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Agenda

• Overview of Ingersoll Rand Herb Henkel
– Where We’re Headed
– Getting the Most Out of Productivity
– 2009 Outlook

• Business Reviews
– Commercial Systems Mike Lamach
– Climate Control Technologies Didier Teirlinck
– Industrial Technologies Jim Bolch
– Security Technologies Steve Hochhauser
– Residential Systems Dave Pannier

• Financial Summary Steve Shawley

• Q & A IR Leadership Team

Welcome and Thank You for ComingWelcome and Thank You for Coming
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Portfolio Transformation, 1999 - 2008

From Lower Growth Cyclical...to Higher Growth & Con sistencyFrom Lower Growth Cyclical...to Higher Growth & Con sistency
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The “New” Ingersoll Rand
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IR Mission Statement

Ingersoll Rand

We are the world leader in creating and 

sustaining safe, comfortable and efficient 

environments

Our Business Purpose…Steers Our 
Strategies, Goals and Actions

Our Business Purpose…Steers Our 
Strategies, Goals and Actions
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The New IR – How We Have Changed

Building a More Customer Focused, More Capable 
and More Effective Company

Building a More Customer Focused, More Capable 
and More Effective Company

• Better Integrated
- Natural linkages enhanced to provide more Customer Value
- Opportunities to improve manufacturing, technology, support functions

• More Services and Solutions
- Better fulfill Customer Life Cycle needs

• Higher Technology, Systems and Knowledge Content
- Significantly beyond heavy machinery / equipment companies

• More Global Scale
- Provides both growth and cost reduction opportunities

• Greater Consistency and Operational Performance
- Leveraging best practices, capabilities and people
- Targeting higher growth and profitability 
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Building Exceptional Leadership

Strong Leaders in Place, Developing BenchStrong Leaders in Place, Developing Bench

• Enhanced Global Leadership Talent 
- More talent around the globe, e.g., promoted European President Climate 

Control to Global Sector President 
- Trane acquisition added global talent and experience in equipment, 

services and solutions businesses
- Greater pipeline of leaders with growth potential – 28 leaders moved 

between IR and Trane; doubled the pool of executive-level successors

• Building Skills for Performance – IR University
- Learning more available globally and electronically
- Broader offerings in leadership, general management, sales, marketing, 

and operational excellence; partnerships with leading universities

• Succession Plan in Place
- Named internal COO as first step in succession
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Creating Competitive Advantage

Each Feature Alone Has Value…Together, Powerful Each Feature Alone Has Value…Together, Powerful 

• Competitive Strength in Each
- Product Reliability
- Product Design
- Precision Manufacturing
- Brands
- Manufacturing Scale
- Extensive Field Service

SafetySafety
ComfortComfort

EfficiencyEfficiency

• Competitive Advantage in Combining
- System Design
- Facility and Systems Knowledge
- Vertical Market Knowledge
- Distribution Power
- Tailored Solutions for Individual Customers 

& Vertical Markets

• Commercial & Residential Security
• Food Safety
• Indoor Air Quality
• Mat’ls Handling
• Workplace Safety Programs

• Commercial & Residential Security
• Food Safety
• Indoor Air Quality
• Mat’ls Handling
• Workplace Safety Programs

• Control of Indoor Environment
- Commercial
- Industrial
- Residential

• Ergonomic Products

• Control of Indoor Environment
- Commercial
- Industrial
- Residential

• Ergonomic Products

• Low Energy Consumption

• Industrial Productivity 
• Sustainability Solutions
• Responsiveness

• Low Energy Consumption

• Industrial Productivity 
• Sustainability Solutions
• Responsiveness
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2008 Pro Forma Revenue Profile

Revenue by GeographyRevenue by Segment

International
34%

International
34%

North 
America 

66%

North 
America 

66%

Recurring
25%

Recurring
25%

Replacement
45%

Replacement
45%

2008 Revenue:  $16 B

- Strong Global Presence

- Leading Product Positions
- More Recurring Revenues 

Revenue by Type

Climate 
Control 

21%

Climate 
Control 

21%
Trane 
46%

Trane 
46%

Security
Technologies

15%

Industrial
Technologies 

18%

$2.5B

$2.9B

$3.4B

$7.5B

New Equipt
30%

Trane adds 6 pts to 
Recurring Revenues

Trane adds 8 pts to 
North America
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Revenue by End Market 
% of Sales

