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Forward -Looking Statements

This presentation contains "forward-looking" statements based on current expectations regarding future plans, events, outlook, objectives and financial
performance, expectations for future sales growth and earnings per diluted share (GAAP and non-GAAP) for the second quarter and full year fiscal
2016. Forward-looking statements can be identified by words including “expect,” “believe,” “anticipate,” “estimate,” “may,” “will,” “would,” “could,”
“confident” or other similar words, phrases or expressions. Forward-looking statements involve known and unknown risks and uncertainties, which may
cause the Corporation's actual future results and performance to differ materially from expected results. These risks include but are not limited to:
general economic conditions in the United States and internationally; unfavorable changes in the United States housing market; industry and
competitive conditions; a decline in corporate spending on office furniture; changes in raw material, component or commaodity pricing; future acquisitions,
divestitures or investments; the cost of energy; changing legal, regulatory, environmental and healthcare conditions; the Corporation’s ability to
successfully complete its business software system implementation; the Corporation’s ability to implement price increases; changes in the sales mix of
products; the Corporation’s ability to achieve the anticipated benefits from closures and structural alignment initiatives; and force majeure events outside
the Corporation’s control. A description of these risks and additional risks can be found in the Corporation's annual and quarterly reports filed with the
Securities and Exchange Commission on Forms 10-K and 10-Q. The Corporation undertakes no obligation

to update, amend or clarify forward-looking statements.

Non-GAAP Financial Measures

This presentation contains certain non-GAAP financial measures. A "non-GAAP financial measure" is a numerical measure of a company's financial
performance that excludes or includes amounts different than the most directly comparable measure calculated and presented in accordance with
GAAP in the statements of income, balance sheets or statements of cash flow of the company. We have provided a reconciliation of non-GAAP
financial measures to the most directly comparable GAAP financial measure.

The non-GAAP financial measures used within this presentation are: gross profit, operating income, operating profit, net income per diluted share
(i.e., EPS), excluding restructuring and impairment charges and transition costs. Non-GAAP EPS is calculated using the Corporation’s overall
effective tax rate for the period. We present these measures because management uses this information to monitor and evaluate financial results
and trends. Management believes this information is also useful for investors. This presentation also contains a forward-looking estimate of non-
GAAP earnings per diluted share for the second quarter and full fiscal year 2016. We provide such non-GAAP measures to investors on a
prospective basis for the same reasons we provide them to investors on a historical basis. We are unable to provide a reconciliation of our forward-
looking estimate of non-GAAP earnings per diluted share to a forward-looking estimate of GAAP earnings per diluted share because certain
information needed to make a reasonable forward-looking estimate of GAAP earnings per diluted share for the second quarter and full fiscal year is
difficult to predict and estimate and is often dependent on future events which may be uncertain or outside of our control. These may include
unanticipated charges related to asset impairments (fixed assets, intangibles or goodwill), unanticipated acquisition related costs and other
unanticipated non-recurring items not reflective of ongoing operations.



Key Investment Considerations

Leading Market Positions

Split & Focus with Leverage

Breadth & Depth

Attractive Investment Opportunities

Culture of Lean / Rapid Continuous Improvement

Strong Balance Sheet / Cash Flow

Proven Track
Record of
Delivering

Results




HNI Overview

Split & Focus
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Channel Mix

Supplies-Driven

« Small office owner is typical customer

e Large company or image driven firm is
target client

 Shorter buying cycle

e Small to medium purchases
 Standardized product

* Reactive to macro economy

¢ Wholesalers hold inventory

» Broad multi-channel distribution

» Multiple fulfillment models

Key Characteristics

Longer buying cycle
Project-driven
Customized products
Lags economy

Made to order
Aligned distribution

International businesses

Office Furniture Leader

HNI Revenue - $2.3B

Office
Furniture
7%

Office Furniture Revenue - $1.8B

Supplies
Driven
50%

Contract

50%




HNI

Supplies-Driven

HON

Inspired by practicality, offering a full
line of high-quality solutions serving
the small and medium-sized
workplace.

maxon’

