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Operator

Hello, and welcome to the Fourth Quarter Earnings Genée Call for Amphenol
Corporation. [Operator Instructions] At the requestheftompany, today's conference is
being recorded. [Operator Instructions] | would now likéntooduce today's conference
host, Ms. Diana Reardon. You may begin, ma'am.

Diana G. Reardon

Thank you. Good afternoon. My name is Diana Reardah)'anAmphenol's CFO. I'm
here together with Adam Norwitt, our CEO, and we'd li&kevelcome everyone to our
fourth quarter conference call. Q4 results were reledeednorning. | will provide some
financial commentary on the quarter, and Adam will gimeoverview of the business and
current trends. We'll then have a question-and-ansvgsiose

The company closed the fourth quarter, achieving sal$84# million and EPS,
excluding onetime items, of $0.73, beating the high endeoédimpany's guidance. On an
as-reported basis, EPS was $0.69 and included an $8.6 mil&h@8 charge relating to
the impact of the previously reported flood and a charg@?2 aillion or $0.01 relating to
acquisition transaction expenses for the acquisitidfedt closed in the quarter.

Sales were flat in U.S. dollars and local currencespgared to Q4 of 2010. From an
organic standpoint, excluding both acquisitions and foreighange, sales in Q4 2011
were down 3% from last year. Sequentially, sales wenan@%6 in both U.S. dollars and
organically from Q3.

For the full year 2011, sales grew 11% over 2010. Breaking ddesisto our 2 major
components, our Cable business, which comprised 6% clates, was up 4% from last
year and down 19% from last quarter. The Interconnechédsssi which comprised 94%
of our sales, was flat with last year and down 7% seg@llgnAdam will comment further
on trends by market in a few minutes.

Operating income for the quarter, excluding onetime itevas, $175 million compared to
$191 million last year. Operating margin was 8.5%, a littiter than our expectations,
reflecting a negative conversion margin of approxima28B6 from Q3 on an 8%
sequential sales decline. The Q4 2011 ROS of 18.5% compareddord Q4 2010 ROS
of 20.1% and a Q3 2011 ROS of 19.3%. For the full year, RO&idéxg onetime items,
is 19.2% compared to 19.7% for the full year 2010.

The year-over-year margin reduction in Q4 of 1.6% is aitributable to lower
margins in the Interconnect business, which were 2008¥ei quarter compared to
22.4% last year and 21.5% last quarter. In addition, stockropxipense was higher in
the quarter on flat sales, reducing overall ROS by 16 lpasnts or 0.1%.

From an Interconnect margin standpoint, about 1/3 ofdtiection from last year relates
to higher depreciation expense in the 2011 quarter compatkd 2910 quarter. While
depreciation expense as a percentage of sales forltiieadul011 is comparable to 2010,
the sequential decline in sales in Q4 2011 resulted in higlagive expense levels in the
current quarter.



The remaining reduction in margin reflects the impatisaeases in material input costs
versus the prior year, particularly for precious metats@astics and, to a lesser extent,
cost in the quarter relating to workforce reductionsbofu 3%. These impacts were
partially offset by the positive impacts of cost reduttactions and price increases.

In the Cable business, margins improved to 13.1%, up from 1as3%ear. The margin
improvement relates to higher volume of specialty cabdelucts and lower relative
material costs, primarily copper and aluminum. Overalyevpleased with the company's
operating margin performance of 18.5% in the fourth quaner8.2% for the full year
2011, excluding onetime items. The achievement of thistalobf level in a year, where
significant inflationary pressures on input costs cdedisvith a volatile and less-than-
supportive demand environment in many of our marketsha@@&fought accomplishment
by operating management. In response to that envirdnfmem a headcount perspective
for the year, we reduced headcount by about 4%, excludingpiaet of acquisitions. We
continue to believe that the company's entreprenep@iating structure and culture of
cost control will allow us to continue to react ifaat and flexible manner and achieve
strong profitability.

In addition, as we look forward to 2012, there are some $igm an input cost
perspective, that the new year may bring a somewhed badanced operating
environment. In that more normal environment, tleagement team remains fully
committed to margin expansion, as business volumes exfeaodrdingly, the company's
guidance for 2012 reflects the return of sequential quartpdyating income conversion
rates in line with the company's long-term target of 25%

Interest expense for the quarter was $11.1 million comgar$d0.2 million last year,
reflecting higher average debt levels from the compaiytsk buyback program. Other
income was $2 million in the quarter, up from $1.6 milliast lyear, primarily as a result
of higher interest income and higher levels of cashshiort-term cash investments. In the
fourth quarter, the company had an effective tax ragdf% compared to a rate of
27.2% in last year's quarter. The 2011 quarter includes an aggtagdmenefit of
approximately $3.3 million or 31% of the $10.6 million pretaetime items described
earlier. Excluding these effects, the effective tag na Q4 2011 was approximately
26.4%. For the full year 2011, excluding onetime items, thepamy's effective tax rate
was 26.8%, and we currently expect the same tax rate in 2012.

Net income, excluding onetime items, was approximate§%af sales in Q4 and 13.3%
for the full year, a very strong performance. Dilutechi&gs per share in the fourth
quarter was, on an as-reported basis, $0.69 compared to $0 yehla\fter adjustment
for onetime items, diluted earnings per share was $0.73 inQ@Xbmpared to $0.74 in
the prior year quarter. For the full year, diluted earnpgysshare, excluding onetime
items, grew 13% over 2010.

Orders for the quarter were 989 million, up 4% from last,y@sulting in a positive
book-to-bill ratio of approximately 1.04:1. As we announlestl quarter, in early
September, the company incurred damage at its SidneyYNekfacility, as a result of a
flood. In addition to the loss of approximately $18 millmirsales and related margin from
the temporary shutdown of the facility in September@atbber, of which $7 million
related to October, the company incurred onetime chaedpag to the write-off of
damaged inventory and productive assets, in addition tougezosts net of insurance



recoveries of about $12.8 million or $0.05 a share in the guarter and $8.6 million or
$0.03 per share in the fourth quarter. The company is iprdeess, with approximately
$20 million of financial support from state and local auties, of constructing a new
facility in the local area outside of the flood zoonenbuse the majority of the company's
New York manufacturing activities. We expect this procedsike about 18 to 24 months
and require an investment by the company of approxim@ié&ymilion to $20 million

over that same period. The company has full support ofigomers for the move and
does not anticipate any business disruption as a result.

