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THE CARLISLE COMPANIES—2012 IN REVIEW

EBIT increased 54%

Carlisle Construction Materials enjoyed another strong year of performance in 2012,

increasing sales 14% to $1.7 biffion, and achieving $273 million, or a 54% increase in EBIT

over the prior year.

Carlisle Construction Materials (CCM) enjoyed another strong year of
performance in 2012, increasing sales 14% to $1.7 billion, and achieving $273
million, or a 54% increase in EBIT over the prior year. We experienced modest

unit growth in our core commercial roofing business, despite a slight decline in

total industry shipments, This was in part attributable o the industry’s continuing
trend of moving <}‘/\/dy from asphaitic-based roofing sys*-;er'ns {8 .‘)(‘)iyf‘h@ruﬁ:»(.)ased

le-ply roofing. Additionally, within the single-ply segment, CCM expanded its

ce in the complementary ,u)ly 50 {floam board} insutation business, Strong

pric;imq discipline allowed CCM to offset raw material cost increases incurred in

O11, resulting in revenue and earnings growth that outpaced unit growth,
To support CCM's continuing confidence and long-term growth outlook in the

North American commercial roofing industry, the company is building new polviso

insulation plants near Seattle, Washington and Kingston, New York and will add
PVC (polyvinyl <:‘;hi<:>ri<‘:.i@) roofing membrane manufacturing capabilities in Greenville,
linois. These facilities are expeacted o be operational within the next twelve months
and will have the capacity to support over $260 million of annual growth, More
stringent energy codes that mandate the use of additional insulation in most wall
and roofing systems will drive increased demand for insulation over the next
decade. The strategic addition of PVC manutacturing to CCM's breadth of prod-
uct offerings gives us access to a $6()O milion market and positions CCM as
the only roofing supplier with manufacturing capabilities in ERFDM {(rubber), TRPO

{thermoplastic polyolefing and PVC, which (/)flhmvo y account for nearly 80% of

the U.S. commercial roofing market
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476% increase in earnings

Carlisle Transportation Products grew sales 6% to $778 million in 2012 over 2011 and

generated $52 million in operating earnings, a 476% increase over the previous year.

les in 2012, a 49% increase over 2011, The

COM achieved 14% in globa

addition of Netherlands-based Hertalan continued to strengthen CCM's position

inthe grov\ ing single-ply EPDM roofing market in Europe. Hertalan's Prog jcts, b

manufacturing processes, and d:sirobu‘aim channels serve a dual purpdse
f;:.l'r@mq‘s:h(» ing CCM's presence in Europe and complernenting our German-based
PDT single-ply roofing business, acquired in August 2011, COM's porticiio of

gliobal husiness is ;’)c’;\zsed for strong fong-term growth

Carlisle Transportation Products (CTP) grew sales 6% to $778 million in
2012 over 2011, Operalic

1s were significantly improved as we stabilized p roduc-

tion levels, reduced operating expenses and improved labor efficiencies at our

Jackson, T@an—;zssa-'a@ tire manufacturing plant, We were also able to implement

price inc ustments to levels more commensurate with raw material costs

Additionally, we finalized the closure of the Shenzhen, China tire and belt produc-
tion facliity as tr

se manufacturing activities were consolidated into our existing

fzciities in the United States and Meizhou, China. Alse, several of our products

were redesigned 1o increase reliability and performance while rc_‘;d’\ming manufac-
turing costs. As a result of these activities, we generated $562 million in operating
samnings compared 1o $9 million dnmwg the previous vear, a 476% increase.

niflion

This business also generated $4¢ of free cash flow during the year.

