of our general partners are doing that, so we would get into some 
type of competition with them.  
 
Rick Martich: Yeah, I was going to add for Enovation on that same question, there’s an opportunity 
for us on the e-commerce side.  Most of our business has been driven through OEMs and sales to 
OEMs and the distribution channels actually present for us globally in EMEA and APAC with that 
opportunity to leverage some of the best practices that Faster and Sun have already been deploying 
and so that’s a growth opportunity for us. 
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Wolfgang Dangel: We did not talk about that during the presentation, thanks that is a very good 
question.  You have to remember that we grant exclusivity to our channel partners for a designated 
geography.  As a manufacturer you cannot just come in and enhance your e-commerce capabilities 
because you are competing directly with them in that designated geography.  Most of our competitors 
can do that because they do not grant exclusivity.  We are strong believers in the exclusivity approach 
because of the technology approach that we have.  We want our channel partners to invest into our 
business because it is normally much, much more application and technology driven than what our 
competitors do.  That is why it is a little bit more complex to just add functionality from an e-commerce 
perspective, you would immediately get into a competition with your partners.  
 
Nathan Jones: Nathan Jones, Stifel.  You guys have bucketed the organic revenue growth over the 
next seven or eight years into market product and geographic expansion.  On the product side you 
guys talked about 20 valves in the last 10 months, 20 more in the next 10 months.  Some of these 
new product innovations that you are bringing to market, can you contrast that with the pace of 
innovation over say the previous five years?  How far you are through that ramp up?  Do you see 
acceleration in those new product introductions over the next few years enabled by putting these 
three businesses together?  Just any, any color and context you can give around that.  
 
Wolfgang Dangel: Yeah, I'll start off, and then you guys can jump in here.  First of all, if you look at 
history, I think Faster was like Enovation.  We are looking around about 10 significant product 
launches a year per company.  That always depends how you define product launch but roughly 8 
to 10 that was the track record when we did the due diligence on both companies. Compared to 
other due diligence we did, this is very impressive in this type of industry.  That’s about 30% to 60% 
more than what other companies do from our experience, first of all.  These are mainly product 
development and new product launches within the designated technologies. 
 
Most of what we have seen today, Nathan, is basically a result of joint product development activities.  
And to your question, there I feel we are just at the very beginning even with the XMD controller and 
with the FLeX line, the first 21 valves, this is got to be just the beginning and there is much more to 
come, and we have more ideas.  Gary mentioned there is another roughly 20 valves coming over 
the next 10 to 12 months as far as FLeX is concerned and we have ideas beyond what we presented 
today, but it is too early to publish those.  I feel as if it is at the very beginning of joint product 
development activities I mean we’re just a year or two years into this into this marriage right? There 
is much more, much more to come down the road, anything to add? 
 
Wolfgang Dangel:  Enovation has to fulfill a very special role, and I think that became very clear to 
everybody that has been there or everybody even today listening to these presentations.  So, when 
we start talking about product launches, these are the individual designated technologies, the cross 
breeding on top, overarching product development based on joint activities is the cherry on the top. 
We have acquired successful standalone businesses and we pay a lot of attention and foster their 
own product development plans that they have put in place.  Anything on top and anything you have 
seen today is basically on top of what they are doing within their designated technology. 
 
The special task of Enovation is to bring the electrification into Sun and into Faster.  They need to 
do that, and they are doing that very successfully as we saw from these examples today.  At least in 
the Sun case already, and will move forward with Faster as we move down the road.  But they need 
to help to bring electrification into the typical mechanical driven business of Faster and Sun.  That’s 
the intention. That is also the reason why I said that the breakdown of the percentages of the 
technologies and the 2018 snapshot of 77% of revenue driven by Hydraulics, we will probably want 
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to beef up the Electronics side a little bit to help us to accelerate those types of activities and help 
Faster and Sun bring more electrohydraulic products to the market. 
  