In late November, the company completed the acquisiticiiEP, a German manufacturer
of specialty molded interconnect products for the automaotiarket, with annual sales of
about $120 million and excellent profitability, commenseinaith its high-technology
product offering. In addition, in conjunction with the asifton, the company incurred
costs for professional fees and transfer taxes aftak@ milion or $0.01 a share, that
under current accounting rules, are expense. The costdban reflected as a separate
line item in the income statement above operatingnie

The company continues to be an excellent generatmashf, and cash flow from
operations is $169 million in the quarter, about 147% ofneetrne for the quarter and
107% for the full year 2011. The company continues to taggdt ftow from operations
in excess of net income.

From a working capital standpoint, inventory increasexuiB% over the September
guarter and was up 18% from last year. Excluding acquisitipadts, inventory was
about equal to the prior quarter. Inventory days, excludiggisition impacts, increased
to 89 days at the end of 2011, from 77 days at the end of 2010t A&ib of this increase
on a year-over-year basis relates to higher rawrahieventory, as the company
continues to hold a higher level of raw material fertain commodities. In addition, in the
fourth quarter, certain operations increased invengusld in anticipation of an earlier
Chinese New Year in 2012, in order to ensure appropriatsle¥/service to customers.
From an inventory days perspective, the year-end iovgitevel is at the high end of the
company's historic range, and we expect inventory aaglecline in 2012.

Accounts receivable was $767 million at the end of tlae, y@own 4% from September
and up 7% from the end of 2010. Days sales outstanding, exchmjnggsition impact,
increased to 71 days at the end of 2011, from 68 days atdled 2010. Given the
growth in the company's Asia business, we would expeatdmpany's receivable days to
remain approximately in this range in 2012.

Cash flow from operations of $169 million, along with feavings under the company's
credit and receivables facilities of $112 million and $17%anibf cash, were used
primarily for $27 million of capital expenditures, $250 millieeiating to the acquisition of
FEP, an increase of $43 million in cash investmends$di38 million relating to the
purchase of 3 million shares of company stock in the guarhe company has
approximately 6.6 million shares remaining under the 2@om#hare buyback program
that expires in January of 2014.

As previously announced, in October, the company's bafadilectors approved an
increase in the company's quarterly dividend to $0.105, bagimith the April dividend
payment, increasing the yield to just under 1% at the dintke announcement.

At the end of the year, our cash and short-term imestts balance was $649 million, the



majority of which is held outside of the U.S. Our debbs at $1,377,000,000, bringing
net debt to $728 million at the end of the year. We hadadnility under our revolving
credit facilities of approximately $300 million, and thergany's leverage and interest
coverage ratios remained very strong at 1.4x and 22x, tesghecEBITDA in the
quarter for the company was $223 million.

From a financial perspective, this was a strong quakgam will now provide an
overview of the business and current trends.

R. Adam Norwitt

Well, thank you very much day, Diana, and I'd like to edtey personal welcome to all
of you on the phone today and, as well, wish you adlpit New Year. I'm going to
highlight first the fourth quarter and some of our achessets in the full year of 2011.
Then I'd like to discuss the trends and progress in owusserved markets. And then
finally, Il comment on our outlook for the first quartand full year 2012, followed by a
guestion-and-answer period.

We're very pleased to report in the fourth quarter reveeand earnings above our
guidance, despite significant uncertainties in the glod@mh@mic environment. Revenues
in the quarter were essentially flat to prior year wede down as expected from our
record third quarter results. | am very proud, howevet,daamanagement team was
able to secure strong profitability in the quarter, @ahg industry-leading operating
margins of 18.5%. The achievement of this level of pability despite the uncertain
economic environment and our reduced sales levelseReation of the strength and
discipline of our agile organization and, most importarmfyour entrepreneurial
management team.

We're very encouraged that the company's financialgtinehas allowed us to continue
our acquisition program in the fourth quarter. As Dianatimeed, we completed the
acquisition of FEP, a German-based manufacturer of Bginblogy interconnect
products for the automotive market with annual saleppifaximately $120 million. The
FEP acquisition builds upon our fast-growing automotive tatenect business,
positioning us to further capitalize on the expansioel@ftronic content in automobile
platforms around the world. It's also very consistettt aur ongoing successful strategy
to acquire complementary companies with strong managehading technology and
excellent market presence. As we welcome this exteailew team to Amphenol, we
remain very confident that our successful acquisition @mogwill continue to create value
for Amphenol into the future. In addition, our confidentéhe continued financial
strength of the company is reflected in our ongoing sbogkack program, as well as the
recently announced increase in our quarterly dividend.

Now Diana mentioned the specifics relative to the &idiood. I'd just like to mention
here that we are very proud of that team and theivezgeefforts following the early
September flood. The factory returned to full operaticapkcity early in the fourth
guarter as a result of what are truly tremendous effdrbsir entire Sidney organization,
together with our vendors, as well as our distributiotneas. And we look forward to a
very strong future for this important business as westtian to our new facility in Sidney
over the course of the next 18 to 24 months.

Now turning to the full year of 2011. Despite the manylehgks in the global economy



this year, the company was able to achieve new dsdnrsales and earnings per share in
2011. We produced sales of $3,940,000,000 and earnings per share of $8.0@tAn
together with 19.2% operating margins and net income at 18t3%les, represented
truly incredible achievements in that environment.ré/especially pleased that we have
continued to expand our market position, growing by nearly 12011, a level
significantly above overall industry growth rates. Thenpany's consistent focus on
technology innovation and customer support through all ghafshe economic cycle
have resulted in Amphenol's strengthening our positiomsaaach of our end markets. In
addition, our organization has accelerated the developmhé@mtovative interconnect
technologies. These developments have allowed Amphealiitalize on exciting new
areas of the ever-expanding electronics market, thémeladening the opportunity for
our future growth. Our drive to be the enabler of thetedmics revolution has been very
successful thus far and will be a great driver of our |scgeing forward.

