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Safe Harbor Statement
This presentation contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities 
Exchange Act of 1934, as amended.  Forward-looking statements are subject to risks, uncertainties and assumptions and are identified by words such as “expects,” 
“estimates,” “outlook,” “anticipates,” “believes,” “implies”, “could,” “opportunities,” “plans,” ”may,” “will,”  and other similar words. All statements addressing operating 
performance, events, or developments that Graham Corporation expects or anticipates will occur in the future, including but not limited to, its dividend, any future waivers 
of financial covenants or compliance with the terms of its credit agreements, any amendments to its credit facility, its ability and the timing needed to address challenges in 
its defense business, including at the Batavia, NY operations, profitability of future projects, the development and impact of better documentation of build processes and 
pricing models, its ability to meet customers’ delivery expectations, the future impact of low margin defense projects and related cost overruns, anticipated capital 
contributions, the future expected contributions of BN, expected expansion and growth opportunities within its domestic and international markets, anticipated revenue, 
margins, adjusted EBITDA, adjusted EBITDA margins, and SG&A expenses, the timing of conversion of backlog to sales, market presence, profit margins, tax rates, foreign 
sales operations, its ability to improve cost competitiveness and productivity, customer preferences, changes in market conditions in the industries in which it operates, 
labor constraints, the effect on its business of volatility in commodities prices, including, but not limited to, changes in general economic conditions and customer behavior, 
forecasts regarding the timing and scope of the economic recovery in its markets, its acquisition and growth strategy and its operations in China, India and other 
international locations, are forward-looking statements. Because they are forward-looking, they should be evaluated in light of important risk factors and uncertainties. 
These risk factors and uncertainties are more fully described in Graham Corporation’s most recent Annual Report filed with the Securities and Exchange Commission, 
included under the heading entitled “Risk Factors.” 

Should one or more of these risks or uncertainties materialize or should any of Graham Corporation’s underlying assumptions prove incorrect, actual results may vary 
materially from those currently anticipated. In addition, undue reliance should not be placed on Graham Corporation’s forward-looking statements. Except as required by 
law, Graham Corporation disclaims any obligation to update or publicly announce any revisions to any of the forward-looking statements contained in this presentation. 

Use of Forward-Looking Non-GAAP Financial Measures

Forward-looking adjusted EBITDA, adjusted EBITDA margin and adjusted diluted earnings per share are non-GAAP measures. The Company is unable to present a 
quantitative reconciliation of these forward-looking non-GAAP financial measures to their most directly comparable forward-looking GAAP financial measures because such 
information is not available, and management cannot reliably predict the necessary components of such GAAP measures without unreasonable effort largely because 
forecasting or predicting our future operating results is subject to many factors out of our control or not readily predictable. In addition, the Company believes that such 
reconciliations would imply a degree of precision that would be confusing or misleading to investors. The unavailable information could have a significant impact on the 
Company’s fiscal 2023 and future financial results. These non-GAAP financial measures are preliminary estimates and are subject to risks and uncertainties, including, 
among others, changes in connection with purchase accounting, quarter-end and year-end adjustments. Any variation between the Company’s actual results and 
preliminary financial data set forth in this presentation may be material.
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NYSE: 
GHM

$98.9 million Market capitalization 10.6 million Shares outstanding

$9.31 Recent price 67% Institutional holders

$6.51 - $13.97 52-week range 7% Insider ownership/ Including 
management and ESOP

26,300 Avg. daily volume Locations: Batavia, New York; Ahmedabad, India; 
Suzhou, China; Arvada, Colorado

Critical Equipment Supplier for Defense, Space, Energy & Process Industries 

Our Mission:

Build Better Companies to Deliver Superior Performance

Fiscal YE: 
March 31

Founded 
1936

IPO 1968

How We Do It:

Our Culture Our Structure Our ProcessOur People

Note:  Market data as of August 16, 2022 [Source: S&P Capital IQ]; ownership as of recent filings
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A Different Company Today  Expect More Positive Change

Great promise bringing our heat transfer and vacuum technology business 
together with our new fluid and power business gained through the 
Barber-Nichols acquisition

• Reduced dependence on highly cyclical energy and petrochemical industries

• Combined engineering expertise enables new products and greater potential

• Ability to grow into integrated systems in all markets

Able to meet critical delivery requirements for U.S. Navy

• Recently shipped two first article Navy projects; on track to meet remaining delivery 
requirements