Joel Edwards: I was just going to say, from a Faster perspective, given that we are very OEM 
focused, 89% of our global sales are in the AG and construction space, it’s not surprising that 80% 
of our R&D activities and projects are focused on that AG and construction space.  This is driven by 
OEMs, and oftentimes, we are working at the pace of the OEM launch schedules.  As we have grown 
larger, that has accelerated, and we definitely have generated a benefit from that, and we see that 
continuing.  To Wolfgang’s point, what we are looking at is integrating our already very mature 
product development pipeline and process with where the opportunities for us now integrate in with 
our fellow Helios companies.  
 
Wolfgang Dangel: I think in the case of FLeX and XMD, to launch such projects within 10 months 
after the acquisition is exceptionally out of the norm, however I can share with the group the top 
engineers from Faster have been already in Tulsa, Oklahoma talking to engineering, so we are 
breeding these ideas already.  
 
Nathan Jones:  It is pretty early on in some of these product launches.  Is there any color you can 
give us on early receptivity of the industry on how customers are reacting to these kinds of products 
and what kind of traction you are getting with them? 
 
Wolfgang Dangel: Yeah, I do not want to share detailed numbers here, but I think we can share 
with regard to the XMD, as Gary pointed out the reception was overwhelmingly positive. The 
quantities that we originally planned in year one are probably exceed by 300%.  I think we have 
300% to 400% more demand than we anticipated for year one. As far as FLeX is concerned, I think 
that is going also reasonably well, but there we are pretty much in line with the expectations I think 
for the first year. But again, this is still early.  That is the first year.  We are here to manage the 
quarter century, not the next quarter, so let us see how this works in year two, three and five.  
 
Gary Gotting: You might have just mentioned it.  Aligned with the new products and I think where 
you were going, we are also looking to our workforce, and we are looking to bring on mechatronic 
people into mechanical cartridge and mechanical industry because we appreciate and our workforce 
appreciates that we have to change.  The FLeX range has been very obvious to everybody in Sun 
that we are moving towards electro-hydraulics, and that is going to be our focus.  It makes absolute 
sense for us to start bringing in people that will be able to interface and discuss and communicate 
on an electronics level and then understand how it is going to translate into our valve products and 
understand how that is all going to translate into the integrated package we talked about with the 
QuickDesign and how we put that into the marketplace. I think it is very important for you to 
understand, not only are we developing products, we’re also developing our people, as well, along 
with all that at the same pace.  
 
Wolfgang Dangel: Good point. 
 
Joe Mondillo:  Joe Mondillo, Sidoti.  This year we had a big transition regarding some permanent 
investment.  Aside from a lot of the temporary issues on the cost side of things, we did see some 
permanent cost come on, selling costs, other personnel, the Korean facility, etc.  Going into 2019 
with the savings that we’re expected to probably see in Sarasota, productivity improvements, LEAN 
manufacturing overall, could you talk about that?  In addition to, are you anticipating any other 
permanent cost investments like we saw came on board today? Net, how are you looking at savings 
versus any investments that you're planning on bringing on next year? 
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Wolfgang Dangel:  We will probably slow down a little bit with regard to those types of investments 
in Europe.  You are more referring to increases in fixed costs.  Well, we want to be very cautious of 
not increasing the fixed cost too much and flex the existing cost space that we have as much as 
possible. 
 
We pointed out, however, in Gary's presentation you could see, the China facility has to be brought 
up to speed over the next 12 to 24 four months. That is definitely an investment, in terms of increasing 
fixed costs. We’ll probably slow down with some on the expense side, with some of the engineering 
additions we have made over the last two years. It was pointed out by Gary as well.  
 
We added the regional application specialists, who are very experienced people, but also increased 
the costs by doing so.  We did the same in other parts of the world.  We added people in particular, 
in East Asia and in India.  We will probably slow down there a little bit, as well, as far as next year is 
concerned.  In a nutshell, that is pretty much it.  How we are thinking from a cost spending, expense 
perspective.  
 
Joe Mondillo:  On the savings side, facility consolidations, can you quantify that? 
 
