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Who We Are
Facilities
Products
Customers

Our Transformation

Building on our Technology
Building on our Legacy

Building a Competitive Culture

Defining Moments
Some we controlled...some we did not

Summary

A great and Sustainable Business
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Corporate Overview 2009
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GOODRICH Goodrich Strategic Objectives

Top Quartile
Aerospace Returns

Leverage the Operational

Balanced Growth Enterprise Excellence

Create value for customers Embed Goodrich Culture — Achieve excellence in

and Goodrich Values, People Philosophy, quality and delivery

Protect and grow the and Continuous Improvement Drive breakthrough change
aftermarket Leverage cross-SBU in product and development
Position for new platforms resources and capabilities costs through Continuous
through technology and cost Improve and simplify Improvement

leadership customer interfaces Drive coordinated global
Capture high growth military Prioritize investments supply chain and

market opportunities manufacturing strategies

Clear Strat ion, Superior Results




GOODRICH

One of the largest worldwide
aerospace and defense suppliers

arge installed base on modern fleets
drives aftermarket sales

Significant defense and space
presence

Proprietary flight-critical systems
and products

Operating history of nearly 140 years
2008 sales - $7.1 billion

25,000 employees at 80
locations worldwide

GOODRICH

Marshall Larsen
Chairman, President

_and Chief Executive
Officer

Actuation and Nacelles and Interior
Landing Systems Systems
Jack Carmola > _ cindy Egnotovich
Segment President . Segment President

Landing Gear

Aircraft Wheels and Brakes
Actuation Systems
Engine Components

Aerostructures

Customer Services

A Global Leader in Aerospace and Defense

Organization

Electronic Systems
Curtis Reusser
Segment President

Sensors and Integrated
Systems

Engine Control and Electrical
Power Systems

ISR Systems




GOODRICH Goodrich Culture

Goodrich Values

O Our enterprise-wide beliefs

o

Accountability and teamwork
Openness and inclusion

Goodrich People Philosophy Policy Deployment Continuous Improvement
Our work environment L IO G Lean Our operating approach
Identify and eliminate negatives Six Sigma

Training and davelopment
Open ty ¥ i
Employee engagement Project Management
Competitive wages and benefits Goodrich Management Systems
Thae Elimination of Waste

Goodrich Lean Product
Devel System

Full Year 2008 Sales by Market Channel
GOODRICH Total Sales $7.1 Billion

Total Defense and Total Commercial OE
Space 34%
Boeing
25% Commercial OE
9%

Defense and :
Space, OE and Airbus

Aftermarket Commercial OE
25% 16%

Regional,
Business and Gen.
Av. OE
9%
Large Commercial Aircraft
Aftermarket
29%
Regional, Business and
General Aviation Aftermarket
% Total Commercial
Aftermarket

36%

Balanced Business Mix; Aftermarket Represents 45% of Total Sales




Key Programs Add Balanced
GOODRICH Future Growth

Commercial Military

787 Dreamliner A350XWB F-35 Lightning 11 C-5 Re-Engine

.
|

Pratt and Whitney
PurePower DB-110
PW1000G Engine Reconnaissance Pod UH-60M Black Hawk

¥ =y
N by
. \ :

GOODRICH Aerostructures Overview

Foley, AL San Marcos, TX Mexicali, MX

Chula Vista, CA USA " -
Headquarters Engine / Nacelle Integration

These w.
capabilities
differentiate us ; -
from our Tianjin, China
competition and

have become a

competitive

advantage for

GR

Singapore Prestwick, UK = Tianjin

The Industry’s Leading Capability and Capacity




GOODRICH Aerostructures Nacelle Capability

Design & Manufacturing Airline
Certification ot Support

Prestiick

Hamburg e \f’

COMAC g
Toulouse o Xian (XAIC)
o Everett

Tianjin <o
Riverside Foley
. Bangalore
Chula Vista Jacksonville g
Mexeal Melaka (CTRM)

San Marcos singapore

Brazil

Integration
Engine Build Up

Full Nacelle Design, Build, Integration, And Aftermarket Support
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Parts & Service

GOODRICH Aerostructures 2008 Sales distribution

Total
Military Boeing
0 Commercial OE
5% o
Total Commercial OE
46%

Total Commercial
Aftermarket Airbus

0, Commercial OE
49% o

Commercial Spares
31%

Regional OE
7%

Balanced Business Mix; Aftermarket Represents Almost 50% of Total Sales
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OODRICH

Who we are
Facilities
Products
Customers

Our Transformation

Building on our Technology
Building on our Legacy

Building a Competitive Culture

Defining Moments
Some we controlled...some we did not

Summary

A great and Sustainable Business

GOODRICH Who can do that?