CTP realized many of its improvements by continuing wic)m:mi the Lean

principles of 1 > Og\'\“]‘uvq bym(\m Durmg the year the Springfield,

ckson, Tenness Clinton, Tennessee

Missouri belt manufacturing facility, |

e,

and Meizhou, China tire manufacturing facilit! 56 all reached Bronze Status by

fed meas

ing significant improvements in their operating metrics

urements for tracking safety, quality, delivery performance, cost and operating

culture, Tr Scotf, Kansas belt manufacturing factory reached Silver Status

rovement momentum after reac

by ¢ ing s iImpr nin g 3 Bronze Status the previ-
ous vear, During 2013, we will increase our 1ocus on six sigma proc control
generate additional

xpect additional improverments during 2013 as we continue our cost reduction

projects which wi i quality and cost reduction benefits. We

afforts and receive the benefit of the activilie

during 2012.

Loaflsme 2T 1l Feeport ;g D




$449 million in sales

Carlisle Brake & Friction achieved full year sales of $448 miltion, the second best in history,

despite softening in some of our core markets, and achieved full year EBIT margin of 17%.

Carlisle Brake & Friction (CBF) sales of $449 mifion, a 5%

luction over 2011, These results reflect a ta

e of two halves of the ver 1r;;f\/iih

Fa
strong January t© June period generating a 9% revenue increase over the safme

-

period in 2011, In the second half of 2012, particularly dt uring the fourth quarter,

CBFF experienced a softening in some of our core markets of mining, construction

and aircraft as a result of broad weakness in global demand for heavy mobile

sales of

equipment. Although these conditions led 1o a fourth quarter decline in
1 5

N

as the second best

2b% over the same period in 2011, our fu

lyear sales fir

{

in CBF history. Furthermore, CBF achieved full year EBIT me rgin of 17%, our best

annual performance since the acquisition of Hawk Corporation in 2010.

en as markets cycled, we continued to work on improving the business,

-~

leve CBF remains well positioned for profitable growth. In early 2012, we

We be

ransitioned the role of CBF Pres
e

ent from D, Christian Koch, now

fied Products Group President, to Matthew J. Dietrich, previously

UBF's Vice President of Sales and Marketing. Additional rec organizations in cus-
fomer service, sales and marketing, and other functional and or fteams

ook f;ﬁao@ across the globe throughout the year in support of our or Joing growth

strategy. We took aggressive steps to increase our efficiencies, which has bette

{

enabled us o contribute strong, stable eamings through periods of softer demand,
A
delivery, and we exited several non-core and unprofitable business lines to

Ao
We s

ificantly reduced inventories while improving our performance in on-time

o

-

mprove the tocus and overall position of the busine

We also continued to make investments for future growth. Dur ring 2012, we
com ; leted the <\><p ansion and upgrade of our wet friction ma‘-m,ifa’:}(ﬁzturir'zg facility

ent and

=
I
i
5
i
g:,
<
Q
=
)
«—\

ificant capital investments in new equipr

- We are excited o have opened our Carlisle

™

on Group pilot production facility in Solon, Ohio, adiacent to our headquar-

3 1o grow into dynamic high margin markets with our

products
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Earnings grew 65%

Carlisle Interconnect Technologies’ record sales for 2012 increased 55%, to $463 m/II:on,

over 2011, while earnings grew 65% to $69 million.

Carlisle Interconnect Technologies (C[T) sales for 2012 incre

0 $463 milion, over 2011, while earmings grew 65

&

% 10 $69 milion. I

record year for CIT with 2013 expected 1o set a

I

ally 23% during 2012, driven by strong commerc
growth. Our In-Flight Entertainment & Connectivity (IFEC) business
sion in organic sa

\Jril 33 C’ ew O(\}()HK

es and was supported by continued ;‘)rt)(ﬂ,»(;ti()%"n ramp-ups on

the Boeing 787 program. CIT's position on les Un\q ommercial aerospace plat
at all major giobal aerospace OEMs has the company well positioned o o

strong <;>rqa:‘w‘xc; year-over-year growth, 2012 was also a year of gree

t]

fe in 2011, we made the st

f

related o external growth inftiatives. L ategic acquis

1 added considerably to CliT's overalt product offering

of Tri-Star
and sales growth to our key aerospace OEMs as well as adding product te

2012, we
from Belden,

o and industrial applications. In December of

s Thermeax and Raydex (Thermax-Raydex) busir

nc. T hi;i‘ e:add@d high t@rm;>c—3f'z-,nux‘e and fire zone engine wire capabilities, seamless

mm ed wire and cable, anc

ow cost manufacturing

ct portfolio. This further cemented our leader-
ship position in commercial and f’nimz»}ry High performance wire and cable products.