Wolfgang Dangel:  As I said, it is a streamlining activity for defending very cost-competitive levels. 
It is an initiative of freeing up additional capacity, in order to avoid CapEx.  We did not talk about 
CapEx.  It will help us to invest less in CapEx, compared to what we would have to do if we did not 
do the streamlining.  Because we need additional capacity at the end of the day.  The streamlining 
is freeing up the capacity.  The capacity is saving on the front end, it delays additional CapEx in 2019 
and 2020.  On a long-term basis, as Tricia said, from a Helios perspective, we are looking at 5% 
CapEx. Because we believe that is the right number, considering the growth numbers that we have 
been looking at, the 6%, 7%, 8% growth rates and considering what we need to do in the context of 
in the region for the region.  
 
We need to invest into China again, so that will require some CapEx. We might have to do one or 
the other thing then. We need to lead, if we going to conquer manufacturing, we need to lead down 
the road.  
 
But the 5% would take care of that.  I think the formula for you to remember is the 15% operating 
cash flow, as Tricia said, minus the 5% CapEx, gives the 10% free cash flow.  We’re driven by the 
10% free cash flow thinking and methodology as our target.  
 
Zoe Elkington:  We are going to take our next question from the webcast.  
 
Jon Braatz: Jon Braatz, Oppenheimer KC Capital.  A few parts to this, and it is open to everyone. 
How sticky are your OEM relationships?  And once you are designed in, is it difficult to be displaced? 
And is there an inherent incumbency advantage when OEMs introduce new models? 
 
Joel Edwards:  Certainly, from Faster’s perspective, and without getting into specific customer 
details, we employ LTAs (long term agreements).   So, with many of our major global OEM 
customers, those have strings attached both ways with most LTAs where, as long as you are 
providing product at a competitive rate, and with good quality, and delivery capabilities, certainly 
there is an incumbency factor for new platform participation.  Many of the OEMs also incorporate 
general supply scorecard capabilities, which also tie to new business awards, whether or not there 
is an LTA in place.  Faster certainly takes of all those metrics very seriously and focuses on our 
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activities going forward.  As I mentioned in my presentation, from Faster’s innovation perspective, 
that certainly provides that foot in the door to have those first conversations with customers on many 
of the new applications.  
 
Rick Martich:  Yes, this is Rick from Enovation Controls, and sticky is a word that actually we 
deliberately use in the solutions that we design for customers in the OEM marketplace.  Last week, 
we had our strategic planning session.  We talked about sticky platforms and solutions.  And a 
platform and solution is more than just a component.  If you remember that spectrum of products 
that Wolfgang shared from traditional components, to smart components, to intelligent control 
solutions.  We strive for those intelligent control solutions that are sticky, you could add that to the 
end, they are integrated suites of electronics that come together, that interact and talk with each 
other, that that are difficult to displace, that conquer complexity for those OEM applications.  And 
when you are already in, to answer the portion of that question around if you are already in and the 
incumbent, you have an advantage. 
 
And if you think back to the presentation, it is not just the technology advantage, but it is the deep 
relationship you build with that OEM and the trust you have.  Where they have a confidence, not just 
in your technology, but in your operational ability to execute, in terms of the next model year or the 
next product lifecycle platform.  
 
Joel Edwards:  This is Joel again.  One more comment from Faster’s perspective - certainly, the 
intellectual property side of things also comes in play.  A lot of our OEM solutions, especially in 
casting solutions and MultiFaster, they tend to be more bespoke and they are configured to a 
customer’s application, but they oftentimes incorporate a unique intellectual property that Faster has. 
That allows the stickiness factor from that perspective as well, in addition to the partnership things 
that Rick mentioned.  
 
Gary Gotting:  This is Gary Gotting from Sun Hydraulics. Sticky is actually what we try to avoid in 
our business.  We don’t like to do that.  But Sun Hydraulics has a couple of key things, and certainly 
you heard about the FLeX series.  
 
First of all, we have our cavity. Which is a unique cavity, which offers real unique tangible benefits 
to customers through efficiency gains.  It treats the fluid much kinder than other types of cavities. 
With our new products lasting 10 million cycles and all of the things that come with that, that is 
something you cannot buy from somewhere else.  
 