What can...
Operate in Ambient Temperature Ranges of
-100°F to +140°F???
Protect against engine fire temperatures up to
2000°F and engine case temperatures up to 1300°F.
Nacelle Must Protect Essential Systems Against:
= Lightning Strike
= Engine Fires
= Ice Build up
= Bird Strike
Safe stopping of the aircraft in normal landings,
rejected takeoffs or aborted landings
Outstanding reliability
Protect against burst engine ducts and fan blade out

I can do that!

Nacelle Must be Fully Functional for Over 60,000 Flight Cycles and
20 Years of Operation
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Operating Income History

GOODRICH $ Millions

i« Fred Rohr builds Begin delivering .
fuel tanks for the jet engine pods C5 nacelle & pylon :
Spirit of St Louis for B707 and B52 = A320 nacelles

The beginning of Lean

—
GOODRICH

E = Satellite dishes’, H ) )
IRonr Arcraftformed modular housing, : = Subway cars, trains, Titan
WW2 Bomb: boats i Rockets and the companies
. omber ¢ first Airbus program
power-pack = Concorde, B747 : prog

production

Narrowed product focus, transformation and results

GOODRICH

Who we are
Facilities
Products
Customers

Our Transformation
Building on a Legacy

Building on our Technology
Building a Competitive Culture

Defining Moments

Some we controlled...some we did not

Summary

A great and Sustainable Business




Connecting the Dots

GOODRICH Culture

Foundational
1. Deployed the “People Philosophy”
2. Developed & deployed the “Principles
for Excellence”
Fundamental

3. Recognized the foundational aspects of
the People Philosophy and the
Principles for Excellence as
foundational tools for Continuous
Improvement
Recognition that you must have all
three

Specific Actions
= Increased accountability through the introduction of Policy Deployment
= Leadership is leading
= Solid education in all “Three Circles”
= Leadership Forums to develop the next Generation of Leaders

Lean gave us the Environment that gave the People Philosophy and our Values
traction

GOODRICH The Toyota Production System “Found Us”

Mr. Robert Rau
President & CEO
Rohr Industries
850 Lagoon Dri

e D 102098 /s ) A Facility faced closure if
a1 /3’: ‘ v S improvement could not be quickly
Becau key Pratt & i lier, s peleind 2
Mk o s B v i et " Ao demonstrated
that I extend you and your senior operating managers a special invitation ww
attend the Manufacturing Leadership Summit on June 15 and 16 in A .
‘Cambridge, MA. W
L s st et st e s ) Pratt and Whitney targeted Rohr
Dan Jones's new book, Lean Enterprise. (It will be published this fall by
Sit d Schy 1 to the Machine That Changed the World. H H
The <ltrs o Kt and ok 10 vtz  csic s produec Wi be “Third String” was sent to the
highlighted at the Summit and in the book, along with the experiences of a T .
ber of additional “chs e i wh i imils
.;::: inr:;wir ﬁ,,‘,’,:,". ‘change agent” executives who are attempting similar L ean Su mm |t n 1995
Breaking through the barriers between big firms and their key
suppliers is perhaps the hardest aspect of creating the total business system
‘we call the lean enterprise, running from concept to launch and raw material
to finished product. During the Summit Dan and I will be presenting some
exciting concepts on just how this can be done.

We hope you and your senior managers will be able to join us on
June 15 and 16.




GOODRICH We made a choice before fully understanding

The
Lean
Enterprise
T Summit

Executive Summary of Lean Thinking

by James P. Womack and
Daniel T. Jones

May 1996

24 page White Paper

GOODRICH

Foundational
= Goodrich People Philosophy
= Goodrich Values
= Solid Principles of CI

Fundamental
Recognized & understood the value of :

Controls

Mission Critical Actions

We did not have much
information at the start

We “jumped in the deep end”
and started running events
Bias for action with limited
understanding

Began a “Learning Together”
process that continues to
this day

Chose to remove those that
threatened progress

What have we changed?
Connecting the dots Excellence

Lean
Product

Value Development
Streams

EE Assessment

Policy Deployment

= Initial deployment of Continuous Improvement — the Toyota Production System
= |nitial deployment of Lean Practitioner Training — Senior Leadership presenting

= Introduction of the Policy Deployment process

= Introduction of the Enterprise Excellence Assessment tool & process

= Reorganized into Value Streams

= Lean Product Development launched

Enterprise Excellence has Become a Core Competency

23
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GOODRICH Policy Deployment

Value Stream Policy
Deployment Matrix

Value Stream Lead
Dally | Weskly

GOODRICH Value Streams

“As you get the kinks
out of your physical
production, ... it will

become obvious that
reorganizing by product Marketing Lean Pro
family and value stream motion/

is the best way to Quality

sustain your
achievement ...

it will become apparent Product Team A

that a large fraction of

Yoo ddonted 19 L PotwtTems |
can be dedicated to Product Team B

specific product Product Team C

families.”