I
i




n 2012, CiT's \Ju’)dd( sales accounted for 38% of total sales, well exceeding the

Company goal of 30%. Our strong presence in the global commercial industry
{_‘)c.vsi’tiom; 1s to exceed that goal for years to come. CIT's strong EBIT margin
performance of 16% in 2012 was achieved by leveraging sales growth and

through the introduction of new products to the marketplace.

y $243 milion n 2012,

despite numerous market and economic headwinds, CFS has implemented

Carlisle FoodService (CFS) gren

several key structural changes to position the company for greater sales growth

)

and profitability in 2013, including significant management changes and a new
S e 2

leadership team, led by Trent A, Frelberg, who p

>

eviously managed Carlisie’s Asia
Pacific operations. Additionally, during 2012 CFS' resources were realigned toward

i

three focused marketls —- foodservice, healthcare and sanitary maintenance —

38 have

1 larger emphasis was placed on product innovation. Major ohaﬂg

4
also been implemented 1o help CFS reach operating margin goals, including

sriaking

b

Op );’aﬁng S

Q

significant efficiency improvements at the plant level us rr‘g the Carlisle

i

1V {COS), We also reduc

i our overall manufacturing footprint

closures of our fc ¢

while streamlining our supply chain through th ory in China,
our distribution center in Europe and our distribution center in Reno, Nevada,

OFS is well positioned to accelere

gin growth in 2013. These many activities
s in 2013,

S contribute to Carlis

will combine to help y's growth strategi
g ¢

$243 million in sales

Carlisle FoodService Praducts grew sales organically 3% to $243 million

in 2012, despite numerous market and economic headwinds.
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CARLISLE OPERATING SYSTEM

i

doption in 20

i

CARLISLE
OPERATING
SYSTEM

People. Process, Productmty.

STLVER Level COS Operational Excellence Awards BRONZE Level COS Operational Excellence Awards
have been awarded to Carlisle Operations located in: have been awarded to Carlisle Operations located in:
Carlisie Interconnect Technologies :: Kent, Washington Carlisle Construction Materials

Carlisle Transportation Products 11 Fort © Seott, Kansas Carlisle, Pennsylvania

Franklin Park, lilinois

~

sle Operating System (COS) is Car

Greenville, lllin

The Carlic isle’s global, Lean-based business

Lake City, Arizona
’m:z’;"“ ment and performance system designed o increase overall profitability

jucing the impact on the Smithfield, Hlinois
environment ti’)r@ug!‘x\,m all of our operations. Since the adoption of COS in

Tools, Utah

Ncies and

2009 the program has

ated more than $90 milion in savings.

Carlisle Transportation Products ::

During 2012, sevente sle facilities atlained the COS Bronze Le gna- Clinton, Tennessee

tion, and two were awarded the subsequent Silver Level, Both re cognitions take Fort Scott, Kas
an incredible level of commitment and team effort to achieve the formidable targets Jackson, Tennes

; - . , Meizhou, China
i saety, productivity, quality, and on-time del livery improvement

Spring , Missouri

COS prioritizes employee ¢ y and has provided a venue for implementation Carlisle Brake & Friction ::

of employee safety ideas and global tracking of key safety metrics, COS safety Bloomington, Indiana

Pontypool, United Kingdom

inftiatives have helped contribute to the overall 23% reduction in the number of

[y
D

neidents over the last four years. Carlisle Interconnect Technologies ::
Dongguan, China

3's 12,000 employees had taken St. Augustine, Florida

By the end of 2012, more than half of Carlis
partin a COS event, with inc

eased participation planned for 2013, Managing for
PN i PR ” Tukwila, Washington
dally improvement has becorme a wa vy Of life throughout all of Carlisle’s facil

A - e e o Carlisie FoodService Products :: ;
where we have achieved a 29% increase in sales per employes over the last y
Batavia, Minois (Distribution Center & Manufacturing)

three years.
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2012 was an excellent year for Carlisie. After four years of
continued progress towards the achievement of our five
strategic goals, 2012 was a breakthrough year and the

second year in a row we set sales and earnings records.

