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C O R P O R A T E  P A R T I C I P A N T S

Randy Hogan Pentair Ltd. - Chairman, CEO

P R E S E N T A T I O N

Unidentified Participant

All right, great. I think we're ready to go here. Next up we have Randy Hogan, CEO of Pentair, along with Jim Lucas, investor relations, formerly a
competitor. Great to have you guys here.

So, lots of change going on at Pentair, obviously. I think, first and foremost, on people's mind is the integration of Tyco. Clearly, you guys have laid
out a pretty robust framework for how to think about the savings there. Maybe you could just give a high level update on, so far, what you've seen
there and how things are going with the cost opportunity and productivity.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Okay. Thank you all for your interest and being here. As you know, we took Pentair and merged it with Tyco's Flow Control business to form a new
leader in flow and fluid, and we were targeting, in the combination, $230 million in synergies.

Unidentified Speaker

Your mic's not working. (inaudible - microphone inaccessible)

Randy Hogan - Pentair Ltd. - Chairman, CEO

Oh. So now I'm a crooner, huh? All right. This mike's working. So, we were targeting -- just focusing on your question on the synergies, we were
targeting $230 million in synergies to help make the deal attractive. But the most important synergy was the strategic synergies that really informed
the combination.

Right now, nine months into the formal merger, we have validated all of the strategic rationale for putting these two businesses together, expanding
our ability to serve more markets globally, number one.

Number two was to apply the disciplines that we've built over the last 12 years in Pentair, that we call the Pentair Integrated Management System,
and applying those to the Flow Control businesses, which were in attractive spaces, but generally underperforming, from an operating standpoint.
So, the $230 million in synergies were, number one, about $80 million of just cost elimination by combining two businesses that would have been
separate businesses. Additionally, there was sourcing and Lean enterprise on top of that and finally some other productivity.

Against that $230 million, we expected about $90 million to read out in this first year -- first full year, 2013. We took that up to $100 million, because
we're actually ahead of the game in the synergy realization, and we took the $230 million that we expected between now and 2015, and we put
a plus sign on it. The reason is because it's not important what that number is right now; what's important is that we execute quarter by quarter,
and I want to focus our businesses on delivering that $100 million plus.

The combination has worked well. The Flow Control businesses were of a lower priority when they were at Tyco than they are now, and so, their
businesses are pretty excited about being higher, if you will, on the capital deployment end.

Secondly, their uptake on Lean enterprise and our approach on Lean enterprise has been quite good, and we've embedded a lot of people,
particularly in the Valves and Controls business. We've identified ten focused factories to turn around, and we're already beginning to see that
benefit, in terms of deliveries.
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All of the synergies are reading at plan or better, even the revenue synergies. We've already had $4.5 million worth of Valves and Controls synergies
in the Food and Beverage space. We just had another win in Brazil, the largest win for the Thermal Management business, ever, in Brazil, and it's
actually because of our -- I still call them Enclosures, because I ran it 12 years ago, 14 years ago -- our Equipment Protection business -- their position
was leveraged. We feel good about synergies.

Unidentified Participant

Now, you mentioned -- we had dinner last night, and you mentioned some of the, I guess, processes that were in place at Tyco and the opportunity
-- I think you mentioned the past dues that were $150 million are now below. But what is also interesting is the service dynamic, because I know
Flowserve talks a lot about services in aftermarket, and this seems like an opportunity that is really untapped, to a good degree, for you guys in
utilizing the footprint you have better. Maybe you could talk about that dynamic.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes. Let me give a little bit of background. Valves and Controls -- we benchmarked the businesses that we were taking over against their peers,
where we had public information. The way we count our Valves and Controls business coming from Tyco is about a 10% to 11% operating margin
business.

Flowserve is 15%, and when we looked at the structural differences -- are there structural reasons for it to be lower, or, in fact, should we be able
to get it to 15%? We believed -- a year ago, as we were negotiating -- we believed that the Valves and Controls business had the potential to be at
least as good as Flowserve. We have affirmed that belief. We believe that the business can get that much better.

In our approach to Lean enterprise, we focus on safety, quality, delivery, cost, and cash. Those are the measures we focus on. In Valves and Controls,
what Steve was talking about was approaching $150 million -- it was between $120 million and $150 million, depending on how you count, of
overdues. That's 10% of the backlog of Valves and Controls that was overdue, that's a big number. We've already seen that decline to a little less
than $100 million, and just in nine months, by focusing on delivery.

