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SHAREHOLDER INFORMATION

Shareholder Assistance 
Communications concerning The Toro Company stock, including shareholder change of address, certificate 
replacement, share transfer requirements, the direct stock purchase plan, dividends, the dividend 
reinvestment plan and similar matters should be directed to our transfer agent at: 
 
 Broadridge Shareholder Services 
 c/o Broadridge Corporate Issuer Solutions 
 P.O. Box 1342 
 Brentwood, NY 11717-0718 
 1-844-956-0809 or 1-303-562-9697 
 shareholder@broadridge.com 
 www.shareholder.broadridge.com/TTC 

Investor Inquiries 
Individual shareholders may direct any questions to invest@thetorocompany.com.

KEY PRODUCT HIGHLIGHTS 
(1) Toro’s Spatial Adjust™ uses TurfRad sensors on fairway 
mowers or vehicles to transform thousands of soil moisture 
readings into actionable irrigation insights, giving customers a 
competitive edge in turf health and resource savings. (2) With 
its vertical-lift design and easy-to-use controls, the powerful 
Toro® Dingo® TX 1000 TURBO enables crews to dig, grade, 
move material and do more without slowing down. (3) Designed 
for demanding utility work, the Ditch Witch® AT32 is the 
next generation of all-terrain drilling, packing performance 
and strength into a sleek package. (4) With the Sidewinder® 
cutting system and floating Contour™ Plus decks, the Toro® 
Groundsmaster® 3500 is designed to provide unmatched 
trimming without scalping on undulating terrain.

EXPANDING LEADERSHIP 
IN UNDERGROUND
Supported by demand in the pipeline, water infrastructure and 
energy transmission sectors, The Toro Company took several 
intentional actions in fiscal 2025 to strengthen its position in 
underground construction. Following divestitures of the Trencor® 
equipment brand and the auger boring product category of the American 
Augers® brand, we decided to acquire Tornado Infrastructure Equipment 
Ltd., a leading manufacturer in hydrovac excavation solutions. Designed to 
safely excavate in urban areas and around critical infrastructure, the addition 
of Tornado along with our extensive portfolio of leading construction brands 
significantly strengthens our leadership in the industry. We believe this will 
enable The Toro Company to capture a greater share of the rapidly growing 
infrastructure space, build on the momentum of our professional segment, 
and deliver sustained value to our shareholders.  



Fiscal 2025 was a year of strategic focus and resilience for 

The Toro Company. By concentrating on expanding our 

position in key growth markets and executing deliberate 

actions to enhance productivity, we delivered fourth quarter 

and full-year performance that exceeded our expectations. 

These results underscore the strength of our diversified 

portfolio and our commitment to market-leading innovation.

Full-year net sales exceeded our guidance at $4.51 billion. 

While this reflects a 1.6% decline from fiscal 2024, the 

decrease was driven in part by the strategic divestitures 

of company-owned dealers and the Pope® product line. 

Our professional segment delivered net sales growth for 

the year, highlighting the strength of the core businesses 

that make up roughly 80% of our portfolio. We’re continuing 

to invest in the golf and grounds and underground and 

specialty construction markets, where we see long-term, 

secular growth and exciting opportunities ahead.

Our residential segment delivered stronger-than-

anticipated sales to close out the fiscal year, fueled by 

solid price realization, increased snow product shipments, 

and continued strength in the mass retail channel. 

While we remain mindful of macroeconomic pressures, 

such as inflation and interest rates, that could weigh on 

consumer confidence, we believe the actions we’ve taken 

position us to capture growth as conditions improve.

Turning to profitability, we delivered adjusted diluted 

earnings per share of $4.20, surpassing our expectations 

and reinforcing the strength of our business model. These 

results were incredibly strong, given the challenging 

environment of the past two years. Strategic pricing 

actions, rigorous cost management, and operational 

efficiencies enabled us to protect margins while 

continuing to invest in innovation and growth. This 

outcome reflects the power of our diversified portfolio 

and the effectiveness of our long-term strategy to drive 

sustainable, profitable growth for our valued shareholders.

As a testament to our disciplined execution and strategic 

focus, we generated a record free cash flow of $578 million 

for the year. This significant year-over-year increase, driven 

largely by favorable working capital improvements, enabled 

us to return $441 million to shareholders through dividends 

and share repurchases. It also positions us to continue 

driving growth and value creation in the years ahead.

Building upon a rich history of delivering positive financial 

outcomes and enduring value for stakeholders, we 

continue to advance our strategic priorities of accelerating 

profitable growth, driving productivity and operational 

excellence, and empowering our people. Through our 

focus on key growth markets and deliberate actions to 

improve productivity, we strengthened our competitive 

position and accelerated performance this year. This 

progress is fueled by the passion and perseverance 

of our dedicated team, whose commitment drives 

innovation and sets the foundation for lasting success. 

Operational Excellence & Strategic Transformation 

Operational excellence remains a cornerstone of our 

strategy with our multi-year Amplifying Maximum 

Productivity (AMP) program continuing to deliver meaningful 

results. To date, we have achieved annualized run-rate 

cost savings of $86 million driven largely by strategic 

moves to optimize our footprint and divestitures of non-

core businesses and product lines. Combined with 

disciplined supply chain strategies and selective pricing, 

these actions helped offset tariff impacts and sustain 

strong margins throughout fiscal 2025. Looking ahead, 

we are raising our AMP savings target to $125 million by 

fiscal 2027, underscoring our confidence in driving deeper 

efficiencies and accelerating growth across the business.

Richard M. Olson
Chairman and 
Chief  Executive Officer

To Our Valued Shareholders, 



We also made strategic acquisitions across our brand 

portfolio this year to position the company for sustained, 

profitable growth. In February, HammerHead Trenchless 

expanded its capabilities with the acquisition of ProKASRO 

Services USA—a leader in advanced robotics, UV pipe-

lining solutions, and lateral rehabilitation technologies. 

ProKASRO’s innovative trenchless solutions enable utility 

contractors to rehabilitate underground wastewater and water 

pipelines without digging or disrupting outdoor environments, 

perfectly complementing our market-leading Bluelight® LED 

system for the lateral light-curing market and reinforcing our 

commitment to efficiency and environmental stewardship.

We also strengthened our leadership in the rapidly growing 

infrastructure space with the acquisition of Tornado 

Infrastructure Equipment, a leading manufacturer in hydrovac 

excavation solutions for the underground construction, power 

transmission and energy markets. This strategic addition 

complements our Ditch Witch® brand and other market-

leading underground construction solutions, expanding 

our innovation pipeline and positioning us to meet rising 

global demand with technologies that deliver lasting value.

In fiscal 2025, we also announced the sale of our Trencor 

equipment brand and the auger boring product category, 

a subset of the American Augers brand. This transaction 

allows additional focus on the core underground categories 

that we believe will provide the greatest growth opportunity 

and best position our business for future success. 

Reflecting our commitment to optimize our portfolio, these 

strategic moves are designed to sharpen our focus on core 

underground construction markets and unlock efficiencies 

that strengthen our competitive edge. With robust demand 

in the pipeline, water and energy sectors, we’re energized to 

deliver innovative solutions that drive sustainable growth.

Key Leadership Appointments

As we continue to advance our strategic business priorities, 

we were very excited to announce two significant leadership 

appointments in fiscal 2025. Edric Funk, a 29-year veteran 

of The Toro Company, was appointed president and chief 

operating officer. Previously serving as group vice president 

of golf, grounds and irrigation, Edric’s track record of 

driving business performance and fostering innovation 

equips him well to take on this expanded responsibility. 

We also welcomed Lori Riley, who joined us from Northern 

Tool + Equipment, as vice president of human resources. 

Both Edric and Lori will play instrumental roles in helping 

navigate the complexities of our evolving markets and 

driving operational transformation across the enterprise. 

Lori’s focus on strengthening talent and organizational 

capability, coupled with Edric’s proven ability to deliver 

operational excellence and innovation, positions us 

well to execute our strategic priorities with discipline 

and to create long-term value for our shareholders.

Strengthening Innovation Leadership

Across our global brands and businesses, we continue 

to accelerate breakthroughs in the key technology areas 

of alternative power, smart-connected and autonomous 

solutions. In fiscal 2025, we advanced our innovation 

leadership with strategic investments that expand our 

portfolio and sharpen our competitive edge, all aimed at 

driving greater productivity for our customers. This includes 

the new BOSS® Cold Front Technology electrical system 

for effortless connections and maximum efficiency, the 

next-generation Toro® e2500 Ultra Buggy® and eDingo® 

TX 750 powered by our HyperCell™ power system for 

extended runtime, and the all-new Ventrac® 45RC tractor, 

setting a new standard for slope mowing performance. 

We continue to invest in technology solutions and markets 

with strong growth potential. For golf course superintendents, 

Toro’s Lynx® Drive mobile control system brings flexibility 

and real-time responsiveness to irrigation management, 

while our new Spatial Adjust™ software optimizes water use 

for healthier turf and improved playing conditions. These 

advancements reinforce our leadership in smart irrigation 

and set a new standard for efficiency and sustainability in 

golf course management. In underground construction, 

targeted investments and strategic acquisitions are driving 

performance, supported by innovative solutions like the 

Ditch Witch® JT21 Drill and W8 hydro vacuum excavator.  

Autonomous represents a significant technology 

breakthrough and remains a major focus for our businesses 

and teams as we work to deliver market-leading solutions 

that help our customers increase productivity and reduce 

operational costs. Toro introduced Turf Pro™, a robotic 

mowing platform for large turf areas, and Range Pro™, an 

autonomous golf ball collection system, both designed 

to deliver significant productivity gains for commercial 

customers. The fully autonomous Exmark® Turf Tracer® 

with XiQ Technology, a contractor-grade walk-behind 

mower with smart robotic controls, added another 

advanced option for efficiency, while Toro’s GeoLink® 

Solutions™ Autonomous Fairway Mower continues 

to revolutionize the golf industry for its innovation, 

precision, flexibility and game-changing impact. 

By investing in these technologies, we are well-positioned 

to capture emerging opportunities and deliver innovative 

solutions that enhance productivity, strengthen our 



leadership, and drive sustainable growth in markets 

where efficiency and precision are paramount. 

Trusted Partnerships, Shared Success

In fiscal 2025, we were honored to serve as the official 

golf course maintenance equipment and irrigation 

provider for the Ryder Cup at Bethpage Black in 

Farmingdale, New York. We also proudly supported the 

Open Championship at Royal Portrush with an innovative 

fleet of electric turf management solutions, ensuring the 

highest standards of play. In addition, our presence at 

the PGA Championship at Quail Hollow in North Carolina 

and the U.S. Women’s Open at Erin Hills reinforced our 

commitment to excellence on golf’s biggest stages.

These partnerships demonstrate the trust placed in our teams 

and products to deliver precision, reliability, and innovation 

when it matters most. Working hand-in-hand with customers 

and our dedicated distributor network, we continue to set 

the benchmark for performance in the golf industry. From 

advancing sustainable technologies to delivering solutions 

that enhance course playability and operational efficiency, 

our leadership in golf is built on a legacy of innovation and 

a relentless focus on helping our customers succeed.

Leading With Purpose 

Looking forward, we remain focused on executing our 

strategic priorities with discipline and agility. With strong 

demand in key sectors and a resilient business model, we 

are confident in our ability to deliver exceptional financial 

performance, create enduring shareholder value, and 

advance our purpose of helping customers enrich the 

beauty, productivity, and sustainability of the land.

First, we are incredibly excited about our underground 

construction business. Aging infrastructure, combined with 

surging demand for transportation, broadband, electric grid, 

water quality, and data centers, is creating multi-year growth 

opportunities. Following the recent additions of ProKASRO 

and Tornado to our portfolio of leading construction 

brands, we’ve expanded our capabilities in trenchless 

rehabilitation and vacuum excavation, strengthening our 

competitive position to capture a greater share of this 

rapidly growing market. With the most comprehensive lineup 

of underground and specialty construction equipment 

and brands in the industry, we’re uniquely positioned 

to lead the transformation of global infrastructure.

Fueled by three consecutive years of record U.S. golf rounds 

played, we also see exceptional growth opportunities in 

the golf business. This momentum is driving innovation 

that empowers superintendents to manage smarter and 

more efficiently.  As the only company delivering both 

equipment and irrigation solutions, and the worldwide 

leader in each, we offer an integrated approach unmatched 

in the industry. Looking ahead, we see enduring strength 

in the golf market and a clear opportunity to help guide 

its evolution—drawing on our innovative portfolio, strong 

customer relationships, and best-in-class distribution 

network to capture growth for years to come.

Innovation remains at the core of our strategy and the 

foundation of our leadership. We continue to make 

disciplined investments in technology and our markets 

focusing on alternative power, smart connectivity, 

and autonomous solutions that will shape the future of 

our industries. With a proven track record of turning 

breakthrough ideas into advanced solutions, we enter 

fiscal 2026 with a robust pipeline of new products 

designed to deliver meaningful value for our customers 

and accelerate growth across our portfolio.

At the same time, we are committed to technologies that 

enhance productivity and sustainability while driving 

efficiencies through our AMP program and targeted 

initiatives. Operational excellence remains a critical pillar of 

our success. Through disciplined execution and continuous 

improvement, we are streamlining processes, strengthening 

our supply chain, and aligning resources to meet evolving 

customer needs to ensure we remain agile, resilient and 

ready to deliver superior performance in any environment.