2008 Proforma

Recurring New Replace Total
Parts & Service 25% -- -- 25%
Comm’l Construction – N.A.  9% 14% 23%
Res. Construction - N. A. 3% 9% 12%
International Construction 7% 4% 11%
Industrial/Process 2% 7% 9%
Supermarkets – Cases / Install 4% 4% 8%
Truck and Trailer 2% 4% 6%
Bus, Container & Other  2% 1% 3%
Golf & Utility Vehicles 1% 2% 3%

25% 30% 45% 100%

End Market Composition

Diverse and Balanced End MarketsDiverse and Balanced End Markets

Equipment
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Trane Integration Update



12

Integration Evolution

Moving Toward Integrated Business…
Significant Growth and Profit Opportunities

Moving Toward Integrated Business…
Significant Growth and Profit Opportunities

Identify Potential 
Synergies 

Organize Teams / 
Implement Specific 

Programs 

Organize Business 
Activities around 

Sustained Opportunities

• Cost Savings
- Consolidation
- Efficiencies

• Growth
- Cross-selling
- More complete 

offerings
- Expanded 

distribution

• Corp HQ costs

• Supplier rationalization

• Procurement leverage
• Manufacturing initiatives

• Define growth 
opportunities

• Parts, Distribution 
synergies

• Team selling

• Customer Development

• Global G&A consolidation

• Integrated manufacturing 

• Integrated technology
• Shared knowledge/infrastructure

• Tailored equip / systems for:
- Key vertical markets
- Cold chain
- Hi performance grocery store
- Home security / automation
- Optimum energy efficiency

• Expanded Service capability
• Global expansionCompleted ‘08

$300M Identified

Completed ‘08

$300M Identified

Total Savings Achieved:
’08: $105M vs $75M Goal

’09: ~$285M vs $200M Goal
’10: ~$395M vs $300M Goal

Total Savings Achieved:
’08: $105M vs $75M Goal

’09: ~$285M vs $200M Goal
’10: ~$395M vs $300M Goal

Expanding Well Beyond GoalExpanding Well Beyond Goal
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Combined Company Cost Structure

• Consolidate Corporate HQ and 
Enterprise Services

• Leverage third party spend
• Consolidate service facility

• Consolidate suppliers/vendors
• Low cost country
• Value engineering
• Compressor supply

2008 Proforma
Cost Baseline    

Combined Companies

COGS      
$12 B
COGS      
$12 B

SG&A      
$3 B

~ $15 Billion    
Cost Structure

Supply Chain
$8-9 Billion

• Direct Materials

• Indirect & Logistics

Big Opportunities, Many Levers to Pull, Can Be Diff erentiatorBig Opportunities, Many Levers to Pull, Can Be Diff erentiator
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Trane Integration – Growth Opportunities

Cold 
Chain

Controls

Service

Parts

Parts
� Cross-selling IR and Trane parts 
� HVACR applications

Parts
� Cross-selling IR and Trane parts 
� HVACR applications

Service
� High Performance Energy Services for retail 

customers

� Light Commercial opportunity
� Leverage Trane’s Branch network
� Environmental monitoring capability

Service
� High Performance Energy Services for retail 

customers

� Light Commercial opportunity
� Leverage Trane’s Branch network
� Environmental monitoring capability

Controls
� Cross-selling IR and Trane controls
� Develop integrated solutions for Climate 

Control, Trane, Industrial & Security

Controls
� Cross-selling IR and Trane controls
� Develop integrated solutions for Climate 

Control, Trane, Industrial & Security

Cold Chain
� Leverage Trane technology capability for 

Industrial Refrigeration
� Leverage Trane project mgmt and installation 

capabilities

Cold Chain
� Leverage Trane technology capability for 

Industrial Refrigeration
� Leverage Trane project mgmt and installation 

capabilities

Revenue 
Opportunity 

2010

Drive Dramatic GrowthDrive Dramatic Growth
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Example - High Performance Grocery
Making business better for life

