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Use of Non-GAAP Financial Information

Diebold has included non-GAAP financial measures in this presentation to supplement Diebold’s consolidated condensed financial statements presented on a
GAAP basis. Definitions of these non-GAAP financial measures and reconciliations of these non-GAAP financial measures to the most directly comparable GAAP
financial measures are included elsewhere in this presentation.

Diebold’s management uses non-GAAP product, service and total gross margins, non-GAAP operating expense, hon-GAAP operating profit, non-GAAP tax rate,
non-GAAP net earnings, and non-GAAP diluted earnings per share, and excludes losses or other charges that are considered by Diebold’s management to be
outside of Diebold’s core business segment operating results. Net debt and free cash flow are liquidity measures that provide useful information to management
about the amount of cash available for investment in Diebold’s businesses, funding strategic acquisitions, repurchasing stock and other purposes.

These non-GAAP financial measures may have limitations as analytical tools, and these measures should not be considered in isolation or as a substitute for
analysis of Diebold’s results as reported under GAAP. Items such as impairment of goodwill and intangible asset, though not directly affecting Diebold’s cash
position, represent the loss in value of goodwill and intangible assets over time. The impairment expense associated with this loss in value is not included in non-
GAAP operating profit, non-GAAP net earnings, non-GAAP diluted earnings per share and therefore does not reflect the full economic effect of the loss in value of
those goodwill and intangible assets. In addition, items such as restructuring charges and non-routine expenses that are excluded from non-GAAP gross profit, non-
GAAP operating expense, non-GAAP operating profit, non-GAAP net earnings, and non-GAAP diluted earnings per share can have a material impact on cash flows
and earnings per share. In addition, free cash flow does not represent the total increase or decrease in the cash balance for the period. The non-GAAP financial
information that we provide also may differ from the non-GAAP information provided by other companies.

We compensate for the limitations on our use of these hon-GAAP financial measures by relying primarily on our GAAP financial statements and using non-GAAP
financial measures only supplementally. We also provide robust and detailed reconciliations of each nhon-GAAP financial measure to the most directly comparable
GAAP measure, and we encourage investors to review carefully those reconciliations.

We believe that providing these non-GAAP financial measures in addition to the related GAAP measures provides investors with greater transparency to the
information used by Diebold’s management in its financial and operational decision-making and allows investors to see Diebold’s results “through the eyes” of
management. We further believe that providing this information better enables investors to understand Diebold’s operating performance and to evaluate the efficacy
of the methodology and information used by management to evaluate and measure such performance.



Forward-looking Statements

In this presentation, statements that are not reported financial results or other historical information are “forward-looking statements”. Forward-looking statements give current
expectations or forecasts of future events and are not guarantees of future performance. These forward-looking statements relate to, among other things, the company’s future
operating performance, the company's share of new and existing markets, the company's short- and long-term revenue and earnings growth rates, and the company’s
implementation of cost-reduction initiatives and measures to improve pricing, including the optimization of the company’s manufacturing capacity.

The use of the words “will,” “believes,” “anticipates,” “expects,” “intends” and similar expressions is intended to identify forward-looking statements that have been made and may
in the future be made by or on behalf of the company. Although the company believes that these forward-looking statements are based upon reasonable assumptions regarding,
among other things, the economy, its knowledge of its business, and on key performance indicators that impact the company, these forward-looking statements involve risks,
uncertainties and other factors that may cause actual results to differ materially from those expressed in or implied by the forward-looking statements. The company is not
obligated to update forward-looking statements, whether as a result of new information, future events or otherwise.

Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of the date hereof. Some of the risks, uncertainties & other factors
that could cause actual results to differ materially from those expressed in or implied by the forward-looking statements include, but are not limited to:

« competitive pressures, including pricing pressures and technological developments;

« changes in the company's relationships with customers, suppliers, distributors and/or partners in its business ventures;

« changes in political, economic or other factors such as currency exchange rates, inflation rates, recessionary or expansive trends, taxes and regulations and laws affecting the
worldwide business in each of the company's operations, including Brazil, where a significant portion of the company's revenue is derived,

« global economic conditions, including any additional deterioration and disruption in the financial markets, including the bankruptcies, restructurings or consolidations of financial
institutions, which could reduce our customer base and/or adversely affect our customers' ability to make capital expenditures, as well as adversely impact the availability and
cost of credit;