In 2011, we have also continued our acquisition program, addiegy2amily members

to Amphenol and creating excellent platforms for futuqeaasion. As we closed the year,
we find it very rewarding that the Amphenol organizatias again built a new platform
of strength, creating optimism for our future performance.

Now I'd like to turn to the trends and the progress invauous served markets. And as
expected in the fourth quarter, customers in many of mading&rkets reduced their levels
of procurement in light of increased uncertainties englobal economy. Our sales to
customers in the military and aerospace market repess@0€6 of total Amphenol in the
guarter. Sales decreased 11% from prior year, on redugtipnscurement by defense
contractors related to budgetary uncertainties, asasdtbm the continued impacts from
the Sidney flood. However, we are very pleased thas shdl increase slightly from the
third quarter.

Sales into the commercial air market were very gfracreasing 15% from prior year
and 6% sequentially on higher airplane production volumesehss the early phases of
next generation jet liner production. We are optimidtat our sales into the commercial
air market will strengthen further in 2012, as volumesinaat to increase and as the
ramp-ups of these new platforms accelerate. There nd demhkins uncertainty in the
defense budgets of many developed economies, which magdinaederate the growth
opportunities in the military market to some degree in 2BkERertheless, we are
confident that the increasing electronic contentilitary equipment, together with our
broad program participation and our strong positions in giglvth emerging markets,
will drive good growth into the future. We expect demanidoth the military and
commercial aerospace markets to strengthen in thefiester, and we look forward to a
strong long-term outlook for these important segments.

The industrial market represented 13% of our sales intquager. Sales to customers in
that market increased 3% from prior year and were aasievels to the third quarter.
We continue to make excellent progress in broadeningeshinblogy offering and
increasing our penetration of the many exciting growtingents of the industrial market,
including in particular, alternative energy, oil and gasaJy equipment, as well as factory
automation. While we experienced some expected slowidgraand, in particular in the
European industrial market in the fourth quarter, we exgpecvverall industrial market
to grow moderately in the first quarter, and we look fmevto strong momentum for



growth in 2012, as our new interconnect technologiesroantio proliferate across a very
diverse range of industrial applications.

The automotive market represented 10% of total Amphertbeiguarter and sales
increased a very strong 45% from prior year and 12% sedqlyertsawe benefited from
an increase in both overall vehicle volumes, as ageliew electronics applications and
from the contributions of both the CEMM-THOME and F&gjjuisitions, both completed
this year. We're very excited by the significant eggamof our high-technology product
offering, resulting from these acquisitions. In additie, continue to invest in broadening
our organic technology developments, leading to a growirggpoe on a diverse range of
new automobile electronics. We expect demand in theraitee market to increase
strongly in the first quarter to approximately 12% of kotanpany sales, with the
contribution of FEP, as well as our continued progresg\m interconnect products for
on-board electronics, as well as hybrid vehicles.

Our sales into the broadband communication market repees&% of total Amphenol
this quarter. Sales moderated slightly from prior yedrdeclined sequentially by 16% on
more pronounced-than-expected seasonality. While rpesisies in raw material price
depreciation have allowed us to achieve margins in #ide®usiness of 13.1%, pricing
dynamics in the broadband market remained difficult. Nbedgss, we are encouraged by
our increasing position with new Cable and Interconpeatiucts, as well as by our
strong position in international markets. We expect dehta improve seasonally in the
first quarter, and we look forward to continuing to rematize further benefits of our
diversification efforts.

Our sales into the information technology and data comgation market represented
20% of total this quarter. Sales in this market incré&8é from prior year with strength
especially in storage and server applications and dedlin&éo sequentially on an
expected pause in procurement activity by customers iiTthearket. Despite inventory
corrections throughout the supply chain impacting our sakk®e IT market in the fourth
guarter, the pace of design activity with our strategitocuers has actually accelerated.
Our customers are pushing their data center equipment ttewels of performance in
order to handle the rapid expansion of data, driven incp&t by new mobile devices and
the continuing spread of video on the Internet. Whileew@ect demand to remain at these
levels or slightly above in the first quarter, we exeited by our ongoing new program
wins with these new advanced technologies, which esesitong potential for 2012 and
beyond, as customers begin to release their next-gemepdatforms into the market.

The mobile networks market represented 10% of totakimjtiarter, and sales in that
market decreased 20% from prior year and 23% sequentiatipeastors around the
world slowed their build-outs and equipment makers reactstidnply reducing their
inventories and build rates. We expect demand to increaderately in the first quarter,
as production rates increase somewhat from thesesleisland as operators begin to
expand their network build-outs in order to relieve the-gpndemand for increased
coverage and capacity, which exists on many networlkslodk forward to further long-
term strength driven by our broad design-in positionsem lsase station platforms, as
well as our strong presence with the diverse range bablireless operators.

Sales to the mobile devices market represented 20%abirtdhe quarter and increased
5% from prior year, while decreasing 17% sequentially. Adwad expected, some



portion of our strong performance in the third quarter re&ged to a pull-ahead of
demand by certain customers from the fourth quarteraohind quarter, thus, resulting in
an unseasonable reduction in sales in the recent quMgesinticipate some seasonal
moderation of demand in the first quarter, and we expett growth in 2012 to
moderate from these strong 2011 levels. Neverthelessrenexcited by our strengthening
position in the rapidly expanding range of new, smart lmalavices, in particular, tablet
computers and the potential that these create in 2012 goddoéOur comprehensive
portfolio of products for mobile devices, as well as piaferred supplier relationships
with all major device makers, continue to position usrsily in this important end
market.

| am extremely proud of the Amphenol organization in 20&ly@ have executed well in
what can only be termed a very, very difficult markeatimnment. Our successful
navigation through the many challenges of the fourth quartd, indeed, of the entire
year of 2011, confirms once again the resiliency anagtineof the Amphenol
organization. The company's superior performance ieatdieflection of our distinct
competitive advantages, our leading technology, our inageassition with customers
and diverse markets, our worldwide presence, our leanexioldl cost structure and,
most importantly, an agile and entrepreneurial managet@ant.

Now looking forward into 2012 and based on constant exchaibge, as well as normal
seasonal patterns, we now expect in the first quantéttee full year for 2012 the
following results. We expect sales in the range of $9@mmto $975 million for the first
guarter and $4,050,000,000 to $4,150,000,000, respectively, in the fuleaxpect
EPS in the range of $0.73 to $0.76 for the first quarter and $3 23 34 for the full
year. For the full year, this guidance represents salg®arnings per share growth of 3%
to 5% and 6% to 10%, respectively.

