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Company Overview

General Information Net Sales

A Industry Leading SertCustom HVAC $600
. o CAGR
Production $500 7% CAG
. $400
A Innovation Leader
$300
A Premium HVAC Products That Provide $200
Superior Performance $100
$_
A Most Sustainable Products That Reduce 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

Carbon Emission&nd Improve Air Quality Net Sales By Segment*

A Total Addressable Market ~50x the Size of

AAON
A Superior Organic Growth m AAON Oklahoma

A Strong Balance Sheet = AAON Coll Product:

BasX

*The operations of BASX have been included in our statements of income
since the closing date on December 10, 2021. The above unaudited pro
forma breakdown of net sales for the years ended December 31, 20213

are presented as if the combination had been made on January 1, 2020.



Net Sales By Products And Geography*

2% m Rooftop units 3%

4% ‘
50/“

m Data center cooling
solutions
Parts

m U.S.
m International

7% m Air handlers

m Condensing units
9%
Water source heat
pumps

Cleanroom systems

m Other

*The operations of BASX have been included in our statements of income since the closing date on December 10, 2021. The
above unaudited pro forma breakdown of net sales for the years ended December 31, 2021 are presented as if the
combination had been made on January 1, 20Z8e percentages above may not sum to 100% due to rounding.



AAON StrategyCustomization

A AAON offers the most semdustomized HVAC equipment for
nonresidential buildings in the commercial HVAC industry
A Customization leads to:
- High performance ~ -
- Premium quality - ~
- Energy efficiency

- Lowest cost of ownership

A Automated technologicallyadvanced production

A Proprietary software utilized to drive production of custom outpu e

A Combining low unit costs of mass production processes with th St

flexibility of individual customization

A Modestly premiumpriced equipment, but reasonable considering :

the benefits

A Delivery schedules competitive with standard equipment

alternatives onthe market



AAON Strategyg Product Quality

A AAON has the highest quality products
on the market.
- Standardizing premium parts and components

- Premium designs

A Lowest Cost of Ownership
- Energy efficiency
- Maximizing equipment life span
- Ease of startup and serviceability
- Minimized maintenance
Al1 hbQa LINRRdzOG LR2NIT
energy efficient in the market.
- Foam Insulated Panel Construction
- Direct Drive Backward Curved Plenum Fans
- Variable Capacity Compressors

- Advanced Control Sequences

- AHRI Certified Performance



Transition In Leadership And Cult

A In May 2020, founder Norman Asbjornson stepped down
as CEO, replaced by former President Gary Fields.

A Since 2017, AAON began transitioning from an entrepreneurial
led company to a structured tearoriented led enterprise.

A New Senior Leadership and Structure:
- New Director olnvestorRelations(2020)
-NewCFO (2021
-New CAO (2021)
- New V.P. of Administration (2021)
- New Director of Manufacturing (2022)
- New Executive Vice President of AAON Coil Products (2022)

- New Director of Marketing (2022)
- New CIO (2022)
- New Director ofSales (2022)

A AAON provides higher efficiency while maintaining

lean cost structure.

A Overall, expect better execution and performance.




AAON StrategyUnique Sales Approach

A AAON sells a majority of its equipment through a network of independently owned sales representative
organizations
- Approximately 64 independently managed sales representative firms
- 128 office locations
- One international sales organization, which utilizes 28 distributors
A Differentiation Factors

- Most of our competition chooses to own and control the sales channel

A CompetitiveAdvantages
- Independent sales channel attracts the best sales talent
- Compensation structure of independent sales channel is more attractive, providing better incentives to sell

- Independent sales channel is built on an engineered solutiohsda SR 6 dzaAy Saada Y2RSt dziAf AT A
equipment, as opposed to our competition that is restricted to selling only their equipment regardless of the best
solutiong this allows the independent sales channel to gain market share

- Transfers inventory management risk from AAON to the independent reps



AAON Strategg Unigue Sales Approach

A Despite AAON achieving higgingle digit organic sales
growth overthe last several years, we estimate about
40% of oursales representativebave significant

market share opportunity.

A Providing our sales channel with tools for success

A The New Blueprint for Success
A Leveraging AAON Parts Sales and Service Support

A Replacing underperforming representatives

Opportunity



Nonresidential Commercial HVAC Market

Al1hbQa G20l f | RRNEB:

approximately 50x the size of the

_ _ _ company.
Nonresidential Commercial
HVA$C Market A Historically, AAON and the customized
30B
rooftop market has been a niche of the
industry.
Customized A Customized market is positioned to take
Market share as demand trends shift towards

high performance equipment to meet

AAON
$611M*

indoor air quality, energy efficiency and

decarbonizationrequirements.

*Pro forma 2021 revenue includes full year from
BASX Solutions, which was acquired in December 2021. 10



Investing For Growth

CAPEX
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A In the trailing five years, we increased
capex by a CAGR 95.8%,spending on

average 10.1% of sales.

A In 20172021, most of capex
investments were growthfocused.

Annualmaintenance capexnade up
$20-$30 million.

A In the trailing five years, we increased
R&D by aCAGR of 6.7%pending on
average 3.2% of sales.

A As a percent of equipment sales, peer

average in 2021 was 2.1%.
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Investing For Growtly New Products
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NEW RZ SERIES ROOFTOP UNITS
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" Uy 1 . , .,5—“ replaced the former RL Series with greater efficiency, higher capacity and

o - - quieter operation.
- ' v -In 2021, the RZ rooftop unit was recognized by readers of the building products

trade publication Consultin§pecifying Engineer as the most innovative
LINE RdzOG Ay GKS al £! /Y ' ANJ a2@SYSyYy (s

NEXT GENERATION-RISERIES WITH VARIABLE

i SPEED COMPRESSORS

| | & Fr 11 hbQa fl{d6ad 3ISYSNIGAZY 2F AdGa wb 5
26-70 tons, was introduced to the market in October 2021.

- The new D Series unit comes dramatically more energy efficient, with an average IEE

of 38% higher, leading the market in all tonnage categories.
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Investing For Growtlh New Products

ADVANCEMENTS IN LOW AMBIENTSRIBRCED HEAT PUMP (ASHP) TECHNOLOG
1{1tQa NP a2ysS 2F (KS Yz2ald SySNHe&e STFAOASYyG |
- However, down to a certain outdotemperature,! { | t Qa KA &AG2NAOIFIff& | NB ¢
inoperablewhenthe outdoor temperature falls below 3B.
- AAON has designed a new ASHP configuration that is operable do®f ¢oitdoor temperature.

- In the 4" quarter of 2021, AAON introduced Cold Climate capable A®kEred rooftop units in
the 2-10 tonrange. Since then, we expanded the offering up to 30 tons, making a majority of our
rooftop units now offered with this capability. We have plamsntroduce this new design in most

of our portfolio of rooftop units.

- We think this is significant as the decarbonization secular trend accelerates.

Ss
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Investing For Growtl Longview Facility

e .=

ALY HanumZ !'1hbQa ySg HwMnA
bright white facility on the right in thetop left
picture), which nearly doubled capacity of the

existing 263,000 sq. ft. facility, became operable.

A The expansion is used for both equipment and
coil warehouse storagereducedproduction time

andimprovedoverall efficiency.

A Our Longview facility manufactures air handling

units, split systems, small chillers, and coils.

A Starting in 2023, our Longview facility will also

begin manufacturingBasXequipment. This will

help absorb the robust growtlthe BasXbusiness

Is realizing.

14