We not only have LTAs, we have a product that is speaking for itself, and really driving itself into 
being placed into an application and you really cannot replace it with anything else in the market. 
From a functional aspect, and that is where our use is typically looked, it is not about price or cavity, 
it is about functionality, reliability, and about length of service.  
 
The new products we are pushing into the marketplace really help us stay with that application. 
Because there is really nothing else that can match the performance.  That is a very good opportunity 
for us to actually sell and I’d be very bold about it.  
 
Nathan Jones:  Nathan Jones, Stifel.  On the M&A outlook, Wolfgang, you have certainly made it 
clear that you are hitting the pause button here.  I think probably after what you have done over the 
last few years, you have driven a lot of change into a company that is not used to that much change.  
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What kind of milestones are you looking at to get you more constructive on getting back into the M&A 
market and doing something of bigger size?  Is it leverage ratio?  Is it integrating the businesses that 
you have got?  Is it sorting out some of the operational issues?  What is it that you want to get through 
and what is it that you want to see out of Helios before you would be more willing to get back into 
the M&A market in a bigger way?  
 
Wolfgang Dangel:  Good question. First of all, Nathan, to underline that statement again, now is 
probably more a gut feeling than anything, it is more a gut feel than driven by numbers, now is the 
right time, I think, for the foreseeable future, to absorb what we have.  We have made tremendous 
inroads over the last two and half years.  This is a good opportunity to focus on getting better, rather 
than getting bigger.  That is the philosophy that drives that statement.  
 
Now, from an M&A perspective, I always mention and warn people, M&A cannot be project driven. 
M&A needs to be embedded in the DNA of the company.  That means you deal with M&A issues 
every single day.  We are gathering a lot of intelligence on an ongoing basis about prospects.  We 
are relying a lot on scouts, they are running around the world and they are feeding us with intelligence 
about prospects that we are interested in.  
 
You keep those initiatives going.  They are ongoing.  I dealt with one very early this morning.  We 
gather intelligence on those prospects as much as we can.  Then, when the opportunity arises and 
we are very well prepared, this is when we can do the next step.  Obviously, you cannot do that in 
isolation.  
 
We are looking at exactly what is happening in the M&A arena.  We are looking at the volatility of the 
market.  We are looking at multiples, where multiples are going.  I think right now, it is probably a 
time where multiples are really reaching levels where it is better to stay back and gather more 
intelligence and do the homework, than being transactional.  We are continuing the process all the 
time, as we drive the operational business.  We continue the process at the same time, and monitor 
the marketplace, and monitor our prospect list.  
 
Joe Mondillo:  Joe Mondillo, Sidoti. Related to the transformation that you are bringing into the 
company, relative to competition.  Historically, Sun Hydraulics products have really competed in a 
very niche, highly engineered-type product, where you might not have seen high competition from 
the larger players, Parker, Eaton, etc.  With the acquisitions that you have made, it seems like you 
are going towards more of an engineered package, or some sort of package where you can facilitate 
what Parker and Eaton’s bread and butter is.  I am just wondering, is there a point where you butt 
up against competition?  And go away from what Sun was historically all about?  
 
Wolfgang Dangel:  First of all, this is not an either-or approach. We are not moving away from what 
Sun has historically been doing.  I was trying to point that out, Joe, in the presentation.  It talks about 
the path of migration, where I said, we want to maintain a “best in class” component position as well.  
 
There is still a lot of companies out there, around the world, they need nothing else than the 
mechanical valve in the box.  We do not try to sell them something else if that is what they need.  We 
maintain it.  But, at the same time, we have to recognize that the marketplace is changing.  When 
we did the strategic analysis about the competitive positioning of the company three years ago, that 
is exactly what we found out.  
 
Electrification was moving at a much faster pace than we had anticipated at the time.  The 
marketplace is changing.  It is changing from pure hydro-mechanical components, to electrohydraulic 
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components, into packages, these type of packages, where you put the electronic control and the 
electrohydraulic valve into a manifold. That change is taking place as we speak, and we have to 
cater to those changes.  We are trying to accommodate both.  But it’s not about doing away with 
what Sun did in the old days, it is just accommodating and preparing ourself for the changes in the 
technology environment.  
 