We're very encouraged by the strong outlook in salesanmihgs, especially given the
many ongoing uncertainties in the global economy. Arariain extremely confident in
the ability of our outstanding management team to build wpomew record levels of
revenues and EPS established in 2011 and to capitalize omatty opportunities to grow
our market position and to expand our profitability into 2042 lseyond.

Thank you very much. And at this time, operator, we'ddrg happy to take any
guestions that may be there.

Question-and-Answer Session

Operator
[Operator Instructions] Our first question today comemfSherri Scribner with
Deutsche Bank.

Sherri Scribner - Deutsche Bank AG, Research Division

| just wanted to ask a little bit about the long-term guigefor fiscal '12. If | look at the
revenue guidance, it's a couple of points, maybe 3% or 4%&tyr8ut if we strip out the
FEP acquisition, it actually looks flat. So | just wahte get a sense, you talked about a
number of big opportunities in some of your different segseNhy would your
expectations be for relatively flat revenue growththé based on forecast from



customers? Or just a little detail there.

R. Adam Norwitt

| mean, if you look at the guidance, in fact, at the leigth of guidance, we would be
growing organically, | think, somewhere around 3%. Anchercurrent environment, we
actually think that is a very strong and prudent guidantieeasame time. | mean, we
continue to see opportunities across all of our marketshere continues, as well, to be
just tremendous uncertainty in the world economy. Asitvieere on January 18, 2012,
and give guidance forward for the next 12 months, we thsmkmportant to be prudent in
that and recognizing that there have been, over $hd 2amonths, many political,
economic and other uncertainties, and | wouldn't saywthae at the end of the rope on
all of those things. But given that environment, gigsrwell the -- where we are coming
from in the fourth quarter, this is really extremelpag guidance.

Sherri Scribner - Deutsche Bank AG, Research Division

Okay. So a little bit of conservatism baked in thérepunds like. And then just looking at
the SG&A. The SG&A number came down in the fourth quatitle bit. Diana, what
type of SG&A should we expect as we move through fi¢€aahd, specifically for the
first quarter, after you've done all this headcount redn2tShould it be down from
where we are in the fourth quarter? Or is it going toelively flat?

Diana G. Reardon

Yes. Sure. | mean, | wouldn't expect it to come dowhink that we certainly have a
very disciplined approach to SG&A spending and are ablexat fsome with demand.
But, I think, looking into 2012, an assumption that says $ia&A would probably grow
about half the rate of sales would probably be the eghtimption.

Operator
Our next question today comes from Jim Suva with Citi.

Jim Suva - Citigroup Inc, Research Division

| have 2 questions. First of all, the company you acqua&a you help us kind of gauge -
- does it need a lot of restructuring? Are the operatiagyims on par with Amphenol? A
lot of movement you have to do around that, or is il kihyou acquiring it and just
integrating it and it's already fully rolled out? Then sleeond question is regarding your
M&A strategy. It looks like the last few M&As have lmeen the auto side. Does that now
fill your portfolio gap on auto, or given the content gtbws that an area that you're still
a lot more optimistic for, where we could expect to s@®e more integration there?

R. Adam Norwitt

First, relative to FEP. | mean, this is not a comyphiat requires any restructuring. So we
are not at all doing that. We have acquired a manages@ntthat has just tremendous,
tremendous experience and capability and vision forutfued, and we're very, very proud
to welcome that management team to Amphenol. And e@atr-- we have not
deposited any Amphenol employees in the building. Theyswr@ng that company so
successfully, the day after closing like they were theb#dore. Relative to the

profitability of the company, | think, Diana mentionéanean, this is a very, very strong,
profitable company, well above their peers in the ingusiat they participate in and
would compare very favorably across any of the matketiswe participate in. So we're



very, very pleased with that. It is a real confirmatihat there is money to be made in
every market when you have technology to offer to ymstomers. And that has been
something that we have always talked about, thatuifoan create value for your
customers, by embedding that value in the interconnedupts that you sell, which allow
your customer to, in the end, have greater value toostieir customers, there's money
to be made and you can achieve superior margins and bilibjita such an environment.
We're very happy that FEP has that same mindset, aaweealways had. And that's why
the marriage with them will be, | believe, very, wsuccessful. Now, you are correct. We
have made some acquisitions over the course of thgelastyear and half in the
automotive market. And | think that is just an indicatibat, that is a market where there
has been a real acceleration in terms of the pratie of new electronics application,
that now, we believe, have value and where Amphemllgdtparticipate. If | can just
remind you, from where we have come in terms of ourraative business, going all the
way back to when we were making, really, safety de\aceson-board telematics, RF-
type products that go into the car, we have really breatiéhat offering today, as the
electronics have broadened across the car. So | woulkglhyou that we would not do
anymore acquisitions in automotive, but we will celyadto acquisitions in all of the
markets as they become available and as we work tiveungh our pipeline. But we're
very excited. | mentioned that automotive will be abti2fo of sales in the first quarter.
It's been a very strong growing market for us this yead, we expect good things from
that market going forward.

Operator
Our next question today comes from Craig Hettenbach®@atldman Sachs.

Craig Hettenbach - Goldman Sachs Group Inc., Research Divian

Adam, just a follow-up on the comments on the mobilacgewarket. The comment of
moderation in growth for 2012, do you view that as spedfihe market or are you
being more selective in that end market?

R. Adam Norwitt

Yes. | mean, first, let's just recognize that, tea market where we grew this year more
than 30% year-over-year. And we have had just fabuloustgrowhat market. So we
would not certainly expect to grow anywhere near thegas this year. | mean, that is
just outstanding growth. We are participating in that maoked broad basis. But | should
also say that the smart devices, the tablet compub&se kinds of devices, this is where
the content and the opportunity for value is. And weinagetto drive our engineering
resources towards attacking those areas of the smhiterdevice market and the overall
mobile device market, where we can create value focestomers. What will the overall
market grow in this year? You would know as well as ltwhea forecast would be. But
we clearly would not expect to have that kind of big uptitgk we had, part of which was
due to the sort of new advent of tablet computers, wherbad never participated
before, laptops, and the things that those tablets bee#e replacing. But we look forward
to that market, and we look forward to being a veryngnoarticipant in that market
going forward.