« acceptance of the company's product and technology introductions in the marketplace;

« the finalization of the company's financial statements for the period(s) discussed in this release;

« the company's ability to maintain effective internal controls;

« changes in the company's intention to further repatriate cash and cash equivalents and short-term investments residing in international tax jurisdictions could negatively impact
foreign and domestic taxes;

¢ unanticipated litigation, claims or assessments, as well as the outcome/impact of any current/pending litigation, claims or assessments, including with respect to the company's
Brazilian tax dispute;

« variations in consumer demand for financial self-service technologies, products and services;

« potential security violations to the company's information technology systems;

« the investment performance of our pension plan assets, which could require us to increase our pension contributions, and significant changes in health care costs, including
those that may result from government action;

« the amount and timing of repurchases of the company's common shares, if any;

« the outcome of the company's assessment of its indirect tax compliance in Brazil; and

« the company's ability to achieve benefits from its cost-reduction initiatives and other strategic changes, including its multi-year realignment plan and other restructuring actions,
as well as its business process outsourcing initiative with Accenture.



Investment Thesis

underway
Driving while
Establishing culture
Creating foundation for long-term
market position and customer base
Well positioned to capitalize on secular trend toward

Committed to and plan to grow into the payout ratio



Strong Foundation Moving Forward

2013 Revenue Breakout

INDUSTRY SOLUTION GEOGRAPHY
2% 8%

13%

13% 49%

17%

North America

I Financial Self-Service B Service

B Security " product Asia Pacific

B Brazil Other Europe, Middle East and Africa

Brazil

Latin America



Need for Change

Revenue
Gross Margin
Operating Profit

Free Cash Flow

2008

$3.1B

25.9%

$273M

$224M

2012

$3.0B

24.6%

$175M

$86M

2013

$2.9B

23.9%

$139M

$89M



DIEB®LD

Diebold 2.0 Turnaround Strategy




Diebold 2.0

Based on Four Core Pillars

GROWTH

TALENT




Diebold 2.0

Eight Point Program
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Collaborate with
customers and
partners to drive
innovative solutions

Instill a winning
culture grounded in
execution

Further leverage Generate long-term,
services and profitable growth
software



Diebold 2.0

Execution Proof Points

. Rebuild credibility
. Establish competitive cost structure

. Drive sustainable improvement in free cash flow

. Improve sales effectiveness
. Increase speed and agility
. Instill winning culture grounded in execution

. Collaborate with customers and partners to drive
innovative solutions

. Further leverage services and software

. Generate long-term, profitable growth

Met or exceeded expectations for three consecutive
guarters, despite currency headwinds

On track with $150M cost savings program
Ended annual decline in free cash flow since 2009
Simplified number of sales comp plans from 80 to 10

Announced partnership with Oracle/Infosys for IT
transformation

Announced partnership with Accenture for back-office
transformation

Recruited new talent to the company
Implemented bonus program for 6,000 NA employees

Announced turnaround performance share grant for 80 top
global managers

Initiated employee discounted stock purchase plan



Step 1: Stabilization/Low-Hanging Fruit

_ Q1 2013: Q1 2014:

Service gross margin up
~5 percentage points

GAAP OP

Q1 2013; Q1 2014:
($13.9M) $23.3M

Service gross margin up
~5 percentage points

$300

Free Cash Flow
$200

$100

$-
2009 2010 2011 2012 2013

Underlying working capital
metrics steadily improving

Cash conversion cycle
improved from 84 days in
2009 to 64 days in 2013

—

*Forecasting
2014 FCF $80-
$100M, including
$35M increase in
CapEx



Step 2: Reinvent Diebold

Major Transformational Initiatives/Investments
CRAWL WALK RUN

build foundation automate and enable accelerate and grow

Innovation
Increase R&D investment

Back-Office Transformation >
Partnership with Accenture

Service Transformation >
Mid-term goal of 30%-+ service gross margin

Sales Transformation >
SalesForce.com implementation

Increase sales coverage




En Route to a Services-Based Company Enabled by Software
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2006 2007 2008 2009 2010 2011 2012 2013 2014 YTD Mid-Term

