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Safe Harbor Statement 
Certain statements and information set forth in this 

ǇǊŜǎŜƴǘŀǘƛƻƴ Ŏƻƴǘŀƛƴǎ άŦƻǊǿŀǊŘ-ƭƻƻƪƛƴƎ ǎǘŀǘŜƳŜƴǘǎέ ŀƴŘ 

άŦƻǊǿŀǊŘ-ƭƻƻƪƛƴƎ ƛƴŦƻǊƳŀǘƛƻƴέ ǿƛǘƘƛƴ ǘƘŜ ƳŜŀƴƛƴƎ ƻŦ ǘƘŜ 

Private Securities Litigation Reform Act of 1995.Except 

for statements of historical fact, certain information 

contained herein constitutes forward-looking statements 

ǿƘƛŎƘ ƛƴŎƭǳŘŜ ƳŀƴŀƎŜƳŜƴǘΩǎ ŀǎǎŜǎǎƳŜƴǘ ƻŦ ŦǳǘǳǊŜ Ǉƭŀƴǎ 

and operations and are based on current internal 

expectations, estimates, projections, assumptions and 

beliefs, which may prove to be incorrect. Forward-looking 

statements are provided to allow potential investors the 

ƻǇǇƻǊǘǳƴƛǘȅ ƻŦ ƳŀƴŀƎŜƳŜƴǘΩǎ ōŜƭƛŜŦǎ ŀƴŘ ƻǇƛƴƛƻƴǎ ƛƴ 

respect of the future so that they may use such beliefs 

and opinions as one factor in evaluating an 

investment. Some of the forward-looking statements may 

ōŜ ƛŘŜƴǘƛŦƛŜŘ ōȅ ǿƻǊŘǎ ǎǳŎƘ ŀǎ άƳŀȅέΣ άǇƭŀƴέΣ άŦƻǊŜǎŜŜέΣ 

άǿƛƭƭέΣ άǎƘƻǳƭŘέΣ άŎƻǳƭŘέΣ άŀƴǘƛŎƛǇŀǘŜΣέ έōŜƭƛŜǾŜΣέ άŜȄǇŜŎǘΣέ 

άƛƴǘŜƴŘΣέ άǇƻǘŜƴǘƛŀƭΣέ άŎƻƴǘƛƴǳŜΣέ ŀƴŘ ǎƛƳƛƭŀǊ ŜȄǇǊŜǎǎƛƻƴǎΦ 

²ƘƛƭŜ ǘƘŜ /ƻƳǇŀƴȅΩǎ ƳŀƴŀƎŜƳŜƴǘ ōŜƭƛŜǾŜǎ ǘƘŀǘ ǘƘŜǎŜ 

forward-looking statements are reasonable as and when 

made, these statements are not guarantees of future 

performance and undue reliance should not be placed on 

ǘƘŜƳΦ ¢ƘŜ /ƻƳǇŀƴȅΩǎ ŦƻǊǿŀǊŘ-looking statements involve 

significant risks and uncertainties (some of which are 

ōŜȅƻƴŘ ǘƘŜ /ƻƳǇŀƴȅΩǎ ŎƻƴǘǊƻƭύ ŀƴŘ ŀǎǎǳƳǇǘƛƻƴǎ ǘƘŀǘ 

could cause actual future results to differ materially from 

ǘƘŜ /ƻƳǇŀƴȅΩǎ ƘƛǎǘƻǊƛŎŀƭ ŜȄǇŜǊƛŜƴŎŜ ŀƴŘ ƛǘǎ ǇǊŜǎŜƴǘ 

expectations or projections.For additional information 

regarding known material factors that could cause the 

/ƻƳǇŀƴȅΩǎ ǊŜǎǳƭǘǎ ǘƻ ŘƛŦŦŜǊ ŦǊƻƳ ƛǘǎ ǇǊƻƧŜŎǘŜŘ ǊŜǎǳƭǘǎΣ 

please see its filings with the SEC, including its Annual 

Report on Form 10-K, Quarterly Reports on Form 10-Q, 

and Current Reports on Form 8-K. The reader is cautioned 

not to place undue reliance on forward-looking 

statements. The Company undertakes no obligation to 

publicly update or revise any forward-looking statement 

after they are made, whether as a result of new 

information, future events, or otherwise. 
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Å Industry Leading Semi-Custom HVAC 