As an industry, delivery is bad. We were meeting with a couple of oil companies -- not together -- but we told them our objective is to have 95%
or better. That's one of our Lean disciplines is to have delivery in 95% or better to customer promise -- customer want. We run in the 70s, and the
best in the industry runs 80%, which means the best in the industry is lousy.

They sort of chuckled, and they said we'd love to have 95%. Good luck. We've never seen that. But we've been able to do it. We've been able to do
it in our other industries, and we're on a journey to get there. Delivery is one of the areas where we'll see that benefit.

We also talked about services. One of the things that's reading out better on the synergy side is cost reductions in SG&A, there's two big areas
where we have additional benefit. One is actually in the legacy Pentair businesses of Filtration and Process. We put two [GBUs] together, and then,
with Valves and Controls, we looked at our footprint in fast growth markets, and we've taken 10 offices out, and we're getting a lot of backroom
cost out.

Right within Valves and Controls, there was an extraordinary complexity in how it was organized. They're organized into seven vertical markets --
vertical and product markets. The plants were aligned that way; service centers were aligned that way. You were optimizing by vertical, which is
okay, except for you end up with huge redundancies in factories. You end up with a lack of clarity of focus on the service side.

We've simplified the organization. We've taken out over $15 million in cost, and we've functionalized the organization. For the first time, Valves
and Controls has a leader, a senior general manager -- senior vice president in charge of parts and service. Of all 70 or 80 service centers, there's
no standard work across the service centers. They would not necessarily focus, before, on building service as a business. They sort of focused it
more as support of a vertical. We see that as a big opportunity to drive service profitability and service growth.
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Unidentified Participant

And it's interesting, because Tyco was just in here, and they were talking about how the branches in some of their businesses were highly complex,
and there was its own little feet beneath each branch, and now, they're kind of functional in that as well. So it kind of reads across the way Tyco is
managed as a combined entity, which validates (inaudible).

Randy Hogan - Pentair Ltd. - Chairman, CEO

Right. It can be done. When I was in the GE power business, the PGSD -- I don't know what they call it now -- and the AES -- the service businesses
were very, very profitable, and they were highly disciplined, and there was common process across them. They're basically largely replicable. There
are best practices you can share right within them, and there's some excitement to do it. We're not finding a lot of resistance, which means we're
not deep enough yet, because there will be resistance, and that resistance is futile.

Unidentified Participant

How much more clearly -- the revenues didn't work out so -- haven't worked out so far, so you've had some nice synergy. I mean, how much more
hedge do you really have on the revenue side? I mean, how bad can revenues get and have you get worried about these high level targets?

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes, that's something that Steve and I have talked -- we were talking about before is the one thing that's quite different from when we were
negotiating the merger in January of 2012 is the markets. The reference Steve's making to revenue is that the markets aren't quite as robust as we
thought they'd be in January 2012. We're still able to hold to our commitments, because we're doing better on productivity and cost, even though
revenues are off a little bit.

I would like to think we still have headroom if revenues get weaker. Our board challenged us on this at our last board meeting, which is that our
ability to drive productivity and cost is well-proven, and they were very pleased with how fast we're off on that in Tyco. But they want us to focus
on revenue growth, and so, we've identified, in this strategy cycle, the first one together.

We've identified 33 growth platforms, and we're rank ordering those to make sure that we're feeding the best opportunities for us. The converse
of that is there's going to be some things at the bottom of that list, which we'll have to be disciplined about as well.

Unidentified Participant

Should we judge you on the level of R&D you're spending when it comes to that as a source of revenue growth? Or is this much more about better
utilizing the footprint, a little bit of a smarter way to go to market with the resources you have, because this may not be an R&D business in the
end?

Randy Hogan - Pentair Ltd. - Chairman, CEO

The Flow Control businesses look very much like Pentair did 15 years ago -- low R&D. But you don't say, okay, we're going to put a lot more money
into R&D and show up at labs and tell the engineers that, because no better way to piss away money than do that, because you really have to have
good ideas to invest in. When you have a business that has not been investing in a very high level, you can bet they don't have a really rich, robust
list of ideas to invest in right now.
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We're really starting with a market back understanding, again, with those platforms. We broke out in our five vertical market focuses, Food and
Beverage. It's only 9% of our sales. We expect it to be a lot more. Why did we break that out?

