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Safe Harbor Statement

The following information contains, or may be deemed to contain, ñforward-looking statementsò(as defined in the U.S. Private

Securities Litigation Reform Act of 1995). The words ñbelieve,òñexpect,òñanticipate,òñintend,òñestimateòand other expressions that

are predictions of or indicate future events and trends and that do not relate to historical matters identify forward-looking statements.

You should not place undue reliance on these forward-looking statements. Although forward-looking statements reflect managementôs

good faith beliefs, reliance should not be placed on forward-looking statements because they involve known and unknown risks,

uncertainties and other factors, which may cause the actual results, performance or achievements to differ materially from anticipated

future results, performance or achievements expressed or implied by such forward-looking statements. Forward-looking statements

speak only as of the date the statements are made. We undertake no obligation to publicly update or revise any forward-looking

statement, whether as a result of new information, future events, changed circumstances or otherwise. These forward-looking

statements are subject to numerous risks and uncertainties, including, but not limited to: our participation in markets that are

competitive; the highly cyclical industries in which certain of our end users operate; the failure of markets outside North America to

increase adoption of fully-automatic transmissions; risks related to our substantial indebtedness; uncertainty in the global regulatory

and business environments in which we operate; the concentration of our net sales in our top five customers and the loss of any one of

these; future reductions or changes in government subsidies and other external factors impacting demand for hybrid vehicles; U.S.

defense spending; general economic and industry conditions; the discovery of defects in our products, resulting in delays in new

model launches, recall campaigns and/or increased warranty costs and reduction in future sales or damage to our brand and

reputation; our ability to prepare for, respond to and successfully achieve our objectives relating to technological and market

developments, competitive threats and changing customer needs; risks associated with our international operations; labor strikes,

work stoppages or similar labor disputes, which could significantly disrupt our operations or those of our principal customers; and our

intention to pay dividends and repurchase shares of our common stock.

Allison Transmission cannot assure you that the assumptions made in preparing any of the forward-

looking statements will prove accurate or that any long-term financial goals will be realized. All forward-looking statements included in

this presentation speak only as of the date made, and Allison Transmission undertakes no obligation to update or revise publicly any

such forward-looking statements, whether as a result of new information, future events, or otherwise. In particular, Allison

Transmission cautions you not to place undue weight on certain forward-looking statements pertaining to potential growth

opportunities, long-term financial goals or the value we currently ascribe to certain tax attributes set forth herein. Actual results may

vary significantly from these statements.

Allison Transmissionôsbusiness is subject to numerous risks and uncertainties, which may cause future results of operations to vary

significantly from those presented herein. Important factors that could cause actual results to differ materially are discussed in Allison

TransmissionôsAnnual Report on Form 10-K for the year ended December 31, 2016.
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Business Overview
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Allison Transmission at a Glance

¸ Worldôs largest manufacturer of fully-automatic transmissions for medium- and 

heavy-duty commercial vehicles

ï 60% global market share of fully-automatic transmissions

ï Virtually no exposure to Class 8 line-haul tractors

¸ Allison is the premier fully-automatic transmission brand

ï Premium price component frequently specified by end users

ï Differentiated technology

¸ Well positioned for revenue and earnings growth

ï Further adoption outside North America

ï Expanding addressable market 

ï Funded growth opportunities in asset light business model

¸ Strong cash flow generation and well-defined capital allocation policy
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Allison Transmission at a Glance

LTM(1) Net Sales by End Market
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LTM(1) Net Sales: $1.9 billion

(1) LTM 3/31/17.
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Global Market Leader

¸ The ñde factoò standard in medium- and heavy-duty applications

ï Well established as standard in North America

¸ Increasing presence in emerging markets which today are predominantly manual

¸ Virtually no exposure to more cyclical Class 8 line-haul tractors

Global On-Highway Fully-Automatic Share(1)

Other(2)

~40%

Allison

~60%

(1) 2016 Units. Source: Allison and ACT Research.

