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Safe Harbor Statement

Prepared by Houston Wire & Cable Company (the Company), this presentation
contains comments concerning | AT ACAT éxpeotations, beliefs, objectives,
performance and other items that do not relate strictly to historical or current facts.
Suchstatements are considered O £l O-% A O & withi€ the meaning of the Private
SecuritiesLitigation Reform Act of 1995. Investors are cautioned that forward -looking
statements are inherently uncertain and projections about future events may and
often do vary materially from actual results.

Risk factors that may causeactual results to differ materially from statementsmadein
this presentation canbe found in the # | | D A lLOKéa other SECTilings available
under the Investor Relationssectionofthe# | | D A websiteCat www .houwire .com.

Any forward -looking statementsspeakonly as of the date of this presentation and the
Companyundertakes no obligation to publicly update suchstatements.
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HWC First Quarter 2012 Highlights

A 6 Initiatives Driving Organic Growth

I 1,200+ new customers added since the recession:
A 107 in Q1 2012
A293in 2011

I 99.9% Order Accuracy
T 99.9% On Time Performance

A Sales] 8% from the sequential quarter
A Net Income:| 31.6% from the sequential quarter

A Return to Shareholders
I Quarterly dividend since August 2007
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HWC Drives Shareholder Value 4
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Revenue Growth

A Organic
U 6 growth initiatives
U Double revenues since inception
A Acquisitive
U0 Common end markets
Organic growth potential
Experienced management/sales teams
Customer brand equity
Synergistic expense/capital opportunities
Future impact to Return on Capital
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Marketing

Common end markets

Strengthen position in marketplace
Leading brand equity

New product pipeline

Dedicatedproduct managers
focused on keymarkets
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Operating Margin Management

Purchasing leverage

Freight control

Administrative efficiencies
Facility consolidations
Operational excellence culture

Balance Sheet & Liquidity

A Enhanced free cash flow
A Current ratio = 4 times
A EBITvs Debt Service 23 times

A Credit agreement through
September2016
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Income Statement Summary

(& in thousands Fiscal Year Ended December 31, Quarter Ended

except per share data) 2008 2009 2010 2011 12/31/11 03/31/12

Sales $ 360,939 $ 254819 $308522 $ 396410  $87.481 $94.462

Gross margin 23.7% 20.8% 20.3% 22.4% 22.8% 22.4%

Total operating expenses $ 45,331 $ 39,182 $ 47,584 55518~ $14,611 $14,336
(1)

Operating income $ 40384 $ 13772 $ 15006 33377 $ 5306 $ 6,802

Net income $ 23737 $ 8032 $ 8619 19677 $ 3,052 $ 4,016

Diluted EPS $ 133 $ 045 $ 049 $ 11170 $ 017 $ 023

(1) Includes pre-tax impact of a $1,684 credit, after tax $1,037and EPS of $0.06 for the forfeiture of mested options.
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Balance Sheet Summary

Fiscal Year Ended December 31, At March 31,

(% in thousands,
except ratio data)

2009 2010 2011 2012

Inventories, net $73,459 $61,325 $67,503 $69,517 $ 81,650
Total Debt $29,808 $17,479 $54,825 $47,967  $ 54,561
EBIT vs Debt Service ~ 22.1 26.5 17.8 23.4" 23.6
Return on Equity 32.1%  10.2%  10.4%  21.5% 19.9%

(1) Excluding forfeiture credit = 22.3
(2) Excluding forfeiture credit = 20.5%
(3) Excluding forfeiture credit = 22.4
(4) Excluding forfeiture credit = 18.8%

(5) Trailing twelve months
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Experienced Management Team

Jim Pokludaz President & Chief Executive Officer
Nic Grahamg Vice President, CFO & Secretary
Chris McLeodz Senior Vice President, Operations

Eric Blankenshipz Vice President, South Central Region

Dave Cathcartz Vice President, Western Region

215 Years of Eric Davisz Vice President & Controller

Tenure Marcus Joneg Vice President, Eastern Region

John Marchiandaz Vice President, Midwest

Denny Myersz Director, Purchasing
Chris Sokollz President (SW)

Bill Parrish z Vice President, Sales & Marketing (SWWR)

David Sanbornz Director of Operations (SWWR)
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Distribution Channel
ASEOOOEADOOT O ADOOT I AOO AOA Ous&dof 1T Al
wire and cable