Jones, Daniel T. and Womack, James P. Product Team D
Lean Thinking (New York: Simon &

Schuster, 1996) pp256-257.




Goodrich People Philosophy
GOODRICH Learning module — Change process

=)

Four Habits of successful

GOODRICH Lean Leaders

Habit #1 — Recognition and action on Habit #2 — discipline to recognize

Drivers vs. Resul
ers vs. Results and follow a process
Drivers Results

Actions in :

the Process *Lean Events
Process outcomes ) = Policy Deployment
— sLean nents

Cost *Organization Change
Rl Cash Flow E ¢ < s
Defects Production

Traditional

Habit #4 — the ability to Habit #3 — a change of habit. This is
recognize the performance gap different, it requires a fundamental
. change
Leadership model It is non-optional

Py -—"""__“ :}i This v:! mean some will not make it




GOODRICH

Habit #1 — Focus only on Results

B4 Results are at best
history lessons and

N
I‘? cannot be changed

Habit #4 — the Law of the lid*

An organization
cannot progress
beyond the level

v of its leader

*John Maxwell

GOODRICH

Who we are

Four Habits of un-successful
“Lean Leaders”

Habit #2 — the process is not
important, just give me the results

Habit #3 — Inertia and those unable
to make the humbling journey

I did not get
to this level
knowing
nothing ...

o= Gooomck
-

]
Joe Brown
y Supreme
| commander ||

o s |

Facilities
Products
Customers

Our Transformation
Building on a Legacy
Building on our Technology

Building a Competitive Culture

Defining Moments

Some we controlled...some we did not

Summary

A great and Sustainable Business
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GOODRICH

Facilities
Square Feet
Employees

Shift Distributi
Percentage

Typical DTM

Operating Inc(

Operating Ma

* Includes contract labor

30

1992 - 2008
Facilities
Square feet (im + sq ft open)
Employees
Shift distribution percentage
Typical DTM
SEIE]
Sales / employee*
Spares OTD to customer request date**
Delivered Quality
Operating Income
Operating Margin

GOODRICH

Improving Our current business

= Operations Excellence

— Goodrich Values, People and ClI

= |Increase Value of Current Base
- ClI, Plant Consolidation
— Value stream deployment
— Supply Chain Management
= Sales Growth
— Deploy Aftermarket Protect & Grow

Aerostructures Metrics

% Change

- 38%

- 26%

- 63%

M first shift
-71%

+ 90%

+ 426%

+ 126%
+2.6% pts
+++m

+ +% pts

** 2001 to 2006 Financials exclude Cargo / EPP

Operating Income

Operating Income ($m)

Operating Margin

SEFFEFETETSS
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GOODRICH Perpetuate The Business

= Good plans in place, execution
critical

= Meet challenge of improving cash
conversion in difficult economy
and high program investment
period

= Balance response to current
downturn with pressing demand
for new capacity

= Competitors are reacting to our
success and customer
expectations increasing, adjust
market strategies as required to
maintain market leadership

Legacy OEM

GOODRICH Becoming the supplier of choice

= Develop and deploy a Value
Proposition that provides the “best
value” offering to meet customer
requirements

— Excellence in quality and delivery

— Advanced product technology

— Regional, responsive support

— Engineering capability and capacity

Sternb b Rereraerominf
o AP
— Cost leadership when needed |

15



GOODRICH

Observations ...

= Change will not happen without Leadership Leading
— We had to learn what this meant
= Cultural change

— A constant focus, both explicitly & implicitly

= Consistency of purpose and how to achieve
— Beat a consistent drum

= TPS - real easy to understand and one the most difficult things
we have undertaken.

Consistency of purpose ...

©

GOODRICH

Foouz uf A

Where do we go next?

Redepioy:
Linkage Zmpluyss
2 Resources
Flow 4 standard
St WORAE
Redeploy e Visual
Rhys=izal Contiols -
RESoUTCEs

IEAINBRIES
Erobigm)
=il U fleips

Maturity of Application
To Immediate Area

At facility Level
We have operated with AtBusiness Levél
this in mind for years

To the Customer

. . At our Suppliers, Customers
But now are seeing this

By the Investor’s
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