Production

Å Innovation Leader

Å Premium HVAC Products That Provide 

Superior Performance

Å Most Sustainable Products That Reduce 

Carbon Emissions And Improve Air Quality

Å Total Addressable Market ~50x the Size of 

AAON

Å Superior Organic Growth

Å Strong Balance Sheet
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General Information Net Sales

Company Overview
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Net Sales By Segment*

*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, 2020.
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Net Sales By Products And Geography*

65%

9%

7%

5%

4%
3%

3%2% Rooftop units

Data center cooling
solutions
Parts

Air handlers

Condensing units

Water source heat
pumps
Cleanroom systems

Other 97%

3%

U.S.

International

*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, 2020.  The percentages above may not sum to 100% due to rounding.



Å AAON offers the most semi-customized HVAC equipment for 

nonresidential buildings in the commercial HVAC industry

Å Customization leads to: 

- High performance 

- Premium quality

- Energy efficiency

- Lowest cost of ownership

Å Automated technologically-advanced production

Å Proprietary software utilized to drive production of custom outputs 

Å Combining low unit costs of mass production processes with the 

flexibility of individual customization

Å Modestly premium-priced equipment, but reasonable considering 

the benefits 

Å Delivery schedules competitive with standard equipment 

alternatives on the market
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AAON Strategy - Customization



Å AAON has the highest quality products 

on the market.

- Standardizing premium parts and components

- Premium designs

Å Lowest Cost of Ownership

- Energy efficiency

- Maximizing equipment life span

- Ease of startup and serviceability

- Minimized maintenance

Å!!hbΩǎ ǇǊƻŘǳŎǘ ǇƻǊǘŦƻƭƛƻ ƛǎ ƻƴŜ ƻŦ ǘƘŜ Ƴƻǎǘ 

energy efficient in the market.

- Foam Insulated Panel Construction

- Direct Drive Backward Curved Plenum Fans

- Variable Capacity Compressors

- Advanced Control Sequences

- AHRI Certified Performance
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AAON Strategy ςProduct Quality



Å In May 2020, founder Norman Asbjornson stepped down 

as CEO, replaced by former President Gary Fields.

Å Since 2017, AAON began transitioning from an entrepreneurial 

led company to a structured team-oriented led enterprise.

Å New Senior Leadership and Structure:

- New Director of Investor Relations (2020)

- New CFO (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 of Sales (2022)

Å AAON provides higher efficiency while maintaining 

lean cost structure.

Å Overall, expect better execution and performance.
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Transition In Leadership And Culture



Å 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

Å Differentiation Factors 

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

Å Competitive Advantages

- 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 solutions-ōŀǎŜŘ ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ǳǘƛƭƛȊƛƴƎ ŀ ǇƻǊǘŦƻƭƛƻ ƻŦ h9aΩǎ 

equipment, as opposed to our competition that is restricted to selling only their equipment regardless of the best 

solution ςthis allows the independent sales channel to gain market share  

- Transfers inventory management risk from AAON to the independent reps
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AAON Strategy ςUnique Sales Approach
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AAON Strategy ςUnique Sales Approach

Premium

Good

Opportunity

Å Despite AAON achieving high-single digit organic sales 

growth over the last several years, we estimate about 

40% of our sales representatives have significant 

market share opportunity.

Å Providing our sales channel with tools for success

Å The New Blueprint for Success

Å Leveraging AAON Parts Sales and Service Support

Å Replacing underperforming representatives 
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Nonresidential Commercial HVAC Market

AAON
$611M*

Customized 
Market

Nonresidential Commercial
HVAC Market 

$30B

TOTAL ADDRESSABLE MARKET

Å!!hbΩǎ ǘƻǘŀƭ ŀŘŘǊŜǎǎŀōƭŜ ƳŀǊƪŜǘ ƛǎ 

approximately 50x the size of the 

company.

ÅHistorically, AAON and the customized 

rooftop market has been a niche of the 

industry.

ÅCustomized market is positioned to take 

share as demand trends shift towards 

high performance equipment to meet 

indoor air quality, energy efficiency and 

decarbonizationrequirements.