Industrial
Distributors

Datacom
Distributors

Electrical
Distributors

Industrials
E&CFirms
Utilities

Original _
Equipment International

Manufacturers

Custom
Fabricators
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Value Added Services

SERVICE MANUFACTURER DIRECT

Initial Price

Same Day Shipment
Inventory Depth & Breadth
24/7/365 Service

Ground Next Day Delivery
No On-Site Labor Cost

Free Custom Cuts

No Product Waste
Application Engineering
Custom Fabrication
Restricted Products

Cable Management Services
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P rOd U Ct Offe rl n g Control & Power 10

Electronic
A Extensive array ofwire, cable, ropes,

slings and related hardware === s Flexible & Portable Cords

Instrumentation &

A A imately 30,000+ SKU
PRIOXIMALEY > Thermocouple

A High quality products from leading sl Medium Voltage

manufacturers

Continuous/Interlocked
Armor

Lead Wire & High

A Custom cut products ready for use at ' , Temperature
destination site

A Large inventory facilitatessame d -'.~',§ e
shipment

Category & Premise
A Custom fabrication

A Exclusivesupplier of private label Wire Rope

products
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National Distribution Network v

A Strategically placed facilities A Bar-coded inventory
A 24/7/365 customer service A Centrally managedadministration
A Approximately 750,000 sqg. ft. A 1SO 9001:2008

W Seattle
Philadelphia
* Chicago o £
W San Francisco + Denver
% Kansas City
W Los Angeles e % Charlotte
Memphis * Atlanta

Sulphur Baton Rouge
P % ) ¢

Houston e ¢

New
Iberia

# Tampa
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Long-Term Growth Initiatives

S —

A Utility Power Generation Common end markets

A Environmental Compliance Devices Organic growth potential

A Engineering & Construction (E&C) Experienced management/sales

_ teams
A Industrials .
_ Customer brand equity
A LifeGuardA L .
_ _ Synergistic expense/capital
A GeographlcE)gpansmnof Opportunities
MechanicalWire _

Future favorable impact toReturn
on Capital
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Penetrating Target Markets

Utility Market _
Infrastructure $23B Industrial Market

£ Wastewater Power Generation Environmental £ Petrochemical

Z Security Z Natural Gas Compliance Z Pulp & Paper

F Government Z Coal Z Scrubbers F Ethanol

F Transportation Z Solar E Selective Catalytic E Mining & Minerals

£ Marine Z Wind Reduction Z Pharmaceutical

F Cranes Z Nuclear E Mercury Reduction F Food Processing

£ Mooring Z Hydro Z Baghouselnstallation £ Oil & Gas

F Telecommunications E Biomass & Optimization F Material Handling

F Facilities E CoGeneration Z Flue Gas E General Manufacturing

Desulfurization
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Proprietary Market Opportunity
LifeGuard 3

Low Smoke Zero Halogen Cable

Estimated $1.4 billion potential U.S. market
First-mover advantage in lowsmoke, zerehalogen products in the U.S.
Critical barriers to entry
Proprietary product construction
Accepted for use by over 300 endisers in the U.S.
Significant market opportunity across several vertical markets
U Power generation, wastewater treatment, data centers, etc.

Technologically advanced alternative foHypalon®
BUILDING GREEN

TOP-10

AWARD RECIPIENT
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LifeGuardA ;

Conventional Wire & Cable LifeGuard™ Wire & Cable

i .
» i

Photographs taken approximately 60 seconds into burn test |
Al T AOAOAA AO 51 AAOxOEOAOOG , AAIT

Video available at http://www.houwire.com/lifeguard
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CableManagement: Pre Allocated Inventory

+ NO WASTE + PRODUCT AVAILABILITY + GUARANTEED PRICING + JUST-IN-TIME DELIVERY + AROUND-THE-CLOCK SERVICE

Sample Customers

A Engineering & Construction A Utilities
U Fortune 200 Companies U New Power Plant Construction
U Top 20 E&C Firms U Environmental Compliance
U Industrial/Design Build A Large Industrials
Contractors i Oil & Gas
U Bridges/Tunnels
U Transit

u WasteWater
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Cable Management Alternative ’

Cable Management
Solution
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Quarterly Sales Trending Upward
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Operational Excellence = Competitive Advantage

A On-going,all-encompassingprogram
U Customer retention

U Enhance efficiencies of
operations

A $OEOA Ah-© HOBDO
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