Food and Beverage is the best place -- it's the most profitable place, best market for flow and fluid. We've learned that because we've been big in
water for a while. What we found is water's a great place to be, and it's a really great place to make money if you're serving industries. It's tougher
to make money in municipalities.

We knew that, but our ability now to reach into Food and Beverage with a broader array of products that the Valves and Controls business had,
together with our very focused control valves for Food and Beverage and our filtration expertise in Food and Beverages is quite exciting.

Two of the first things we've done -- two projects we won. One was a close relationship with the Keystone brand, with a dairy, that pulled through
some of the legacy Pentair products, and vice versa, in the distillings end. We want to feed that kind of R&D a lot, because we have a lot of good
ideas. There will be other areas where we'll do that as well in Valves and Controls, and once we get into what those -- of those 33 platforms, which
ones to feed.

Unidentified Participant

Who --

Randy Hogan - Pentair Ltd. - Chairman, CEO

Now, what we talk internally, just to finish the thought, on R&D was, as the businesses have come in, and they've said this is our wish list, what
we've told them is that the way to think about productivity and the way to think about Lean enterprises that we bring -- we give half to the
shareholders, and we reinvest half.

So, if you can deliver 6% productivity, let's pile 3% back into the Company, into the business, and you kind of earn your right to invest. That's the
discipline we've used over time and one we're applying now.

Unidentified Participant

I don't mean to hammer away on 9% of your business, but, I mean, how are you -- who are you displacing, and, I guess, is it solution that's winning?
You now have a solution to sell.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes.

Unidentified Participant

Is it getting in with the integrators? How are you winning there, relative to what you couldn't do before?

Randy Hogan - Pentair Ltd. - Chairman, CEO

We're a solutions player in the brewing industry and the dairy business. Otherwise, we're a component player in the other segments of it. Particularly,
in brewing, where we can actually do the whole cold block, because we do the filtration, and we do the control valves. We used to buy in a lot of
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the other valves, and now we make those valves, so that we're more competitive in brewing. Beer is a big focus of ours -- and most of the breweries
are being built in other parts of the world.

Unidentified Participant

Yes.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Southeast Asia, Africa, and our market share is very good in that. There's also displacement in the brewing industry, as they move away from more
environmentally risky filtration methodologies, like (inaudible) to hollow fiber membrane, where we are the leader. There's a lot more applications
where hollow fiber membrane filtration will displace older technologies.

Then, there's the integrators, which we have to figure out -- we kind of supply them, and then, there are other segments where we compete with
them. But what we're really focused on is, if you will, the value-added -- the expertise around filtration and process control.

Unidentified Participant

So --

Randy Hogan - Pentair Ltd. - Chairman, CEO

This is our focus.-

Unidentified Participant

So, now that 2013 and 2014 are clearly in the bag, when you think about the $5.00 number that you put out there in 2015, and I think a lot of people
look at your balance sheet capability and your ability to buy back stock and maybe some extra synergies as a hedge in a tougher environment,
how would you look at upside to that number?

So, if things were going a little bit better than planned on revenue, if you bought back maybe a little bit more stock when it gets weak, is it your
goal to kind of manage things so that, hey, $5.00 is a good target; we're going to kind of invest away some of this upside if we get it, because we
want to really -- we want to think about 2016 and '17 and '18. Or do we think about this as all systems go for the next three years?

Randy Hogan - Pentair Ltd. - Chairman, CEO

Let me put the $5.00 in perspective. When we were negotiating the merger, Pentair and Tyco's Flow Control business, the case we were making
to both boards, really -- to the Pentair board and to the Tyco board, was that we could create more value than the businesses individually.

The $5.00 number -- it's in the Form 10 with the SEC, it's scrimmaged, it's a number that is -- I would tell you it's tattooed on some people, but that
would be inappropriate, and it wouldn't be real, either. But it is tattooed in our minds.