Office furniture systems with planning and design
technologies for small and mid-sized businesses

artcobell

K-12 thought leader helping
educators prepare students for what's
next

Powerful Brands

Office Furniture

The trusted partner for the professional
services client, providing a broad range of
premium furniture solutions

Helping organizations deliver workplace
outcomes that matter

Delivering relevant solutions with differentiated

Inspired design and uncompromised )
service

craftsmanship in elegant furniture and
fabrics for high impact customer spaces

International

Lamex HNI

Greater China’s trusted leader in bpergo
manufacturing and marketing of India’s leading office furniture company
workplace furniture solutions and pioneer of modern modular furniture



Broadest and Deepest

Product Solutions and Price Points

Seating

|

Systems / Open Work Spaces

|

Semi-Private / Private Offices

|

Conferencing / Training

|

Social / Collaborative Areas

|



HNI
Brands

Key
Competitors

@ Core, sweet spot

Supplies--Driven Channel

Broadest and Deepest

Market Coverage

North America

Contract Channel

Global
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2015 & 2016F per Global Insight February 2016 report.

2006

Contract Industry Trend

Office Furniture

BIFMA Shipments

Peak: $13.3B (2000)

2011
2012
2013
2014
2015
2016F



Billions of Dollars (nominal)

Corporate Profits

Source: U.S. Department of Commerce
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Market Drivers

Office Furniture
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Hearth Market Leader

HNI Revenue - $2.3B

Hearth
. 23%
Channel Mix
New Construction
* Sold through owned & independent installing * Sold through owned & independent specialty
distributors dealers
Hearth Revenue - $0.5B
Key Characteristics
Leading market position ~ — Leading portfolio of brands
New Construction Retail
Non-Pellet Pellet -
« Driven by single family new construction . . . _ New Retail
« Driven by residential « Driven by energy Construction 55%
 Primarily gas-burning fireplace products remodel market prices & weather 450¢
 Primarily gas-burning * Primarily alternative .
fireplace products fuel stoves

* Influenced strongly by e Serves as a heating
general economy source




New Construction

The most preferred fireplace brand
among building professionals
since 1927

America’s most prominent
specialty hearth retailer and
builder design center

More than 50 years of style,
performance and durability in
wood and gas fireplaces

The recognized leader in design
and innovative technologies

Powerful Brands
Hearth

A legacy of performance and easy
operation in wood and pellet
products

Producer of premium wood and pellet
stoves

Iconic American-made cast iron
stoves, fireplaces and grills that
blend tradition with innovation

Leading log and venting
technologies



Seasonally Adj. Annual Rate (K)

Single Family Housing Starts
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Market Drivers

US Temperatures
Variance from Average

Source: U.S. NOAA
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NEW PRODUCT
SOLUTIONS

SELLING
CAPABILITIES

OPERATIONAL
TRANSFORMATION

Investment Approach

PLUS

ARCHITECTURAL
WALLS

K-12 EDUCATION

INTERNATIONAL

4 CHINA
INDIA P
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Simplification of
Manufacturing Distribution

Closed / Eliminated over 20 locations

Core Competencies

 Strong history and culture of eliminating waste

* Ability to better serve customers

» Capacity for growth within existing facilities

 Drive breakthrough results

2016 — 2018 Initiatives

 Large structural transformation opportunities

* $50M to $60M of restructuring charges

* $35M to $40M of annual savings
15



Strong Balance Sheet
Outstanding Cash Flow

Significant cash flow generation Operating Cash Flow

$350 ~
« Strong working capital $300 -
e Funds core capital priorities 2 $250 |
% $200 -
£ $150 |
Solid financial position $100 -
« Financed with $292M debt and $1.5B equity $ZO |
» Financially flexible: Debt/EBITDA 1.3x s 88 3 3 9328 32 2 ¢
» Sizable debt capacity for growth (~$100M) Se s s s s s s TR
Dividends
_ . $0.28 -
Committed to strong dividend 5026
» History of increasing dividend $0.24 |
* Attractive dividend yield: 2.7% $0.22 -

$0.20 -
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