• First article investments mostly complete, moving towards increasing margins

• Received high marks from our U.S. Navy customers; discussions regarding additional 
future scope of work 

• Providing reliable delivery on multiple U.S. Navy programs across the organization while 
other suppliers are struggling

Platform and strategic 

direction to deliver value for 

our employees, customers, 

suppliers, communities and 

stockholders over the 

long-term
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Corporate Strategies and Initiatives

Build better companies through regular strategic evaluation, 
business practices and smart investments 

Leverage board and industry connections for accelerating 
corporate entity structure and processes

Advance strategic market offerings to full life cycle system 
level and build our organization to serve

Grow leaders at all levels

Provide value-enhancing corporate support and services 
to our operating entities
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Executing Four-Step Strategy

1

Stabilize
Identify areas for process 
and system improvements 
Strengthen structure to 
enable strong execution 
and reduce risk
Reorganize and align key 
management positions
Positive communication 
with key customers

2

Improve
Roadmap to improve 
operations with better 
information flow and 
accountability 
Realize anticipated returns in 
target markets by driving 
operational effectiveness
and developing capabilities
Prioritize business visibility 
and analysis, new products, 
enhanced service and 
support, and employee 
recruitment and engagement

3

Grow
U.S. Navy, aftermarket and 
international E/C markets
Leverage vacuum and 
heat transfer expertise and 
large installed base
Develop new products with 
repeat production potential

4

Mature
Full lifecycle product 
strategy
From customer 
collaboration in developing 
markets to investing in and 
executing production and 
service programs



7

Strategy focused on continued development and growth

1

Nurture customer 
partnerships in 

developing target 
markets 

2

Validate 
customized 

solutions in new 
applications

3

Develop disruptive 
products for 

existing markets

4

Invest and execute 
to win production 

and service 
programs

Over the long-term, goal of achieving a full lifecycle product strategy
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Deepening Presence in Defense and Space Industry

• Highly specialized propulsion and ejection systems for a variety of undersea defense applications

• Customized, highly engineered surface condensers for Naval Nuclear Propulsion Program  

• Serving the private space exploration market; Leader in specialized turbomachinery for cryogenic rocket engine fuels

• Employs knowledge in rotating equipment, power generation cycles, electrical and thermal management systems

• Growing lifecycle management and repair opportunities
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Strong Visibility: Current Defense Programs and Pipeline

SSN Virginia Class SubsCVN Carrier SSBN Columbia Class Subs

Content

Condensers, ejectors, heat exchangers, pumps and regulators

Value

$40 to $50 million / carrier $30 to $40 million / sub $30 to $40 million / sub

U.S. Navy strategic ship budgets and build plans remain strong
• Ford Aircraft Carrier: 1 every 4 years, 10 planned, 2 complete
• Virginia Submarine: 2/year through 2049
• Columbia Submarine: 1/year after the first two boats for 12 total
• SSN(X) next gen attack submarine design has begun
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Large Energy & Petrochemical Installed Base and New Energy Opportunity

• Leveraging installed base with improved lead management process; Domestic aftermarket budgets returning after 
industry and pandemic downturn

• Expanding international presence into more price sensitive markets

• Implemented Performance Improvement engineering team

• Developing “Advanced Energy” opportunities: Cryogenic fluid systems for hydrogen production, distribution, and 
fueling systems
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Visual: Growth Businesses with Strategies for Expanding Margins

Graham Positioning

BN
Space

Global
competition

BN
DoD

G
ro

w
th
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x

Differentiation + 
Margin Potential

Lower Higher

Lower

Higher “New” 
Energy

Graham 
Aftermarket

BN
Rebuilds

Operational 
improvements

Global
GDPEnergy

Upcycle

Energy + Petchem.

Graham 
Navy
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$0.9 

$4.2 

$6.7 

Q1 FY22 Q4 FY22 Q1 FY23

18.7%

$20.2 

$39.7 $36.1 

Q1 FY22 Q4 FY22 Q1 FY23

10.6%

6.7%

Sales increased $15.9 million, or 79% over Q1 FY22
+ 27% of sales, or $9.8 million, to defense industry
+ Space industry contributed $6.5 million with building 

opportunities from technology market position
+ Commercial aftermarket sales up 20% sequentially
+ Refining and petrochem grew $4.5 million, or 49%, on 

improved execution/capacity and demand

Strong margin improvement as execution strengthens:
+ Improved execution on completed contracts
+ Better mix of higher margin projects, BN for a full quarter 