As we move into fiscal 2026 and beyond, we are doubling 

down on what has always set The Toro Company apart—

our people, our partners, and our global network. These 

relationships have been the cornerstone of our success for 

more than a century and will remain critical to delivering 

the innovation and customer care that define our brands. 

Guided by the principles that have fueled our growth for 

111 years and supported by our talented team and loyal 

partners, we are confident in our ability to seize opportunities, 

navigate change, and deliver strong performance year 

after year. The Toro Company is built for the long term and 

together, we will continue to lead, innovate, and create 

lasting value for our customers, partners, and shareholders.

Sincerely, 

Richard M. Olson
Chairman and Chief  Executive Officer

*	This Annual Report includes certain non-GAAP financial measures. Please refer to the disclosure, 	
 entitled “Non-GAAP Financial Measures,” which begins on page 45 of the Form 10-K.



BILLION
$4.51 1.6%

FINANCIAL HIGHLIGHTS

ADJUSTED OPERATING 
EARNINGS1

$539.1M

CASH DIVIDENDS PAID  
ON COMMON STOCK 

OUTSTANDING 
$151.1M

SHARE 
REPURCHASES 

$290.0M

ADJUSTED OPERATING 
EARNINGS MARGIN1

12.0%

RETURN ON AVERAGE 
INVESTED CAPITAL2 

17.0%
R & D 

INVESTMENT
$162.3M

ADJUSTED DILUTED 
EPS1

$4.20

AVERAGE NET 
WORKING CAPITAL AS 
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NET SALES BY 
SEGMENT
¢ Professional 81%
¢ Residential 19%

NET SALES BY 
GEOGRAPHIC 
LOCATION
¢ United States 81%
¢ International 19%

NET SALES 
BY PRODUCT 
TYPE
¢ Equipment 90%
¢ Irrigation 10%

1	This Annual Report includes certain non-GAAP financial measures. Please refer to the disclosure, entitled “Non-GAAP Financial Measures,” which begins on page 45 of the Form 10-K. 
2	This metric represents a non-GAAP financial metric and a reconciliation of this non-GAAP financial metric can be found in our Investor Presentation, which is available in the Investor 		
	 section at www.thetorocompany.com.
3	Defined as average net accounts receivable plus average net inventory, less average accounts payable as a percentage of net sales for a 12-month period. 

Fiscal years ended October 31
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GENERAL
Unless the context requires otherwise, references to “TTC,” the “company,” “we,” “us,” and “our,” refer to The Toro Company 
and its consolidated subsidiaries. References to fiscal years, such as "fiscal 2025," are to the fiscal year ending on October 31 of 
the specified year. 

We use “Toro” and many other marks as trademarks in the United States and/or in other countries. This Annual Report on Form 
10-K contains references to our registered or common law trade names, trademarks or service marks and to those belonging to 
other entities. Solely for convenience, trademarks and trade names referred to in this Annual Report on Form 10-K, including 
logos, artwork and other visual displays, may appear without the ® or ™ symbols, but such references are not intended to 
indicate in any way that we will not assert, to the fullest extent under applicable law, our rights or the rights of the applicable 
licensor to these trademarks and trade names. We do not intend our use or display of other entities’ trade names, trademarks or 
service marks to imply a relationship with, or endorsement or sponsorship of us by, any other entity unless otherwise stated.

CAUTIONARY NOTE REGARDING FORWARD-LOOKING STATEMENTS
This Annual Report on Form 10-K contains, or incorporates by reference, not only historical information, but also forward-
looking statements regarding future events and our future results within the meaning of Section 27A of the Securities Act of 
1933, as amended ("Securities Act"), Section 21E of the Securities Exchange Act of 1934, as amended ("Exchange Act"), and 
the Private Securities Litigation Reform Act of 1995, and that are subject to the safe harbor created by those sections. In 
addition, we or others on our behalf may make forward-looking statements from time to time in oral presentations, including 
telephone conferences and/or web casts open to the public, in press releases or reports, on our websites or otherwise. Statements 
that are not historical are forward-looking and reflect expectations and assumptions that we believe to be reasonable. Forward-
looking statements are based on our current expectations of future events, and often can be identified in this report and 
elsewhere by using words such as "expect," "strive," "outlook," "guidance," "forecast," "goal," "encourage," "anticipate," 
"continue," "plan," "objective," "estimate," "project," "target," "improve," "believe," "become," "should," "could," "will," 
"would," "possible," "may," "likely," "intend," "can," "seek," "pursue," "potential," variations of such words or the negative 
thereof, and similar expressions or future dates. Our forward-looking statements generally relate to our future performance and 
may include, among others, statements relating to:

• our anticipated operating results, liquidity requirements, and financial condition and current trends and uncertainties;

• the anticipated impacts of elevated field inventory levels and backlog, global supply chain disruptions, the inflationary 
environment, the imposition, or changes to tariffs, including the tariffs announced by the United States in our fiscal 
2025, and any retaliatory tariffs, including countermeasures by China, governmental budget cuts, the war between 
Ukraine and Russia, Middle East conflicts and wars, and related sanctions and geopolitical tensions (including China 
and Taiwan), tight labor markets, and other macroeconomic factors;

• our business strategies, priorities, goals, and commitments;

• acquisitions and any impairment, restructuring, or other charges in connection therewith or resulting therefrom;

• business and productivity initiatives and anticipated sales growth, profitability, cost savings, and other benefits 
associated therewith; and 

• the effect of laws, rules, policies, regulations, tax reform, new accounting pronouncements, and outstanding litigation 
on our business and future performance.

Forward-looking statements are only predictions and involve risks and uncertainties that could cause actual results to differ 
materially from those projected or implied in the forward-looking statements. The factors known to us that could materially 
adversely affect our business, reputation, operations, industry, financial position or future financial performance are described 
in Part I, Item 1A, "Risk Factors," of this Annual Report on Form 10-K. We caution readers not to place undue reliance on any 
forward-looking statement which speaks only as of the date made and to recognize that forward-looking statements are 
predictions of future results, which may not occur as anticipated. Actual results could differ materially from those anticipated in 
the forward-looking statements and from historical results, due to the risks and uncertainties described elsewhere in this Annual 
Report on Form 10-K, including in Part I, Item 1A, "Risk Factors," as well as others that we may consider immaterial or do not 
anticipate at this time. The risks and uncertainties described in this Annual Report on Form 10-K, including in Part I, Item 1A, 
"Risk Factors," are not exclusive and further information concerning the company and our businesses, including factors that 
potentially could materially affect our financial results or condition, may emerge from time to time. We make no commitment 
to revise or update any forward-looking statements in order to reflect actual results, events or circumstances occurring or 
existing after the date any forward-looking statement is made, or changes in factors or assumptions affecting such forward-
looking statements. We advise you, however, to consult any further disclosures we make on related subjects in our future 
Quarterly Reports on Form 10-Q and Current Reports on Form 8-K we file with, or furnish to, the United States Securities and 
Exchange Commission (the "SEC").
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PART I
ITEM 1. BUSINESS

Introduction

We design, manufacture, market and sell professional turf maintenance equipment and services; turf irrigation systems; 
landscaping equipment and lighting products; snow and ice management products; agricultural irrigation ("ag-irrigation") 
systems; rental, specialty and underground construction equipment; and residential yard and snow thrower products. Our 
purpose is to help our customers enrich the beauty, productivity, and sustainability of the land. Our products are marketed and 
sold worldwide through a network of distributors, dealers, mass retailers, hardware retailers, equipment rental centers, and 
home centers, as well as online and direct to end-users under the primary trademarks of Toro®, Ditch Witch®, eXmark®, 
Spartan®, BOSS®, Ventrac®, American Augers®, Subsite®, HammerHead®, Radius®, Perrot®, Hayter®, Unique Lighting 
Systems®, Irritrol®, and Lawn-Boy®, most of which are registered in the United States ("U.S.") and/or in the primary 
countries outside the U.S. where we market our products branded under such trademarks. 

We focus on innovation and quality in our products, customer service, manufacturing, and marketing. We strive to provide 
innovative, well-built, and dependable products supported by an extensive service network. We commit to funding research, 
development, and engineering activities in order to improve and enhance existing products and develop new products. Through 
these efforts, we seek to be responsive to trends that may affect our target markets now and in the future. A significant portion 
of our net sales has historically been, and we expect will continue to be, attributable to new and enhanced products. We define 
new products as those introduced in the current and previous two fiscal years. 

We have continued to complement our brands, enhance our product portfolios, and improve our technologies through 
innovation and strategic acquisitions over the more than 100 years we have been in business, including most recently our 
acquisition of Tornado Infrastructure Equipment Ltd. (“Tornado Infrastructure Equipment”), as discussed below. We plan to 
continue to leverage a strategic and disciplined approach to pursue targeted acquisitions that add value to TTC by 
complementing our existing brands, enhancing our product portfolio, and/or improving our technologies. We also plan to 
continue our commitment to disciplined portfolio management and prudent capital allocation strategies, resulting in our 
disposition from time to time of non-core product lines.

We classify our operations into two reportable business segments: Professional and Residential. Our remaining activities are 
presented as "Other" due to their insignificance. These Other activities consist of earnings (loss) from a wholly-owned domestic 
distribution company, certain corporate activities, and the elimination of intersegment revenues and expenses. Net sales of our 
reportable segments and Other activities accounted for the following percentages of our consolidated net sales for fiscal 2025: 
Professional, 80.3 percent; Residential, 19.0 percent; and Other, 0.7 percent.

Sustainability is integrated into our enterprise strategic priorities of accelerating profitable growth, driving productivity and 
operational excellence, and empowering our people. Our focus on alternative power, smart connected, and autonomous 
solutions, as well as our continued efforts to address environmental, social, and governance priorities, are embedded as part of 
our commitment to advancing our sustainability goals.

Acquisitions

On December 8, 2025, we acquired Tornado Infrastructure Equipment Ltd., a Calgary, Alberta, Canada-based manufacturer in 
the hydrovac excavation solutions industry for a purchase price of $279.3 million Canadian dollars. Tornado Infrastructure 
Equipment manufactures hydrovac excavation solutions and industrial equipment solutions for the underground construction, 
power transmission, and energy markets and provides innovative product offerings that broaden and strengthen the company's 
Professional segment and expands its dealer network. The company funded the acquisition with borrowings under its existing 
revolving credit facility and additional financial arrangements. For additional information regarding the acquisition and the 
financing agreements utilized to fund the aggregate merger consideration, refer to Note 16, Subsequent Events, in the Notes to 
Consolidated Financial Statements included in Part II, Item 8, "Financial Statements and Supplementary Data" of this Annual 
Report on Form 10-K.

Products by Market

We strive to be a leader in adapting advanced technologies to products and services that provide innovative solutions for turf 
maintenance; landscape and lighting; rental, specialty, and underground construction; snow and ice management; agricultural; 
and residential demands. The following is a summary of our products, by market, for our Professional segment and our products 
for our Residential segment.
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Professional Segment

We design professional turf maintenance; landscape and lighting; rental, specialty, and underground construction; snow and ice 
management; and agricultural products. We market and sell Professional segment products worldwide through a network of 
distributors and dealers, as well as directly to government customers, rental companies, and large retailers. These channel 
partners then sell or rent our products to professional and other users, including homeowners, engaged in maintaining turf, such 
as golf courses, sports fields, municipal properties, as well as residential and commercial landscapes; installing, repairing, and 
replacing underground pipe and utilities; managing snow and ice demands; irrigating turf and agricultural fields; and creating, 
renovating, and illuminating landscapes. The following sections describe our Professional segment products by market.

Golf Market

We are the only company to offer both equipment and irrigation products for the golf market and are a market leader in both. 
We design, manufacture, market, and sell equipment products under the Toro and Ventrac brands that are intended to provide 
innovative solutions for golf course turf maintenance. Equipment products for the golf market include large reel and rotary 
riding mowers for fairway, rough, and trim cutting, including autonomous solutions; riding and walking mowers for greens and 
specialty areas; greens rollers; all-wheel drive articulating tractors; turf sprayer equipment; utility vehicles; aeration equipment; 
bunker maintenance equipment; other specialty turf equipment; and Intelli360 for telematics and fleet management. We also 
market and sell irrigation products for the golf market under the Toro brand that are designed to provide innovative water 
application solutions for golf course turf maintenance. These irrigation products predominantly consist of sprinkler heads, 
controllers, turf sensors, valves and operating software. These equipment and irrigation products are primarily sold to 
distributors and dealers, who then sell to owners, managers and/or superintendents of golf courses. 

Sports Fields and Grounds Market

We design, manufacture, market, and sell Toro and Ventrac-branded equipment products that are intended to provide 
innovative turf maintenance solutions to sports fields and grounds customers. Equipment products for the sports fields and 
grounds market primarily include riding rotary and reel mowers and attachments, aerators, infield grooming equipment, all-
wheel drive articulating tractors, multipurpose vehicles, and versatile debris blowers. In addition to equipment products, we also 
market and sell irrigation products under the Toro and Perrot brands that are designed to provide innovative water application 
solutions for sports fields and grounds turf maintenance. These irrigation products primarily include sprinkler heads, 
controllers, turf sensors, valves and operating software. These products are primarily sold to distributors and dealers, who then 
sell to owners and/or managers of sports fields, governmental properties, and residential and commercial landscapes, as well as 
directly to government customers. 