To us, the $5.00 is a commitment we've made on a journey to create something really special. We expect to make the $5.00, but building the
Company for something much better than that. Our goal is to build the next great industrial company, and we think we can. We've got the degrees
of freedom. We control our own destiny in driving our own productivity. We control our own destiny in terms of reaching into the markets that we
find attractive.
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We do think we have optionality, right? If you just take a look at the plan that we've laid out, we should have over $2 billion in excess capacity to
do something with, and let me just talk about the philosophy -- how we think about that.

In my 13 years, we have been investment grade, even through some pretty radical changes of the Company, and that's a commitment that the
board and we take seriously. We want to stay investment grade.

The second is we've had 37 years in a row of increasing dividends. It's something that is in our DNA. It's something we're committed to, and we
expect to be able to continue to do that. It is the second priority.

The third is we have some exciting opportunities. We have been both bold in acquisitions, but also, in divestures. As we look at the 33 platforms
for growth, we want to make sure that we fund them fully.

After all that, we probably still will have some money left over, and with that money left over, if it isn't used in acquisitions, and it's not used to
support growth, then I would propose to the board that we buy back stock.

That's an optionality that's good to have right now, with the uncertainties in the market -- to have that cash flow, to be able to deploy how we see
fit to drive shareholder value, because we are about driving shareholder value. We're all shareholders ourselves, and so, we want to build the next
great industrial Company by proving that we do that by building huge shareholder value.

Unidentified Participant

But, I guess, to the extent that you talked, in the next three years, I think you've said something like the large projects, whether it be some of the
big things that come in Thermal, and you'd invest some of those away, which -- you'd use those as upside to kind of stock the -- so it just seems to
me there's a mindset here that's a little more of a -- companies like Danaher, that manage things very closely, and they'll never kind of get too hot,
never get too cold, and it's worked for them. I'm just trying to get my kind of -- my head around that.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Right.

Unidentified Participant

Around what that mindset is here.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes, we're not bashful to say that Danaher is our most admired company. We admire them greatly. The way they approach things is something
that we benchmark, and we try to do. Early on, in our Lean implementation, we had people going to the Danaher business school. Then they found
out what we were doing, and then, they didn't let us come anymore. Today, we're a supplier to them.-

We are focused on being good at managing the Company and not surprising and delivering over time -- delivering sustained value over time.
That's the kind of disciplines that we're building.
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Q U E S T I O N S  A N D  A N S W E R S

Unidentified Participant

Any questions from the audience? Maybe just wait for the mic. It's coming right over.

Unidentified Audience Member

Such a small room.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Think it's for the people on the internet.

Unidentified Audience Member

Got you. You're one of the few companies in the last quarter, in Q1, that had good revenue -- organic revenue growth, as well as accelerating orders.
You look at a chart, say, of -- that you put in the slide deck of your orders kind of going up and to the right, and you look at -- so, I'm not picking on
any company, but pick any industrial company, maybe say Ingersoll [Heraldi] -- the exact opposite.

What has led to that, and has it continued? As you spoke to us in April, how was May, and then, has that just continued? I'm surprised, because
we're not seeing that in a lot of other industrial companies.

Randy Hogan - Pentair Ltd. - Chairman, CEO

I don't want to give us undue credit. Mix helps a lot. If you've followed Pentair for a while, you realize that 50% of our segment, prior to the merger,
our water segment, was Residential. Starting from the third quarter of 2006, we lived a Residential hell, where we saw declines after declines, and
when we got to the bottom in 2008 and formed the joint venture with GE, to get ready, we went down -- it went down further.

We've had a seven year tortured history in Residential, and I think the biggest reason we're growing is Residential is -- it's still lousy in Europe -- our
most global part of water is our Residential Commercial business, but it's good in Latin America, it's very solid in the United States and Canada. I
think a big reason that we're outgrowing others is that we have a nice mix of end markets.

Our energy business has been growing still. Part of it is penetration, part of it is where we compete in Valves and Controls. Our industrial business
was down in the first quarter, so we still saw some of the same declines in those segments. I'd have to say we had a favorable mix for the first time
in seven years -- just started reading out.

Unidentified Audience Member

And does that continue in 2013?

