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We listen to customers 
and imagine ways to help them
address emerging needs.

Cover: The Federal Signal Vision lightbar offers the safety and 
performance features that sophisticated police forces prefer.

Above: When seconds count and lives are in the balance, 
firefighters count on Federal Signal’s E-ONE fire rescue vehicles.
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Federal Signal’s Max ArmStrong water-blasting gun manipulator helps protect
people by alleviating operator fatigue common to waterblasting work. 

We create innovative solutions
drawing upon the talent of our
employees and a rich portfolio
of products and services.

Federal Signal’s Bronto is the highest articulating truck
mounted aerial device in use around the world.



We deliver superior growth in economic value. 
We are Federal Signal Corporation, the leader in
advancing security and well-being for communities
and workplaces around the world.

Employees gather to celebrate the shipment of a 
large order of Elgin Pelican street sweepers to Kuwait.
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The Transformation Continues 

The turnaround initiatives launched in mid-2004 are delivering positive results. 

For the full year, earnings from continuing operations rebounded to $.98 per share

on a 9% increase in sales to $1.2 billion. The sharp improvement from $.20 per

share in 2004 reflects the recovery of our Fire Rescue Group and earnings growth

from Safety Products. Operating earnings were also boosted $.34 per share due 

to gains on divestitures and successful tax initiatives. 

Key operating metrics showed healthy improvement. Our operating margin

recovered to 6% of sales, reflecting improved pricing and lower fixed costs. 

We have made some initial progress in improving the efficiency of our overhead,

and this will remain an important area of focus in the future. 

We determined the Leach refuse truck business does not fit with our longer 

term direction and have initiated an exit plan. Despite aggressive restructuring

efforts that delivered measurable operating improvements, we concluded that 

our time and our shareholders’ capital would be better used elsewhere. We are 

in discussions with a potential buyer and have recorded a $34 million impairment 

of this investment. 

Robert D. Welding
President and Chief 
Executive Officer

James C. Janning
Chairman

Letter to Shareholders



Core Values:   Integrity   Respect   Accountability   Excellence 
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In other strategic actions, we continued to simplify our manufacturing footprint

and exit non-core businesses. We consolidated and closed three facilities, and

divested two non-strategic industrial lighting product lines. These actions generated

more than $20 million of positive cash flow. 

Our financial position is healthy. Cash flow from operations totaled $73 million,

up sharply from 2004 largely due to a $31 million reduction in operating working

capital. Manufacturing debt, net of cash, fell to 34% of capital, a 7-year low. 

In 2005, we introduced a new incentive compensation system that rewards 

managers for increasing Economic Value (EV), either through improving earnings or

by reducing the capital required by the business. The new measurement system

has taken hold and is changing behavior. During 2005, we improved EV by $45

million. Much of the improvement resulted from higher earnings; however, we 

also made significant progress in reducing the investment in the business, as 

evidenced by our stronger balance sheet. 

In 2005, 100% of the incentive compensation of our top 200 managers was 

tied to achieving EV improvement goals. In 2006, another 1,500 of our employees

will have their incentives linked to EV improvement. 

We announced the addition of two key management positions during 2005 —

Greg Sink, vice president of strategic business development, and John Gruber, 

vice president of corporate development. Greg will concentrate on helping the

company accelerate organic growth, while John will assist our business leaders 

with acquisitions and divestitures. 

Turning now to our four business groups ... Our Environmental Products Group

delivered solid revenue and earnings growth in 2005. Demand was particularly

strong for industrial vacuum trucks and sewer cleaners in the U.S. Sweeper sales 

in our international markets also increased significantly. 

We are very pleased with Fire Rescue Group’s return to profitability in 2005 

as a result of significant performance improvements in the Ocala operation. With

intense focus on achieving smooth production flow, all aspects of the business
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improved, including safety, quality, on-time delivery and productivity. By all 

indicators, our people have turned the business around, which should result in 

continuing year-over-year improvements. 

In 2005, Fire Rescue introduced EzOne, a web-enabled, automated sales 

tool developed to assist dealers and customers when quoting and ordering new 

vehicles. Ultimately, more than 80% of customer orders will be processed through

EzOne. By automating the order-to-delivery process, this tool should help us

steadily improve lead time, quality and cost management.

Our Safety Products Group completed another fine year. Significant progress 

was made at many operating units in improving margins and invested capital —

drivers of EV improvement. Performance of our parking systems business improved

significantly, following a weak 2004. The Group’s results also benefited from 

strong demand for hazardous area lighting due to increased oil exploration, coal

mining and the rebuilding of Gulf Coast oil rigs. 