Landscape Contractor Market

We design, manufacture, market, and sell equipment products under the Toro, eXmark, Spartan and Ventrac brands that are 
intended to provide innovative turf management solutions to landscape contractors. Equipment products for the landscape 
contractor market include gas and battery powered zero-turn radius riding mowers, heavy-duty and mid-size walk behind 
mowers including autonomous versions, gas and battery powered stand-on mowers, and manual and remote controlled all-
wheel drive articulating tractors, as well as turf application, turf renovation, and tree care equipment. These equipment products 
are primarily sold to distributors and dealers, who then sell to landscape contractors engaged in turf maintenance activities. 
These equipment products are primarily sold to distributors and dealers, who then sell to landscape contractors engaged in turf 
maintenance activities.

Underground Construction Market

We design, manufacture, market, and sell a range of professional grade products to serve the underground construction market 
under the Ditch Witch, American Augers, HammerHead, Subsite, and Radius brands, including horizontal directional drills, 
walk and ride trenchers, vacuum excavators, horizontal directional drilling guidance and support equipment, utility locators, 
utility inspection systems, pipe rehabilitation and replacement solutions, as well as after-market tools, including drive chucks 
and sub savers, drill pipe, starter rods and quick connects, bits and blades, rock tools, reamers, and swivels. Such products are 
utilized by specialty contractors worldwide to install water, gas, electric, telecommunication, fiber optic, broadband, and other 
utility distribution systems.
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Rental and Specialty Construction Market

We design, manufacture, market, and sell Toro and Ditch Witch-branded equipment products that are intended to provide 
innovative solutions to serve the rental and specialty construction market. These products primarily consist of stand-on skid 
steers, walk-behind trenchers, stump grinders, and turf renovation products. We also have a line of Toro-branded rental 
products that feature material handlers and other concrete construction equipment. Our rental and specialty construction 
equipment products are mainly sold to rental companies and large retailers who subsequently rent the products to end-users, as 
well as to dealers who market and sell to end-customers primarily consisting of landscape contractors, municipalities, and other 
government entities. 

Snow and Ice Management Market

We design, manufacture, market, and sell equipment products under the BOSS, Ventrac, and Toro brands that are intended to 
provide innovative snow removal and ice management solutions for the snow and ice management market. These equipment 
products primarily consist of snowplows; salt and brine ice control products; accessories for light and medium duty trucks, all-
terrain vehicles, utility task vehicles, stand-on skid steers, and front-end loaders; and all-wheel drive articulating tractors, 
sidewalk snow and ice solution vehicles, and related attachments and accessories. These products are mainly sold through 
distributors and dealers who market and sell to end-customers primarily consisting of landscape contractors, municipalities, and 
other government entities.

Irrigation and Lighting Market

Irrigation products are designed, manufactured, marketed, and sold under the Toro and Irritrol brands and primarily include 
rotors; sprinkler bodies and nozzles; plastic, brass, and hydraulic valves; drip tubing and subsurface irrigation; electric control 
devices; and wired and wireless rain, freeze, climate, and soil sensors. These irrigation products are supported by software, 
artificial intelligence, and apps to provide innovative water application solutions for both commercial and residential 
landscapes. Both the Toro and Irritrol brands have received several U.S. Environmental Protection Agency ("EPA") 
WaterSense awards, as well as the EPA WaterSense certification for numerous irrigation controller families and models. In 
addition to our irrigation products, we market and sell Unique Lighting Systems-branded products primarily consisting of a line 
of lighting fixtures and transformers designed for commercial and residential landscapes. Our commercial irrigation and 
lighting products are predominantly sold to distributors and dealers who market and sell to end-customers primarily consisting 
of landscape contractors that professionally install these products as new systems or use these products to replace or retrofit 
existing systems.

Ag-Irrigation Market

Irrigation products for the ag-irrigation market are designed, manufactured, marketed, and sold under the Toro brand and are 
intended to provide an efficient means of water application and usage in agricultural and greenhouse applications. These 
irrigation products primarily consist of drip tape, polyethylene tubing, drip line, emitters, filters, and fitting solutions. In 
addition to these core products, we offer a complement of design software and connection options to complete the ag-irrigation 
system. Our ag-irrigation products are sold through dealers and distributors who then sell to end-users for use primarily in 
vegetable fields, fruit and nut orchards, and vineyard applications.

Residential Segment

We market and sell our Residential segment products to homeowners through a variety of distribution channels, including 
outdoor power equipment distributors and dealers, mass retailers, hardware retailers, and home centers, as well as online and 
direct to end-users. We also license our trademark on certain yard tools and garden equipment products as a means of 
expanding our brand presence. The following sections describe our Residential segment products.

Walk Power Mower Products

We design, manufacture, market, and sell walk power mower equipment products under our Toro and Lawn-Boy brand names, 
as well as the Hayter brand in the United Kingdom. Our walk power mower equipment products are designed to provide 
innovative turf cutting solutions primarily to homeowners. Models differ as to cutting width, type of starter mechanism, method 
of grass clipping discharge, deck type, operational controls, and power sources, and are either self-propelled or operator-
propelled push mowers.

Zero-Turn Riding Mower Products

Our residential zero-turn riding mower equipment products are designed, manufactured, marketed, and sold under the Toro 
brand name and are intended to provide innovative and time saving turf cutting solutions by using superior maneuverability to 
navigate around obstacles more efficiently and effectively than tractor technology. Many models of our residential zero-turn 
riding mowers are available with a variety of engines, decks, transmissions, and accessories.
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Snow Thrower Products

We design, manufacture, market, and sell a range of Toro-branded battery, electric, and gas-powered single-stage and two-stage 
snow thrower equipment products, as well as battery and electric-powered power shovel equipment products. Single-stage snow 
throwers are walk behind units that are generally designed for small areas of light snow and our two-stage snow throwers are 
generally designed for relatively large areas of deep and heavy snow. Our battery and electric-powered power shovels are 
designed to be lightweight and ideal for clearing light snow from decks, steps, sidewalks, and small driveways.

Yard Tools and Garden Equipment Products

Our yard tools and garden equipment products are designed, manufactured, marketed, and sold under the Toro brand name. Our 
Toro-branded yard tools and garden equipment products consist of a variety of battery, electric, and/or gas-powered options and 
primarily consist of grass trimmers, hedge trimmers, blower-vacuums, chainsaws, edgers, cultivators, string mowers, and 
related parts and accessories that are designed to provide innovative yard maintenance solutions to homeowners.

International Operations

We currently manufacture our products in the U.S., Mexico, the United Kingdom, Italy, Romania, Germany, Poland, and China 
for sale throughout the world. We maintain sales offices in the U.S., the United Kingdom, Australia, Japan, China, Italy, 
Poland, Germany, Spain, and Belgium. New product development is pursued primarily in the U.S. with the intention of global 
distribution. Our net sales outside the U.S. were 19.5 percent, 20.1 percent, and 20.8 percent of total consolidated net sales for 
fiscal 2025, 2024, and 2023, respectively. For additional financial information regarding our international operations and 
geographical areas, refer to Note 3, Segment Data, in the Notes to Consolidated Financial Statements included in Part II, Item 8, 
"Financial Statements and Supplementary Data," of this Annual Report on Form 10-K.

As a result of our international operations, we are exposed to foreign currency exchange rate risk arising from transactions in 
the normal course of business. For additional information regarding our foreign currency exchange rate risk exposure, refer to 
Part II, Item 7A, "Quantitative and Qualitative Disclosures about Market Risk," of this Annual Report on Form 10-K.

Engineering, Research and Innovation

We believe that our longstanding commitment to innovation and quality in our products has been a key driver of our market 
success. We are committed to the development of innovative new products and improvements in the quality and performance of 
existing products. When applicable, we also may pursue targeted and strategic acquisitions to acquire innovative technologies 
that we believe bolster our longstanding commitment to innovation in our products and complement and support the 
development of alternative power, smart-connected, and autonomous products within our Professional and Residential 
segments.

Engineering and research activities are performed at our global test sites and facilities and our products are tested in conditions 
and locations similar to those in which they are intended to be used. We invest time up front with customers, using "Voice of 
the Customer" tools, to help us develop innovative products that are intended to meet or exceed customer expectations. We use 
Design for Manufacturing and Assembly ("DFM/A") tools to ensure early manufacturing involvement in new product designs 
intended to reduce production costs. DFM/A focuses on reducing the number of parts required to assemble new products, as 
well as designing products to move more efficiently through the manufacturing process. We strive to make improvements to 
our new product development system as part of our continuing focus on Lean methods to shorten development time and reduce 
costs, while also improving quality.

Manufacturing and Production

Our manufacturing facilities are designed to provide efficient and flexible assembly-line manufacturing of our products. In 
addition to most final assembly, we have strategically identified specific core manufacturing competencies for vertical 
integration, such as injection molding, extrusion, welding, stamping, fabrication, laser cutting, painting, machining, and 
aluminum die casting, and have chosen outside vendors to provide other services, where applicable. We design component parts 
through collaboration with our vendors, contract with them for the development of tooling, and subsequently enter into 
agreements with such vendors to purchase component parts manufactured using the tooling. We also have agreements with 
third-party manufacturers to produce certain standalone end-products on our behalf. In addition, our vendors regularly test new 
technologies to be applied in the design and production of component parts. Our manufacturing operations include robotic and 
computer-automated equipment intended to speed production, reduce costs, and improve resource use and the quality, fit, and 
finish of our products. Our operations are also designed to be flexible enough to accommodate product design changes that are 
necessary to respond to market conditions and changing customer requirements.

In order to utilize our manufacturing facilities and technology more efficiently and effectively, we pursue continuous 
improvements in our manufacturing processes with the use of Lean methods that are intended to streamline work and eliminate 
waste. Additionally, we use computer-aided design and manufacturing systems to shorten the time between initial concept and 
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final production. DFM/A principles are used throughout the product development process to optimize product quality and 
reduce cost. We spend considerable effort to reduce manufacturing costs and enhance quality through Lean methods and 
process improvement, product and platform design, application of advanced technologies, enhanced environmental 
management systems, safety improvements, and improved supply-chain management. 

Our Professional segment products and Residential segment lawn and garden products are generally manufactured throughout 
the year with peak production generally occurring ahead of the key selling seasons for certain of our businesses and product 
lines that are more subject to seasonality. However, our Residential segment snow thrower products are generally manufactured 
in the summer and fall months but may be extended into the winter months, depending upon weather conditions in key regions, 
and the related demand for such products. Our production levels and inventory management goals are based on estimates of 
wholesale and retail demand for our products, taking into account production capacity; commodity, component parts, and labor 
availability; timing of shipments; and field inventory levels. Our production system generally utilizes Kanban, supplier pull, 
and build-to-order methodologies in our manufacturing facilities, as appropriate, for the business units they support in order to 
better align the production of our products to meet customer demand. We believe this has resulted in improved service levels 
for our participating suppliers, distributors, dealers, and other channels. We may also periodically idle production at our 
manufacturing facilities in order to allow for maintenance, rearrangement, capital equipment installation, seasonality, and as 
needed, to adjust for market demand, facility renovation projects, and other factors. Production pauses of this nature are 
generally not materially disruptive to our business and are considered to be normal.

Commodities, Components, Parts, and Accessories

We purchase commodities, components, parts, and accessories for use in our manufacturing process and end-products to be sold 
as stand-alone end-products. Our primary cost exposures for such items used in our products are with steel, aluminum, 
petroleum and natural gas-based resins, linerboard, copper, lead, rubber, engines, transmissions, transaxles, hydraulics, 
electrification components, and others, all of which we purchase from several suppliers around the world. We generally 
purchase commodities, components, parts, and accessories based upon market prices that are established with suppliers as part 
of the purchase process and generally attempt to obtain firm pricing from most of our suppliers for volumes consistent with 
planned production and estimates of wholesale and retail demand for our products. However, most of the commodities, 
components, parts, and accessories used in our manufacturing process and end-products, or to be sold as stand-alone end-
products, are exposed to commodity cost changes, including, for example, as a result of inflation, changing prices, foreign 
currency fluctuations, tariffs, duties, trade regulatory actions, industry actions, changes to international trade policies, 
agreements, and/or regulation and competitor activity, including antidumping and countervailing duties on certain products 
imported from foreign countries, including certain engines imported into the U.S. from China. For additional information 
regarding changing costs of commodities, refer to Part II, Item 7A, "Quantitative and Qualitative Disclosures about Market 
Risk," of this Annual Report on Form 10-K in the section entitled "Commodity Cost Risk."

Most of the commodities, components, parts, and accessories utilized in our products are generally commercially available from 
a number of sources. Although we regularly monitor the adequacy of the supply of our commodities, components, parts, and 
accessories, and the financial health of the companies in our supply chain, and use alternative suppliers when necessary and 
available, financial hardship, insufficient demand planning, and/or the inability of companies throughout our supply chain to 
deliver on supply commitments, requirements, and/or demands may cause disruptions in our ability to procure the commodities, 
components, and parts required to manufacture our products.

Service and Warranty

Our products are warranted to provide assurance that the product will function as expected and to ensure customer confidence 
in design, workmanship, and overall quality. Standard warranty coverage is generally provided for specified periods of time and 
on select products' hours of usage, and generally covers parts and labor, and other expenses for non-maintenance repairs. We 
also sell separately priced extended warranty coverage on select products for a prescribed period after the original warranty 
period expires. Warranty coverage generally does not cover operator abuse or improper use. An authorized distributor or dealer 
must perform warranty work. Distributors and dealers submit claims for warranty reimbursement and are credited for the cost 
of repairs, labor, and other expenses as long as the repairs meet our prescribed standards. Service support outside of the 
warranty period is provided by authorized distributors and dealers at the customer's expense.

