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FORWARD LOOKING STATEMENTS

Statements made in this presentation or otherwise attributable to the company
regarding the company's business which are not historical fact are forward-looking
statements made pursuant to the safe harbor provisions of the Private Securities
Litigation Reform Act of 1995. The company cautions investors that such statements
are estimates of future performance and are highly dependent upon a variety of
important factors that could cause actual results to differ materially from such
statements. Such factors include, but are not limited to variability in financing costs;
quarterly variations in operating results; dependence on key customers; international
exposure; foreign exchange and political risks affecting international sales; changing
market conditions; the impact of competitive products and pricing; the timely
development and market acceptance of the company's products; the availability and
cost of raw materials; and other risks detailed herein and from time-to-time in the
company's SEC filings.
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Commercial Foodservice
• 64% of Revenues
• 28% EBITDA Margin
• $8+ Billion market opportunity
• 30+ Industry Leading Brands

Premium Residential
• 23% Revenues
• 17% EBITDA Margin
• $3+ billion market opportunity
• 12+ Industry Leading Brands

Food Processing
• 13% Revenues
• 27% EBITDA Margin
• $5+ billion market opportunity
• 15+ Industry Leading Brands

Industry Leading Platforms
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Ø Industry Leading Brands

Ø Technology and Innovation Leaders

Ø Cooking and Warming Experts

Ø Operational Synergies

Ø Cash Flow and Profitability

Three Synergistic Platforms
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Sales
($ in millions)

Gross Profit 

EBITDA EPS

($ in millions)

($ in millions)

Consistent Growth in Sales and Profits

Historical Financial Performance

(1) Adjusted EBITDA 4
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International Revenue Growth

Continuing growth in international revenues

($ in millions)
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Recent Market Investments:

• Brazil
• India
• Russia
• China
• Dubai
• Saudi Arabia
• Australia
• UK



(1) Free Cash Flow = Operating Cash Flow - Capital Expenditures

($ in millions)

Free Cash Flow (1)

Consistent Growth in Cash Flow
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Consistent Capex Spending

Businesses Require Minimal Capex Spending

CAPEX:

• Disciplined spending

• Consistent at < 1.5% of sales

• Significant investments at Viking
• Refrigeration
• Tooling

• Primary uses include:
• Fabrication equipment
• Tooling
• Facility Expansion

• Efficiency gains and margin expansion 
through 

• automation 
• Insourcing

• Significant ability to increase 
throughput with limited investment
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Balance Sheet Leverage

• Prudent financial 
policy

• Temporary increases 
in leverage followed 
by disciplined 
approach to reduce 
leverage

• Proforma Leverage 
including recent 
Taylor acquisition
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Low Leverage Levels Despite Significant Acquisition History
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Commercial Foodservice

Consistent Growth - Organic and through Acquisition

Commercial Foodservice Comments:

• Consistent growth organic and 
through acquisition:

• Emerging Markets
• Restaurant Chains
• New Products

• EBITDA Margin expansion to 30%+:
• Acquisition integration
• Platform synergies
• Product Innovation
• Strategic Sourcing
• Design Engineering

2010 2011 2012 2013 2014 2015 2016 2017

Revenues 611.6	 723.3	 786.4	 895.5	 1,041.2	 1,121.0	 1,268.3	 1,383.2	

EBITDA 162.8	 199.3	 214.6	 254.7	 289.4	 316.0	 371.2	 384.8	

EBITDA	% 26.6% 27.6% 27.3% 28.4% 27.8% 28.2% 29.3% 27.8%

-
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#1 in Pizza Chains

#1 in Convenience Stores

#1 in Fast Casual

#1 in Deli Sandwich Shops

#1 in Steakhouses and Seafood

#1 in Chicken Outlets

#1 in Pan-Asian Cuisine

#1 in Casual Dining

#2 in QSR

Industry Leading Brands – Foodservice
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Premier Customers - Foodservice

ü Blue-chip customer base

ü Long standing relationships

ü Limited customer 
concentration

ü Large installed base 

ü Serve all food segments

11
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New Products, Commercial
Ventless Houdini Combi-Oven