(2) Majority of ñOtherò volume is in North American Class 4-5 truck and European bus.
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North America On-Highway End Market

Class 1-3 Class 4-5 Motor Home School Bus Class 6-7
Class 8 

Straight

Class 8 

Metro

Class 8 

Tractor 

(Linehaul)

Vehicles

Weight 

(000s of lbs)
< 14 lbs 14 ï19 lbs 16 ï33 lbs 16 ï33 lbs 19 ï33 lbs 33 lbs+ 33 lbs+ 33 lbs+

2016 Industry

Units Produced 
7,272,574 89,797 21,208 36,231 89,330 69,752 49,799 108,796

2016 Allison 

Share
0% 3% 36% 92% 70% 63% 6% 0%

Underserved Core Addressable Market Underserved

¸ ~ 30-40% of Allisonôs North America On-Highway market volume is driven by municipal spending, 

reducing end-market volatility

¸ Significant opportunity to further penetrate the Class 4-5 and Class 8 Metro market

ï ñMetroò is a term for tractors that are used primarily in urban environments, which represent ~30% of the Class 8 tractor market

Note: Analysis excludes Allisonôs Transit/Coach Bus and Hybrid Transit Bus volume.

Source: Class 1-3 from Wards 2016 Factory Sales North America; Core Addressable Market and Class 8 Tractor from Allison and ACT Research.

http://images.google.com/imgres?imgurl=http://www.pensacolacitygov.com/internet/upload/images/fire/firetruck.jpg&imgrefurl=http://www.pensacolacitygov.com/internet/live/details.asp?section_id=1369&subsection_id=1577&h=297&w=450&sz=23&tbnid=FpByHtUFDhu8kM:&tbnh=84&tbnw=127&prev=/images?q=fire+truck&um=1&start=3&sa=X&oi=images&ct=image&cd=3
http://images.google.com/imgres?imgurl=http://www.publiquip.com/photo/Volvo-Garbage-Truck-SE.jpg&imgrefurl=http://www.publiquip.com/trucks/Volvo-Garbage-Truck--668961769.htm&h=520&w=720&sz=77&hl=en&start=5&um=1&tbnid=_SJ0Zj-uyfh8EM:&tbnh=101&tbnw=140&prev=/images?q=garbage+truck&svnum=10&um=1&hl=en&rls=RNWO,RNWO:2006-46,RNWO:en&sa=X
http://images.google.com/imgres?imgurl=http://www.startrackscommand.com/freightliner_trucks/columbia_white.jpg&imgrefurl=http://www.startrackscommand.com/freightliner_trucks.html&h=400&w=600&sz=43&hl=en&start=12&um=1&tbnid=xiHsEFVZS9U3vM:&tbnh=90&tbnw=135&prev=/images?q=class+8+truck&svnum=10&um=1&hl=en&rls=RNWO,RNWO:2006-46,RNWO:en
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Strategic Priorities

¸ Expand global market leadership

ï Capitalize on continued developed markets recovery

ï New vocational offerings

¸ Emerging markets penetration

ï Vocational ladder strategy

ï Increase number of vehicle releases

¸ Continued focus on new technologies and product development

ï Address markets adjacent to core

ï Leverage core technologies for new products with minimal investment

ï Advanced fuel efficient technologies

¸ Deliver strong financial results

ï Exploit capacity availability and asset light business model

ï Focus on margin sustainment

ï Earnings growth and cash flow generation

ï Well-defined capital allocation policy
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. Gentex Roper Graco Sensata Rockwell Donaldson WABCO Eaton Cummins Parker
Hannifin

Superior EBITDA Margin

EBITDA Margin(1)

35.0%

(1)  Calendar Year 2016 EBITDA, which excludes non-recurring or one-time items as designated by each entity, are based on information available in the entityôs most recent 
quarterly or annual report as of 03/06/2017. EBITDA included above may not be consistent with such entityôs reported EBITDA or Adjusted EBITDA, if available.