Craig Hettenbach - Goldman Sachs Group Inc., Research Divian



Great. And if | could follow up with Diana. Any otherraments on the commodity costs
in terms of potential impact and in the quarter just cetegland as you go through the
year, what the impact could be?

Diana G. Reardon

Yes. | mean, | think as you know, we don't call out dpaanpact of individual
commodities. But | think, as | said in the prepared remavkse talking about margin,
what our expectations are in 2012. | think, we have sem®e sdication that there seems
to be a stabilization in some commodities and bétégds in others. And | think that,
being combined with what we call a more normal demandanment as we look into Q1
and then into 2012, | think will provide a more normal hedgabetween pricing
opportunity in the market, volume growth and also the iopst side, that we feel will
allow us to return to our historical norm of being abl@chieve these 25% conversion
margins. And | think, as | mentioned, from a sequentgaddpoint in 2012, our guidance
does reflect that. So | would say that, if the enviment stays as it is today, we'd certainly
feel more optimistic about sequential margin expansion.

Operator
Our next question today comes from Steven Fox with ClResearch.

Steven B. Fox - Cross Research LLC

Two questions, Adam. First of all, your comment abouigdesctivity accelerating in the
IT and datacom space. Was that -- can you just expartthtth\Was that mainly a market
comment? Or is there more Amphenol-specific stuff goimghat you could elaborate on?
And then secondly, with regard to the FEP acquisitiowkirg at the molding
technologies that you're acquiring, is this more compeang to what you're doing? Like,
how does it integrate or get you more print positiorutoaobile?

R. Adam Norwitt

Yes. These are fine questions. Relative to my comoeihit datacom, | don't know
whether that is a market or an Amphenol, but whahlte you is that our engineers are
extraordinarily busy over the whole year, but thatrseto even accelerate going into the
end of the year, whereby, we see our equipment makemeaistdocusing on creating
core equipment that can manage the data traffic thatgaopleally struggling with
today. And | think this has been kind of a slow-motidaltwave here, this data. | mean,
people know it is coming. They see it coming, but it tadase time to spool up that
equipment to these next-generation levels. And we seerdally, on a worldwide basis,
when we're working with IT customers, in all geographmesy entrants to the market, the
existing leaders to the market. There is a real get to these high speeds. And as you
go down that path towards high speed, the challengesnptieations for the

interconnect products are so much more significant aakeoging to deal with. And so
our engineers have just a much, much more intensivaatien with these customers, to
help them solve all of the sort of inherent issues éne around those new high-speed
systems. And | think, as we look forward, that's obwogsing to result in new

platforms, where we will participate, and which carateenew bases of growth for the
future. There's no doubt about it, the IT infrastructareompanies, at universities, in the
financial services, wherever that is, there is gbingave to be a constant upgrade to deal



with that flood of data that is there. Now, relatiee=EP, it's very astute to see that this is
a company that, in particular, has an outstanding streémgtblding technology. No

doubt about it. This is a very complementary acquistiioAmphenol. We have already a
growing product line of value-add and component level prodhatgyp into the
automotive market, and we look forward to the team &, Fi6th from a customer
innovator standpoint, but also from a technology intiowestandpoint, to be just
tremendous participants, as we seek to continue thaghig¥th that we've achieved so
far in the automotive market.

Operator
Our next question today comes from Matt Sheerin witflelSNicolaus.

Matthew Sheerin - Stifel, Nicolaus & Co., Inc., Researcbivision

First question, just regarding the distribution channehow you've seen an inventory
correction like other suppliers, and | know that's nbiggpercentage of your revenue, and
| also know that distribution plays a big role in youtitdry business. So can you talk
about order trends there? And have you seen any inyaefaenishment from
distribution as a result of the Sidney plant and thetfadt distribution basically chipped in
to help fill those orders?

R. Adam Norwitt

Yes. No. | mean, as you correctly pointed out, distrdvuis not as significant for us. It
represents something around 14% of our total sales. Hicarlliit is more significant.

We have not seen any meaningful kind of replenishmeydwasvould put it. And the
channel was very, very supportive during the flood, antdvia one of the reasons why
we were able to satisfy, essentially, every custaineing that time period, which is not
something that is easy to do, let me tell you. Bectheseustomers, they still got to build
their end systems, and there was, certainly, somegiatogparts and to machines. And so
the strength of the channel has helped. We have anttke replenishment in any
significant fashion. Would we expect to see that goimgdod? | think it really depends
on the macro environment. Because | believe thatligtabution channel, more than
most, is very responsive to that macro environnmétitey don't feel good about it, then
they're not going to replenish it. If they start telfiacrementally better, maybe they will
start to put some more parts on the shelf. We haveaw®st so far, though, any significant
or meaningful distribution comeback.

Matthew Sheerin - Stifel, Nicolaus & Co., Inc., ResearcBbivision

Got you. And then on the telecom infrastructure, wiyeretalked about incremental
weakness in the quarter. It sounds like it may be a bitlbetter. But was that broad-
based or specific to any region? And are you getting sesendo you have a sense that it
could ramp through the end of the year based on pent-up demand?

R. Adam Norwitt

No. | think we see it from 2 sides. We see it firshirthe operator side, where we work
directly with many significant operators around the @avith our installation products,
our antennas. And there is one where, | would tell yaty that has been a very difficult
finish of the year, the spending was very much clampeddgen for whatever reason. |
mean, there is all these other mergers and whatabh#ve happened in various regions.



But | think we have started to see a little bit ofekpp, at least a bottoming, | would say,
in terms of the operator activity. Relative to tlggiipment makers, it's a little bit more
difficult to read because they all had their custometaagiag demand. They had a certain
expectation going into the fourth quarter in terms ofrelibey -- what inventory levels
and how they had ramped up their supply chains, whethehéweyindeed worked
through all of that inventory that they had built upri@pation of the fourth quarter.
That, | have a hard time to say. We don't have pediiliy into the contract
manufacturers and the OEMs and their respective wareholisat being said, as |
mentioned, we do expect in the first quarter for Amphentiiat market to sequentially
perform stronger than we had off of these low levitsl | certainly would hope and
would expect to some extent that over the course ofgae that there would be more of
a return to normalcy. No doubt that the capacity, theeage that exists in the wireless
market gets worse and worse every single day. And stcudtemers, the end customers,
you and me, and all the rest on the phone here, wa aree point going to get up and
revolt here if they don't have better coverage. Atidnk the operators understand that.
They have to really ramp up their build-outs, and thaits around the world, in all the
geographies. And we look forward to participating, and wealepositioned to

participate as the build-outs happen.

