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Safe Harbor Statement: This presentation includes forward-looking statements within the meaning of Section 27A of the Securities Act of 1933 

and Section 21E of the Securities Exchange Act of 1934, which are made pursuant to the safe harbor provisions of the Private Securities Litigation 

Reform Act of 1995, as amended. Words or phrases such as, "may," "should," "expects," "could," "intends," "plans," "anticipates," "estimates," 

"believes," "forecasts," "predicts" or other similar expressions are intended to identify forward-looking statements, which include, without limitation, 

earnings forecasts, statements relating to our business strategy and statements of expectations, beliefs, future plans and strategies and 

anticipated developments concerning our industry, business, operations and financial performance and condition.  

  

The forward-looking statements included in this presentation are based on our current expectations, projections, estimates and assumptions. 

These statements are only predictions, not guarantees. Such forward-looking statements are subject to numerous risks and uncertainties that are 

difficult to predict.  These risks and uncertainties may cause actual results to differ materially from what is forecast in such forward-looking 

statements, and include, without limitation, the following: a portion of our bookings may not lead to completed sales, and our ability to convert 

bookings into revenues at acceptable profit margins; changes in the global financial markets and the availability of capital and the potential for 

unexpected cancellations or delays of customer orders in our reported backlog; our dependence on our customers' ability to make required capital 

investment and maintenance expenditures; risks associated with cost overruns on fixed-fee projects and in taking customer orders for large 

complex custom engineered products; the substantial dependence of our sales on the success of the oil and gas, chemical, power generation and 

water management industries; the adverse impact of volatile raw materials prices on our products and operating margins; economic, political and 

other risks associated with our international operations, including military actions or trade embargoes that could affect customer markets, 

particularly Russian and Middle Eastern markets and global oil and gas producers, and non-compliance with U.S. export/re-export control, foreign 

corrupt practice laws, economic sanctions and import laws and regulations; our exposure to fluctuations in foreign currency exchange rates, 

including in hyperinflationary countries such as Venezuela; our furnishing of products and services to nuclear power plant facilities and other 

critical processes; potential adverse consequences resulting from litigation to which we are a party, such as litigation involving asbestos-containing 

material claims; a foreign government investigation regarding our participation in the United Nations Oil-for-Food Program; expectations regarding 

acquisitions and the integration of acquired businesses; our relative geographical profitability and its impact on our utilization of deferred tax 

assets, including foreign tax credits; the potential adverse impact of an impairment in the carrying value of goodwill or other intangible assets; our 

dependence upon third-party suppliers whose failure to perform timely could adversely affect our business operations; the highly competitive 

nature of the markets in which we operate; environmental compliance costs and liabilities; potential work stoppages and other labor matters; our 

inability to protect our intellectual property in the U.S., as well as in foreign countries; obligations under our defined benefit pension plans; and 

other factors described from time to time in our filings with the Securities and Exchange Commission.  

  

All forward-looking statements included in this presentation are based on information available to us on the date hereof, and we assume no 

obligation to update any forward-looking statement. 
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Flowserve Overview 

Leading manufacturer and aftermarket service provider of 
comprehensive flow control systems 

ü History dates back to 1790 with more than 50 well-respected brands such 

as Worthington, IDP, Valtek, Limitorque, Durco and Edward 

ü Our pure-play flow control model focus of industry participants 

Design, develop, manufacture and repair precision-engineered 
flow control equipment for customersô critical processes 

ü Portfolio includes pumps, valves, seals and support systems, automation 

and aftermarket services supporting global infrastructure 

ü Focused on oil & gas, power, chemical, water and general industries 

Worldwide presence with approximately 18,000 employees 

ü 69 manufacturing facilities and 176 aftermarket Quick Response Centers 

(QRCs) with Flowserve employees in more than 50 countries 

Long-term relationships with leading energy customers 

ü National and international oil & gas, chemical and power companies, 

engineering & construction firms, and global distributors 

Established commitment to safety, customer service, and quality 

with a strong ethical, compliance and performance culture 



Investment Highlights 

Å Focused flow control provider engaged primarily in energy infrastructure markets 

Å Diversified business model provides stability and foundation for earnings growth  

ï Broad portfolio of distinguished brand names, with over 10,000 customers globally 

ï Stable business platform due to global geographic exposure and mix of industries served 

ï Combination of run-rate and large, late-cycle original equipment with recurring aftermarket 

ï Substantial installed base in existing infrastructure with global aftermarket QRC network 

Å Emphasis on operational excellence drives margin and cash flow improvement 

Å Experienced, shareholder focused leadership team - ñOne Flowserveò 

Å Growth pursued through customer focus, innovation, expanding capabilities and 

strategic investments, primarily in emerging markets 

Å Disciplined capital allocation with emphasis on growth and shareholder value 

Å Expected growth will leverage earnings power of improving operating platform 
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Strong expected cash flow generation focused on  

growth initiatives and returns to shareholders 



Energy-focused End Markets 
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Diversified Business Model 