Foodservice
•

Nieco BroilvectionTM technology•

• SOS Oil Sensor, Reduced Oil Frying

• Advanced Blast Chilling and Freezing

• Follett Horizon Ice Maker, 2,000 lbs per day

• Artisan Oven/Proofer NU-VU

• Concordia Ascent Speed Coffee Technology

• JoeTap Nitro Brew 

• L2F SkyFlo as a Service

• Double Batch Oven, Eco stackable/energy efficient

• Spire, Mustang and Paladin Beverage Innovation

• Carter Hoffmann Garden Chef

New Products Represent 25% of Sales Over 3 Years 



• Market Growth
• Emerging chains
• International market growth
• Convenience stores/supermarkets/non-traditional

• Equipment Upgrade and Operational Initiatives
• Ventless and space limitations
• Speed/Energy
• Automation/Labor management
• Food Safety

• Menu Expansion and Changes
• Delivery 
• Menu Flexibility
• Breakfast
• Beverage Offerings

Drivers for Commercial Foodservice

Middleby well positioned to benefit from growth drivers



Restaurant Equipment Reinvestment

Expected Increase of Equipment Spend with Restaurant Chain Customers

• Large Installed Base 
• 250,000+ units at top chains

• Upgrading to New Technology

• Focus on Automation and Efficiency

• New Menu Initiatives

• Further Account Penetration Opportunity

• Strong Pipeline of Opportunities



Recent Strategic Initiatives

Strategic Initiatives Further Expanding Capabilities

• Beverage Platform

• Salesforce Consolidation (Independent Reps)

• Qualserv Acquisition

• Taylor Acquisition



• Automated Coffee and Espresso
• Soda and Tea Dispense
• Blending and Smoothies
• Shakes and Deserts
• Soft Serve
• Ice and Water Dispense 
• Liquor and Bar

Middleby Beverage Solutions – New Platform

Middleby is a New Player in $5+ Billion Beverage and Ice Category

Innovative Solutions 



Salesforce Consolidation Initiative

Well Positioned for Future Growth

NOW

v Reps are selling 100% Middleby products

v Leveraging brand portfolio

v Best reps working with Middleby brands

v Simplifies and enhances end-user experience

v Greater Alignment and Focus

v Increased Coverage

v Greater Investment in Middleby Sales:

v Chefs

v Showrooms

v Training

Middleby Sales	Representatives



Salesforce Consolidation Status

18

Initiative Complete with Lessening Disruption

• Consolidation	initiative	is	complete	in	Q1	2018

• Training	continues	throughout	2018

• Second	half	disruption	minimized	- while	benefits	increase

• Beneficial	to	revenue	growth	in	2019	and	Long-Term	



QualServ Acquisition and Strategy
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Unique Manufacturing Capability to Complement Equipment Offering

• Manufacturer	of	Fabrication	and	Store	Design

• Incorporate	Middleby Preparation	and	Holding	Technologies

• Unique	Installation	Capabilities

• Focus	on	Major	Restaurant	Chain	Customers	and	Key	Dealer	Partners

• QualServ is	NOT	a	dealer	– does	not	compete	with	channel	partners
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• Rep	changes	are	finalized	

• Training	and	up-to-speed	continues

• Second	half	disruption	minimal	and	increasing	benefits

• Enhancement	to	2019	growth	and	enhances	Middleby Long-Term	

Confidential

Commercial	Foodservice	Rep	Consolidation	Status	1

Investment to Further Enhance Long-Term Growth
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Commercial	Foodservice	Rep	Consolidation	Status	1

Investment to Further Enhance Long-Term Growth
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• Rep	changes	are	finalized	

• Training	and	up-to-speed	continues

• Second	half	disruption	minimal	and	increasing	benefits

• Enhancement	to	2019	growth	and	enhances	Middleby Long-Term	

Confidential

Commercial	Foodservice	Rep	Consolidation	Status	1
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Cash Flow Accretion