Product Safety and Liability

We have rigorous product safety standards and continually work to improve the safety and reliability of our products. We 
monitor for accidents and possible claims, and establish liability estimates based on internal evaluations of the merits of 
individual claims. We purchase insurance coverage for catastrophic product liability claims for incidents that exceed our self-
insured retention levels.

8



Patents and Trademarks

We own patents, trademarks, and trade secrets related to our products in the U.S. and certain countries outside the U.S. in which 
we conduct business. We expect to apply for future patents and trademarks, as appropriate, in connection with the development 
of innovative new products, services, and enhancements. Although we believe that, in the aggregate, our patents are valuable, 
and patent protection is beneficial to our business and competitive positioning, our patent protection will not necessarily deter 
or prevent competitors from attempting to develop similar products. We are not materially dependent on any one or more of our 
patents; however, certain TTC trademarks that contribute to our identity and the recognition of our products and services, 
including but not limited to the Toro® name and logo, are an integral part of our business.

We review certain patents issued by the U.S. Patent and Trademark Office ("USPTO") and foreign patent offices to help avoid 
potential liability with respect to others' patents. Additionally, we periodically review competitors' products to prevent possible 
infringement of our patents by others. We believe these activities help us minimize our risk of being a defendant in patent 
infringement litigation. From time to time, we are involved in patent litigation cases, including cases by or against competitors, 
where we are asserting or defending against claims of patent infringement. 

Similarly, we periodically monitor various trademark registers and the market to prevent infringement of and damage to our 
trademarks by others. From time to time, we are involved in trademark oppositions where we are asserting our trademarks 
against third-parties who are attempting to establish rights in trademarks that are confusingly similar to ours. We believe these 
activities help minimize risk of harm to our trademarks and help maintain distinct products and services that we believe are well 
regarded in the marketplace. For a description of our material intellectual property legal proceedings, refer to the heading titled 
"Litigation" within Note 11, Commitments and Contingencies, of the Notes to Consolidated Financial Statements included in 
Part II, Item 8, "Financial Statements and Supplementary Data," of this Annual Report on Form 10-K.

Seasonality

As a result of our global presence in key markets that are subject to seasonal weather patterns, some of our businesses are 
seasonal. Overall, our seasonal shipment volumes are generally a function of the key selling seasons of our channel partners 
based on their industry, geographic location, and the nature and intended purpose of our products in relation to the correlating 
season. Seasonal weather patterns can impact the timing of the key selling seasons of our channel partners, which may cause 
our quarterly financial results to differ between fiscal years as demand for our products and related shipment volumes can shift 
between quarters. Such shifts in the demand for our products and related shipment volumes may result in a negative or positive 
impact on our net sales and other operating results for a particular period.

Our shipment volumes generally precede and overlap the key selling seasons of our channel partners in order to better allow our 
channel partners to align field inventory levels with the anticipated retail demand from end-customers. As a result, our shipment 
volumes have historically been the highest in our fiscal second quarter, and retail demand for our products is generally highest 
in our fiscal third quarter. Typically, our accounts receivable balances increase in the first half of our fiscal year as a result of 
higher shipment volumes and extended payment terms made available to our customers. Accounts receivable balances typically 
decrease in the second half of our fiscal year when payments are received. Our financing requirements are subject to variations 
due to seasonal changes in working capital levels, which typically increase in the first half of our fiscal year and decrease in the 
second half of our fiscal year. Seasonal cash requirements of our business are financed from a combination of cash flows from 
operations, cash on hand, and borrowings under our revolving credit facility, as applicable.

Shipments of our Residential segment products tend to be more seasonal than our Professional segment products, with 
shipments of lawn and garden products occurring primarily between February and June, depending upon seasonal weather 
conditions and product demand. Shipments of snow thrower products occur primarily between July and January, depending 
upon pre-season demand, in-season snowfalls, and product availability. Opposite seasons in global markets in which we sell our 
Residential products somewhat moderate this seasonality of our Residential segment product sales.

Seasonality of Professional segment product sales also exists but is slightly tempered because the selling season in the Southern 
U.S. and our markets in the Southern hemisphere generally continue for a longer portion of the year than in Northern regions of 
the world. Our BOSS and Ventrac brands offer a portfolio of counter-seasonal snow and ice management products in our 
Professional segment with our shipments of snow and ice management products occurring primarily between April and 
December, which can result in variability of shipment volumes depending upon pre-season demand, in-season snowfalls, and 
product availability. Additionally, our rental, specialty, and underground construction business is generally less seasonal than 
certain of our Professional segment businesses primarily due to the strong presence of certain of the underlying brands in the 
Southern U.S. markets and the inherent nature of the underground construction market being less impacted by seasonal factors.

Effects of Weather

From time to time, seasonal weather conditions in particular geographic regions or markets, specifically severe wet or dry 
conditions, as well as significant weather events such as fires, hurricanes, tornados, drought, rainfall, unseasonably warm winter 
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months, or other weather events, including those exacerbated by global climate change, may adversely or positively affect sales, 
demand, and field inventory levels of some of our products. In addition, weather conditions in key regions can cause disruption 
in our seasonality trends and supply chain, which may impact our ability to procure the commodities, components, parts, and 
accessories needed to manufacture our products to meet the needs of our customers, and such disruptions may adversely or 
positively affect sales, demand, and field inventory levels of some of our products. For example, persistent hot and dry weather 
patterns or excessive snowfall across key regions may impact the rate at which inventory needs to be replenished either 
negatively or positively.

Customers, Distribution, and Marketing

We market and sell the majority of our products through more than 150 distributors worldwide, as well as a large number of 
equipment dealers, irrigation dealers and distributors, mass retailers, hardware retailers, equipment rental centers, and home 
centers, as well as online and direct to end-users in more than 125 countries. Our distribution networks are intended to assure 
quality of sales and market presence, as well as to provide effective after-purchase service and support. Overall, we believe that 
in the long-term we are not dependent on any single customer. While the loss of any substantial customer could have a material 
adverse short-term impact on our business, we believe that our diverse distribution channels and customer base should reduce 
the long-term impact of any such loss.

Professional segment products are sold to distributors and dealers primarily for resale to golf courses, sports fields, contractors, 
government customers, and homeowners who prefer professional solutions, and in some markets for resale to dealers. We sell 
some Professional segment products directly to government customers and municipalities and rental companies, as well as to 
end-users in certain markets. Select irrigation and lighting products are sold to professional irrigation and lighting distributors 
and dealers, and certain professional-grade retail irrigation products are sold to home centers. Products for the rental, specialty, 
and underground construction markets are sold to dealers and rental companies, as well as direct to end-users in certain markets. 
Landscape contractor turf products are also sold to dealers. Snow and ice management products are primarily sold to 
distributors and dealers for resale to contractors.

Residential segment products, such as walk power mowers, zero-turn riding mowers, and snow throwers, are generally sold to 
home centers, mass retailers, dealers, and hardware retailers, as well as online and direct to end-users. In certain markets, these 
same products are sold to distributors for resale to hardware retailers and dealers. Yard tools and garden equipment products are 
primarily sold to home centers, mass retailers, and hardware retailers.

We operate a wholly-owned domestic distribution company. Our primary purpose in owning a domestic distributorship is to 
improve operations and test and deploy new strategies and business practices that could be replicated by our independent 
distributors, as well as facilitating ownership transfers.

Our current marketing strategy is to maintain distinct brands and brand identification for Toro, Ditch Witch, eXmark, Spartan, 
BOSS, Ventrac, American Augers, Subsite, HammerHead, Radius, Perrot, Hayter, Unique Lighting Systems, Irritrol, and 
Lawn-Boy products. Across our brands, we market our Professional and Residential segment products during the appropriate 
seasons through multiple channels, including digital and online media, radio, print, direct mail, email, television, and social 
media. Most of our advertising and marketing efforts emphasize our brands, products, features, and other valuable trademarks. 
Advertising is purchased by us, through our agency partners, as well as through cooperative programs with distributors, dealers, 
and retailers.

Customer Financing

Inventory Financing Arrangements

We are party to a joint venture with Huntington Distribution Finance, Inc. ("HDF"), a subsidiary of The Huntington National 
Bank, established as Red Iron Acceptance, LLC ("Red Iron"), the primary purpose of which is to provide inventory financing to 
certain distributors and dealers of certain of our products in the U.S. For further information on this joint venture, refer to 
Note 7, Investment in Joint Venture, of the Notes to Consolidated Financial Statements included in Part II, Item 8, "Financial 
Statements and Supplementary Data," of this Annual Report on Form 10-K.

We are party to inventory financing arrangements with Red Iron, Huntington Commercial Finance Canada, Inc. ("HCFC"), and 
other third-party financial institutions (collectively, the "financial institutions") which provide inventory financing to certain 
dealers and distributors of certain of our products in the U.S. and internationally. For further information on these inventory 
financing arrangements, refer to Note 11, Commitments and Contingencies, of the Notes to Consolidated Financial Statements 
included in Part II, Item 8, "Financial Statements and Supplementary Data," of this Annual Report on Form 10-K.
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End-User Financing

We have agreements with third-party financing companies to provide financing options to end-customers throughout the world. 
The purpose of these agreements is to provide end-users of our products alternative financing options when purchasing our 
products.

Open Account Terms

Additionally, we provide financing in the form of open account terms directly to home centers and mass retailers, general line 
irrigation dealers, certain domestic and international distributors and dealers, ag-irrigation dealers and distributors, government 
customers, and rental companies.

Order Backlog

Our order backlog represents unfulfilled customer orders at a point in time. The dollar value of our order backlog is equal to the 
gross sales value that we expect to bill to the customer and is not reduced for expected variable consideration related to certain 
of our sales promotions and incentives programs. Order backlog is one of many indicators of business conditions within the 
markets and industries that we operate; however, our order backlog is considered more representative of business conditions 
than an indicator of our expectation of our future net sales because the dollar value of our order backlog is a gross amount that 
has not yet been reduced for the variable consideration associated with certain of our sales promotions and incentives programs 
and because backlog can fluctuate for a number of reasons, including the seasonality of our business, product mix, pricing 
actions, manufacturing and shipping schedules, cancellation and rescheduling of orders by our customers, and the timing of 
when orders are originally placed by customers and when we are able to fulfill such orders.

Competition

Our global business operations result in us competing with many U.S. and non-U.S. companies across our various markets, 
industries, and product offerings. These competitors and the degree of competition vary widely by industry, product line, end 
market, geographic scope and/or geographic location, including some competitors that have substantially larger operations and 
financial resources than we do and some that have smaller operations offering various capabilities to customers. We also 
experience a certain level of competition among our own brands within certain industries and end markets. Because of the 
diversity of our product portfolios and markets, our businesses typically have a different set of competitors in each geographic 
area and end market in which they participate. Accordingly, estimating the number of competitors or precise market share is 
challenging; however, we believe that we are a principal competitor in most of our industries and markets. 

The principal competitive factors in our markets are product innovation; quality and reliability; pricing and sales programs; 
product support and customer service; warranty; brand and reputation; channel relationships; shelf space and product 
availability; and financing options. We believe we offer total solutions and full service packages with high quality products that 
have the latest technology and design innovations. In addition, by selling our products through a network of distributors, 
dealers, mass retailers, hardware retailers, and home centers, as well as online and direct to end-users, users of our products are 
offered comprehensive service support during and after the warranty period. We believe that we have a competitive advantage 
because we manufacture a broad range of product lines, we are committed to product innovation and customer service, we have 
a strong history in, and focus on, the markets in which our businesses operate, and our distribution channels position us well to 
compete in various markets. 

Our Residential segment products generally face a higher volume of competition than our Professional segment products given 
the relatively low barriers to entry resulting in numerous other manufacturers selling products that compete directly with our 
products. Internationally, our Residential segment products face more competition than in the U.S. because many foreign 
competitors design, manufacture, market, and sell products in their respective countries. We experience this competition 
primarily in Europe. In addition, fluctuations in the value of the U.S. dollar affect the price of our products in foreign markets, 
thereby impacting their competitiveness. We provide pricing support to foreign customers, invoice in local currency, and 
execute foreign currency derivative hedging instruments, as appropriate, to remain competitive in international markets.

Human Capital Resources and Management

Guiding Principles and our Purpose, Vision, and Mission

As part of our guiding principles, we believe our success is deeply rooted in caring relationships built on trust and integrity. We 
believe these relationships are the foundation of our market leadership in innovation and solutions that make outdoor 
environments beautiful, productive and sustainable. We are committed to fostering a meaningful and enriching culture and 
engaging employee experience. We believe our commitment to employee wellness and environmental stewardship create a 
sense of community, allowing employees to take pride in their jobs and live the TTC values.
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We believe our commitment to our human capital resources is key to:

   Our Purpose: To help our customers enrich the beauty, productivity and sustainability of the land.

   Our Vision: To be the most trusted leader in solutions for the outdoor environment. Every day. Everywhere.

   Our Mission: To deliver superior innovation and to deliver superior customer care.

Our employees are guided further by our global Code of Conduct, which provides a framework for our actions and is the 
foundation of our partnership with TTC stakeholders—customers, suppliers, shareholders, communities, employees and others. 
Our goal is to foster a culture of trust and respect for all stakeholders and create a productive, supportive and thriving work 
environment for all TTC employees.