Randy Hogan - Pentair Ltd. - Chairman, CEO

I don't like to talk in quarters, but we expected Residential to continue, and I expect Residential to be solid for a while. We play in pumps, we play
in filters -- we're the biggest player in the world in Commercial and Residential filtration and water treatment, and now we're the biggest player in
the pool systems business. We used to be number three.
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Unidentified Participant

When you think about the pool business and where we've come, can you talk about, maybe, the prior peak margin -- where one in the trough,
where we are now, and then, where it's going? And then, a step beyond that -- from a growth perspective, we had an interesting conversation last
night around installed base and how there's kind of an aging installed base, and there's some utility incentives to -- people to change these things
out. Maybe you could just comment on the shape of this cycle.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Right, right.

Unidentified Participant

And where the top is going to be.

Randy Hogan - Pentair Ltd. - Chairman, CEO

The pool business was the first place we saw the downturn in that third quarter 2006, and it turned hard and down fast, and it was painful. It went
from being a $700 million business down to a $400 million business, and now, as we got smaller, we got focused. We exited some segments -- the
portable spa segment,we got out of the pool tile business -- got out of some businesses that we didn't find quite as attractive, and we really focused
on innovation, and we focused on implementing our Lean.

It went from a little over 15% margins, at the peak, down to mid single digit margins, and one quarter, lower than that. We're already back above
those peaks, with opportunities to go even farther. I think our pool business is the 20% kind of business it can be, and the reason is that in the prior
peak, we hadn't really implemented Lean fully. Now, we have -- we always had the best sales force, and we had the most innovative products, but
our quality wasn't consistently good, and our delivery was horrible, and our productivity wasn't very good.

We've now fixed that with Lean, and it is a world-class business, from a performance standpoint, on Lean enterprise. We still are the most innovative,
but we've improved our quality. We're the best deliverer in the industry, and productivity, with volume, is a wonderful thing. We've lived through
the downturn.

We're still not back to $700 million in revenue. We're approaching $600 million this year, including our aqua culture business, which is fish farming,
which is an exciting new area that we're the leader in. We are big promoters of making that grow, which we can get into if you want.

Unidentified Participant

Stick with the pool stuff.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Oh, okay. But I'm excited about it -- I'm an environmental engineer originally, so protecting the oceans is important. The interesting thing about
where we are in the pool cycle -- a lot of pools in America were built five to ten years ago, and the product lifecycle is five to ten -- I mean, products
last five to ten years.

A lot of the pools that were installed are reaching a point of refurbishment, and, at the same time, pool equipment has become much more
sustainable, much more energy efficient, lower chemical usage. There's a real attractive -- we call it our Eco-Select sustainable product line. We're
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the leader in that. We've gained a lot of share from that, and there's about 33 utilities that rebate the variable speed pumps that we and others
supply.

The reason is, the second biggest user of electricity is a pool pump, after your air conditioner, if you live not here. Actually, it would be true in
August, even in New York. In areas where pools are more ubiquitous, it's a big deal. So utilities can shed a lot of load by getting people to switch
from single speed pumps to multispeed.

All of those are trends in the right direction for what we consider to be a really bright outlook for them the next number of years for the pool
equipment business. It's also a really fun business. You want to talk about aqua culture? No?

Unidentified Audience Member

Actually, can you talk a little bit more about the oil and gas end markets, mining? Obviously, we're seeing some mixed data points in other areas,
not just mining.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Because you mentioned mining, too, did you? Or no?

Unidentified Audience Member

Yes.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Okay. Mining's in a fairly large decline, and we expect it's going to stay bad. It's going to be down this year, it's going to be down next year. We
serve energy -- in oil and gas, specifically, in all three segments. Mining is biggest in the Valves and Controls business, and then, some in the pipe
business, part of Water and Fluid.

When we look at Valves and Controls, and you look across segments, we are number two or three player in most segments, except for power, where
we're number one. Mining isn't a big business for us, but it's a nice margin business, and new capital is going to be declining the rest of the year
and next year. In mining, there is a good aftermarket. It's a good service business. In oil and gas, we still see CapEx being up this year, but it's kind
of a mixed bag E&P. In North America, it's slowed down. Refining has slowed down, but it's still very strong in other parts of the world.

We see continued pretty good capital spending -- mid single digits or for better in most of the -- for the rest of the year in oil and gas. Power was
slower, and now it's getting better, although there's some areas, like in India and China, where the question is when they're going to ship. That's
kind of how we're thinking about them. I'm going to insert this, because you asked about the big projects and how we think those.

