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HNI Leading Market Positions - Powerful Office Furniture Brands

Allsteel’
3

Allsteel designs, bui ds anc delivers reievant innovation
in warkpiace furniture.
MBS Sadin Seien

Gunlocke’

- An industry leader in the design, manufacture and marketing
of premium wood office furniture.

®

HON.

Inspired by practicality, offering a full line of high-quality sciutions
serv.ng the small and medium-sized workplace.

Award-winning design and superior craftsmanship in wood office
fur v ture and fabricy created for demanding ckents worfdwide.

PAOLT

A leading provider of high-quality and weli-p ‘ced waod office
furniture for mid-tier customers,

Office furniture systems with plarning and design technologies
for mid-sized bus nesses.

LAMEX’

China's lead ny manufacturer and marketer of a full range of office
furn ture solutions.

Supplies-driven Channel Contract Channel




Leading Market Positions — Preeminent Hearth Brands

Ihedtiator:

The number-one preferred fireplace brand among
homebuilders since 1927

Duabra-FIRE®

Renowned for parformance, durability and control
in wood, peliet and gas fueled hearth products.

HEAT&GLO-

The innovation and design leader in:gas hearth systems -
the industry’s most award-winning brand.

The hearth industry’'s foremost producer of precision
quality-crafted wood and pellet stoves.

FIRESIDE

HEARTH&SHOME®

America’s [argest netwark of hearth product and service et & Gl Selaris™ s Arvplaca
outlets for consumers and homebui ders.

New Construction Channel Remodel / Retrofit Channel




Strong distribution capabilities...

» HNI has the broadest and deepest distribution
capabilities in both the Hearth Products and
Office Furniture Segments

= “Split and Focused” decentralized business
model focuses on distinct markets

...Enhance market penetration

= Established long-term relationships with clients,
driving market share

» Channel diversity has historically limited volatility

Breadth & Depth of Product Offering & Distribution Channels
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Contract Channel
Contract Image

Supplies-Driven Channel
Commercial

Retail

HNI
Companies
Gunlocke E
el i
Key- .:Asi'an Imparts
Competitors

& Core, sweetspot

Remodel f Retrofit Channel

Mew Construction Channel
Dealer DY

HNI
Companies

Key
Competiitors

o Core, sweetspol




Culture of Lean / Aggressive Cost Controls

1993: First to bring lean
manufacturing to the industry

sSignificant cost structure reset in 2009:
$150M+

=19 facilities closed since 1993

Simplification of Manufacturing Distribution

(7 facilities closed since 2006)

xCapacity to grow +2x with existing
facilities

sExcellent performance with restructured
logistics system

=Exited multiple small non-core
businesses

sNumerous manufacturing in-sourcing
initiatives

xSignificant SG&A actions
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Investing in the Future




= Generated significant cash flow
» Generated ~$177M free cash flow in 2009
= Expecting $80-$100M free cash flow in 2010

Working Capital

= Objective: Not a use of cash as revenue grows

Strong Balance Sheet with Outstanding Cash Flow

$ in millions

Total Debt at $200 million

$ (Millions) Maturity

Private Placement 150 2016
Revolving Credit Facility 20 2014

Debt / EBITDA: 1.7x

Well inside most restrictive existing bank covenant

Declared 222" consecutive quarterly dividend

Only major office furniture company to maintain dividend
in 2009

Highlights disciplined cash management and manageable
leverage profile

Current Dividend Yield: 3.50%
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Outlook

= Optimistic about office furniture and hearth markets
= Anticipating sales momentum to continue in contract and international business
» Expect near term growth in hearth and supplies driven channels

= Hearth business on track for a significant turnaround and full year profitability

= Strategically positioned for long term growth
= Continue aggressive investments in selling, marketing and product initiatives

= Remain focuses on improving operations, reducing costs and generating cash

13