Number of Employees

During fiscal 2025, we employed an average of 9,791 employees. The total number of employees as of October 31, 2025 was 
9,227.

Unions and Collective Bargaining Agreements

As of October 31, 2025, approximately 9.4 percent of our employees were represented by a union under a collective bargaining 
agreement. Our collective bargaining agreements typically are for terms of three to five years, and from time to time, our 
collective bargaining agreements expire and come up for renegotiation. We have four collective bargaining agreements set to 
expire in March 2026, May 2026, October 2026, and October 2028, as well as one agreement with an indefinite term. We 
consider our employee relations to be good and currently do not expect any significant difficulties in renewing these 
agreements. We have not experienced any strikes or work stoppages in the past five years.

Employee Safety

The safety of our employees is paramount to us. We provide mandatory safety trainings each month in our production facilities, 
which are designed to focus on empowering our employees with the knowledge and tools they need to make safe choices and to 
mitigate risks. Supervisors also complete safety management courses. In addition to traditional training, we use safety 
scorecards, standardized signage, and visual management throughout our facilities. Safety best practices are also regularly 
reviewed by management and TTC's Board of Directors, and featured in our employee newsletters and town halls.

Employee Engagement

We provide all employees with the opportunity to share their opinions and feedback on our culture through an engagement 
survey. Results of the survey are measured and analyzed to enhance the employee experience, promote employee retention, 
drive change and leverage the overall success of our organization.

Talent Development

We strive to prepare our teams and talent to deliver on the company's commitments to excellence by providing all employees a 
wide range of professional development opportunities, both formal and informal, at all stages in their careers. Our formal career 
development offerings include apprenticeships, job training, mentoring and coaching, leadership development, tuition 
reimbursement, a diverse curriculum of learning programs, leadership development experiences, vocational training and 
external partnerships across the globe. One of our unique leadership development programs is our Leadership in Motion 
program, a learning experience for nominated current and future TTC leaders to enhance leadership skills and collaborate with 
TTC colleagues in a cross-functional setting. The global program expands employee networks, provides visibility within the 
company, and builds capabilities needed for TTC’s future. In small groups, participants work on a challenge critical to the 
company, such as technological innovation, communications, diversifying the workforce and talent retention. Over three 
months, they learn as a team, use newly gained skills and ultimately present recommendations related to their challenge to our 
Enterprise Leadership Team. Insights, themes and recommendations from cohort teams have contributed to actions in many 
areas for the company.

Health and Wellness

The health and wellness of our employees are critical to our success. We provide our employees with access to a variety of 
innovative, flexible and convenient health and wellness programs, which include but are not limited to, 24/7 call-in service 
access to a licensed physician, on-site nurses at some of our manufacturing sites to monitor employee health, safety, and 
wellness on a daily basis, various mobile apps that provide physical and mental well-being support. Such programs are designed 
to support employees’ physical and mental health by providing tools and resources to help them improve or maintain their 
health status and encourage engagement in healthy behaviors.
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Inclusion and Belonging

Our culture, rooted in excellence, integrity, and belonging, promotes a safe and welcoming environment where all employees 
can be their authentic self, both at work and beyond. We strive to nurture an inclusive community where everyone thrives – our 
colleagues, customers, partners, and communities. Our team members are encouraged to leverage their unique strengths and 
experiences to address challenges and drive innovation. We celebrate the diverse cultures and backgrounds of those who enrich 
our world daily. Together, we strive to foster a company culture and industry reputation that embodies collaboration and a 
genuine sense of belonging for all.

Compensation and Benefits

We conduct compensation market benchmarking on a regular basis to provide competitive pay to attract and retain superior 
talent. In addition to annual base salaries, our total rewards, which vary by country/region, can include annual incentive 
opportunities, stock-based compensation awards, a 401(k) plan with employee matching opportunities, discretionary profit-
sharing contribution to employee retirement plan accounts, healthcare and insurance benefits, health savings and flexible 
spending accounts, paid time off, family leave, family care resources, flexible work schedules, adoption and surrogacy 
assistance, employee assistance programs, tuition assistance, and certain on-site services, such as health centers and fitness 
centers, among many others.

Giving and Community Involvement

At the heart of TTC is our commitment to people, and we believe that a satisfying life comes from contributing to, and 
engaging with, the communities where we live and work. Community support is core to our culture and our efforts reflect a 
dedication to action and engagement that enriches the lives, communities, industries and land that we serve. Our community 
efforts center on four areas: Employees, Community, Industry and "Land. Water. Thrive." Through employee volunteerism and 
donations, corporate giving, and in-kind product donations, we enhance and beautify outdoor spaces while also supporting the 
shared value of our partner communities and organization.

Our employees around the world volunteer with local charitable and civic organizations to complete beautification, 
preservation, water conservation, community health, and housing and youth enrichment projects, including supporting the 
beautification and preservation of outdoor environments, water conservation, community health, housing and youth enrichment. 
To help our employees make a meaningful impact on organizations that are important to them and us, we provide eligible 
employees in the U.S. up to 20 hours paid time off to volunteer.

As part of our "Land. Water. Thrive." effort, we provide immersion experiences for our employees to work with smallholder 
farmers in developing countries to improve land productivity and agricultural water practices while also strengthening our 
employees’ empathy and customer-focused approach to problem solving.

Human Rights Policy

We are committed to upholding human rights in all respects of our global operations under The Toro Company Human Rights 
Policy. We believe that we have a responsibility to ensure that human rights are understood and observed in every location in 
which we operate. We strive to foster safe, inclusive and respectful workplaces wherever we do business, including prohibiting 
all forms of child labor and forced labor including indentured labor, bonded labor, military labor, slave labor and any form of 
human trafficking. We expect our business partners and suppliers to comply with local labor and employment laws wherever 
they operate. We encourage each other to seek guidance on our Code of Conduct or other issues without fear of retaliation of 
any kind. Employees may anonymously report concerns, misconduct or suspected violation of the Code through our 
confidential web-based reporting tool or over the telephone through our Ethics helpline.

Additional Information

Additional information is included in our Fiscal 2024 Sustainability Report, which is available on our website under the 
"Sustainability" section of our website located at www.thetorocompany.com. Information contained or referenced on our 
website, including in our Sustainability Report, is not incorporated by reference and does not form a part of this Annual Report 
on Form 10-K.

13



Environmental Matters and Other Governmental Regulation

Our business, operations, facilities, and products are subject to numerous international, federal, state, and other governmental 
laws, rules, and regulations relating to, among others, climate change; emissions to air, including Tier 4 or similar engine 
emission regulations; discharges to water; restrictions placed on water usage and water availability; product and associated 
packaging; use of certain chemicals; restricted substances, including "conflict minerals" disclosure rules; recycling and waste 
disposal; import and export compliance, including country of origin certification requirements; worker and product user health 
and safety; energy efficiency; extended producer responsibility; outdoor noise laws; and the generation, use, handling, labeling, 
collection, management, storage, transportation, treatment, and disposal of hazardous substances, wastes, and other regulated 
materials. For example:

• The U.S. EPA, the California Air Resources Board ("CARB"), and similar regulators in other U.S. states and international 
jurisdictions in which we sell our products have phased in, or are phasing in, emission regulations setting maximum 
emission standards for certain equipment. Specifically, these agencies from time to time adopt increasingly stringent engine 
emission regulations. Following the U.S. EPA implementation of Tier 4 emission requirements applicable to diesel 
engines, China, the European Union ("EU") and its member states, and the United Kingdom have adopted similar 
regulations. CARB's two-phase implementation of net-zero emissions requirements for small off-road engines, like those 
contained in lawn and garden equipment, began for all products with model year 2024 and onward.

• In September 2024, Australian regulators adopted the Treasury Laws Amendment (Financial Market Infrastructure and 
Other Measures) Bill 2024, which requires large and medium-sized companies to begin reporting on climate-related risks 
and opportunities, and greenhouse gas (GHG) emissions, in their annual reports for financial years commencing after 
January 1, 2025.

• In March 2024, the SEC adopted rules under SEC Release No. 33-11275, The Enhancement and Standardization of 
Climate-Related Disclosures for Investors. Shortly after adoption, the SEC voluntarily stayed the rule, and the current 
administration has chosen not to defend the rule in court. As a result, the rule never took effect, and its future remains 
uncertain.

• The state of California passed two bills that will require certain companies doing business in the state to disclose GHG 
emissions and climate-related financial risk information. Senate Bill 253 (SB 253) requires CARB to develop and adopt 
regulations mandating annual disclosure of Scope 1, 2, and 3 GHG emissions, with certain emissions data subject to third-
party assurance. Disclosure of Scope 1 and 2 emissions begins in 2026 for the 2025 reporting year, and Scope 3 emissions 
disclosure begins in 2027 for the 2026 reporting year. SB 253 applies to public and private companies with total annual 
revenues exceeding $1 billion that do business in California.

• Senate Bill 261 (SB 261) requires biennial disclosures posted on a company’s website related to climate-related financial 
risks and measures adopted to reduce and adapt to such risks. SB 261 applies to companies with total annual revenues 
exceeding $500 million. The Ninth Circuit Court of Appeals has granted a stay of enforcement of the January 1, 2026 filing 
deadline for SB 261 pending the outcome of an appeal process. 

• Both SB 253 and SB 261 have been challenged in the U.S. District Court for the Central District of California. On 
September 27, 2024, the California Governor signed Senate Bill 219 (SB 219), which extended CARB’s deadline to 
promulgate implementing regulations for SB 253 until July 1, 2025 but did not change the reporting deadlines. In October 
2025, CARB staff indicated that adoption of final regulations under SB 253 and SB 261 will move to Q1 2026 rather than 
late 2025 as previously anticipated. CARB continues to evaluate stakeholder feedback on threshold definitions, reporting 
timelines, Scope 3 methodologies, and assurance requirements.

• The European Union Corporate Sustainability Reporting Directive (CSRD) applies to both EU and non-EU in-scope 
entities and would require disclosure of various metrics relating to climate change, biodiversity, workforce, supply chain, 
and business ethics. In addition to CSRD, the EU has proposed other sustainability-related measures, including the 
Corporate Sustainability Due Diligence Directive (CSDDD) and the EU Taxonomy. In February 2025, an Omnibus 
simplification package related to CSRD, CSDDD and the EU Taxonomy was proposed. In December 2025, The EU 
Council and Parliament reached a provisional agreement on the Omnibus simplification package, significantly amending 
the CSRD, CSDDD and the EU Taxonomy to reduce the scope and reporting burdens for many companies. The agreement 
is expected to be formally approved and published in late 2025 or early 2026. Accordingly, if the agreement is formally 
approved, TTC would not be subject to the reporting requirements of CSRD, CSDDD and the EU Taxonomy. Lastly, the 
EU implemented the Carbon Border Adjustment Mechanism (CBAM), which is expected to impose additional compliance 
obligations in the future. TTC is a reporting entity under CBAM and management is monitoring the development of 
implementing regulations.

• The U.S. federal government, several U.S. states, and certain international jurisdictions in which we sell our products, 
including the EU and each of its member states, have implemented one or more of the following: extended producer 
responsibility laws, rules, or regulations, which are intended to reduce waste and environmental and human health impact, 
and require manufacturers to label, collect, dispose, and recycle certain products, including some of our products, at the end 
of their useful life, including, but not limited to (i) the Waste Electrical and Electronic Equipment (WEEE) Directive, 
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which mandates the labeling, collection, and disposal of specified waste electrical and electronic equipment; (ii) the 
Restriction on the use of Hazardous Substances (RoHS) Directive or similar substance level laws, rules, or regulations, 
which restrict the use of several specified hazardous materials in the manufacture of specific types of electrical and 
electronic equipment; (iii) the Registration, Evaluation, Authorization and Restriction of Chemicals (REACH) Regulation 
or similar substance level laws, rules, or regulations that require notification of use of certain chemicals, or ban or restrict 
the use of certain chemicals; (iv) the Battery Regulation, which regulates the manufacture and disposal of batteries; 
(v) country of origin laws, rules, or regulations, which require certification of the geographic origin of our finished goods 
products and/or components used in our products through documentation and/or physical markings, as applicable; 
(vi) energy efficiency laws, rules, or regulations, which are intended to reduce the use and inefficiencies associated with 
energy and natural resource consumption and require specified efficiency ratings and capabilities for certain products; 
(vii) outdoor noise laws, which are intended to reduce noise emissions in the environment from outdoor equipment; 
(viii) conflict minerals laws, such as the Dodd-Frank Wall Street Reform and Consumer Protection Act and the rules 
promulgated by the SEC, which require specific procedures for the determination and disclosure of the use of certain 
minerals, known as "conflict minerals," which are mined from the Democratic Republic of the Congo and adjoining 
countries; (ix) other product substance restriction laws, some of which require certain labeling of products, such as 
California Proposition 65; (x) electromagnetic compatibility laws and regulations, such as the EU Electromagnetic 
Compatibility (EMC) Directive, and similar laws and regulations in other markets; (xi) wireless product type approvals and 
licenses in global markets and the EU Radio Equipment Directive and similar laws and regulations related to wireless and 
radio usage; and (xii) supply chain transparency laws and regulations addressing modern slavery and human trafficking.

• Our products may be subject to various federal, state, and international laws, rules, and regulations that are designed to 
protect users, including rules and regulations of the U.S. Consumer Product Safety Commission.

• Our vehicle and trailered products may be subject to various federal, state and international laws, rules and regulations 
related to vehicle safety and compliance with road regulations and safety, including the U.S. National Highway 
Transportation Safety Administration. 