Unidentified Participant

Yes.
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Randy Hogan - Pentair Ltd. - Chairman, CEO

There are big projects in the oil and gas industry, and we, like everyone else, are seeing them move and slip to the right. There's some cancellations,
but generally, it's more of a slippage. In one business, our Thermal Management business, which is a sweet, wonderful business, we have a fairly
unique position in large projects, and they come and they go.

The way we're structuring the Company, to get back to Steve's question, is we still go after those, but we try not to put those in our base performance,
so, when they slip, they don't bite us.

That doesn't mean we'll be perfect in that, but what we'd like to do is when we get these big projects -- like, a year ago, they had a Motiva project
-- big multi-$100 million project for Thermal Management. They'll make good money when we do that.

What we'd like to do is use that profitability to help fund more systemic performance improvement, so, maybe a plant rationalization program or
whatever, so we're able to manage with more predictability the growth in the building of the Company, because one of our basic principles is we
want to control our own destiny as much as possible. The way you do that with businesses that are lumpy is you use a central limit theorem, and
you say, okay, surprises happen, so let's put the surprises outside the forecast, not in.

Unidentified Participant

Right. And I guess a way to think about the revenue dynamics there -- I know, from the Tyco filing, I think they said 15% of their sales were kind of
big projects.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Big projects -- right.

Unidentified Participant

So, then, we look at it as 50 -- then, like, 35% is kind of smaller projects, and then, 50% of them MRO. Is that kind of how we should kind of think
about --

Randy Hogan - Pentair Ltd. - Chairman, CEO

Right. Well --

Unidentified Participant

Those businesses?

Randy Hogan - Pentair Ltd. - Chairman, CEO

And then --

Unidentified Participant

In Valves and Controls, at least?
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Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes, in Valves and Controls. We still think about Valves and Controls being about 50%.

Unidentified Participant

Yes.

Randy Hogan - Pentair Ltd. - Chairman, CEO

And actually, their average project size is pretty small.

Unidentified Participant

Right.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Surprisingly, in Valves and Controls. In Thermal, same thing. You get some really big projects and a bunch of little ones.

Unidentified Participant

So, in the context of these projects slipping to the right, is the Valves and Controls understanding that you guys have these synergies, and you
have a lot of hedge in the numbers. Is the Valve and Control revenue number derisked enough, or is the project visibility still kind of there are so
many things moving in and out that there's still kind of near-term risk around timing of revenues in Valves and Controls?

Randy Hogan - Pentair Ltd. - Chairman, CEO

I think there's always risk -- the Freedom Pipeline's been canceled, and pipelines are great for Valves, but there's there is other pipeline activity
going on. The benefit Valves and Controls has is in its breadth and reach in vertical markets and in end customers, so that any one big project is
not going to sink -- make them sink or swim. That's not --

Unidentified Participant

Right.

Randy Hogan - Pentair Ltd. - Chairman, CEO

That's where we built the plan that way.

Unidentified Participant

Right.
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Randy Hogan - Pentair Ltd. - Chairman, CEO

That's certainly the way we want to build the plan.

Unidentified Participant

So your revenue guidance for Valves and Controls is still pretty much intact?

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes.

Unidentified Participant

For this year?

Randy Hogan - Pentair Ltd. - Chairman, CEO

We believe so.

Unidentified Participant

Okay.

Randy Hogan - Pentair Ltd. - Chairman, CEO

We've not changed that.

Unidentified Participant

Okay. On the Technical Solutions side, maybe you could talk about pretty poor ISM yesterday, depending on which one you want to choose.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Right.

Unidentified Participant

I choose to look at the more negative one, as an analyst. What are you guys seeing there? And on the core industrial side?

Randy Hogan - Pentair Ltd. - Chairman, CEO

We're playing the type, because, I think you're right. I think you should be cynical, and CEOs should be optimistic, right? That's why they make
CFOs. He's not even here to hear that. Maybe close.
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Our former Technical Products business, we call now Equipment Protection, which is the business I ran when I joined Pentair 15 years ago. We're
seeing some pretty tough Industrial numbers, and we had very good margins, but we were actually seeing sales and decline all the way through
the first quarter.

We've seen daily rates pick up -- daily orders rates pick up -- flatten out and pick up a little bit. The ISM number is a little bit worrying, but one month
doesn't make a trend.

