






Strong suite of aerospace applications

Airframe:
Ti Hydraulic Tubing
Wing Strut Supports
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Chemical processing industry

Construction of new facilities, as well as 
the MRO of existing facilities, drives 
demand
Large  existing North American and Large, existing North American and 
European markets growing at GDP rates

Overall production growth/retrofit will 
drive this market

E i  A i  k t  h  b  th  Emerging Asian markets have been the 
fastest growing regions of the CPI market

Haynes Annual Revenue and Pounds Shipped
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Source: 2008 10-KSource: American Chemistry Council – December 2008



Land-based gas turbine 

Emerging markets are fueling demand for 
increased power generation
LBGT new builds are continuing to increase1

R d f  b ildi  i  th  l t  1990 / l  Recovered from over-building in the late 1990s/early 
2000, and Enron scandal
Clean air regulation and power demand spurring 
renewed builds 

Growth in microturbines as back up sources for Growth in microturbines as back-up sources for 
power generation

Hospitals, shopping malls, apartments, office 
buildings, schools, etc.

I d b  f LBGT  d tili ti  t  Increased number of LBGTs and utilization rates 
also drive growth in MRO business

New LBGT Builds Haynes Annual Revenue and Pounds Shipped
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Source: 2008 10-K(1) Source: Forecast International – September 2008



Other markets

Flue Gas Desulfurization

Significant market exists

Regulatory requirements (2006-2010)Regulatory requirements (2006 2010)

Growing energy demand (China)

Automotive

Increasing performance requirements

Specialization

Industrial Heat Treating

Cost effectiveness

Reliability

Emerging Technologies

Fuel Cells (Pem and SOFC)

Solar Power

Ultra supercritical boilers
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Strong and growing MRO business

Maintenance, repair and overhaul business is 
expected to be a major driver of growth in all of the 
Company’s end-markets

MRO – Engine Overhaul Business

Represents recurring revenue base

End use of components drive the replacement cycle

Aerospace/LBGT operating hours / cyclesAerospace/LBGT – operating hours / cycles

Chemical processing - corrosive environment

End-market growth will drive future opportunities/ g pp
market size

LBGT—8,493 new builds from 2009 to 20131

Chemical processing—production/plant utilization Supply Chain Management
expected to recover in 2010

MRO fits well with the Company’s service center 
strategygy

Able to respond quickly to time-sensitive requirements 
through service centers
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1 Source: Forecast International – September 2008



Longstanding relationships across broad customer base

Customers are industry leaders 

Supply chain initiatives, service center support and value-added service

Aerospace Chemical Processing Land-Based Gas Turbines

Provide new products, material solutions, technical support, forming and 
fabrication know-how through a direct sales force 

p g

Boeing

General Electric

BASF

Bayer

ALSTOM

General ElectricGeneral Electric

Pratt & Whitney

Bayer

British Petrolium

General Electric

Rolls Royce

Rolls Royce

Snecma

Dow Chemical

Dupont

Siemens

Solar Turbines

No customer accounts for more than 10% of sales, and, in fiscal year 2008, the top 20 

p

Eli Lilly
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customers accounted for approximately 33% of sales



Unique business model fosters strong customer retention

We are the only high-performance alloy 
producer operating service/sales centers 
worldwide

Net Sales by route to market¹

2008 
Our service centers allow customers to 
outsource non-core activities

Working capital management

Material processing/cutting
Distribution & 

Sales Agents        Material processing/cutting

These service centers are critical to our 
strategy

Cultivate closer customer relationships

Sales Agents        
16%

Mill Direct & 
Service Center 

S l  Cultivate closer customer relationships

Increase value-added capabilities (e.g., laser 
and water cutting, etc.)

Faster response times

Sales 
84%

Facilitate MRO business

Create barriers to entry
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Financial Overview
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Financial strategy and review

Strong financial performance

Disciplined growth strategyDisciplined growth strategy

Significant operating improvements since FY2003

Capital improvements yield substantial benefits

Maintain financial strength and flexibility

December 2008 21



Strong historical performance

Revenue
($mm)

Operating Income
($mm) % margin

Operating IncomeRevenue

($mm) ($mm) % margin
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ASP (1) $15.45          $15.42  $19.84  $24.15 $26.81

HPA #’s   15.0              16.1 18.4 20.5 22.8
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(1) Average for all sales pounds (2) Operating Income dollars are reduced for inventory “fresh start” charges in FY2004 and FY2005 of $5.1 million and 
$25.4 million, respectively. In addition, FY2004 is also reduced by restructuring charges of $4.5.