Diverse mix of products, end markets and geographies provided 

earnings stability through the cycle and decreases risk profile 
 

 

Operating Segments 

Å Engineered Product Division (EPD) - highly-engineered pumps, seals and systems 

Å Industrial Product Division (IPD) - pre-configured pumps and systems 

Å Flow Control Division (FCD) - industrial valves and automation solutions 

2013 Bookings - $4.9B 

Geographic Exposure Diverse OE / AM Mix 
2013 Sales 2013 Sales 

2013 Sales - $5.0B 
Segment Breakdown 

OE-Large 

Project 

~20% 
ñRun rateò 

OE- Short 

Cycle / 

Recurring 

~40% 

Balanced flow control portfolio of products and aftermarket services 

provides diversification and reduces earnings risk profile 



Broad Flow Control Platform 
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FCD 

ÅEngineered Custom 
ÅLate and long cycle-business 
ÅGrowing market share 
ÅSolid aftermarket 
ÅDirect sales to customers 

ÅParticipates in projects 
ÅEngineered to specifications 
ÅFocus on improving product gaps 
ÅImproving execution 
ÅDirect sales and distribution 

ÅIncreasing exposure to oil and 
gas segment 
ÅConsistent strong execution 
ÅFocused on growth 
ÅDirect sales and distribution 
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Global 
Project Sales 

Global 
Procurement 

Customer 
Frame 

Agreements 

Shared 
Services 

Aftermarket 
Leverage 



$0.67 

$1.49 

$2.57 $2.53 
$2.29 

$2.55 

$2.84 

$3.41 
$3.65 

7.8% 

10.9% 

13.8% 

14.4% 14.4% 
13.7% 

14.2% 

15.3% 

EPS

Operating Margin

 Earnings Stability Through the Cycle 
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2006 

Industry 

conditions 

Market boom, tight 
capacity, increased 
commodity costs 

Market  
collapse 

Competitive pricing,  
low project activity 

Improving growth environment 

Disciplined execution of strategies and operating excellence drive earnings 

and cash generation for growth investments 
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Pumps & valves are highly fragmented with many suppliers, 

whereas seals is concentrated among a few competitors 

Flowserveôs Served Market 
ÅFlowserve offers the market a broad range of flow control products 
ÅServed markets represent ~75% of total available market 
ÅPump, valve & seal spend increasingly taking place in developing regions 
ÅDeveloping markets accounted for nearly 60% of 2013 spend 
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Key Drivers of Growth 

x 

Å x 

 

x 

Å x 

Energy and emerging 

market growth 

Long-term tailwinds for our growth: 

Å Energy demand growth  

Å Global economic and population growth 

Å Resurgence of large project activity 

 

Opportunity ñwithin four 

walls of Flowserveò 

Å Operational excellence - propensity 

Å Customer focus / performance culture 

Å Strategic localization / geographic expansion 

Å Building upon our Aftermarket strength 

Product Innovation 
Å Breakthrough products 

Å Product line extensions 

Å Product enhancements 

Acquisitions 

Å Niche, bolt-on strategy ï top-line synergies 

Å Attractive segments ï filling in ñgapsò 

Å Strong fit with our competitive advantages 

Å Solid economics to drive long-term value 



Resurgence of Large OE Activity Expected 
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E&C awards for large infrastructure projects key leading indicator 

JV with Technip Awarded Sasolôs Louisiana ethane cracker 
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Targeting Acquisitions to Leverage 

Competitive Advantages 
Acquisition strategy seeks to pursue growth in: 

Å Markets/units that have ñearned the right to growò  

Å High profitability and strong growth  

Å Attractive businesses (profitable, growing, filling ñgapsò) 

Å Targets that fit with Flowserve competitive advantages 

Å AM network, installed base, global manufacturing and 

sales footprint, etc. 

Å Targeted acquisitions are designed to be quickly accretive 

and meet Internal Rate of Return (IRR) targets  

Recent acquisitions have reinforced our core business 

and markets 

Å Recent acquisitions at favorable multiples include auction 

process and relationship driven transactions 

2011 Acquisition 

Cash Paid - $88.2M 

Price/EBITDA ï 8.8x 2010 Acquisition 

Cash Paid - $199.4M 

Price/EBITDA ï 8.1x 

Audco India JV - MM Nagar 

2013 Acquisition/Divestiture 

Net Cash Recôd ï $36.1M 

2013 Acquisition 

Cash Paid - $78.7M 

Price/EBITDA ~11x 

2014 Acquisition 

Cash Paid - $373M 

Price/EBITDA ~10x 

http://www.innomag.com/index.php/products/tb-mag-thrust-balanced-series


SIHI Overview 
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ü Global pumping solution provider with innovative and customized solutions for 

demanding applications in the process industry 

ü Headquarters: Itzehoe, Germany 

ü Key products: Vacuum pumps, fluid pumps, ISO, ring section, side channel, 

end suction industrial 

Å28 Facilities: Germany (3), 1 each in Spain, Belgium, The Netherlands, US, 

France, Canada, Colombia, China, Thailand, with foundry in UK and 16 

service centers around the world 

ÅEmployees: ~1,700 

Products 

and end 

markets 

Locations 

and 

employees 

37% 

13% 15% 

35% 

Geographic exposure 
Europe

Asia

Americas

Export via Europe

38% 

30% 

18% 

6% 
8% 

Product sales 
Vacuum pumps
Fluid pumps
Service
SIHI dry
ServLarge

47% 

41% 

5% 
7% 

Customer industry 
Chemicals/Pharma

Other Process ind.