Sales ($Billions)

B Hardware 1.3 1.4 1.5 1.2 1.3 1.3 1.3 1.2 0.3

[ Services/Software 14 1.5 1.6 1.5 1.5 1.5 1.7 1.7 0.4

Total 2.7 2.9 3.1 2.7 2.8 2.8 3.0 2.9 0.7 +3.0

Service Gross Margin ~ 20.5% 20.8% 23.7% 24.5% 26.4% 27.4% 25.7% 27.0% 28.4% +30%




Growth Opportunities




Secular Trends and Financial Self-Service Market Growth

Branch Transformation
Mobility

Outsourcing

Emerging Markets

Logical/Digital Security

Core FSS Total Addressable Market (TAM)

$20B

$0B

CAGR

+$5B | ~8%
~$19B

~13%

~$14B

~3%

~20%

~8%

~4%

2013 2017F

Source: Retail Banking Research, Diebold Estimates

7 Managed Services/
Outsourcing (ATM)

[ Maintenance (ATM)

B Branch

| Deposit
Automation

B ATM Hardware/
Software



Branch Transformation

Key Factors Banks Consider

Technology _
& Processes| Experience

Productivity




Branch Transformation: Optimizing the Branch Operation
Example: JP Morgan Chase

Traditional branch Branch of the future

4,400 2,500-3,500

" Advisory staff includes Bankers, Business Banking Relationship Managers, Financial Advisors; Transactional staff includes Tellers, Sales & Senvice Assodates, Branch
Managers, and Assistant Branch Managers

Source: JP Morgan Chase Investor Day presentation, February 2014.



Branch Transformation Solution: In-Lobby Terminal

Performs ~90% of transactions done by a physical teller vs. ~60% with traditional ATM

Capabilities

Concierge video services (2 way video)
Driver’s license scanner

Digital signature capture

Barcode reader for bill pay

Card dispensing

Statement printing

Contactless card reader

Cash/check deposit automation
Recycling (cash and coin)

Cash/coin dispensing in multiple denominations
One-to-one marketing




Branch Transformation

Deposit Automation: U.S. Focus

Tier 1 Nationals:
3 banks/
44,000 ATMs

Tier 2 Nationals:
22 banks/47,000
ATMs

y' . —

Regionals:
1,100 banks & credit

unions/47,000 ATMs

Community:
13,000 banks & credit unions/85,000 ATMs

*Represents data as of 12/31/13. Source: Diebold internal estimates.

% Deposit Automation-Enabled

85%

50%

20%

10%



Physical Security Opportunities

Branch transformation provides tailwind

Services-led integration project

Self-service access to safe
deposit box

Use of bank card and biometrics
for multi-layer identification
verification

Automated presentation of
captured safe deposit box,
requiring customer key for access



Mobility

In partnership with Paydiant, mobile
wallet provider

Pre-stage transactions at the ATM
via the mobile wallet

Utilize Quick Response (QR) codes
or Near Field Communications
(NFC) to initiate transaction



Outsourcing

: I . : :
Secular Trend Towards Outsourcing 1 Sizing the Outsourcing Opportunity
|
Example: IT Industry :
100% - - $30B
|
|
50% - :
| $3B
| $1.5B
0% - T |
1990s Today |
| i
100% - ATM Industry 1 2013 Total 2013 Attainable 5% Increase 10% Increase
0 : Revenue Pool Revenue Pool
I m Attainable Base m Additional
50% - l
: Source: Accenture
0% - : ‘ : *10% shift from insourcing to outsourcing results
Today Future I in additional $3B in total addressable market

1Qutsourced ®Insourced
Source: Accenture



Managed/Outsourcing Services

Opportunities in Both Financial Self-Service and Electronic Security

Hardware Design & engineering services
Terminal software development/ Installation & maintenance services
maintenance o

Alarm monitoring

Installation and maintenance ]
Remote video/DVR health check

Transaction processing

Managed access control
Deposit automation & payment _
processing Cellular & disaster backup

ATM monitoring Reporting/analysis & metrics

Remote software deployment
Currency management & forecasting
One-to-one marketing at the ATM
Mobile banking

ATM logical security, including Endpoint,
Critical System Protection

Reporting/analysis & metrics

Enhance competitiveness by
staying current with emerging
technology

Maintain compliance, enhance
security and improve efficiencies

Support through hardware-
agnostic services

Provide single point of contact

Enable end-to-end program
management

Leverage Diebold’s scale



Managed/Outsourcing Services

Largest Machine Shops in North America

M Networks

| argest pank AT

Source: RBR and Diebold internal estimates.