Operator
Our next question today comes from Mike Wood with Macquarie

Mike Wood - Macquarie Research

My question is another way to look at your outlook. Ifiyook at your growth in various
submarkets compared to your order trends, do you think ol&eycurrently seeing the
content growth that you've talked about in aerospaciamyjlauto, smart mobile
devices? And is that included in your outlook? Or do yoiktthiere might be a pause in
that content growth?

R. Adam Norwitt

No. | would say that we certainly continue to see tlaeitent growth. | mean, if you look
in the fourth quarter, take 2 of the markets that you ioeed here, mil aero, as well as
commercial air, we were sequentially, essentiallyposlightly above the third quarter in
that kind of macro environment, that is clearly requentially flat. So | believe that is
representative very much of content growth. We see ithparticular, in commercial
aero, but we also see that in the defense markettiveaio the mobile phone market, we
grew year-over-year in sort of mid-single digits. We haear-to-date -- full year
performance in that market, growing more than 30%. | dbink that whole market grew
30%. So the content growth that we have seen therddaaty been strong. Do we
accelerate that content growth? Do we continue tyahpe platforms that we've
designed in going forward? Clearly, we will continue t@emthat. We have achieved a lot
so far this year, and we'll continue to bear thedrisdm that. | think, as we look forward
into the first quarter, and we talked about in our guidamatethe mil aero market, we
expect to go up sequentially. Again, | think that is indieabf expansion of our content
across a market that is not necessarily growing aiptnze.



Operator
Our next question today comes from Steve O'Brien viAtiargan.

Steven J O'Brien - JP Morgan Chase & Co, Research Division

Adam, can you touch on some of the regional differeilcdemand, perhaps, and any
concerns you're baking in regarding Europe in terms dithgear guidance? | mean, is
there assumption that sort of with low-single digit orgamnowth that some regions will
be stronger and others weaker?

R. Adam Norwitt

Yes. | mean, just relative to the results that weshast reported, | can tell you, not
surprisingly, in the fourth quarter, with our automotiveitess being as strong as it was
and with our mobile business being as strong as it Bxa®pe was a strong performer,
and Asia was a strong performer on a year-over-yeas.llanean, European sales grew
very strongly with the automotive progress that we'aelen Sequentially, the whole
company was down, and I'd say all the markets were déaybe Europe was down less
than the others, again, because of that automotsegitr. As we look forward, |
mentioned that the industrial market in particular waswhere we had seen some
weakening in the European industrial market, and we wouléxpxct that necessarily to
get much worse, but | wouldn't say that we have nedlysgany high expectations for
growth in that part of the market. Overall, we arefactoring in some macroeconomic
cataclysm. | mean, neither Diana nor | are macnoeaists here. We listen to what our
customers say. We do a bottoms-up forecasting basedainwehnteract with our
customers and what we hear, and that's really hovhat vesults in the guidance. We're
not, sort of, reading the tea leaves relative to adresome country or other will default
on their debt. If that happens, we'll deal with it.dan, clearly, the fourth quarter was a
guarter that was impacted by macro events around thd.wislwe mentioned at our last
call, if you had asked me at the beginning of the thirdtguawvhat would the fourth
quarter be, | certainly would not have told you, it W@l down 8% sequentially. And there
were a lot of sort of governmental macro, politieglpnomic issues that came about. |
don't know that those have necessarily fully resolhethselves. But clearly, it seems that
we're in a somewhat more stable environment today.

Steven J O'Brien - JP Morgan Chase & Co, Research Division

Got you. And then, if | could, on the mobile devices sidaean, looking at the guidance
for the first quarter, year-over-year basis, if | @@y numbers right, it certainly won't be
growing. | would think that even the most pessimist assomgpfor smartphones, tablets,
ultrabooks, et cetera, still look pretty strong for 20li2ebn, do you expect a potential
for accelerating growth, noting that Q2 and Q3 were s&ong last year, but maybe as
we exit 2012, Amphenol will kind of normalize to the patgrwth in those markets?

R. Adam Norwitt

Yes. Look, | mean, whether we normalize to the pdggawth in the markets, | think,
our goal in all of our markets has always been to ouwsperthe markets that we
participate in, and | think we've done a pretty good joacbieving that in this market in
particular, as well as in the other markets. Reldabwhat will happen in the first quarter,
we work with lots of customers across that market. thede are programs that go up.
There are programs that go down. And that is part afgason why we have been



successful in many ways. We have expanded our positioex&mple, on tablet
computers, in particular, in 2011. Going into the first quatterouldn't tell you that
there's any individual thing that is happening different'ré/just folding up the forecast
that we have from our customers, which are refleciwehat would normally be a
seasonality into that quarter. Relative to the ya@r-year performance, again, there are
platforms that come and go. We are putting tremendous totpstting our products
where there is value for Amphenol. And there may beasionally, some products where
we say, we don't want to even participate in that Waliet to be in the products where we
can generate the returns for the company that webleogme accustomed to and that we
really demand when we participate in a market, and wehee that will be the most
successful thing for us to run that business.

Operator
Our next question today comes from Amitabh Passi wigs.U

Amitabh Passi - UBS Investment Bank, Research Division

Adam, my first question for you was just around bookingsi Mad a very strong book-
to-bill in the quarter, 1.04. | apologize if you covered.thiwas just curious if you can
give us some insight in terms of where you think thatired strength came from. And also
just linearity in terms of orders, was there any sbdn acceleration in order trends
towards the back end of the quarter?