Our sales for 2012 exceeded $3.6 billion for the first time in
Company history, a 12.6% increase over 2011. Even more
impressive was the $424 million of Earmnings Before Interest
and Taxes we generated which exceeded 201" by 54%,

a record year for earmnings as well. These achievements

are the result of our employees' commitment to growth
and excellence. You'l sea some of the people who helped
generate this record level of performance on the pages of

this report.
Overall Company sales and earnings growth is just part of
the story. Throughout the year, progress was made in each

of our businesses.

Of all of the changes in 2012, probably none was more

important than the progress made in Carlisle Transportation

Products. The turnarourd in this business is now complete.

The new factory in Jackson, Tennessee and the new distribu-
tion center configuration from which we now operate will
continue to afford the business the opportunity to be a solid
contributor to the Company's overall results, as it did in 2012,
Over the past eighteen months, we have closed one of our
Chinese tire plants, our Chinese power transmission plant
and our tire manufacturing plant in Carlisle, Pennsylvania,
which was our first tire manufacturing facility. The products
that were made in these facilities are now being manufac-
tured in our plants in Clinton and Jackson, Tennesses; .
Springfield, Missouri; and Fort Scott, Kansas. As a result of
these changes, Transportation Products’ 2012 eamings
grew 476%. The business is now running at levels we origi-
nally projected when we began the restructuring process
three years ago. While Carlisle Transportation Products will
not be a 15% margin business, it should be a solid and

consistent contributor going forward.

Carlisle Construction Materials had another solid year with
sales up 14% and earnings up 54%. The organic growth
we experienced over the last four years has required that
we expand the business’ footprint, During the year, we
began construction of two new polyiso (foam board) insula-
tion plants, a modern facility in Montgomery, New York, a
replacement for an existing plant in Kingston, New York, and
the second facility, a new factory in Puyallup, Washington,

which will handle the growth of insulation in that market.



We also began construction of a PVC (polyvinyl chloride)
roofing plant in Greenwille, Il incis. PVC is a growing roofing
technology that will complenent our current EPDIM (rubber)
and TPO (thermoplastic po.yolefin) roofing products. The
Greenville plant should come on line early in 2014. In March
of 2012, we completed the acquisition of Hertalan, a Dutch
EFPDM manufacturer. The combination of Hertalan and PDT,
a German manufacturer of ZPDM roofing membrane we
acquired in mid-2011, has given us a market leadership
position in the European EFDM market. EPDM in Europe is
gaining market share as a commercial roofing tecnology
and we are well positioned to take advantage of the growth

that will occur there over the next decade.

Carlisle Brake & Friction started 2012 on a high note, but
we began to experience slowing product demand as our
off-road equipment manufacturing customers becan to
reduce production as their “inished goods inventeries grew
worldwide. The heavy constchtion and mining equipment
segments were the most affected by bloated inventory levels.

We saw our sales decline during the second, third and

fourth guarters. Agricultural equipment held its own during
the year but the demand in that market was not enough
to compensate for the remainder of our brake and friction
markets slowing dramatically. Our management team reacted
quickly to slowing demand by streamlining our operating
expenses. As a result of their actions, earnings were down
less than 2% on a 5% decline in sales. We expect these
markets to continue to be slow through at least the first two

Quarters of 2013.