• The manufacture and assembly of products within our facilities must comply with environmental regulations addressing air 
emissions, wastewater discharge, storm water run-off, and hazardous waste disposal. 

Compliance with existing laws, rules, and regulations has not historically had a material impact on our capital expenditures, 
earnings or global competitive position. With respect to acquired properties and businesses, we conduct due diligence regarding 
potential exposure to environmental liabilities and overall regulatory compliance but cannot be certain that we have identified 
or will identify all adverse environmental conditions or non-compliance with applicable laws, rules and regulations. We are also 
involved in the evaluation and environmental clean-up of a limited number of properties currently and previously owned. We 
do not expect that these matters will have a material adverse effect on our consolidated financial position or results of 
operations.

Corporate and Other Available Information

The Toro Company was incorporated in Minnesota in 1935 as a successor to a business founded in 1914 and reincorporated in 
Delaware in 1983. Our executive offices are located at 8111 Lyndale Avenue South, Bloomington, Minnesota, 55420-1196, and 
our telephone number is (952) 888-8801.

We are a U.S. public reporting company under the Exchange Act, and file reports, proxy statements, and other information with 
the SEC. Copies of these reports, proxy statements, and other information can be accessed from the SEC's home page on the 
Internet at www.sec.gov. We make available, free of charge on our website www.thetorocompany.com (select the "Investors" 
link and then the "Financials & Filings" link), our Annual Reports on Form 10-K, Quarterly Reports on Form 10-Q, Current 
Reports on Form 8-K, Proxy Statements on Schedule 14A, Section 16 reports, amendments to those reports, and other 
documents filed or furnished pursuant to Section 13(a) or 15(d) of the Exchange Act as soon as reasonably practicable after we 
electronically file such material with, or furnish it to, the SEC. We also provide corporate governance and other information, 
including our sustainability report, on our website. The information contained on our website or connected to our website is not 
incorporated by reference into, and should not be considered part of, this Annual Report on Form 10-K.

ITEM 1A. RISK FACTORS

The following are material risk factors known to us that could materially adversely affect our business, reputation, operating 
results, industry, financial position, or future financial or operational performance. The risks described below are not the only 
risks we face. Additional risks not presently known to us or that we currently deem immaterial may also impair our business, 
reputation, operating results, industry, financial position, or future financial or operational performance.

Risk Factor Summary

This summary is not complete and should be read in conjunction with the more detailed risk factors set forth below.
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Economic and Operational Risks

• Our net sales and earnings have been and will likely continue to be adversely affected by economic conditions and outlook 
in the locations in which we conduct business.

• If we are unable to enhance existing products and develop and market new products, demand for our products may 
decrease adversely impacting our net sales and earnings. 

• Disruption and/or shortages in commodities, components, parts, or accessories has adversely affected and could continue to 
adversely affect our business. 

• Weather conditions, including conditions exacerbated by global climate change, present chronic and acute physical risks, 
and have previously impacted, and may continue to impact, demand for some of our products and/or cause disruptions in 
our operations.

• Our Professional segment net sales are dependent on several factors, including changes to the golf, grounds, irrigation, and 
construction markets.

• Our Residential segment net sales are dependent on several factors, including product placement, consumer confidence and 
spending levels and changing customer buying patterns.

• Changes in our product mix have adversely impacted and could continue to adversely impact our operating results.
• We face intense competition, which could harm our business and operating results.
• Increases in the cost of commodities, components, parts, and accessories have adversely affected and could continue to 

adversely affect our profit margins.
• We are dependent upon our facilities and those of our suppliers and other third parties.
• We are dependent upon a strong, effective labor force.
• Our net sales and other operating results are dependent upon us and our channel customers maintaining appropriate 

inventory levels.
• We are dependent upon our channel customers, and changes in their purchasing patterns could negatively impact sales.
• We are dependent upon the availability and terms of credit offered to our customers, which affect purchasing behavior and 

could adversely impact our net sales.
• We are dependent upon effective information systems and our domain names.
• Our international operations expose us to currency, regulatory, and political risks that could impact our business.
• We experience disruptions to our operations from time to time as result of facility changes and renovations.
• There are risks associated with the imposition of, or changes to, tariffs, which have impacted and could further negatively 

impact trade between, or increase the cost of operating in, or increase the cost of or negatively impact the demand for, our 
products or our customers’ products in the countries in which we or our customers do business.

• We may face challenges in harmonizing information technology systems, compliance frameworks, and corporate 
governance practices related to Tornado Infrastructure Equipment.

Strategic Risks

• Our strategy to pursue acquisitions and alliances, strong customer relations, and new joint ventures, investments, and 
partnerships and our recent activities related to Tornado Infrastructure Equipment in this regard involve risk and may prove 
to be unsuccessful.

• Climate, environmental, health and safety laws and regulations as well as the impact of increased scrutiny on our 
sustainability practices, our ability to meet our company sustainability goals, and public perceptions that our products are 
not environmentally friendly or that our practices are not sustainable could impact our reputation.

• Stock price volatility, including in response to the risks described herein or for reasons unrelated to our operations, such as 
reports by industry analysts, investor perceptions or negative announcements by our customers, competitors or suppliers 
regarding their own performance, as well as industry or general economic conditions, and other factors beyond our control.

• There are risks associated with our ability to achieve our financial projections or other business initiatives, including our 
Amplifying Maximum Productivity (“AMP”) initiative, in the time periods that we anticipate or at all.

Financial Risks

• We incur impairment, restructuring, and other charges from time to time which harm our operating results.
• Foreign currency exchange rate fluctuations may harm our operating results.
• We are dependent upon the availability and cost of our credit arrangements and any downgrade in our credit ratings could 

adversely affect our access to and increase the cost of such arrangements.
• Changes in accounting or tax standards and policies and/or assumptions underlying estimates could harm our results of 

operations.
• Delays in integration related to Tornado Infrastructure Equipment may erode expected synergies and shareholder value.
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Legal, Regulatory, and Compliance Risks

• Our patents, trademarks, and contractual provisions may be insufficient to protect our proprietary rights, or we may 
infringe the proprietary rights of others.

• Our business, which is subject to extensive regulation, including new regulators of businesses that we have acquired or 
may acquire in the future, involves legal and regulatory risks.

• We are subject to product quality issues, product liability claims, and other litigation from time to time.

General Risk Factors

• We may not achieve our financial projections or other business and productivity initiatives, which could have an adverse 
effect on our business, operating results, and financial condition.

• If we are unable to attract and retain key executive and other talent or successfully implement key employee transitions, we 
may be unable to meet strategic objectives and our business could suffer.

Economic and Operational Risks

Our net sales and earnings have been and could continue to be adversely affected by economic conditions and outlook in the 
locations in which we conduct business.

Adverse economic conditions and outlook in the U.S. and in other countries in which we conduct business have and could 
continue to impact our net sales and earnings. These adverse economic conditions include, but are not limited to, business 
closures, slowdowns, suspensions or delays of production and commercial activity; recessionary conditions; slow or negative 
economic growth rates; slowdowns or reductions in levels of interest in the game of golf or golf course activity, development, 
renovation, and improvement; golf course closures; reduced governmental or municipal spending; reduced levels of home 
ownership, construction, and sales; home foreclosures; negative consumer confidence; reduced consumer spending levels; 
increased or prolonged high unemployment rates; higher costs, longer lead times, and reduced availability of commodities, 
components, parts, and accessories, including as a result of transportation-related costs, inflation, changing prices, foreign 
currency fluctuations, tariffs, and/or duties; inflationary or deflationary pressures; reduced infrastructure spending; the impact 
of U.S. federal debt, state debt, and sovereign debt defaults and austerity measures by certain European countries; reduced 
credit availability or unfavorable credit terms for our distributors, dealers, and end-user customers; higher short-term, mortgage, 
and other interest rates; government shutdowns; and general economic and political conditions and expectations. In the past, 
some of these factors have caused and may continue to cause our distributors, dealers, and end-user customers to reduce 
spending and delay or forego purchases of our products, which has had an adverse effect on our net sales and earnings.

If we are unable to continue to enhance existing products and develop and market new products, demand for our products 
may decrease. 

One of our strategies is to develop innovative, customer-valued and high-quality products to generate revenue and earnings 
growth. In the past, our sales from new products, which we define as those introduced in the current and previous two fiscal 
years, have represented a significant portion of our net sales and are expected to continue to represent a significant portion of 
our future net sales. We may not be able to compete as effectively and ultimately satisfy the needs and preferences of our 
customers, unless we can continue to enhance existing products and develop new and innovative products, including by 
incorporating new, emerging, and/or disruptive technologies that may become preferred by our customers. For example, we 
have the risks related to developing and marketing electric and alternative fuel products to meet market demands for less 
greenhouse gas intensive products.

Product development, improvement, and introductions require significant financial and technological resources, talent, research, 
planning, design, development, engineering, and testing at the technological, product, and manufacturing process levels, and we 
may not be able to timely develop and introduce new products, technologies or product improvements. New and innovative 
competitive products may beat our products to market; be higher quality or more reliable; be more effective, have more 
features, and/or be less expensive than our products; incorporate new, emerging, and/or disruptive technologies; obtain better 
market acceptance; or render our products obsolete. Any new products that we develop may not receive market acceptance or 
otherwise generate any meaningful net sales or profits for us relative to our expectations based on, among other things, 
investments in manufacturing capacity and commitments to fund advertising, sales incentive and promotion programs, and 
research and development. 

Disruption and/or shortages in the availability of commodities, components, parts, or accessories has, and could continue to, 
adversely affect our business. 

Global supply chain disruptions, natural disasters, antidumping and countervailing duty petitions regarding certain engines 
imported into the U.S. from China, and other tariffs have, to various and differing degrees, impacted the availability and price 
of commodities, components, parts, and accessories used in our products. In addition, while most of our commodities, 
components, parts, or accessories are generally commercially available from a number of sources, certain items are sourced 
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from single suppliers, which has limited, and could continue to limit, the availability of commodities, components, parts, and 
accessories when such suppliers are unable to meet our production requirements and we are unable to source such items from 
an alternative supplier in a timely manner to meet our production needs. This occurred at times during the past couple of years. 
Any continued or new disruption or shortages in the availability of commodities, components, parts, or accessories, including as 
a result of labor staffing, workforce shortage, or other challenges that our suppliers may experience as a result of financial 
hardship, pandemics and/or epidemics, natural disasters, and adverse weather, the frequency and intensity of which may be 
exacerbated by climate change, or other events, our inability to timely or otherwise obtain substitutes for such items, or any 
deterioration in our relationships with, the financial viability or quality of, or the personnel relationships at, our suppliers, could 
adversely affect our business and operating results. 

Weather conditions, including conditions exacerbated by global climate change, present chronic and acute physical risks, 
and have previously impacted, and may continue to impact, demand for some of our products and/or cause disruptions in 
our operations.

Weather conditions in particular geographic regions have adversely impacted, and will likely in the future, adversely affect the 
sales, demand, and field inventory levels and seasonality trends of some of our products. Weather conditions also have 
disrupted our own manufacturing and distribution facilities and our supply chain, which has impacted our ability to manufacture 
product to fulfill customer demand, and such disruptions may occur in the future. For example, drought or unusually wet 
conditions have had, and may continue to have, an adverse effect on sales of certain Residential and Professional mowing 
equipment products. Unusually rainy weather or severe drought conditions that result in watering bans, or otherwise, have had, 
and may continue to have, an adverse effect on sales of our irrigation products, and lower snowfall accumulations in key 
markets have had, and may continue to have, an adverse effect on sales of our Residential snow thrower products and products 
of our Professional snow and ice management business. Similarly, adverse weather conditions in one season may negatively 
impact customer purchasing patterns and net sales for some of our products in another season. For example, lower snowfall 
accumulations may result in lower winter season revenues for landscape contractor professionals, causing such customers to 
forego or postpone spring purchases of our mowing equipment products. 

Further, our facilities and other operations and those of our channel customers and suppliers have incurred losses and 
experienced disruptions as a result of certain weather conditions and such losses or disruption may continue due to additional 
natural disasters, inclement weather, and/or climate change-related events, such as tornadoes, hurricanes, earthquakes, floods, 
tsunamis, typhoons, drought, fire, other extreme weather conditions, and other natural disasters and events that occur as a result 
of such events, such as water or other natural resource shortages, rising sea levels, power outages or shortages, or 
telecommunications failures. Our insurance coverage with respect to natural disasters and other disruptions is limited and is 
subject to deductibles and coverage limits. Such coverage may not be adequate or may not continue to be available at 
commercially reasonable rates and terms. The occurrence of any such events could negatively impact our business and 
operating results. 

Global climate change may exacerbate the frequency and intensity of unfavorable weather conditions, such as fires, hurricanes, 
tornadoes, drought, water shortages, rainfall, unseasonably warm winter months, or other weather events, many of which have 
increased in severity in recent years, in geographic areas where our products are manufactured, distributed, sold, and used and 
where our supply chains are located, and our sales and operating results may be affected to a greater degree than we have 
previously experienced. Such weather conditions could pose physical risks to our facilities and critical infrastructure in the U.S. 
and abroad, disrupt the operation of our supply chain and third-party vendors, and may impact our operational results. 
Additionally, increased frequency and intensity of weather events due to climate change could lead to lost sales as customers 
prioritize basic needs. 

Our Professional segment includes a variety of products that depend on certain and varied factors.