R. Adam Norwitt

Yes. Just relative to the linearity, actually, it vpastty linear throughout the quarter in
terms of orders. So | wouldn't tell you that there asagkind of spike that came at the
end or at the beginning. | mean, normally, you would hawvthe fourth quarter, a pretty
strong October. | would tell you that in this quartevas actually pretty linear in terms of
both sales and orders across the quarter. We feejgery about those bookings that we
had, and not all bookings can be shipped within 30, 60, 90 Bay4.is a clear reflection
across all the markets that we serve in that weubur customers are growing in
confidence enough to give us the bookings that can thenguppastrong guidance that
we've given for the full year. So we feel very goodudlibe bookings and look forward,
hopefully, to booking more here in the first quarter.

Amitabh Passi - UBS Investment Bank, Research Division

Was the booking strength, | guess, what | was tryingkowas it sort of broad-based
across all your end markets, was it specific end mathkats.

R. Adam Norwitt

No. It was broad-based. | think | alluded to that. | m¢la@re are some of our markets
that have a very quick turn, where the bookings are mdiree with the revenues, things
like mobile devices, where you're not booking on lond laes. But of the other
markets, which have more normal booking scheduleswtssquite broad-based.
Amitabh Passi - UBS Investment Bank, Research Division

And then just as a follow-up, philosophically, with reggecM&A, is your preference to
gravitate towards deals like FEP, companies that ayet@elnnologically robust and easily
integrated in your large organization, or would you alsopmEn to doing larger deals that
might require some heavy restructuring and heavy liftindoag as you can get them at



attractive prices?

R. Adam Norwitt

Well, look, we have a very clear philosophy about adipis. Number one, we look for
a company that has good people; number 2, a company thgtda technology; and
number 3, that has a complementary market position.rlergk that has led us towards
companies that have some of those 3 characteratidd-EP has really all of them in
spades. Does that mean that we confine ourselves mcquisition strategy towards only
very focused companies of a certain size? AbsolutalyTrmthe extent that we find
companies that satisfy those criteria and maybe eperate at a level of profitability
below where we are today, we would certainly pursue tharse that is, really, regardless
of size. What we're not going to do though is just buyethimg because it's cheap and it's
big. So, | mean, we're going to continue to have an sitiquistrategy that focuses on
paying fair value for companies that have tremendous paitealue to Amphenol in the
future.

Operator
Our next question today comes from Will Stein with Cr&diisse.

William Stein - Crédit Suisse AG, Research Division

A few quick ones. | don't think, historically, you've diised bookings. So maybe you can
frame for us a little bit how the 1.04 book-to-bill comgmon a seasonal basis to a typical
Q4. Is this a particularly strong bookings quarter from ymrspective?

Diana G. Reardon

For a Q4, this would be a stronger-than-normal quarteémk, on average, if we would
go back in time, | would think that a Q4 would more -- nallynwould be kind of a 1:1
book-to-bill ratio.

William Stein - Crédit Suisse AG, Research Division

Very helpful. Second, ultrabooks. | assume that you'eeaict design wins in that
product. It looks like it's going to be kind of one of therenpopular products this year in
terms of development and eventual sales. First, cacgofirm that, that's a category that
you're interested in? And then also maybe talk or i which end market you would
tend to disclose this in.

R. Adam Norwitt

Yes. In fact, ultrabooks, what those end up being and adrgparticipation will be, will
really depend on the nature of the product. | mean, we matvparticipated so broadly in
laptops in the past, only because the interconnecticaduthat are embedded in those
products have been relatively off the shelf, nondnégi-value products. And so we have
really steered away from those over the years. Véhetllrabooks, to some extent, have
more kind of value embedded in them relative to thedotarect, | think that remains to
be seen. | mean, we participate with some of thesohaoe extent, but | wouldn't say
necessarily, unless there is a real shift in thal srtchitecture of those ultrabooks that, that
would necessarily be a huge thing. Take a tablet, isyadvféerent thing. You're
compressing in a tablet a tremendous amount of fundtigrtaémendous amount of data,
wireless connectivity, very, very compact intercasrsolutions. That suite of
opportunities for Amphenol has created great opportundgiess to make a product for



our customer that allows enough value to be made wrenetéresting for us to
participate. | think the jury is still out on whetheathvill be so much in ultrabooks.
Where we are disclosing that in a market segment, t de@h know that, that's such a
significant segment for us, to that extent. If it isrmlike a tablet, we disclose that in
mobile devices. If it looked more like a computer, thatuld probably be in IT.

William Stein - Crédit Suisse AG, Research Division

Okay, great. That's helpful. And one other quick one an.©n FEP, historically, you've
had earn-out provisions in your transactions. Isittéathink of this as similar to your
prior methodology for structuring deals?

Diana G. Reardon

In this particular deal, we don't -- there's no earnsbuicture.

Operator
Our next question today comes from Amit Daryanani RBC Capital Markets.

Amit Daryanani - RBC Capital Markets, LLC, Research Division

A couple of questions. One, maybe just on the indusidial think you guys talked

about flat trends in December, some growth in thetiadf. It's better than the concern |
think people had. I'm just curious, is your sense of thieritory correction in that space is
behind us? Or is the positive commentary more a te&fteof some new wins you've had?
Any help there would be useful.

R. Adam Norwitt

Yes. | mean, relative to industrial, | think, we hé&eael a very, very strong year in
industrial, Amit. | mean, we grew, essentially, foe fall year by 17% in the industrial
market. | think we have made just tremendous, tremendogsgsin broadening our
portfolio of technologies across that market. Going ait these new subsegments of the
market and so, from that perspective, | would probablyfsatyour performance is a little
bit more that we have broadened our position ratherjtisa the tide going up and down
in industrial. | mean, we are really hitched to sor#he very high growth opportunities

in the industrial market, things like oil and gas, thirkgs $olar, high-speed rail, markets in
China and India, places like that, where there is aflotdustrial activity ongoing. | did
mention before that we have seen in Europe, in paticesbme moderation of the growth
there and, hopefully, even some bottoming out of thdbpraance in Europe. Looking
forward, relative to inventories, | wouldn't reallyedit our performance in the quarter to a
rebuilding of inventories. And how those inventorielt proceed going forward, that is
actually less of a concern to us than are we gettmgaisitions with these new customers
and these new applications with the new products tha¢ weteloping.