Taylor Immediate Favorable Impact to Cash Flow

Commercial Foodservice Categories:

• Immediately Accretive to Cash Flow

• Estimated 16% growth or $40 million 
of annual free cash flow (post 
integration)

• Estimated 27% increase of $70 
million of annual free cash flow on 
unlevered basis

• Additional opportunities through 
revenue growth and margin 
expansion
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Free	Cash	Flow	Accretion



Commercial Foodservice Outlook
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Continued Growth of Premier Commercial Foodservice Platform

• Organic top line growth return to GDP+ mid-single digits 

• EBITDA Margin expansion to 30%+ post acquisition integration

• Continued long-term growth through pipeline strategic acquisitions



Residential Kitchen Equipment

Residential Comments

• Organic Revenue Growth:
• New Product Innovation 
• Distribution Investments

• Margin expansion continued:
• Acquisition integration
• Leverage Distribution
• Platform synergies
• Product Innovation

• Currency and Viking Recall Impact 

Early Stage Platform With Significant Growth Opportunities

2013 2014 2015 2016 2017

Revenues 232.0	 273.0	 408.0	 658.7	 600.8	

EBITDA 35.0	 42.0	 55.3	 104.9	 101.7	

EBITDA	% 15.1% 15.4% 13.5% 15.9% 17.0%

-

200.0	

400.0	

600.0	

800.0	

2013 2014 2015 2016 2017

Residential	Kitchen

EBITDA

Revenues



• Leading position in Premium Appliances
• Ability to infuse commercial technology
• USA distribution network established 
• Significant opportunity to leverage brand portfolio
• Continued Margin Opportunity through Acquisition Integration Initiatives

Residential Kitchen Equipment Group

27

Unique Portfolio of Industry Leading Premium Appliances



Residential Kitchen Platform Development

Leading Residential Platform Established Rapidly in Early Stage Development

Acquisition History

• Viking - Jan 2013

• Viking Distribution - 2013 to 2016

• ULine - December 2014

• Aga Rangemaster - September 2015

• Lynx – December 2015

Viking
31%

Uline
9%Lynx

8%

AGA	
Group
52%

Residential	Revenues



Residential Distribution 

Development of Unique Capability to Enhance Profitable Growth

2013-2016 2018

Middleby Residential 
distribution created. 

Middleby purchased Viking 
U.S. distributors:
- Sales Force
- Customer Service
- After Sales Service
- Inventory Availability
- Customer Facing

Middleby is in the process of 
moving brands into Middleby
Distribution.

Middleby purchased Viking U.S. 
distributors:
- Leverage Brands
- Enhance Sales
- Improved Profitability
- Customer Facing



Residential Distribution 

Development of Unique Capability to Enhance Profitable Growth

GOAL

Middleby Residential 
Distribution

Dealers

and others…

Customers

We are closer to 
our customers 
and control 
distributions 
while increasing 
margins



Viking New Product and Sales

Everything is NEW!!!  Accelerating Viking Sales

Award Winning Product Launches

• 7-Series Range
• Tuscany
• Virtuoso Line
• Built-in Refrigeration
• Turbochef Oven
• Outdoor Grill
• Induction Cooktops
• Incogneto
• French Door Oven
• Garden Chef





Middleby Residential Showroom – Merchandise Mart



Middleby Residential Showroom – Merchandise Mart





Residential Equipment Outlook
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New Platform Positioned for Long-Term Profitable Growth

• Return to Organic Growth in 2018 Second Half
• Acceleration of Viking to 10%+ Growth
• Distribution Changes Complete Mid-Year 2018
• Non-Core AGA Business Restructuring Complete end 2018

• EBITDA Margin expansion for platform to 20%+ by year end
• Distribution transition disruption complete
• Non-Core AGA businesses restructure complete
• Realizing 2017 and 2018 integration initiatives at AGA core
• Viking contribution margin 
• Long-Term EBITDA target 30%



Food Processing

Significant Growth Organic and through Acquisition

Food Processing Comments:

