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2009

Forward-Looking Statements
There are forward-looking statements included in this presentation. As forward-looking statements are predictive in nature, theyare subject to a 
number of risks and uncertainties relating to Tenon, its operations, the markets in which it competes and other factors (some of which are 
beyond the control of Tenon). As a result of the foregoing, actual results and conditions may differ materially from those expressed or implied by 
such statements. In particular, ¢ŜƴƻƴΩǎoperations and results are significantly influenced by the level of activity in the various sectors of the 
economies in which it competes. Fluctuations in industrial output, commercial and residential construction activity, changes in availability of 
capital, declining housing turnover and pricing, declining levels of repairs, remodelling and additions to existing homes in North America, relative 
exchange rates, interest rates in each market, and profitability of customers, can have a substantial impact on ¢ŜƴƻƴΩǎresults of operations and 
financial condition. Other risks include competitor product development and demand and pricing and customer concentration risk.

Luke Moriarty
Chairman
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Proceedings today

ÅCEO address ς2009 review

Å/ƘŀƛǊƳŀƴΩǎ ŎƻƳƳŜƴǘǎ ς2010 outlook

ÅShareholder questions

ÅResolutions

ÅRefreshments

Tom B Highley
Chief Executive Officer
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Tenon

Fiscal 2009

ÅOperating and financial review for 2009

ÅPrimary external drivers of the business

ÅCompany position 

ÅPerformance optimisation
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Fiscal 2009

ÅExtremely difficult macro economic conditions

ÅNo historical precedent

ÅRecord decline in US housing sector off 2006 peak

ÅFrom 2.3 m starts to less than 500,000

ÅCompounded further by the global credit crisis

ÅGrowing unemployment

ÅTightening credit markets

ÅExcess supply of existing housing 

Average same store sales
% change from previous comparable period 
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Drivers of the business

ÅRemodeling spend is the driver!
ïExisting home sales

ïMedian existing single family home sales price

ïOwner equity in household real estate

ïShare of cost recovered from remodeling projects

ïHome foreclosures

ïUnemployment 

ÅModerate to high ticket home center comps track well with 
remodel spend 

Existing home sales and average home prices
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2009 highlights - operating and financial

ÅάaŀƛƴǘŜƴŀƴŎŜέ ŎŀǇŜȄ ƻŦ ƻƴƭȅ ϷнƳ

ÅάwƛƎƘǘ-ǎƛȊŜŘέ ǘƘŜ ōǳǎƛƴŜǎǎ ǘƻ ƳŜŜǘ ƭƻǿŜǊ ŘŜƳŀƴŘ ŎƻƴŘƛǘƛƻƴǎ

ÅStrong cash from operating activities Ý $26m

ÅEntered the supply chain financing program 

ÅΧ ǊŜŎŜƛǾŀōƭŜǎ ®further by $16m

ÅRenegotiated bank covenants for greater flexibility

Ý secured facility that does not expire until June 2012
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ÅάaŀƛƴǘŜƴŀƴŎŜέ ŎŀǇŜȄ ƻŦ ƻƴƭȅ ϷнƳ

ÅάwƛƎƘǘ-ǎƛȊŜŘέ ǘƘŜ ōǳǎƛƴŜǎǎ ǘƻ ƳŜŜǘ ƭƻǿŜǊ ŘŜƳŀƴŘ ŎƻƴŘƛǘƛƻƴǎ

ÅStrong cash from operating activities Ý $26m

ÅEntered the supply chain financing program

ÅΧ ǊŜŎŜƛǾŀōƭŜǎ ®further by $16m

ÅRenegotiated bank covenants for greater flexibility

ÅNet interest bearing debt ®by $36m

ÝDebt now $35m Ý®$55m from nearly $90m 2 years ago
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2009 highlights - operating and financial

ÅάaŀƛƴǘŜƴŀƴŎŜέ ŎŀǇŜȄ ƻŦ ƻƴƭȅ ϷнƳ

ÅάwƛƎƘǘ-ǎƛȊŜŘέ ǘƘŜ ōǳǎƛƴŜǎǎ ǘƻ ƳŜŜǘ ƭƻǿŜǊ ŘŜƳŀƴŘ ŎƻƴŘƛǘƛƻƴǎ

ÅStrong cash from operating activities Ý $26m

ÅEntered the supply chain financing program 

ÅΧ ǊŜŎŜƛǾŀōƭŜǎ ®further by $16m

ÅRenegotiated bank covenants for greater flexibility

ÅGross margin levels maintained, sales volumes ®

Å EBITDA $16m ­ $10m

ÅGood performance ςgiven market conditions 

ςrelative to competitors

ÅNet interest bearing debt ®by $36m

2009 highlights - strategic

Advanced the company strategically

Greater share with existing customers

Accessing new customers

Introducing new products

Expanding into new market segments

Applying new technology

Acquisition

Organic
Strengthen existing model

Grow earnings base

Seed future opportunitiesV

Greater share with existing customers

Accessing new customers

Introducing new products

Expanding into new market segments

Applying new technology

/ƻƴǎƛǎǘŜƴǘ ǿƛǘƘ ǎǇŜŎƛŀƭǘȅέ ƳƻŘŜƭAcquisition

Organic
Strengthen existing model

Grow earnings base

Seed future opportunities
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2009 highlights - strategic