Emerging Markets Opportunity

ATMs Per Million Population

1,600 -
Emerging markets represent 65% of global ATM installed base
1,400 - _
Growing at 10% CAGR
1,200 - _ _
Overall demand will remain strong long-term
1,000 - — Growing middle class
800 - - Desire for self-service
- Aggressive deployment of new technologies
600 -
400 -
200 -
° 5 - > O > 5
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[ Emerging Markets
Source: RBR Global ATM and Market Forecasts to 2017



Emerging Markets: Power Stabllity Top of Mind

60%

50%

40%

30%

20%

10%

0%

Percent of Firms Identifying Electricity as a Major Constraint

Middle East & Sub-Saharan South Asia Latin America

North Africa

Africa & Caribbean

Source: The World Bank, Enterprise Surveys, Infrastructure.

Eastern
Europe

East Asia &
Pacific



Emerging Markets Solution

World’s most energy efficient ATM (D429)
Intelligent power management system
Developed in India for rugged environments

Runs on multiple power sources (battery,
solar and grid)

Will introduce power management across
product line going forward

(O



Diebold Security

Electronic vs. Physical

Electronic security continues to become
a larger piece of Diebold security

100% ~$630M  ~$606M ~$624M  ~$619M

% |
60% |
40% r
. 53% 56%
20% | 48%
0% *~
2010 2011 2012 2013

m Physical

m Electronic

Both businesses are services-led

2013 Revenue: Electronic Security

m Products

m Services

2013 Revenue: Physical Security

m Products

m Services




Electronic Security Overview

Focus Areas for Growth

End-Market Diversification /A\ » EE
LLI L

Over 60 new commercial customers in 2013 =
Financial Commercial

Sales Headcount
Dedicated financial and commercial sales teams

Increase sales headcount by 50%, hiring 50+ industry
experienced sales professionals by the end of 2014

Recurring Revenue (i.e. Monitoring)

Software IP / SecureStat®
Expand customer facing web solutions

Gaining traction with ~300 new customers and
~12,000 sites (as of Q1 2014)



Electronic Security Overview

Segments and Providers

Systems Integration

SECURITAS

Alarm Monitoring

SSSSSSSS

Hybrid Companies

tyco



Electronic Security Overview

North America Market Size & Segmentation

Security Providers

~6.4 Enterprise Integration 1,000 local integrators

~3.7 National and Regional Handful of competitors
Accounts

~6.4 Local Commercial 10,000 local providers

~2 Customer Residential 10,000 local providers

~1.8 Mass Market Small 10,000 local providers
Business

~5 Mass Market Residential 10,000 local providers

Source: IMS Research, SDM,

Imperial Capital & Management Estimates

~$9B Total
Addressable
Market



Q1 2014 Results & 2014 Outlook




Q1 2014 Key Takeaways

Generated financial results in line with expectations
Delivered sizable portion of backlog in Brazil

Increasing investment levels in development, sales and marketing, IT and back-
office support

Starting in Q2, stepping up reinvestments which will continue over next 6-8
quarters

Devaluation of the Venezuelan bolivar had adverse impact on earnings in Q1 and
will make things more challenging this year, but maintaining full-year guidance for
non-GAAP EPS of $1.65-$1.85

Number of transformation initiatives underway; in early stages of multi-year
turnaround with long journey in front of us



Q1 2014 Regional Update*

North America; EMEA:

i (0)
. Total orders decreased 9% T_otf_;ll orders increased 75% and
similarly on constant currency

e Total FSS orders decreased 14%;

order activity in regionals continues to S:l?r':/?g;mgndtln South Africa
steadily improve a Iddle Eas

Total security orders increased 2% (E;arlgmeg;:]a:jcu?cnkillq Wes;f)rrge
with growth in electronic security . : urop picking up

mostly offset by decline in physical ol new customers by focusing on
security s - global accounts