Q1 FY23: Diversified Revenue Sources and Improving Execution

$(0.31)

($0.13)

$0.06

($0.28)

($0.02)

$0.12 

Q1 FY22 Q4 FY22 Q1 FY23

($2.9)

$0.4 

$2.7 

Q1 22 Q4 22 Q1 23

(14.2%)
1.0%

1.0%

7.6%

Gross Margin

4.5%

Sales

($ in millions, except per share data)

Adjusted EBITDA and Margin (1)

Diluted EPS & Adjusted Diluted EPS (1)

(1) See supplemental slides for additional important disclosures regarding Graham’s use of the non-GAAP measures of Adjusted EBITDA, Adjusted EBITDA 
margin and Adjusted diluted EPS as well as the reconciliation of net income/(loss) to Adjusted EBITDA and diluted EPS to Adjusted diluted EPS.

Adjusted Diluted EPSDiluted EPS
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Financial Stability 

 $0.7 million cash used in operations for 
inventory and project timing

 Debt down $1.3 million at quarter end

 In compliance with debt covenants; expect to 
be in line with original terms by end of FY23

 Expect FY23 capital expenditures of 
$4.5 million to $5.5 million to support growth 
initiatives

 Capex for Q1 FY23 was $0.3 million 

($ in millions)

CAPITALIZATION

June 30,
2022

March 31,
2022

Cash and cash equivalents $12.9 $14.7 

Total debt 17.1 18.4

Stockholders’ equity 97.1 96.5 

Total capitalization $114.1 $114.9 

Debt / total capitalization 15.0% 16.0%

THREE MONTHS ENDED

June 30,
2022

March 31,
2022

Net cash used by operating 
activities $(0.7) $(7.1)

CapEx (0.3) (0.4)

Free cash flow (FCF) $(1.0) $(7.5)
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Space
11%

Other 13%

Chem/
Petrochem 15%

Refining
17%

Defense
44%

$18.5 $19.0 $22.4 $20.9 
$29.0 

$2.4 
$12.4 

$45.6 

$2.8 

$11.3 

$20.9 

$31.4 

$68.0 

$23.7 

$40.3 

Q1 FY22 Q2 FY22 Q3 FY22 Q4 FY22 Q1 FY23

Defense OrdersQuarterly Net Orders (excl. Defense)

Totals shown in graph may not equal the sum of the segments due to rounding

TTM ORDERS : $163.4 MILLION

($ in millions)

ORDERS

Strength and Breadth of Orders Across Both Segments

Orders – Represented By a Strong and Diversified Base
 1Q23 defense orders include additional orders for two Navy 

programs
 Orders strong from key space industry customers
 Refining/petrochem market building with aftermarket orders 

strong sequentially and YoY, and $7 million vacuum 
distillation order in India
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$47.4 $51.9 $62.5 $61.7 $67.5 

$188.5 $181.3 

$210.1 
$194.8 $193.2 

$235.9 $233.2 

$272.6 
$256.5 $260.7 

Q1 FY22 Q2 FY22 Q3 FY22 Q4 FY22 Q1 FY23

($ in millions)

TOTAL BACKLOG (1)

Strong Defense Backlog

Space 6%
Chem/Petrochem 5%

Other 4%

Refining 11%
Defense

74%

Q1 FY23 : BY INDUSTRY

Breadth Provides Longer-Term Visibility
 40% - 50% expected to convert within 12 months.  Most 

orders converting beyond twelve months are defense-
related

 2% increase sequentially

 80% related to defense and space
Defense BacklogBacklog (excl. Defense)

(1) Backlog is defined as the total dollar value of orders received for which revenue has not yet been recognized
Totals shown in graph may not equal the sum of the segments due to rounding
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Graham Fiscal 2023 Guidance(1) 

(1) FY2023 guidance as of July 29, 2022

The revenue, gross margin, SG&A, adjusted EBITDA and capital 
expenditure expectations for fiscal 2023 are based on the assumption that Graham 
will be able to operate its production facilities at planned capacity, has access to its 
global supply chain including its subcontractors, and does not experience 
significant COVID-19-related disruptions or any other unforeseen events.