Our Professional segment includes a variety of products that are sold by distributors or dealers, or directly to government 
customers, rental companies, professional and other users, including homeowners, engaged in maintaining and creating 
properties and landscapes, such as golf courses, sports fields, residential and commercial properties and landscapes, and 
governmental and municipal properties. Any one or a combination of the following factors, among others, have in the past 
resulted and could in the future result in a decrease in spending and demand for our products, resulting in an adverse effect on 
our Professional segment net sales and earnings:

• reduced revenue for golf courses resulting from a reduction in the level of interest in the game of golf and/or a decrease in 
rounds played, memberships, and/or food and beverage sales, as applicable;

• reduced investment in golf course renovations and improvements;
• the level of new golf course development and golf course closures;
• reduced consumer and business spending on property maintenance, such as lawn care and snow and ice removal activities;
• low or reduced levels of infrastructure improvements and other construction activities;
• decreased construction activities for oil, gas, telecommunication, and other utility distribution systems;
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• a decline in acceptance of, and demand for, ag-irrigation solutions for agricultural production;
• availability of cash or credit on acceptable terms for our customers to finance new product purchases or rent equipment; 

and
• customer and/or government budgetary constraints resulting in reduced spending for grounds maintenance or construction 

equipment.

Our Residential segment net sales depend on several factors, including product placement, consumer confidence and 
spending levels, changing buying patterns of customers, and the impact of significant sales or promotional events.

The elimination, reduction, or changes in the placement of shelf space assigned to our Residential segment products at mass 
retailers and home centers have in the past adversely affected and, in the future, could adversely affect our Residential segment 
net sales. Our Residential segment net sales also depend upon the buying patterns of consumers and changes to buying patterns 
could result in reduced sales. In addition, as consumers purchase products at home centers and mass retailers that typically offer 
broader and lower price points than dealers, demand for and sales of our Residential segment products purchased at mass 
retailers and home centers, as compared to dealers and hardware retailers, have increased, adversely affecting our margins. We 
believe that our diverse distribution channels and customer base should reduce the long-term impact on us if we were to lose 
any substantial customer, but the loss of any such customer, a significant reduction in sales to such customers, our inability to 
maintain adequate product placement at mass retailers and home centers or our inability to respond to future changes in buying 
patterns of consumers or new distribution channels could have a material adverse impact on our business and operating results. 
Furthermore, our quarterly or annual results have in the past and could in the future be impacted as a result of the timing of 
significant sales or promotional events for our Residential products.

Changes in product mix could adversely impact our financial performance, including profit margins and net earnings.

Our Professional segment products generally have higher profit margins than our Residential segment products. Accordingly, 
our financial performance, including our profit margins and net earnings, have been and will continue to be impacted depending 
on the mix of products we sell during a given period. For example, if we experience lower sales of our Professional segment 
products that generally carry higher profit margins than our Residential segment products, our financial performance, including 
profit margins and net earnings, have been and could continue to be negatively impacted. Similarly, within each reportable 
segment, if we experience lower sales of products that generally carry higher profit margins, our financial performance, 
including profit margins and net earnings, have been and could continue to be negatively impacted.

We face intense competition, which could harm our business and operating results.

Our products are sold in highly competitive markets throughout the world and as a result, we compete with many U.S. and non-
U.S. companies across our various markets, industries, and product offerings. These competitors and the degree of competition 
vary widely by industry, product line, end market, geographic scope and/or geographic location. The principal competitive 
factors in our industries and markets include product innovation; quality and reliability; pricing and sales promotion and 
incentive programs; product support and customer service; warranty; brand awareness; reputation; distribution, shelf space, and 
product placement and availability; and financing options. Some of our competitors have substantially larger operations and 
greater financial resources than us, and some have smaller operations offering various and/or more specialized capabilities to 
customers, and they may be able to adapt more quickly to new or emerging technologies and changes in customer preferences, 
or devote greater or more specialized resources to the development, promotion, and sale of their products or disruptive new 
products or technologies than we can. In addition, competition could increase if new companies enter the market, existing 
competitors combine or consolidate their operations or if existing competitors expand their product lines or intensify efforts 
within existing product lines. Our current products, products and technologies under development, and our ability to develop 
new and improved products and technologies may be insufficient to enable us to compete effectively with our competitors. 

Our Residential segment products generally face a higher and increasing volume of competition compared to our Professional 
segment products given the low barriers to entry resulting in numerous other manufacturers selling products that compete 
directly with our products. Internationally, our Residential segment products typically face more competition than in the U.S. 
because many foreign competitors design, manufacture, market, and sell products in their respective countries. In addition, 
fluctuations in the value of the U.S. dollar may affect the price of our products in foreign markets, thereby impacting their 
competitiveness. Competitors may move manufacturing operations to low cost countries for significant cost and price 
reductions, and we may not be able to compete, which could harm our business and operating results.

Our domain names are critical assets for informing consumers about our brand, but they are increasingly targeted by 
scams.

We face significant risks from cybersquatting, typosquatting, and other domain name scams that target our trademarks, trade 
names, and brand identity. These activities involve registering domain names that are identical or confusingly similar to our 
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intellectual property, often for resale at inflated prices or to mislead consumers. Common schemes include: cybersquatting 
(registering our marks as domain names to demand payment for transfer); typosquatting and look-alike domains (using minor 
variations of our legitimate domains to divert traffic); and homograph attacks (exploiting internationalized domain names to 
create visually deceptive domains).

These fraudulent domains may host phishing sites, distribute malware, sell counterfeit goods, or disseminate false information. 
Such activities can result in: reputational harm through loss of consumer trust and brand dilution; operational disruption through 
increased costs for monitoring, enforcement, and litigation; and regulatory exposure through potential scrutiny under consumer 
protection and cybersecurity regulations.

Despite our monitoring and enforcement programs, we cannot guarantee complete prevention or timely remediation of these 
abuses. If these activities lead to consumer confusion, unauthorized transactions, or data compromise, our business, financial 
condition, and results of operations could be materially adversely affected.

Increases in the cost of commodities, components, parts, and accessories or our other costs of doing business, have, and 
could continue to, adversely affect our profit margins and businesses.

We purchase commodities, components, parts, and accessories for use in our manufacturing process and end-products or to be 
sold as stand-alone end-products, such as steel, aluminum, petroleum and natural gas-based resins, linerboard, copper, lead, 
rubber, engines, transmissions, transaxles, hydraulics, electrification components, and other commodities, components, parts 
and accessories. Increased costs and/or inflation, increased tariffs, duties, or other charges as a result of changes to U.S. or 
international trade policies or trade agreements, trade regulation and/or industry activity, or antidumping and countervailing 
duty petitions on certain products imported from foreign countries, including certain engines imported into the U.S. from China, 
or the inability of suppliers to continue operations or otherwise remain in business, have affected our profit margins, operating 
results and businesses and could continue to result in declines in our profit margins, operating results and businesses. 
Historically, we have mitigated commodity, component, parts, or accessories cost increases, in part, by increasing prices on 
some of our products and executing on our strategic productivity initiatives, which include, but are not limited to, collaborating 
with suppliers, reviewing alternative sourcing options, substituting materials, utilizing Lean methods, and engaging in internal 
cost reduction efforts, all as appropriate. However, during the past couple of years, we experienced higher material, 
manufacturing, and freight costs, which adversely affected our margins, and we may not be able to fully offset increased 
commodity, component, parts, or accessories costs in the future. Further, if our price increases are not accepted by our 
customers and the market, our net sales, profit margins, earnings, and market share could be adversely affected.

We are dependent upon the efficient operation of our facilities and those of our suppliers, channel customers, mass retailers, 
and home centers where our products are sold.

Production downtime and/or the inability to produce products at our facilities, and those of our suppliers, or other disruptions 
have occurred, and could continue to occur, as a result of several factors, including supply chain challenges, labor shortages, 
natural disasters, inclement weather, man-made disasters or other external events, such as terrorist acts or acts of war, 
pandemics and/or epidemics, boycotts and sanctions, widespread criminal activities, or protests and/or social unrest, or other 
events, at or in proximity to any of our facilities or in our manufacturing or other operations, or those of our channel customers, 
mass retailers or home centers where our products are sold, or suppliers. A work slowdown, strike, or similar action could occur 
at any one of our facilities, or the facilities of our channel customers and suppliers, and such facilities could fail to renew or 
enter into new collective bargaining agreements or may have to enter into a new collective bargaining agreement at a facility 
not currently covered by an agreement. Furthermore, we shift production between our manufacturing facilities from time to 
time, and open new manufacturing and/or distribution facilities, to align production capacity with production goals. Such events 
and disruptions could make it difficult or impossible to manufacture or to deliver products to our customers, produce or 
maintain sufficient inventory of our products, receive commodities, components, parts or accessories from our suppliers, or 
perform critical functions, which could adversely affect our business globally or in certain regions. Such events also may result 
in shortages of commodities, components, parts, or accessories; higher fuel, transportation, and commodity costs; and delays in 
shipments to our channel customers. 

Any failure by us, or our suppliers or channel partners, to hire and/or retain an adequate labor force could adversely affect 
our business, operating results, and reputation.

Our labor needs, and those of our suppliers and channel partners, fluctuate throughout the year and by region. During periods of 
peak manufacturing activity it is often necessary to sharply increase the number of production staff by utilizing new hires and 
temporary labor. Production staff hired during such periods of peak manufacturing activity may not have the same level of 
training, competency, experience, or commitment as regular production employees. In addition, due to limited workforce 
populations in areas around the locations where we, or our suppliers and channel partners, manufacture products or conduct 
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business, or other factors, we, or our suppliers and channel partners, may not have a sufficient pool of individuals with the right 
skills and experience available to fulfill labor requirements on a cost-effective basis or otherwise. 

If we, or our suppliers and channel partners, are unable to hire, train, and/or retain a labor force to adequately staff 
manufacturing operations, perform service or warranty work, or other necessary activities, we could experience disruptions in 
our manufacturing and other processes, which have in the past adversely impacted, and could continue to adversely impact, our 
business, operating results, and reputation.

Our net sales and/or working capital are negatively impacted when we underestimate or overestimate demand for our 
products or do not maintain appropriate inventory levels.

Our ability to manage our inventory levels to meet our customers' demand for our products and fulfill existing and future sales 
order backlog is important for our business. Our production levels and inventory management goals for our products are based 
on estimates of demand for our products, considering production capacity, timing of shipments, existing sales order backlog, 
and field inventory levels. Managing inventory levels during an uncertain macroeconomic environment is particularly difficult 
as a result of demand volatility; changes to production operations, locations and schedule; and supply chain challenges limiting 
our ability to source an adequate supply of commodities, components, parts, and accessories to meet our production 
requirements. These factors have resulted in, and could continue to result in, manufacturing inefficiencies and related 
unfavorable manufacturing variances that have negatively impacted, and could continue to impact, our financial results. Our net 
sales, margins, net earnings, and/or working capital are negatively impacted when we underestimate or overestimate channel or 
retail demand for our products, we are not able to manufacture product to fulfill customer demand and existing and future sales 
order backlog, and/or we do not produce or maintain appropriate inventory levels. Furthermore, such impacts hinder our ability 
to meet customer demand, result in the loss of customers, and could cause us to incur charges associated with inventory 
valuation adjustments for excess and obsolete inventories.

Our business and operating results are subject to the inventory management decisions of our channel customers.

We are subject to risks relating to the inventory management decisions and operational and sourcing practices of our 
distribution network. Our channel customers carry inventories of our products as part of their ongoing operations and adjust 
those inventories based on their assessments of future needs, including anticipated end-customer demand. Such adjustments 
have impacted our inventory management and working capital goals as well as operating results, and such adjustments may 
impact us in the future. 

Changes in composition of, financial viability of, and the relationships with, our channel customers could negatively impact 
our business and operating results.

If we fail to maintain an effective network of channel partners, including distributors, dealers, mass retailers, and home centers, 
for our products, we may not have adequate market coverage for the optimal level of sales of our products. Additionally, our 
channel customers may not commit the necessary resources to market and sell our products as we would expect, and/or they 
may not be successful in marketing and ultimately selling our products. Any weak demand for, or quality issues with, our 
products may cause our channel customers to reduce or terminate their relationships with us or adversely affect our ability to 
engage new dealers and distributors or maintain or obtain shelf space at mass retailers and home centers. Changes in the 
ownership or control of our channel customers could also adversely affect our relationships with them. If we are not able to 
maintain effective distribution channels, if our channel customers are not successful in marketing and selling our products, or if 
we experience a significant reduction or cancellation or change in the size and timing of orders from our channel customers, our 
sales could decline and have an adverse effect on our business and operating results. 

In addition, if adverse economic conditions, business conditions or other events cause a decline in sales by our channel 
customers or weakens their financial condition, including insolvency or bankruptcy, our net sales and earnings could be 
adversely affected. Such situation could adversely affect the ability of such customers to pay amounts owed, which could 
require us to repurchase financed product.

We are dependent upon the availability and terms of credit offered to our customers.