Latin America: Brazil: Asia-Pacific:

Total orders increased 5% « Total orders increased 75% or Total orders decreased 7%, or 3%

Improvements in both FSS and more than doubled constant constant currency
security currency, mainly due to 2 large _ _
IT-related equipment orders Lower volumes in China mostly
Ended 2013 with improved backlog Excluding th 2 ord offset by higher volume in India
- - - i xcluding these 2 orders, u _ _
in region which positions us for low d b? o - Continues to be multi-faceted,
revenue growth this year ow double digits constant : S
currency emerging market and confident in

ability to effectively compete



Q1 2014 Financial Results (non-GAAP)

YOY Comparisons

Revenue +9%, or +12% constant currency
Financial self-service -4%, or -1% constant currency

Security +4% (electronic security +19% and physical security -14%)
Total gross margin up 3 percentage points at 24.0%

Service gross margin up 5.3 percentage points at 28.4%
Product gross margin up 0.6 percentage points at 18.4%
Operating expense down 0.7 percentage points at 19.7%
Non-GAAP EPS was $0.24, including $0.09 impact from Venezuelan bolivar devaluation

Free cash (use) decreased $2M



2014 Outlook

Non-GAAP Financials

2013
Revenue $2,857M
EPS* $1.36
Free Cash Flow $89M
Tax Rate 32.7%

*Excluding Brazil valuation allowance of $0.61 from 2013

2014E
Up mid single digits
$1.65to $1.85
$80M to $100M

~30%



Financial Overview




Financial Performance Trends

$B Revenue / Gross Margin*

$3.2

$3.0
$2.9
$2.8
$2.7
$2.6
$2.5

$3.1
2008 2009 2010 2011 2012

mmm Revenue  ====Gross Margin

*Non-GAAP financials

2013

30.0%

28.0%

26.0%

24.0%

22.0%

20.0%

$M
$300

$250
$200
$150
$100

$50

2008

Operating Profit / Margin*

2009

2010

= Operating Profit

2011

2012

2013

=== Qperating Margin

10.0%
9.0%
8.0%
7.0%
6.0%
5.0%
4.0%
3.0%
2.0%
1.0%
0.0%



Cost Structure Improvements

Cost Savings Investments
FTE Reductions H1 '13
R&D
Pension Q3 ‘13 .
G&A Transformation

VERP Q4 ‘13
IT infrastructure
Service Transformation '14-‘15

_ Sales force / talent
G&A Transformation ‘14-'15

$150M _ _($75M)
i
2013 2014 2015

v/ $30M $20 to $25M $20 to $25M



Free Cash Flow / Working Capital

M Free Cash Flow Cash Conversion Cycle - CCC
$300 95 (days)
$250 %0

o

$200 80

75
$150 70

65
$100 60

55
$5

I 2008 2009 2010 2011 2012 2013

$-

2008 2000 2010 2011 2012 2013 - 2008 | 2009 | 2010 | 2011 | 2012 | 2013

Ended the declining cash flow trend since 2009 -

Underying working captal metics./ CCC have been [N NECCN NECL NECEIN N R M
steacly mproving




Capital Strategy

Financial Strength and Liquidity

$ millions

Cash & Equivalents
Total Assets
Stockholder’s Equity
Debt

Net Inv. (Debt)*

Net Debt to Capital Ratio

Free Cash Flow

FYE 11
$621

$2,517
$827
($629)
($8)
1%

$161

FYE 12
$630

$2,593
$791
($652)
($22)
2%

$86

FYE 13

$474
$2,183
$597
($525)
($51)
5%

$89

Solid balance sheet

Executed on ~$275M
cash repatriation

Pay down debt



Returning Value to Shareholders

Dividend Per Share

1.20
$ $1.14 $1.15 $1.15

$1.12

$1.10 $1.08
$1.04
$1.00
$1.00
$0.90
$0.80
$0.70 *As of 3/31/2014 close

2008 2009 2010 2011 2012 2013 2014E
Yield 3.6% 3.7% 3.4% 3.7% 3.7% 3.5% 2.9%*

Plan to grow into a long-term, target payout ratio of 35% of non-GAAP after tax earnings