Trane hi-efficiency integrated 
HVAC system with CDQ 

dehumidification for 
optimal customer 

experience

Remote monitoring and 
control through Tracer 
Summit BAS to ensure 

building performance

• Guaranteed performance
• Lower operating costs 

- competitive advantage
• Outsource non-core activities 

- focus on preserving food
quality, merchandising, 
customer experience

• Facility improvement “for life”
• Access to systems experts 

- Trane and Hussmann
• Simplicity of single source 

- with scale & global footprint
• Avoid traditional construction 

process hassles
• Alternative source of facilities 

funding - budget relief
• Focus on Code compliance
• Improved risk management

Customers Save Up to 15% in HVACR Energy Costs
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2008 Results – Synergy Savings

Orig. Actual
($M) Target Achieved

•Corporate $50 $65
• Indirect       20 30
•Material      5 10

Total $75 $105

•Growth Synergies:  Developing

$75M

$105M

2008 
Target 

Savings

2008P 
Actual 

Savings

• Logistics - Rental Car
• Health Benefits
• Corporate Contract 

2008 Synergies Exceed Target by $30M2008 Synergies Exceed Target by $30M
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Synergy Forecast 2009

Carry Over $~30
Indirect $~65
Material $~60
International $~25

Cost
Synergy

2009 Original
Forecast Savings

2009 Revised
Savings

2008 2009F

$200M 
Cumulative

$280-290M 
Cumulative

$10-15M Growth

$75$75 $105$105

$175-185

$125

Targeting ~$300 Million of Cumulative Savings in 20 09Targeting ~$300 Million of Cumulative Savings in 20 09

$175-185

Focused on execution and 
driving results
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Growth

Revised

Original Forecast

Synergy Forecast 2009-2010 

Incremental Annual Savings

~$400M Savings…Growth Synergies are Additive~$400M Savings…Growth Synergies are Additive

$75

$105

$125

$180

$110
$100

2010 Cumulative

$395

$300

GrowthGrowth

2008 2009 2010

$,Mil
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Cost Reduction and Productivity
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• Formalized Business 
Operating System supporting 
continuous improvement

• Optimizing processes using 
Lean Six Sigma tools

• Enterprise Focus Areas driving 
repeatable results across 
business processes

Operational Excellence

Drive Annual Gross Productivity to 5%Drive Annual Gross Productivity to 5%
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Restructuring Actions

• 3rd Quarter ’08 Slowdown Triggered Restructuring planning

• Executing $110 million of Restructuring Actions 
– Initiated in Q4 2008, covering all businesses
– Streamline manufacturing footprint
– Reduce G&A cost base
– $71 million of costs incurred in 4Q 2008, balance in 2009

• 2009 Savings:  over $135 million
- $100 million net after program costs

Taking Action Promptly, Prepared to do MoreTaking Action Promptly, Prepared to do More
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2009 Projected Commodity Cost Savings

Copper

Aluminum

Steel

Other nonferrous                        

2009

~$150 Savings at Projected 2009 Volumes~$150 Savings at Projected 2009 Volumes

$M

~$125M
to

$175M
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Total Productivity Benefits 2008-2009

2008 2009F

Gross Productivity for 2009 = $650M

Productivity: Mat’l/Labor/Other $350
Trane + IR Synergies        180
Restructuring Benefits        $135

Total ~$650

$350M

$650M

4%+ Productivity Forecast For 20094%+ Productivity Forecast For 2009
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2009 Outlook
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Currency (Avg. Rates) 2007 2008 2009F

Euro 1.37 1.48 1.30

Expect Continuing Decline In Major End Markets

Residential:
Single Family Starts (thousands) 1,034 622 -41% 503 -19%

Non-Residential:
Non-Res Const. Contract Value ($B) 234 244 4% 220 -10%

Institutional 521 517 -1% 485 -6%
Commercial & Industrial 1,135 910 -20% 775 -15%

Square Footage (millions) 1,656 1,427 -14% 1,260 -12%

Refrigerated Trailer Units:
North America 32,345 26,840 -17% 18,000 -33%
Europe 26,000 24,500 -6% 15,000 -39%

Total 58,345 51,340 -12% 33,000 -36%

Industrial Activity--US
Industrial Production 111.4 109.4 -2% 107.0 -2%
Capacity Utilization 81.0% 78.2% -3%pts         76%      -2%pts

% %
2007 2008 Change 2009F Change

Key Economic Indicators
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The Market Environment

A/C
Comm’l Equip.