It is an evolutionary process.  That is why we call it the path of migration, but we are actually not 
leaving this behind as long as there is demand in the marketplace.  There is still demand in the 
marketplace for single, mechanical components.  
 
Joe Mondillo:  I understand that.  It sounds like you are just expanding on what you have always 
done.  Just expanding into the electrification and such.  I guess maybe Faster brings in another 
aspect to it, but I am just wondering, do you bump into more competition against the larger guys from 
what you are doing with the strategy? 
 
Wolfgang Dangel:  I was about to comment on your question with regard to competition.  The clear 
answer is no.  First of all, I think, Helios should never compare itself to companies like Parker or 
Eaton.  Those are much bigger conglomerates that I have tremendous respect for.  I pointed out, we 
are operating niche technologies, in niche markets.  If you refer to those specific competitors, the 
companies that you mentioned, they have a different business approach.  We are not butting heads 
in most of the marketplaces that we operate in today.  And we want to see exactly where are, that is 
why we pay a lot of attention to the niche, from a technology perspective, as well as from a market 
perspective, how we position ourselves.  
 
It is a niche, driven by a highly engineered business approach, innovative products and solutions, 
dedicated to customers that, in the best cases, do not have deep pools of engineering on their staff. 
Therefore, they rely on our support and I think the business model of the companies that you referred 
to, is significantly different.  These companies are customers of ours, by the way, on many occasions 
as well.  We have excellent relationships from a customer-supplier perspective.  
 
Charles Brady:  Thanks, Charley Brady, SunTrust Robinson Humphrey. Just a follow-up on slide, I 
think 69, on the acquisition synergies and the timeline.  Can you give us some of what the ramp 
looks like from here to there, to 2022 and I guess the 2020 timelines? 
 
Wolfgang Dangel:  Twenty-two is Faster.  Enovation is 2020 on that chart.  
 
Charley Brady:  Yeah, I'm just trying to get a sense of how the ramp looks for synergies over the 
time period, as opposed to just where we are at the end of the day.  
 
Wolfgang Dangel:  I think, Charley, if we look at both synergy calculations, first of all, as Tricia 
pointed out, we are never justifying a transaction based on the synergies.  Of course, we are going 
after synergies.  As you saw today, from the new products, they are basically a result of the synergy 
effort that we are making.  Joint product development activities, generating a new product, generating 
the sales revenue.  We go in normally, by rule of thumb, targeting about 2% synergies of the 
transaction value after year four or five.  I always say the first year after the acquisition is the year 
where everything needs to settle down.  You need to get used to each other, and then you get the 
work going on a synergy perspective. 
 
We are looking at the case of Enovation, we are looking at the transaction value of $200 million, plus 
the $50 million earn-out so a total of $250 million purchase price times 2% is exactly the $5 million 
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in synergies.  It is a four to five year process. If I had to give you a percentage from a milestone 
perspective, we are probably somewhere in the 40% mark towards that.  
 
It is back end loaded because you need more time for certain activities to get them going.  The XMD 
and FLeX are a portion of that, but if you are ramping that up, in 2019 and 2020, the synergies that 
come from those sales will be higher.  
 
Overall, I personally feel, as I said, the formula we apply is very conservative.  I feel very comfortable 
that we will meet or exceed those synergies that are reflected here on this chart, in all three cases. 
Even for Faster and Custom Fluidpower, we just came out of the first workshop on September 9, 
looking at that, again, that is looking quite good already.  
 
Karen Howard:  Okay, I think we are ready to wrap up our Q&A session, and the formal portion of 
our investor day.  We thank you all for your questions and your attention this morning.  We are always 
thankful for your interest in Helios Technologies, for those of you in the room, as well as on the 
webcast.  
 
If you have any follow-up questions, do not hesitate to reach out, as always.  Remember, take 
advantage of checking out the product displays out here in the foyer area.  And lunch is set up in the 
other room, it is buffet style, so do not feel a need to rush and sit down for lunch.  You can take your 
time.  Thank you again.  
 
Wolfgang Dangel:  Thank you, Karen.  Thank you everybody, thanks for coming 
 
 
 