Revenue: $135 million to $150 million 

Gross margin: 16% to 17%

SG&A: 15% to 16% of sales

Adjusted EBITDA(2):  $6.5 million to $9.5 million, adjusted 
EBITDA margin(2) of approximately 5% to 6%

(2) Adjusted EBITDA and Adjusted EBITDA margin are non-GAAP measures. See Use of Forward-Looking Non-GAAP 
Financial Measures on Slide 2 for more information
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$90.6 $97.5

$122.8
$135-$150

~$200

FY 2020 FY 2021 FY 2022 FY 2023E² ³ FY 2027 Goal³

Long-term Goals: Expect High Single Digit Growth and Expanded Margins

3.3%

5.2%

(4.1%)

5.6%

10%-15%

Adjusted EBITDA Margin¹

¹ Adjusted EBITDA margin is a non-GAAP measure.  See Slide 2 for more information and the Appendix for historical reconciliation information.
² FY 2023E mid-point of outlook provided on July 29, 2022
³ Projections are based on Company estimates as of July 29, 2022 and are provided solely for illustrative purposes.  Actual results may vary.  
The Company undertakes no obligation to update this information.

Growth Drivers:  Barber-Nichols opportunities, building legacy Navy business and steady commercial business

Expect to deliver low double digit to mid-teens adjusted EBITDA margins¹

Sales ($ in millions)
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Transforming to Drive Value for All Stakeholders

New platform for growth:  BN provides growing, solid margin business with 
highly engineered turbomachinery solutions for more diverse markets that 
provides platform for scalability

Capitalize on investment in U.S. Navy business with improved execution:  
creates opportunity for growth with strong profitability, long term visibility 
and significant cash generation

Restructure legacy energy/petrochemical business and leverage 
international brand to build a competitive operation in markets with growth 
potential, specifically India and Asia, while capitalizing on large 
North America installed base to drive higher-margin aftermarket business
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For More Information:

Christopher J. Thome Deborah K. Pawlowski
Vice President - Finance, CFO and CAO Kei Advisors LLC
Phone: (585) 343-2216 Phone: (716) 843-3908

dpawlowski@keiadvisors.com
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(Unaudited, $ in thousands)

Non-GAAP Financial Measure:

Adjusted EBITDA is defined as consolidated net income (loss) before net interest expense, income taxes, depreciation, amortization, other acquisition related 
(income) expenses and other nonrecurring expenses.  Adjusted EBITDA margin is defined as Adjusted EBITDA as a percentage of sales. Adjusted EBITDA and 
Adjusted EBITDA margin are not measures determined in accordance with generally accepted accounting principles in the United States, commonly known 
as GAAP.  Nevertheless, Graham believes that providing non-GAAP information, such as Adjusted EBITDA and Adjusted EBITDA margin, are important for 
investors and other readers of Graham's financial statements, as it is used as an analytical indicator by Graham's management to better understand 
operating performance.  Moreover, Graham’s credit facility also contains ratios based on EBITDA.  Because Adjusted EBITDA and Adjusted EBITDA margin 
are non-GAAP measures and are thus susceptible to varying calculations, Adjusted EBITDA and Adjusted EBITDA margin, as presented, may not be directly 
comparable to other similarly titled measures used by other companies. 

Adjusted EBITDA and Adjusted Diluted EPS Reconciliation

2022 2023 2022 2021

Net income (loss) 676$         (3,126)$     (8,773)$     2,374$      

 Acquisition related inventory step-up expense -                      -                      95                   -                      

 Acquisition & integration costs 54                   169                562                -                      

 Change in fair value of contingent consideration -                      -                      (1,900)            -                      

 CEO and CFO transition costs -                      -                      1,182             -                      

 Debt amendment costs 153                -                      278                -                      

 Net interest expense (income) 157                22                   400                (156)               

 Income taxes 215                (745)               (2,443)            893                

 Depreciation & amortization 1,475             820                5,599             1,945             

Adjusted EBITDA 2,730$      (2,860)$     (5,000)$     5,056$      

Adjusted EBITDA margin % 7.6% -14.2% -4.1% 5.2%

Three Months Ended
June 30,

Year Ended
March 31,
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(Unaudited, $ in thousands)

1) Applies a normalized tax rate of 20% to GAAP pre-tax income and non-GAAP adjustments above, which are each pre-tax.