See appendix for comments regarding the presentation of non-GAAP financial information.
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Premier Industrial Company

Global Market Leader

Premier Brand and End User Value Proposition

Technology Leadership - The Allison Advantage

Diverse End Markets

Multiple Organic Growth Opportunities

Strong Cash Flow Generation with Well-Defined Capital Allocation Policy
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A Recognized Leader and Respected Brand

¸ The Allison brand is associated with:

ï High Quality

ï Reliability

ï Durability

ï Vocational Value and Expertise

ï Technological Leadership

ï Superior Customer Service

ï Attractive Total Lifecycle Value

¸ Over 100 year history of providing high-

quality innovative products and 

demonstrated value to end users

End Users Frequently Request Allison Transmissions by Name and Pay a Premium for Them
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End User Value Proposition

¸ Advantages of a fully-automatic 

Allison Transmission

ï Productivity (acceleration)

ï Maintenance Savings (life cycle costs)

ï Fuel Efficiency

ï Driver Skillset / Wages

ï Training (time, cost)

ï Shift Quality

ï Safety

ï Residual Value

End Users are Willing to Pay a Premium Price for Allison

Low

High

Included in Vehicle Price $3,000 - $7,000 $3,000 - $11,000

Allison

(Fully-Automatic)

Automated 

Manual 

Transmission

(AMT)

Manual 

Transmission

Payback period for a premium Allison Transmission averages less than 3 years

Relative

Customer

Value
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Technology Leadership ïThe Allison Advantage

¸ Allison employs proprietary and patented technology developed over many decades 

and more than six million units

¸ Technology is matched to the selected engine and optimized for the intended vocation

¸ Software algorithms are individually tailored to maximize performance in thousands of 

duty cycles

¸ Customers benefit from superior performance and lower life cycle costs

Generating 

Pull-Through 

Demand

Customer 

Benefits

Engine & Vocation 

Optimized

Superior 

Technology

Lower Vehicle Life Cycle Costs

Superior Performance

Allison Advantage

Proprietary and patented 

technology developed over many 

decades and over 6 million units

Technology Differentiators

Allison Advantage

Properly Matched to Selected Engine

Optimized for Intended Vocation
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Very Diverse End Markets
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Over 50 Year Relationship with Industry-Leading OEMs
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$81 

$315 
$373 $374 

$389 

$521 $520 $511 

$70 

$2 

$10 

$33 $20 

$31 
$9 $10 $9 

$193 

$151 

$317 

$383 
$407 $409 

$540 $530 $530 $520 

9.4% 
8.6% 

16.5% 
17.7% 

19.0% 
21.2% 

25.4% 
26.7% 

28.8% 27.7% 

2008 2009 2010 2011 2012 2013 2014 2015 2016 LTM

Certain Non-Recurring Activity Total % of Sales

$509

Significant Cash Flow Generation
Adj. Free Cash Flow Generation(1)

Note: See appendix for comments regarding the presentation of non-GAAP financial information.

(1) See appendix for a reconciliation of Adjusted Free Cash Flow.

(2) LTM 3/31/17.

($ in millions)

(2)
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Capital Allocation Priorities

¸ Organic revenue growth

¸ New product and technology development

¸ Prudent balance sheet management

¸ Return capital to shareholders

¸ Low-cost, flexible and pre-payable debt structure with long dated maturities
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Free Cash Flow Utilization

Well-Defined Capital Allocation 

Policy

¸ Return capital to shareholders

ƄQuarterly dividend

Ƅ $1 billion share repurchase   

authorization thru Dec 2019

¸ Low-cost, flexible and pre-payable 

debt structure with long dated 

maturities

¸ Prudent balance sheet management

¸ Realize returns from completed 

investments in global commercial 

capabilities, and new product and 

technology development

Note: See appendix for comments regarding the presentation of non-GAAP financial information.

(1) Net of change in Cash & Cash Equivalents.

(2) 2009 adjusted for certain non-recurring activity: (a) capitalized accrued interest on Senior Toggle Notes ($29) million, (b) cash restructuring

charge $51 million, (c) accounts payable early payments $3 million, (d) delayed accounts receivable receipts $19 million and (e) Lehman LIBOR

swap settlement $17 million. All periods adjusted for collateral for interest rate derivatives, purchase of available-for-sale securities, proceeds from

disposal of assets, investments in technology-related initiatives and license expenses, and fee to terminate services agreement with Sponsors.

(3) LTM 3/31/17.

(1)

(2)

(3)