We are a party to various floor plan arrangements in order to provide reliable, competitive floor plan financing to certain of our 
distributors and dealers primarily in the U.S. and Canada to support their businesses and improve our working capital for our 
other strategic purposes. As a result, we depend on such arrangements for our inventory financing programs. The availability of 
financing from our floor plan arrangements is affected by many factors, including, among others, the overall credit markets, the 
credit worthiness of our dealers and distributors, and regulations that may affect such financing providers. Any material 
changes in the availability or terms of credit offered to our customers by our floor plan financing providers, challenges or 
delays in transferring new distributors and dealers from any business we might acquire or otherwise to our available financing 
platforms, any termination or disruption of our floor plan arrangements, or any delay in securing replacement credit sources 
could adversely affect our sales and operating results.
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We are dependent upon the effective operation of our information systems, software, or information security practices and 
those of our business partners or third-party service providers.

We have many information systems and other software that are critical to our business and certain of our products, some of 
which are managed by third parties. These information systems and software are used to record, process, summarize, transmit, 
and store electronic information, and to manage or support a variety of business processes and activities, including, among 
other things, our accounting and financial functions; our manufacturing and supply chain processes; managing personal data or 
other data relating to our customers, suppliers, and employees; and the data related to our research and development efforts. We 
may be unable to enhance our existing information systems and software or implement new information systems or software 
when necessary; may experience unanticipated delays, complications, or expenses in implementing, integrating, and operating 
our systems; and/or require substantial expenditures or interruptions in operations in connection with any system changes we 
might pursue, including as may be necessary during the integration of acquisitions. The failure of our information systems or 
software or those of our business partners or third-party service providers to perform properly, or difficulties encountered in the 
development of or transfer over to new systems or the modification or upgrade of existing systems, could disrupt our business 
and harm our reputation, which may result in decreased sales, increased overhead costs, excess or obsolete inventory, and 
product shortages, causing our business, reputation, financial condition, and operating results to suffer. As we continue to 
develop internet-connected products and other new, emerging, and/or disruptive technologies, similar risks may also be present 
in the systems, technology, and software installed within such products.

Additionally, we take steps to secure our information systems and software and any access provided by our business partners or 
third-party service providers, including our computer systems, intranet and internet sites, email and other telecommunications 
and data networks. However, the security measures we have implemented may not be effective and our systems may be 
vulnerable to theft, loss, damage, and interruption from a number of potential sources and events, including unauthorized access 
or security breaches, data privacy breaches, natural or man-made disasters, cyber attacks, computer viruses, malware, phishing, 
denial of service attacks, power loss, or other disruptive events. Information technology security threats have been increasing in 
frequency and sophistication. Cyber attacks may be random, coordinated, or targeted, including sophisticated computer crime 
threats. These threats pose a risk to the security of our systems and networks including those that may be used by our products, 
and those of our business partners and third-party service providers, and to the confidentiality, availability, and integrity of our 
data or data of our customers, suppliers or employees. Our business, reputation, operating results, and financial condition could 
be adversely affected if a significant cyber event or other event, disrupts or shuts down our operations; our confidential, 
proprietary information or data of our customers, suppliers, or employees is stolen or disclosed; our intranet and internet sites 
are compromised; data is manipulated or destroyed; we incur costs, are required to pay fines or face other regulatory 
enforcement actions, or our customers lose confidence in our ability to adequately protect their information in connection with 
stolen or disclosed customer, employee, or other confidential or sensitive information; we must dedicate significant resources to 
system repairs or increase cyber security protection; or we otherwise incur significant litigation or other costs. As a result of the 
SEC rule on cybersecurity disclosure, we are required to disclose, on a current basis pursuant to new Item 1.05 of SEC Form 8-
K, any cybersecurity incident that we determine to be material and describe the material aspects of the nature, scope, and timing 
of the incident, as well as the material impact or reasonably likely material impact of the incident on us, including our financial 
condition and results of operations. We will also be required to describe, on a periodic basis, our processes, if any, for the 
assessment, identification, and management of material risks from cybersecurity threats, and describe whether any risks from 
cybersecurity threats have materially affected or are reasonably likely to materially affect our business strategy, results of 
operations, or financial condition, our board’s oversight of risks from cybersecurity threats and management’s role in assessing 
and managing material risks from cybersecurity threats. We have incurred significant costs in an effort to detect and prevent 
security breaches and incidents, and we may face increased costs and requirements to expend substantial resources in the event 
of an actual or perceived security breach or incident and to comply with the SEC cybersecurity rule.

Our insurance policies may not be adequate to compensate us for the potential losses arising from any such disruption or 
failure. In addition, such insurance may not be available to us in the future on economically reasonable terms, or at all. Further, 
our insurance may not cover all claims made against us and could have high deductibles in any event, and defending a suit, 
regardless of its merit, could be costly and divert management attention.

We may incorporate traditional and generative artificial intelligence (AI) solutions into our information systems, products, 
offerings, services and features, and these solutions may become important in our operations over time. The ever-increasing use 
and evolution of technology, including cloud-based computing and AI, creates opportunities for the potential loss or misuse of 
personal data that forms part of any data set and was collected, used, stored, or transferred to run our business, and 
unintentional dissemination or intentional destruction of confidential information stored in our or our third party providers' 
systems, portable media or storage devices, which may result in significantly increased business and security costs, a damaged 
reputation, administrative penalties, or costs related to defending legal claims. If the content, analyses, or recommendations that 
AI programs assist in producing are or are alleged to be deficient, inaccurate, or biased, our business, financial condition, and 
results of operations and our reputation may be adversely affected. AI programs may be costly and require significant expertise 
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to develop, may be difficult to set up and manage, and require periodic upgrades. There is also a risk that we may not have 
access to the technology and qualified AI personnel resources to adequately incorporate ongoing advancements into our AI 
initiatives, including access to the licensing of key intellectual property from third parties. Our competitors or other third parties 
may incorporate AI into their products more quickly or more successfully than us, which could impair our ability to compete 
effectively and adversely affect our results of operations. Our competition may have access to greater financial and 
technological resources, giving them a competitive advantage in recruiting, motivating, and retaining sought-after AI 
professionals. AI also presents emerging ethical issues and if our use of AI becomes controversial, we may experience brand or 
reputational harm, competitive harm, or legal liability. The rapid evolution of AI, including potential government regulation of 
AI, will require significant resources to develop, test and maintain our platform, offerings, services, and features to help us 
implement AI ethically in order to minimize unintended, harmful impact.

In addition, our information technology systems require an ongoing commitment of significant resources to maintain, protect, 
and enhance existing systems and develop new systems. This enables us to keep pace with continuing changes in information 
processing technology, evolving legal and regulatory standards, the increasing need to protect employee and customer 
information, changes in the techniques used to obtain unauthorized access to data and information systems, and the information 
technology needs associated with our evolving products. There can be no assurance that our efforts (including, but not limited 
to, consolidating, protecting, upgrading, and expanding our systems and capabilities, continuing to build security into the design 
of our products, and developing new systems to keep pace with continuing changes in information processing technology, 
including, but not limited to, generative AI platforms) will be successful or that additional systems issues will not arise in the 
future. For additional information regarding the company's cybersecurity risk management, strategy, and governance, refer to 
Item 1C. Cybersecurity.

Our international operations require significant management attention and financial resources, expose us to difficulties 
presented by international economic, political, legal, regulatory, accounting, and business factors, and may not be 
successful or produce desired levels of net sales and earnings.

International markets have been, and will continue to be, a strategic focus area for revenue growth, both organically and 
through acquisitions. We currently manufacture our products and maintain sales offices in the U.S. and other countries for sale 
throughout the world. Our net sales outside the U.S. were 19.5 percent, 20.1 percent, and 20.8 percent of our total consolidated 
net sales for fiscal years 2025, 2024, and 2023, respectively. We believe many opportunities exist in the international markets, 
and over time, we intend for international net sales to comprise a larger percentage of our total consolidated net sales; however, 
expanding our existing international operations and entering into additional international markets requires significant 
management attention and financial resources. Several factors, including the implications of withdrawal by the U.S. from, or 
revisions to, international trade agreements, foreign trade or other policy changes between the U.S. and other countries, 
weakened international economic conditions, the impact of sovereign debt defaults by certain European countries, and current 
wars and related sanctions and other geopolitical tensions could adversely affect our international net sales.

Many of the countries in which we manufacture or sell our products, or in which we otherwise have a presence are, to some 
degree, subject to political, economic, and/or social instability. As a result, our international operations expose us and our 
representatives, agents, and channel customers to risks inherent in operating in foreign jurisdictions. These risks include:

• weakened economic conditions;
• pandemics and/or epidemics;
• increased costs of customizing and/or certifying products for foreign countries;
• difficulties in managing and staffing international operations and increases in infrastructure costs including legal, tax, 

accounting, and information technology;
• the imposition of additional U.S. and foreign governmental controls or regulations; 
• new or enhanced trade restrictions and restrictions on the activities of foreign agents, representatives, and channel 

customers; 
• withdrawal from or revisions to international trade policies or agreements and the imposition or increases in import and 

export licensing and other compliance requirements, customs duties and tariffs, import and export quotas and other trade 
restrictions, license obligations, other non-tariff barriers to trade;

• the imposition of U.S. and/or international sanctions against a country, company, person, or entity with whom we do 
business that would restrict or prohibit our business with the sanctioned country, company, person, or entity;

• international pricing pressures;
• foreign trade or other policy changes between the U.S. and other countries, trade regulation, and/or industry activity that 

favors domestic companies, including antidumping and countervailing duty petitions on certain products imported from 
foreign countries, including certain engines imported into the U.S. from China;

• adverse currency exchange rate fluctuations;
• longer payment cycles and difficulties in enforcing agreements and collecting receivables through certain foreign legal 

systems;
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• potentially higher tax rates and adverse tax consequences, including restrictions on repatriating cash and/or earnings to the 
U.S.;

• fluctuations in our operating performance based on our geographic mix of sales;
• transportation delays and interruptions;
• national and international conflicts, political instability or tensions (such as the current geopolitical tensions involving 

China and Taiwan, the ongoing war between Russia and Ukraine, and Middle East conflicts and wars), foreign policy 
changes, acts of war or terrorist acts;

• difficulties in protecting, enforcing or defending intellectual property rights; and
• multiple, changing, and often inconsistent enforcement of laws, rules, regulations and standards, including rules relating to 

taxes, environmental, health and safety matters.

Our international operations may not produce desired levels of net sales or, among other things, the factors listed above may 
harm our business and operating results. Any material decrease in our international sales or profitability could also adversely 
impact our operating results.

We are renovating and expanding certain office, manufacturing, and other facilities and could experience disruptions to our 
operations in connection with such efforts.

We are continually renovating and, where appropriate or necessary, expanding our facilities, primarily driven by the growth of 
our business and the need to expand our manufacturing capacity. We have historically financed, and expect to continue to 
finance, such efforts with cash on hand and cash from operating activities. Expanding and renovating our facilities could disrupt 
our business operations, and such effects could include but are not limited to potential interruption in manufacturing processes, 
delivery of raw materials, shipping finished goods, and data flow; unforeseen construction, scheduling, engineering, 
environmental, or geological problems; and unanticipated cost increases.

Recently announced and future tariffs and other trade restrictions could materially and adversely affect our business, 
financial condition and results of operations.

In 2025, the U.S. government announced a series of tariffs, including tariffs targeting a broad range of imports and targeted 
tariffs on goods from specific countries and industries. In response, many countries imposed reciprocal tariffs and other trade 
restrictions on the United States. Although many of these tariffs, countermeasures and other trade restrictions have since been 
eased or paused, their initial announcements triggered considerable volatility in global markets and heightened economic 
uncertainty, and the global trade situation, particularly between the United States and China, continues to be highly dynamic. 
These changes have, and similar changes in the future may continue to, increase the cost or reduce the availability of raw 
materials and supplies we need to operate, cause customers to advance, delay, reduce, or cancel orders, shift buying patterns, 
impact demand in our end markets, complicate demand forecasting for us and our customers, increase supply chain complexity 
and contribute to volatility, a broader economic slowdown or recession. Any of these impacts or changes could materially and 
adversely affect our business, financial condition and results of operations.

Strategic Risks

Our strategy to pursue acquisitions and alliances, strong customer relations, and new joint ventures, investments, and 
partnerships and our recent activities related to Tornado Infrastructure Equipment in this regard involve risk and may not 
prove to be successful.

One of our strategies is to drive growth in our businesses and expand our global presence through targeted acquisitions and 
alliances, strong customer relations, and new joint ventures, investments, and partnerships that add value and complement our 
existing brands and product portfolio. For example, on December 8, 2025, we announced the close of our acquisition of 
Tornado Infrastructure Equipment.

Our ability to realize any of the anticipated benefits from the acquisition of Tornado Infrastructure Equipment depends on us 
successfully integrating Tornado Infrastructure Equipment into our business. If we cannot successfully integrate or are delayed 
in integrating newly acquired businesses or fail to execute our business plan, it would negatively impact our ability to 
manufacture new products for and to grow our business, which would materially adversely affect our financial condition, 
results of operations or cash flows. Even if Tornado Infrastructure Equipment is successfully integrated, the benefits of such 
acquisition may not be realized within the anticipated time frame or at all.

Our continued ability to grow through acquisitions will depend, in part, on the availability of suitable target candidates at 
acceptable prices, terms, and conditions; our ability to compete effectively for acquisition candidates; and the availability of 
capital and personnel resources to complete such acquisitions and operate and integrate the acquired business effectively. Any 
acquisition, alliance, joint venture, investment, or partnership could impair our business, financial condition, reputation, and 
operating results. For instance, the benefits of an acquisition, or new alliance, joint venture, investment, or partnership may take 
more time than expected to achieve, or may not develop at all. Acquisitions, alliances, joint ventures, investments, and 
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