Non-GAAP Financial Measure:

Adjusted net income and adjusted diluted EPS are defined as net income and diluted EPS as reported, adjusted for certain items and at a normalized tax 
rate. Adjusted net income and adjusted diluted EPS are not measures determined in accordance with generally accepted accounting principles in the United 
States, commonly known as GAAP, and may not be comparable to the measures as used by other companies. Nevertheless, Graham believes that providing 
non-GAAP information, such as adjusted net income and adjusted diluted EPS, is important for investors and other readers of the Company’s financial 
statements and assists in understanding the comparison of the current quarter’s and current year's net income and diluted EPS to the historical periods' net 
income and diluted EPS. Graham also believes that adjusted EPS, which adds back intangible amortization expense related to acquisitions, provides a better 
representation of the cash earnings of the Company. 

Adjusted Net Income and Adjusted Diluted EPS Reconciliations

2022 2021 2022 2021

Net ( loss) income 676$         (3,126)$     (8,773)$     2,374$      

 Acquisition related inventory step-up expense -                      -                      95                   -                      

 Acquisition & integration costs 54                   169                562                -                      

 Amortization of intangible assets 619                225                2,522             -                      

 Change in fair value of contingent consideration -                      -                      (1,900)            -                      

 CEO and CFO transition costs -                      -                      1,182             -                      

 Debt amendment costs 153                -                      278                -                      

 Normalize tax rate to 20%(1) (173)               (75)                 (548)               -                      

Adjusted net ( loss) income 1,329$      (2,807)$     (6,582)$     2,374$      

Adjusted diluted (loss) earnings per share 0.12$            (0.28)$           (0.62)$           0.24$            

Three Months Ended Year Ended
June 30, March 31,
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Expected Energy / Petrochem Market Trends

• Oil demand could peak in 2029, depends on scenario
• India refinery capacity grows at 4% CAGR and doubles petrochemical capacity by 2025
• China E&C growth slowing
• Petrochemical market setting up for next big buildout (5 year lead time)
• Asian & Indian pricing below domestic market
• Domestic aftermarket budgets returning 

after industry and COVID-19 downturn
– Capital equipment should follow
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Space Thermal Management Systems - Defense

Space & Defense Industry Markets Expected to Continue Growth
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Hydrogen Clean Energy Technologies

New Energy Markets Expected to Grow Significantly
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Competition

North American Market Competitors

Naval Nuclear Propulsion 
Program/Defense

DC Fabricators; Joseph Oat; PCC; 
Triumph Aerospace; Xylem

Refining vacuum distillation Croll Reynolds Company, Inc.; 
Gardner Denver, Inc.; GEA Wiegand GmbH

Chemicals/Petrochemicals Croll Reynolds Company, Inc.; 
Gardner Denver, Inc.; Schutte Koerting

Defense and aerospace/space -
turbomachinery

Kratos Defense & Security Solns, 
Concepts NREC; Ametek, Inc.

Turbomachinery OEM – refining, 
petrochemical

Donghwa Entec Co., Ltd..; KEMCO; 
Oeltechnik GmbH

Turbomachinery OEM – power 
and power producer

Holtec; KEMCO; Maarky Thermal Systems; 
Thermal Engineering International (USA), Inc.

International Market Competitors

Refining vacuum distillation Edwards, Ltd.; Gardner Denver, Inc.; 
GEA Wiegand GmbH; Korting Hannover AG

Chemicals/Petrochemicals
Croll Reynolds Company, Inc.; Edwards, Ltd.; 
Gardner Denver, Inc.; GEA Wiegand GmbH; 
Korting Hannover AG; Schutte Koerting

Turbomachinery OEM –
refining, petrochemical

Chem Process Systems; Donghwa Entec Co., 
Ltd.; Hangzhou Turbine Equipment Co., Ltd.; 
KEMCO; Mazda (India); Oeltechnik GmbH

Turbomachinery OEM – power 
and power producer

Chem Process Systems; Holtec; KEMCO; 
Mazda (India); SPX Heat Transfer; 
Thermal Engineering International
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Representative List of Customers

Aerojet Rocketdyne Cummins Jacobs Engineering Group 
Inc.

Oak Ridge National 
Laboratory

Air Liquide DuPont Kairos Power Raytheon Technologies

Applied Research Laboratory Dow Chemical Koch Fertilizer ENID LLC Roush

Aramco General Atomics Lockheed Martin SAIC

Bechtel Plant 
Machinery Inc.

General Dynamics 
Electric Boat

MHI Compressor 
International Corporation

Sierra Space

Boeing General Electric NASA U.S. Navy

CERN ExxonMobil Newport News Shipbuilding Virgin Orbit

China State-owned Refiners Fluor Corporation Northrop Grumman