It's something we're very watchful of, but we look to our daily numbers to sort of tell us the truth to live by, and the beauty is that's a business that
gets productivity; lot of their input costs are down versus assumption. They've been able to deliver on the bottom line even if the top line's a little
weak. Based on what we're seeing, bidding activities and the like, we still expect the second half to be better than the first half for Industrial.

Unidentified Participant

And any lift on the electronics -- the datacom, telecom front's been pretty depressed.

Randy Hogan - Pentair Ltd. - Chairman, CEO

That so lumpy. I try not to get our businesses to focus on it at all. The biggest challenge in those businesses is what we call lane discipline. We'd
rather go get some medical or some instrumentation because these are basically the cabinets that house sensitive electronics.

It's real easy to get excited about a 3G deployment by AT&T but that's not a good way to build a business. We really need to focus more on the
more sustainable distribution side of the business. We have not seen a major improvement in capital spending there, but we don't see a further
weakening.

Unidentified Participant

Right. Is that business core, longer term? Is it -- are you able to split it out from [Hoffman]?

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes. This is the Schroff brand. It's largely European and more international; smaller in the US versus the Hoffman business. It's possible that it's more
complex. It's one of those 33 platforms, and we'll go through the process to figure out what the right thing to do is.

Unidentified Participant

Over here.

Unidentified Audience Member

Can you talk about the acquisition strategy in the V&C business? Specifically, are there gaps in your product line that you'd like to fill? Also, would
you look at complementary Flow Control -- stuff like pumps -- other stuff to acquire?

Randy Hogan - Pentair Ltd. - Chairman, CEO

Sure. The way we think about the acquisition strategy right now is when you look across the seven global business units, our highest priority
businesses for acquisitions are Thermal, Aquatics, which is pool and aqua culture, and then, the third is Valves and Controls. Thermal and the
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Aquatics business are good to go. They have standardized processes systems. We have a new leader of Thermal that comes from the Pentair legacy
side. Good to go, in terms of doing acquisitions and bolt-ons.

Valves and Controls we'll look at anything. Our big opportunity is to consolidate what's already been done. It's never been consolidated. Our
near-term value add is focusing on that. At the same time, there is some areas that we find attractive -- not necessarily product line gaps, but would
still strengthen the business that we'd look at. We'd look at all that. We believe we are a natural consolidator for Valves and Controls.

Unidentified Participant

On the Resi front, outside of pool, I think there's a couple other businesses that will move with pickup there -- if you could just talk about, maybe,
the other couple.

Randy Hogan - Pentair Ltd. - Chairman, CEO

Yes, the other two businesses are filtration and water treatment, and then, the pump business. The pump business is largely German, Italian, and
the US. We're not very big in other parts of the world. And I should say Latin America -- we also are a participant in Mexico and Latin America.

It largely moves with replacement and weather. It was a business that in the downturn, it went down, and we also had some competitive dynamics
that were very tough. Competitive dynamics are behind us. It's settled out. Market share is what market share is. Pricing discipline has returned.
Now it's in a position of growing -- I would call it low to mid single digits.

The filtration and treatment business has more dynamics involved, because there's more innovation coming there, and there's more access to less
good water, where people are going to, we believe, come back to investments.

In prior downturns, that business was actually pretty stable through downturns, because the channel would move from new construction to
focusing on installed base and penetration. There's still big penetration opportunities in that. In this past downturn, it was actually hit even worse
than the pump business, from a decline standpoint. So, we see that stabilize.

It's our most global business, residentially, is filtration and water treatment. Europe remains tough, but US is coming back nicely. We are the global
leader in that. That's the area where we combined our business with GE's, and GE still owns 20% of that product line. We have the most innovative
product.

We introduced something called the Hybrid DI -- deionization, which actually combines the features of a water softener with a RO, it's a very exciting
-- we think it's going to find its first market in the commercial space, because it's not a cheap product.

Unidentified Participant

Right.

Randy Hogan - Pentair Ltd. - Chairman, CEO

And in your home, Steve.

Unidentified Participant

It's not going to happen this year. Tell you that. I think that's it. Guys, thanks a lot, and --
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Randy Hogan - Pentair Ltd. - Chairman, CEO

Thank you.

Unidentified Participant

Yes, thanks.
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