Carlisle Interconnect Technologies enjoyed a very good
year. Fueled by increasing demand of commercial aircraft
led by Boeing's 787 and the acquisition of Tri-Star in
December 2011, sales were up 55% and earnings up
©5%. In December 2012, we completed the acquisition of
Thermax-Raydex, a global supplier of high-performance
wire and cable for mission-critical applications, which will
continue to drive growth in 2013. Also with the acquisition
of Thermax-Raydex, we gained presence in markets that
are considered high-end industrial applications. VWhile we wil

be dependent upon a very strong and growing aerospace

To accomplish these goals takes maore than the effort of a
few people, it takes the commitment of every one of our nearly

12,000 employees worldwide.



market over the next few years, we recognize the need to
diversify the business tc ensure our continuec long-term
growth and we will acco mplish this through engineering and

sales efforts outside of cerospace.

Our smallest business, Carlisle FoodService, was a dis-
appointment in 2012. Recognizing that we had profit issues,
we changed management teams and began a restructuring
effort. Trent Freiberg, who was our President of Asia Pacific,
was promoted 1o the position of President of FoodService.
Following Trent's appointment, we put a new team in place
and implemented a major restructuring effort announcing
the closure of our Reno, Nevada distribution center and our
Changzhou, China manufacturing plant. The activities con-
ducted in these facilities were moved back lo FoodService's
headqguarters in Oklanoma City, Oklahoma. We also closed
our Zevenaar, Netherlancdls distribution center and assigned

distribution activities to our European distributo:s.

Over the past twelve mcnths, we closed three factories in
China and moved the manufacturing of these products back
to the United States. Through the implementation of the
Carlisle Operating System and rising costs in Asia, we deter-
mined we can be compestitive with China in ou” American
factories. We will not abandon China complete y. We still
have tire, brake, friction, and aerospace wiring manufacturing

facilities in China and these remain profitable operations.

Our strategy is to manufacture products with high labor
content in China. When possible we will also manufacture

products in Asia to sell to our Asia Pacific customers.

We took advantage of low interest rates to fund our future
organic and acquired growth objectives when we issued
$350 million in bonds during the latter part of the year. We
also generated a high level of cash flow in 2012 from our
businesses, and that cash will also be used to fund growth.
The combination of the bond offering and the cash we.
generated will allow us to seek acquisitions that foster growth
in our existing markets, tap into new markets and enable us
to fund organic growth. In 2012, we invested approximately
$140 million in new plant and equipment, which will allow
us to expand our market penetration and address sales
opportunities throughout the world. Included in the expansion
were the three Construction Materials plants | mentioned
earlier, in addition to the expansion of our Interconnect
Technologies plant in St. Augustine, Florida, and our Brake
& Friction facility in Orzinouvi, Italy. In 2013, the investment
in new manufacturing facilities will continue as we complete

our PVC manufacturing plant in Greenville, llinois.

Qur Lean journey continued in 2012. We were able to save
an additional $20 million during the year as we continued to
expand the Carlisle Operating System, or COS, as we refer

to it internally. This brings our total savings to $90 million



since the implementation of COS in 2009. We had seventeen
factories achieve Bronze COS status and two achieve Silver
COS status during the year. Both levels are very difficult to
obtain. A factory must first achieve Bronze status before they
can advance to Silver status. To achieve either Bronze or
Silver status the individual fectory must achieve significant
safety, productivity, guality and on-time delivery improve-
ments. The milestones to achieving either certification are
extensive and require a tremendous amount of teamwork

and a high level of commitment by everyone in the factory.

While 2012 was a year of setting records and positioning
for future sales and earnings growth, the management
team recognizes that it takes consistency to be an excep-
tional company. We stay committed to our long-term goals

of achieving:
- $5 bilion in sales
- 30% global sales
+ 156% operating margins
» 16% working capital as a percent of sales

= 15% return on invested capital

To accomplish these goals takes more than the effort of

a few people, it takes the commitment of every one of

our nearly 12,000 employees worldwide. If you were to
walk through our factories and offices, you would see

our employees’ dedication to achieving these goals. We
have the team in place to become an exceptional company
and it will take only a few more years of excellent financial
performance to be considered among the elite of manu-

facturing companies.

Thank you for your confidence and support throughout the

year, and for being part of the Carlisle success story.

Oovcold. Crtects

David A. Roberts
Chairman, President & Chief Executive Officer
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