High vacuum apps.

Power generation

ÅRevenues: ~ ú280M 

ÅGross Margin: ~ 30% 

ÅEBITDA: ~ ú30M 

Est. 2014 

key financial 

information 
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SIHI Exemplifies M&A Strategy 

Achieving Key  
Strategic Objectives 

Rationale for Acquisition of SIHI 

Invest in markets/units that  
άŜŀǊƴŜŘ ǘƘŜ ǊƛƎƘǘ ǘƻ ƎǊƻǿέ  

Å Significant progress in IPD operating platform excellence 

Å Demonstrated success in integrating past acquisitions including 

Lawrence Pumps and Innomag 

Niche, bolt-on top line growth 
Å Products include high quality vacuum pumps and niche fluid 

pumps with little Flowserve product overlap 

Å SIHI installed pump base provides Flowserve seal opportunities 

Attractive businesses, markets 
and filling gaps 

Å Vacuum pumps are additive to Flowserveôs pump portfolio 

Å Leading provider in demanding process industry applications 

Å High product exposure to chemical market, significantly increases 

Flowserveôs exposure to EMA 

Strong fit with our competitive 
advantages 

Å Leverage Flowserveôs worldwide sales force to drive SIHIôs 

vacuum pumps into growth regions 

Å Large installed base supports aftermarket sales synergies 

Drive long-term value 
Å Quickly accretive; IRR exceeds WACC 

Å Opportunities to reinforce core business, markets and operating 

platform to improve profitability 

SIHI acquisition supports long-term profitable growth and 

increased shareholder value 



 Page 14 

One Flowserve 

ÅGlobal Quick Response 

Center (QRC) network  

ÅShared engineering 

processes 

ÅStrategic sourcing 

ÅProject management 

expertise  

ÅLocal  engineering 

capabilities 

ÅTechnical and application 

expertise 

ÅCompany and customer 

funded R&D  

ÅInvestment in basic and 

advanced research 

ÅUnderstanding of the 

process, application, 

and environment 

ÅLocal aftermarket  

presence 

ÅEnd-to-end view of the 

project lifecycle 

Customer-Centric Culture 
On-Time Delivery, Product Quality, Reliability, Local Service  

Customer Intimacy 
Technology  

Leadership Strategic Localization 

Providing what is 

important to the 

customer 

Utilizing our technology to 

solve complex customer 

problems 

Owning the largest network 

of company-owned facilities 

in the industry 

ÅHighest On-time-delivery 

in the industry 

ÅFocus on quality 

ÅSix Sigma culture 

ÅMeeting our 

commitments to 

customers 

Exceeding customer 

expectations on delivery 

and quality 

Operational Excellence 

 Sustainable Business Model 

 Growth and margin opportunities 



Global Provider of OEM & Aftermarket Services 
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Å Implements the manufacturing 
and aftermarket support within 
the designated geographical 
region for the assigned 
product 

 

ÅLocal contract execution 

 

ÅLocal manufacturing 

 

ÅLocal market pricing 

 

 

ÅñProduct line custodianò and 
recognized as the world wide 
product leader 

 

ÅCommon processes and 
procedures 

 

ÅEnsures products are identical 
irrespective of where it is 
manufactured  

 

ÅGlobal product focus     

 

ÅLocal service and repair 

ÅField engineering and technical 

service 

ÅRoot cause analysis 

ÅAsset management services 

ÅHydraulic upgrade 

technologies 

ÅCustomer training 

Lead 

Product Operation 

Secondary 

Product Operation 

Quick Response 

Centers 

Flowserveôs  245 facilities provide manufacturing and service 

to support customers worldwide and optimize our asset  base 

Assets Total NA LA EMA AP 

Employees* 18,500 6,345 2,005 6,630 3,520 

Mfg Sites 69 20 7 29 13 

QRCs** 176 58 23 50 45 
* appx., includes temporary employees 

** includes four shared sites 
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Proximity to Customers Provides Aftermarket  

Opportunities  
End-user customers typically experience 

approximately nine times the initial 

purchase and installation costs over the 

equipmentôs operating life 

End user customers vary in maintenance 

philosophies 

FLS Services & Solutions business drives 

aftermarket growth 

AM Bookings in $Millions  

2010 ï 2013 AM CAGR = 6.5% 

 Leveraging  large projects, run rate and aftermarket opportunities over 

the 40 to 50 year cycle 

$2.0m 
 Removal 