APPENDIX



U.S. EMV Migration Timeline

ATM acquirer

processors must be Liability shift
able to support EMV begins for all
ATMs

chip transactions

l l

( Aug Apr Apr  Oct Oct Oct O
2011 2012 2013 2014 2015 2016 2017
T POS and ATM Maestro S . .
. VlsaU s acquirer processors must be Liability shift Lf'ab'““t/ Sh'ftt tfjefglnls
ISSUes /.. able to support EMV chip begins for orautomated fue
EMV mandate transactions P(is dlspeI:ers
@w ( Sep Apr Oct Oct Oct 0
: 2011 2012 2013 2014 2015 2016 2017
MasterCard Liability shift begins for ATM Liability shift
issues U.S. Maestro interregional begins for all
EMV mandate transactions ATMs



Developed Market Trends

Payment Transactions: Developed Markets

200,000

150,000

100,000 //

50,000

=t Cash === Card = Electronic/ ACH ==@==Checks and Other Paper

Bank ATM Installed Base: Developed Markets
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Cash/Check Usage:
Declining slowly on very strong volume
Check usage totals approx. 20 billion in the U.S.
alone

Card/Electronic Payments:
Solid card payments infrastructure and access to
banking services

Mobile Payments:
Generation Y (ages 18-34) driving growth
Large % population with smartphones
Infrastructure still needs established

ATM Opportunities:
Number of cash/checks in circulation slowly declining
but still very high volume to warrant need for ATMs
Large ATM replacement markets
Fewer branches — replaced by ATMs
Branch transformation
Integrated Services

Diebold R&D Efforts:
Working on developing Next Gen ATM while
incorporating the latest technology

Source: Euromonitor and Retail Banking Research (developed markets include North America, Western Europe, Australia/New Zealand)



Emerging Markets Trends

Payment Transactions: Emerging Markets

1,000,000

800,000 XMM
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Bank ATM Installed Base: Emerging Markets
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Cash/Check Usage:
Many cash-intensive markets
Cash growing with expanding middle class
Expect many consumers to skip checks and go directly to
mobile payments

Card/Electronic Payments:
Growing but small volume in comparison to cash
Infrastructure not as strong as developed markets

Mobile Payments:
Large unbanked population
Widespread mobile phone penetration among all income
classes (e.g. China and India)
Emerging markets expected to account for 60% of global
mobile payments volume in 2012

ATM Opportunities:
More cash in circulation due to rising middle class in
many emerging markets
Lower ATM penetration
ATM usagel/installations increasing at fast pace
Branch transformation
Integrated Services

Source: Euromonitor and Retail Banking Research (emerging markets include Asia-Pacific, Central/Eastern Europe, Middle East, Africa, Latin America)



GAAP to non-GAAP Reconciliation

Earnings Per Share

EPS (GAAP)

Restructuring changes, non-routine
expense and amortization
Non-routine income

Impairment

Deferred tax expense on foreign
cash repatriation

Total Adjusted EPS
(non-GAAP measure)

Valuation allowance on Brazil
deferred tax assets

Total Adjusted EPS (non-GAAP measure)
excluding valuation allowance on
Brazil deferred tax assets

2012
$1.20

0.62

$1.99

2013
($2.85)

$2.00
(0.02)
0.86

0.76

$0.75

0.61

$1.36



GAAP to non-GAAP Reconciliation

Net Debt

$ millions FYE 11 FYE 12
Cash, cash equivalents and other
investments (GAAP measure) $621 $630
Debt Instruments ($629) ($652)

Net (debt) (non-GAAP measure) ($8) ($22)

FYE 13

$474

($525)

($51)



GAAP to non-GAAP Reconciliation

Free Cash Flow

$ millions 2008 2009 2010 2011 2012 2013

Net cash provided by (used in) operating

activities (GAAP measure) $282 $297 $273 $215 $136 $124

Capital expenditures ($58) ($44) ($51) ($54) ($50) ($35)

Free cash flow / (use) (non-GAAP measure) $224 $253 $222 $161 $86 $89



Investor Relations Contact Information

John Kristoff

Vice President, Chief Communications Officer
Phone: +1 330-490-5900

E-mail: john.kristoff@diebold.com

Jamie Finefrock

Director, Investor Relations

Phone: +1 330-490-6319

E-mail: jamie.finefrock@diebold.com