Key Drivers

Parts & Service

Residential

(6) to (8)%

Market IR

2009 Plan*

+6 to +8%

~(5)% • Reliability, Distribution Matter
Total Air Conditioning Down 3 to 5%

• Refrigeration replacement cycle
• Lower Truck / Trailer Builds globally
Total Climate Control Down 5 to10%

Climate Control
- Americas
- Europe
- Asia

(5) to (10)%
(20) to (30)% 
(5) to (10)%

Flat to (5)% 
(20) to (25)%

Flat to (5)%

Security
- Comm’l Amer.
- Res. Americas
- Europe / Asia

• Continued Globalization
• New products in residential
• Growth in Electronic Content
Total Security Down 5 to 10%

(5) to (10)% 
Flat to Down
(15) to (20)% 

(5) to (10)%
2 to 4%

(10) to (15)%

$3.5B

$2.5B

$1.5B

$2.0B
$1.1B
$0.3B

$1.3B
$0.5B
$0.7B

’08 IR 
Proforma

Sales

Not 
Reported

Down 10% 
in Units

(6) to (8)%

2009:  Approximately 6 to 7% Sales Decline, ex FX

Total Company $16.3B

• Down 10% in US, Europe; Up in Asia

• Growth consistent w/ Past Downturns 

Industrial
- Air/Productivity
- Club Car/Other

• Global industrial production
• Reduction of Energy usage
Total Industrial Down 5 to 10%

(5) to (10)%
Flat to Down

(5) to (10)%
Flat to Down

$2.3B
$0.6B

*Excludes the impact of FX
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Outlook for 2009

• Forecasting difficult because of turbulent end mark et environment

• 2009 Outlook – proforma revenues decline (8) to (9)% , including (2)% pts FX
- Declining markets in N. America & W. Europe
- Flat to slight declines in S. America & E. Europe
- Single digit growth in Asia

• Benefit from lower commodities

• $180 million benefit from Trane acquisition synergi es

• $100 million of net restructuring benefit

• Productivity of 4.0+%

• ~$(125) million of incremental pension costs

• Assumes flat year over year pricing

Tough External Environment, Focused on Execution Tough External Environment, Focused on Execution 
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2009 EPS Guidance Bridge Cont. Ops

2009 EPS $1.85 to 2.25  Per Share2009 EPS $1.85 to 2.25  Per Share

*Excluding one-time integration & restructuring

$3.75

(0.35)Interest Exp/Income

$1.85  – 2.252009 est. EPS Continuing Ops*

(0.15)Share Count

(0.14)Tax Rate

(0.34)Pension

(0.24)Investments

(0.45)  – (0.40)Currency

(1.71)  – (1.47)Price/Volume/Mix

1.48  – 1.59Net Productivity, Including Restructuring                       
& Integration Synergies

0.415 Months Trane

$3.342008 EPS Continuing Ops*
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Protecting Our 2009 Plan Performance

Would Offset Additional $300 - $500M Revenue Decline  Would Offset Additional $300 - $500M Revenue Decline  

Impact on 
Op. Inc.

• Synergy upside +$35M
- Additional Europe, Asia corp. savings

• Contingency +100M+

• Salary management plan +$40M
- Salary “freeze” announced 01/15/09

Total $175M
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IR Sales and Earnings Growth Potential

Expected Market Recovery, Growth and 
Productivity Programs Support This Performance

Expected Market Recovery, Growth and 
Productivity Programs Support This Performance

’08-’12
Sales CAGR, %
• Fundamental Sales Growth (2X GDP) +3% to 4%

• Synergy Sales Growth +1 to 2 pts

Potential Sales Growth +4% to 6%
$16.3B in ’08 to $19B – $20B in ‘12

EPS – Continuing Ops.
• Fundamental Earnings Growth +6% to 8%

• Synergy Earnings Growth + 2 to 4 pts

Potential EPS Growth +8% to 12%
$3.75 in ’08 to $5.10 - $5.90 in ‘12

Base Case – Organic Growth