Amit Daryanani - RBC Capital Markets, LLC, Research Division

Got it. That's helpful. And then 2 quick follow-ups maybee®@n the full year guide of
3% to 5% growth, if | just look at the FX at this pouhipoks like it will be 150 basis
headwind for you guys in 2012. Is that roughly what you'repsudating in your guidance
as well?

Diana G. Reardon

Yes. | think the organic is about -- is 3% at the higth, &dmit. So there's about a 2% net
between the acquisition impact and the foreign exchangacai.



Amit Daryanani - RBC Capital Markets, LLC, Research Division

Got it. And then just finally, the $257 million, | thinthat cash paid for acquisitions, is
that also the FEP transaction? Or were there sostgpgouts in that number as well?
Diana G. Reardon

No. This was for the FEP acquisition.

Operator
Our next question today comes from Shawn Harrison atigbow Research.

Shawn M. Harrison - Longbow Research LLC

First question has to deal with the Broadband Cable égsi13.1% EBIT margin this
guarter. Would you expect that to be the peak as we mtwv@@12? Or do you think
you can see some upside in profitability as volumes rgiwen the commentary regarding
the pricing environment?

Diana G. Reardon

Yes. We would hope, | mean, that we could see some furfisade as volumes ramp,
depending on what commodities do from here. But | thingeimeral, we've seen a
positive impact on cost in the fourth quarter. We wouloeekto see some further
positive impact in Q1. And if we get some volume alongpwhiat, | think we should be
able to see some movement in margins up above that 1@146hieved in the fourth
quarter.

Shawn M. Harrison - Longbow Research LLC

Okay. And then my follow-up has to deal with the mijtdefense market, growing nicely
in aerospace. But looking at the 2012 guidance, what typegagds, sales decline would
you expect out of the military market, given the trenus gxperienced in the back half of
the year?

R. Adam Norwitt

Yes. | mean, actually, | wouldn't tell you that we wondgtessarily anticipate a sales
decline for the full year of 2012. | think we expect thatrket to be moderate in the
context. But certainly, we would not anticipate a sdksdine. | mean, clearly, we had this
year some lost sales from the flood. We hope to malkeggond portion of that
throughout the course of the year. And those effortswhahave had ongoing to offset
the budgetary issues with the expansion of electromitead and, really, a repositioning of
resources towards the areas where money is stid lspiant in the military. And there are
clearly still areas being spent in the military. langeven with the recent -- the President
going to the Pentagon and talking about all the thingsatfgagioing on, without much
specificity, | should say, there are still tremendous djpdies that our teams see. And
our teams are not working at the kind of Washington |&ugy are working in the labs.
They are working with the program managers, where @r@reontinually programs that
are being developed, new programs, existing programs, fardlitary sales, which is
becoming an increasing priority with many of our custameday. And so we see still the
opportunity for growth in that market. And relative taxeuercial air, that is the market
where we see, obviously, stronger growth potential goiagthis year, as those new
platforms, really, "take off," so to speak. And | thihlat there's going to be great
opportunities, really, in that market and long term fothtof those markets.



Operator
Our next question today comes from Tony Kure with KeyBan

Anthony C. Kure - KeyBanc Capital Markets Inc., Research Diision

Most of my questions have been answered. Just had a qustioguegarding the
acquisition. Would it be fair to read into the fact ttrs acquisition, this most recent one,
the German company, is maybe a result of the uncemiammo environment there, where
potential acquisition targets maybe in the region aneerapen to discussions with you,
given the uncertainty of their own environment?

R. Adam Norwitt

Yes. | wouldn't necessarily read that into it. | mearery acquisition has a certain
ownership, which has a certain time frame to séHlink, in this case, the ownership of the
company had made a decision long before Greece andladis# things, that they had a
certain schedule, and that was the schedule they werg golive to. So | would not at
all read anything into that. They're selling whengksis falling.

Anthony C. Kure - KeyBanc Capital Markets Inc., Research Diision

Okay. And then just a little clarification on the $18lioni or so of lost sales. First, was
that all military? And then second, do you expect totlgat more weighted in the first half
or the second half of 20127

Diana G. Reardon

It's primarily in the defense market, a small amounh@&commercial air market. And we
would expect to recover that during the year, whetlgeinitbne specific quarter or the
first half or second half of the year, | couldn't keahy. But | think by the end of the year,
we expect to have those sales fully recovered.

Operator

Our next question today comes from Wamsi Mohan withkBdrAmerica Merrill Lynch.
Wamsi Mohan - BofA Merrill Lynch, Research Division

Adam, on the FEP acquisition, can you share geographidadlye the revenue exposure
is for FEP? It sounds like it's largely Europe. And giventigh tech content, is it
overexposed to any particular segments of the auto makketPhave a follow-up for
Diana.

R. Adam Norwitt

Sure. No, it's a nice question. Obviously, they aredasEurope, and they have a
predominance of their business in Europe. But they Hageaagrowing business in Asia,
in part, with European OEMs. Relative to the technolagy the platforms that they
participate on, they are a very broad supplier into adrange of platforms, ranging from
low-end, high-volume cars, all the way to the highgstily vehicles.

Wamsi Mohan - BofA Merrill Lynch, Research Division

Okay. And, Diana, | know you don't roll off raw mategaists, but it sounded from your
prepared commentary that there's an implicit assumgtatrraw material costs don't
necessarily move, maybe they move in tandem with der@get to that 25%
incremental margins, which has been your historicdbp@ance. Is that the right way to
think about it? Or are the headcount reductions beentkatkou can absorb more
volatility around raw materials at this point and sfék to those conversion margins?



Diana G. Reardon

No. | think your first statement is exactly the rigédy to think about it. | mean, we've
seen some improvement in most of the commoditiesyblve also seen -- we see as we
go into 2012, I think, also some improvement in the demaudomment. And it's really
that balance -- well, it was out of balance in 2011 thatsed most of the difficulty from a
margin perspective. And so we do feel that based on thésss, we see more of a
balanced environment in 2012, and we do believe that sxddsbe able to, therefore,
expand margins.

Operator
At this time, | have no additional questions in the queue.

R. Adam Norwitt

Well, thank you all very much. And, again, we appreciatg yime and your interest in
the company, and once again, wish you a happy New Ydaa anccessful beginning to
2012. Goodbye.

Operator
Thank you for attending today's conference, and haveeadaly.