Å $9 million minority payment

Å All Tenon activities now 100% owned

ÅOpportunity to share best practices and benefit from synergies

ÅCompleted the acquisition of Southwest Mouldings

2009 highlights - strategic

ÅCompleted the acquisition of Southwest Mouldings

ÅContinued to grow business with key customers

Å [ƻǿŜΩǎ ƻǇŜǊŀǘŜǎ мΣтлл ǎǘƻǊŜǎ 

Å Empire services º50%, more than 850 stores

Å ... this is 200 more stores than peak-of-the-cycle in 2006

Ý significant embedded organic growth
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2009 highlights - strategic

ÅCompleted the acquisition of Southwest Mouldings

ÅContinued to grow business with key customers

Å Introduced new innovative products ςe.g. RapidFit
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2009 highlights - strategic

ÅCompleted the acquisition of Southwest Mouldings

ÅContinued to grow business with key customers

Å Introduced new innovative products

ÅExpanded presence in outdoor segment
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2009 highlights - strategic

ÅCompleted the acquisition of Southwest Mouldings

ÅContinued to grow business with key customers

Å Introduced new innovative products

ÅExpanded presence in outdoor segment
Å $30B pa outdoor market ºмл Ȅ ¢ŜƴƻƴΩǎ ǘǊŀŘƛǘƛƻƴŀƭ ƛƴŘƻƻǊ ƳŀǊƪŜǘ

Window trim

Garage door trim

Door trim

ÅPorch flooring

ÅPorch panels

ÅDecking/railing

ÅFencing/trellis/ screens

ÅColumns

ÅStair components

ÅWindow and door 

components

Potential applications

Rake board Siding

Soffit

Exterior mouldings

Decorative
columns

Fascia (behind
gutter, downspouts)

Corner
boards

Future growth

ÅBuild on existing model

ÅCore objectives are to:

ïStrengthen existing market-leadership position

ïGrow earnings base for market recovery

ïSeed new opportunities

ÅExpect to see us:

ïContinue to invest in value-added products & services

ïMaintain our innovation push

ïDrive earnings and cash generation

ïGrow with our key customers

V

Greater share with existing customers

Accessing new customers

Introducing new products

Expanding into new market segments

Applying new technology

Consistent with ñspecialtyòmodelAcquisition

Organic
Strengthen existing model

Grow earnings base

Seed future opportunitiesV

Greater share with existing customers

Accessing new customers

Introducing new products

Expanding into new market segments

Applying new technology

Consistent with ñspecialtyòmodelAcquisition

Organic
Strengthen existing model

Grow earnings base

Seed future opportunities
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Strong market positioning ςgrowth options exist

ω2000+ Ship-¢ƻΩǎ ƛƴ ǘƘŜ ¦Φ{Φω850+ Ship-¢ƻΩǎ ƛƴ ǘƘŜ ¦Φ{Φ 

Pro Dealers Retail Home Centers

Distribution Facility

Manufacturing Facility

Properly aligned value chain for future growth

TAUPO

Saw Mill

TAUPO

&

ORNAMENTAL 
Remanufacturing

Operations

FWS

Low Overhead 
Sales

EMPIRE 

SOUTHWEST

ORNAMENTAL

FWS

Full Service 
Distribution

EMPIRE

ORNAMENTAL

FWS

Retail 
Marketing 
Services

Customer

Tenon Shared Services
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Customer performance management

ÅWe are a customer driven organisation

ïSupport the customer
ÅSupport revenue growth & market share

ÅOptimise working capital

ÅGrow earnings

Managing complexity and scarcity for our customers

ÅManagement of complex, global supply chains

ïSpecial expertise

ïDisciplined execution
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Managing complexity and scarcity for our customers

ÅManagement of complex, global supply chains

ÅManagement of challenging retail operations

ïSpace allocation

ïInventory turns optimisation

Managing complexity and scarcity for our customers

ÅManagement of complex, global supply chains

ÅManagement of challenging retail operations

ÅFocus on high-value products

ïSolid clear moulding and boards

ïDecorative hardwood mouldings
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The goal

ÅSustainable market differentiation 

ïresulting in:

ÅSustainable market leadership

ÅProfitable growth

ÅShareholder value creation

Proceedings today

ÅCEO address ς2009 review

Å/ƘŀƛǊƳŀƴΩǎ ŎƻƳƳŜƴǘǎ ς2010 outlook

ÅShareholder questions

ÅResolutions

ÅRefreshments
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2010 outlook

Average same store sales
% change from previous comparable period 
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2010 outlook

ÅCurrent environment makes long-term forecasting difficult

ÅBut cancomment on short-term

Å{ƛȄ ƳƻƴǘƘǎ ǘƻ 5ŜŎŜƳōŜǊ Ωлф  

Å!ōǎŜƴǘ ŀƴȅ ƳŀǘŜǊƛŀƭ ŎƘŀƴƎŜǎ ŦǊƻƳ ǘƻŘŀȅΩǎ ŎƻƴŘƛǘƛƻƴǎ Χ

Å Expect Operating Earnings to be up +20% V

όƻƴ ƛƳƳŜŘƛŀǘŜƭȅ ǇǊŜŎŜŘƛƴƎ  ǎƛȄ ƳƻƴǘƘǎ ǘƻ WǳƴŜ Ωлфύ 


