
August 2009



Forward-Looking Statements

This document contains statements that are forward-looking, i.e. not historical facts.  The forward-

looking statements contained in this document (including but not limited to ñestimateò, ñthinkò, 

ñintendò, ñmayò, ñcouldò, ñwouldò, ñanticipateò, ñdependò, ñpredictò, ñcanò, ñassumeò, ñoptimisticò, 

ñwillò, ñcontinueò, ñexpectò, ñbelieveò, òshouldò, òforecastò) are based on the Company's current 

expectations and are subject to risks and uncertainties.  Accordingly, you are cautioned that any 

such forward-looking statements are not guarantees of future performance and involve risks and 

uncertainties.  Actual results may differ materially from those projected in the forward-looking 

statements as a result of various factors.  

The factors that might cause such differences include:  
(i)  changes in economic conditions

(ii) developments or new initiatives by our competitors in the markets in which we compete

(iii) fluctuations in the costs of select raw materials

(iv) the success in increasing sales and maintaining or improving the operating margins of the Company, and 

(v) other factors, including those identified in the Companyôs filings made with the Securities and Exchange 

Commission

These statements should be read in conjunction with the Company's most recent Form 10-K and 

other reports filed with the Securities and Exchange Commission.  These reports contain 

discussions of the Company's business and of various factors that may affect it.



Baldorôs Mission Statement

is to be the best             

(as determined by our customers)           

marketers, designers and manufacturers of 

industrial electric motors, mechanical power 

transmission products, drives and generators  



Baldorôs Strategy

To produce the highest-quality, energy-efficient products 

available in the marketplace and sell them to a broad 

base of value-minded customers.

Vp = perceived Value Qp = perceived Quality Sp = perceived Service

C   = Cost                                                 T   = Time



About Baldor

ÅWe were founded in 1920 ñto build a better motorò

ÅWe sell only industrial products (no residential or automotive)

ÅOur products are sold into more than 175 end markets

ÅLeading customer preference in North America

ÅAt least 18% of our products are sold outside the United States

ÅWe have more than 10,000 customers worldwide

ÅHalf of sales are to OEMs and half are to distributors

ÅNo single customer accounts for more than 10% of sales

ÅOur largest OEM market is approx 5% of sales

ÅWe acquired Reliance and Dodge in early 2007, doubling the size of 

the company



Industrial Electric Motors

ÅBaldor-Reliance ® brand name

Å66% of revenue

Å1/50th to 15,000 horsepower for 

industrial applications

Å#1 Market Share in North 

America

Å62% OEM ï38% Distributor

ÅApplications include compressors, blowers and fans throughout most 

industrial end markets

ÅVery diverse end markets including mining, oil and gas, agriculture, 

food processing, medical equipment



Mechanical Power Transmission Products

ÅBaldor-Dodge ® and Baldor-

Maska ® brand names

Å28% of revenue

ÅMounted bearings, enclosed 

gearing, sheaves, pulleys and 

couplings

Å25% OEM - 75% Distributor

ÅRugged applications including 

aggregate, material handling, 

cement, asphalt, and forest 

products comprise 

approximately 40% of sales



Drives Generators

ÅStandby, portable and prime power

Å3 kilowatts to 2.2 megawatts

ÅCustomization a specialty

ÅRental companies and generator 

distributors

ÅDrives allow you to tune motor 

performance to an application

ÅMotion control products for 

automation applications and 

electronic controls for energy 

savings

ÅAlways used with a motor



Motors 
66% Power 

Trans 28%

Drives 3%

Generators 
3%

Products

Distributor 
48%

OEM 52%

Customer Type

U.S. 82%

Latin 
America 

3%

Europe 3%

Asia Pacific 
5%

Canada 7%

Geography

Custom 
41%

Stock 59%

Custom vs. Stock



Many diverse end markets

ÅOEMs (52% of sales) generally buy for new equipment purposes

ÅDistributors (48% of sales) generally buy for repair and replacement 

ï Serving hundreds of end markets

ï Air & gas compressors

ï Asphalt mixers 

ï Baggage handling

ï CNC machines

ï Commercial HVAC

ï Commercial laundry

equipment 

ï Concrete mixers

ï Construction machinery

ï Conveyors 

ï Cutting machine tools

ï Door & gate openers

ï Elevators & escalators

ï Exhaust fans

ï Farm machinery 

ï Food processing machinery 

ï Hoists and cranes 

ï Hybrid commercial trucks

ï Hydraulic pumps 

ï Laser cutting equipment 

ï Measuring pumps

ï Medical scanners

ï Metal stamping

ï Mining equipment

ï Mixers

ï Oilfield machinery

ï Packaging machinery 

ï Pipeline equipment

ï Pulp and paper processing

ï Printing equipment 

ï Rock crushing equipment

ï Saw mills

ï Semiconductor equipment

ï Valves

ï Water pumps

ï Winding equipment

ï Windmill blades

ï Woodworking machinery

ï X-Y positioning equipment



Financials