• Consistent growth organic and 
through acquisition

• Margin expansion realized:
• Acquisition integration
• Platform synergies
• Product Innovation

• Continued expansion opportunities:
• Acquisition integration
• Baking Division
• Production Consolidation
• Strategic Sourcing
• Product Innovation

2010 2011 2012 2013 2014 2015 2016 2017

Revenues 107.5	 132.6	 251.8	 301.5	 322.8	 297.7	 342.6	 353.2	

EBITDA 23.7	 23.1	 47.3	 58.6	 74.6	 78.0	 92.7	 96.7	

EBITDA	% 22.0% 17.4% 18.8% 19.4% 23.1% 26.2% 27.1% 27.4%

-
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Food Processing - Organic Growth Comparison

Similar Growth Over Time in Comparison to Commercial Foodservice

Food Processing Growth:

• Similar growth over 3 to 5 year periods as compared to Commercial Foodservice

• Food processing impacted by larger order size

• Volatility is shrinking as platform expands due to greater diversification

• Similar demand drivers amongst segments:
• Restaurant growth
• Convenience foods/retail growth
• Demand for operational efficiencies (labor, food waste, energy, space)
• Food Safety

• Revenue synergies amongst complementary brands and technologies

2010 2011 2012 2013 2014 2015 2016 2017 Average

Commercial	Foodservice 2.0% 11.6% 5.0% 11.1% 8.9% 3.6% 3.6% -2.0% 5.5%

Food	Processing 34.9% -18.9% 19.1% 8.3% 3.7% -13.7% 13.1% -3.3% 5.4%
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• Strong track record of integrating acquisitions over two decades

• Acquisitions are strategic fit complementing the existing brands and strategic platforms

• Acquire top brands and technology in the field they serve (all sizes, varying financial 
situations, have acquired family-owned as well as  public companies)

2009 Acquisitions 2010 Acquisitions 2014 Acquisitions2012 Acquisitions2011 Acquisitions 2013 Acquisitions

$100MM Revenues $50MM Revenues $110MM Revenues$250MM Revenues$100MM Revenues $60MM Revenues

Continued Track Record of Strategic Acquisitions

Continued Pipeline of Strategic Acquisitions
39



• Strategic acquisitions to all three platforms

• Addition of approximately $600 million revenue

• Significant margin expansion opportunities

Acquisitions – 2015, 2016, & 2017

40

INDUC

Continued Pipeline of Strategic Acquisitions



Acquire leading brands and technologies
• Established market positions
• Differentiated products
• Ability to generate higher profit margin and cash flow

Increase operating efficiency
• Eliminate unprofitable SKUs
• Focus on core products
• Streamline production and administrative processes

Realize synergies
• Increased purchasing leverage
• Utilization of low cost production facilities
• Leverage sales and distribution network
• Leverage existing customer relationships

9

Proven Ability to Realize Target EBITDA Margins of +20%

Acquisition Strategy and Integration
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• Continued expansion into key geographic growth markets
• Brazil, India, Mid-East (Saudi Arabia, Dubai), Russia, UK, Australia, China

• National Accounts team launch
• Top 50+ major chain restaurants
• Recent focus on emerging chains, retail, convenience stores, and government
• Sales Force Consolidation

• Established Residential Platform ($3bn+ market)
• Acquisition of Viking, Uline, Lynx and AGA group
• Added portfolio of 12+ premium leading brands
• Development of company-owned distribution network in USA
• Viking complete new product lineup

• Established Commercial Beverage Platform ($5bn+ market)
• Coffee, soda, liquor dispensing solutions, blending, smoothies, softserve, shakes 
• Taylor, Wunderbar, Concordia, Follett, JoeTap

• Continued expansion in Commercial Foodservice and Food Processing categories:
• Acquisition of >30 leading brands and technologies

• 100+ Innovative New Product Launches
• Automation platform - Kitchen of Future (CTX, MM, Nieco)
• Ventless platform (Wells, Perfectfry, Turbochef, Cooktek)

Transformative Growth Initiatives Last 5 years
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Q & A
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