*Pro forma 2021 revenue includes full year from 
BASX Solutions, which was acquired in December 2021. 
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Å In the trailing five years, we increased 

capex by a CAGR of 15.8%, spending on 

average 10.1% of sales.

Å In 2017-2021, most of capex 

investments were growth-focused.  

Annual maintenance capex made up 

$20-$30 million. 

Å In the trailing five years, we increased 

R&D by a CAGR of 6.7%, spending on 

average 3.2% of sales.

Å As a percent of equipment sales, peer 

average in 2021 was 2.1%.

Investing For Growth

11

CAPEX
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Investing For Growth ςNew Products

-!!hbΩǎ ƴŜǿ w½ {ŜǊƛŜǎ wƻƻŦǘƻǇ ¦ƴƛǘΣ ǿƘƛŎƘ ŎƻƳŜǎ ƛƴ ǎƛȊŜǎ ƻŦ пр-250 tons, 

replaced the former RL Series with greater efficiency, higher capacity and 

quieter operation.

- In 2021, the RZ rooftop unit was recognized by readers of the building products 

trade publication Consulting-Specifying Engineer as the most innovative 

ǇǊƻŘǳŎǘ ƛƴ ǘƘŜ άI±!/Υ  !ƛǊ aƻǾŜƳŜƴǘΣ /ƻƳǇǊŜǎǎƻǊǎΣ ŜǘŎΦέ ŎŀǘŜƎƻǊȅΦ

NEW RZ SERIES ROOFTOP UNITS

NEXT GENERATION RN-D SERIES WITH VARIABLE 
SPEED COMPRESSORS

-!!hbΩǎ ƭŀǘŜǎǘ ƎŜƴŜǊŀǘƛƻƴ ƻŦ ƛǘǎ wb 5 {ŜǊƛŜǎ wƻƻŦǘƻǇ ¦ƴƛǘΣ ǿƘƛŎƘ ŎƻƳŜǎ ƛƴ ǎƛȊŜǎ ƻŦ 

26-70 tons, was introduced to the market in October 2021. 

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

of 38% higher, leading the market in all tonnage categories.



-!{ItΩǎ ŀǊŜ ǎƻƳŜ ƻŦ ǘƘŜ Ƴƻǎǘ ŜƴŜǊƎȅ ŜŦŦƛŎƛŜƴǘ I±!/ ǎȅǎǘŜƳǎ ƻƴ ǘƘŜ ƳŀǊƪŜǘΦ

- However, down to a certain outdoor temperature, !{ItΩǎ ƘƛǎǘƻǊƛŎŀƭƭȅ ŀǊŜ ǾŜǊȅ ƛƴŜŦŦƛŎƛŜƴǘ ƻǊ ŜǾŜƴ 

inoperable when the outdoor temperature falls below 30oF.

- AAON has designed a new ASHP configuration that is operable down to 0oF outdoor temperature.

- In the 4th quarter of 2021, AAON introduced Cold Climate capable ASHP-powered rooftop units in 

the 2-10 ton range.  Since then, we expanded the offering up to 30 tons, making a majority of our 

rooftop units now offered with this capability.  We have plans to introduce this new design in most 

of our portfolio of rooftop units.  

- We think this is significant as the decarbonization secular trend accelerates.
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Investing For Growth ςNew Products

ADVANCEMENTS IN LOW AMBIENT AIR-SOURCED HEAT PUMP (ASHP) TECHNOLOGY
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Investing For Growth ςLongview Facility

ÅLƴ нлнмΣ !!hbΩǎ ƴŜǿ нмлΣллл ǎǉΦ ŦǘΦ ŦŀŎƛƭƛǘȅ όǘƘŜ 

bright white facility on the right in the top left 

picture), which nearly doubled capacity of the 

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

Å The expansion is used for both equipment and 

coil warehouse storage, reduced production time 

and improved overall efficiency.

Å Our Longview facility manufactures air handling 

units, split systems, small chillers,  and coils.

Å Starting in 2023, our Longview facility will also 

begin manufacturing BasXequipment.  This will 

help absorb the robust growth the BasXbusiness 

is realizing.  