Strong financial fiscal results

 Fiscal year 

 ($mm, except per share data)  2006 2007  2008 
Sales  $434,405 $559,836  $637,006 Sales  $434,405 $559,836  $637,006 

Operating income  $65,877 $108,527  $98,939 
% margin  15.2% 19.4%  15.5% 

Profit before tax  $57,853 $104,588  $97,914 
% margin  13.3% 18.7%  15.4% 

      
Net income  $35,540 $66,120  $62,778 
   % margin  8 2% 11 8%  9 9%    % margin  8.2% 11.8%  9.9% 
Diluted earnings/share  $3.46 $5.89  $5.22 
Fully diluted shares  10,271 11,230  12,026 
Other financial data      
Cash from operations  $268 $4,576  $41,283 

% of sales  NM 1.0%  6.5% 
Capex  $10,668 $16,226  $18,685 

% of sales  2 5% 2 9%  2 9% 

1

% of sales  2.5% 2.9%  2.9% 
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1 Cash flows from investing activities also included $3,000 spent on a acquisition of Asian Distribution Company



Backlog

Our backlog reflects demand in the Company’s primary markets

Backlog is an appropriate measure of strength with respect to OEM sales

• Represents firm commitment to customers for delivery at established prices• Represents firm commitment to customers for delivery at established prices

• 75% ships within six months and 90% ships within 12 months

Excludes approximately 40% of U.S. service center sales that are orders received and shipped within 
the same month (typically MRO business)( yp y )

Annual Backlogs and Corresponding Pounds
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Manufacturing process and capital improvements

Product FormBasic Steps

All products go through melt and re-melt

Round/long products go through forging.  

Product Form

This is our hot rolling process for sheet and plate (other than finishing)

The final process for coils and sheets
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Capital improvements yield substantial benefits

Investment has yielded, and will continue to 
yield, substantial benefits

Capacity in excess of 23.5mm lbs

I  f  9 0  lb   14 0  lb  

Modest maintenance capital 
expenditure requirements

Maintenance capex is estimated at 
approximately $8 0 million annually   – Increase from 9.0 mm lbs to 14.0mm lbs 

of sheet 

Increased efficiency/improved working capital 
management

approximately $8.0 million annually   

Capital expenditures of $15 million in 
fiscal 2009

Reduced costs

Improved quality

Capital Expenditure Projects

Investment Process 
Reduction of 

Unplanned Outages Reduce Operating Cost Improve Quality Increase Capacity 

Split-Shell EAF Initial Melt     
ESR Controls Upgrade Remelting     
MKW 100 Cold Mill Upgrade Cold rolling/Finishing     
Annealing Lines Upgraded Annealing/Finishing     
Pilger Mill Tubular Product     
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Long-term growth

Renewal of $120.0 million working capital facility

Minimum debtMinimum debt

Major capital projects completed which have increased capacity 
and improved operating performanceand improved operating performance

Applying Lean manufacturing techniques

Continued funding of new alloy development

New strategic investmentsNew strategic investments
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Challenges

Achieving Operational Excellence

Continuing the Heritage of InnovationContinuing the Heritage of Innovation

Expansion of Customer Service

Leveraging our Financial Strength

Goal

Enhance Shareholder Value
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Summary

We are a market leader in the niche high-performance alloy market

We serve diverse geographic and end marketsg g p

We have long-term relationships with our broad customer base

Our unique business model facilitates strong customer service and retentionOur unique business model facilitates strong customer service and retention

Service and sales centers 

Value-added processing services

There is increasing opportunities in the MRO business

Our development of patent-protected new alloys puts us in the position of market leader

We continue to make strategic investments to expand product capability and service

Financially positioned to meet our challenges successfully and achieve our goal of y p g y g
enhanced shareholder value
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