In the Tool Group, two key changes occurred during the year. First, Alan 

Shaffer joined Federal Signal as president of the Tool Group in October 2005. 

Alan brings significant tool industry experience, and a track record of international

growth. We believe new initiatives being launched under his leadership will help 

us raise our growth rate in this Group and increase the value of the business to 

our shareholders. Second, in anticipation of launching local production in 2006, we

established ourselves in the People’s Republic of China to serve the expanding 

manufacturing sector in that region and to provide a lower-cost source for exports

to other areas of the world. 

Corporate Governance During the year, we welcomed two new members to our

board of directors, Jim Goodwin and John McCartney. Both bring considerable

experience and new insight to the company. We look forward to their contributions

to advancing our corporate strategy.

We also thank Wally O’Dell and Joan Ryan, both of whom resigned from our

board in 2005, for their valuable contributions over the past several years.

Defining Values:   Imagination   Courage   Collaboration   Tenacity
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Looking Forward to 2006 We are optimistic about 2006. We begin the year 

with strong backlogs across our businesses and in all of our major market sectors.

Despite high energy prices, uncertainty regarding other commodity prices, and

rising interest rates, our customers are expressing their optimism for the future

with strong orders. We are forecasting revenue growth of about 6% to 8% in 2006.

Earnings per share, excluding product-line sale and tax gains, should increase 

10 to 15 percent. We expect Economic Value to continue to improve, driven by our

multiple strategic initiatives and continuing focus on improving the use of capital. 

A New Strategic Direction Toward 2035 During the course of 2005, the executive

leadership team spent many hours developing a revised strategy for the future. 

We recently announced a new Federal Signal vision, mission and product-leadership

focused strategy. Our management team and employees have enthusiastically

embraced this new direction. We are delighted with the initial results, and are

proud to be working with a truly professional, talented and dedicated leadership

team with extensive experience in creating value for shareholders. We believe the

company is now well-positioned to grow profitably over the long-term.

On the following pages we will introduce you to our vision for the new Federal

Signal ... the leader in advancing security and well-being for communities and 

workplaces around the world!

Robert D. Welding

President and Chief Executive Officer

James C. Janning

Chairman
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Financial Highlights

For the years ended December 31, 2005 2004

(in millions, except as noted otherwise)

Operations

Net sales $ 1,156.9 $ 1,063.9

Operating income $ 69.2 $ 28.4

Income from continuing operations $ 47.3 $ 9.5

Per share data:
Income from continuing operations $ .98 $ .20
(Loss) from discontinued operations, net of tax $ (1.05) $ (.39)
(Loss) gain on sale of discontinued operations, net of tax $ (.03) $ .14
Net (loss) - diluted $ (.10) $ (.05)
Cash dividends paid $ .24 $ .40

Operating margin 6.0% 2.7%

Economic Value $ (21.0) $ (66.0)

Cash flow from operations $ 72.9 $ 52.5

Capital expenditures $ 19.5 $ 20.1

Primary working capital (1, 2) to sales 19.7% 24.5%

Number of employees 5,574 5,644

Financial Position at Year-End

Shares outstanding 48.1 48.2

Debt-to-capitalization ratio (1) 34.5% 35.8%

Shareholders’ equity $ 376.3 $ 412.7

Backlog $ 389.7 $ 415.0

(1) manufacturing operations only, net of cash
(2) defined as accounts receivable plus inventory less accounts payable and customer deposits

Net Sales
(in millions of dollars)

05

1,157
1,0581,064

Income Per Share
(continuing operations)

2005 Distribution of Orders

$1,139 million

04 03

Cash Flow From
Operations
(in millions of dollars)

05

72.9 70.3

52.5

04 03 05

.98

.76

.20

04 03

27% U.S.– Industrial 
and Commercial

42% U.S.–Municipal 
and Government

31% Non–U.S.
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Our “shrink to grow” phase is largely behind us
and we have turned our attention to pursuing
and funding strategies to grow ... as we advance
security and well-being in communities and 
workplaces around the world. 

New Strategic Direction
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Our Five Key Growth Strategies

Growing through Product Leadership Customers already ask for many of our 
products by name because these products are pre-eminent in their markets. 
A few stand out: Elgin’s Pelican is the three-wheeled street sweeper of choice
for most major U.S. cities. The Bronto is the highest articulating truck mounted
aerial device in use around the world. The Federal Signal Vision lightbar offers
safety and performance features that make it the preferred product for many
sophisticated police forces. These products have staying power based on 
performance and robustness and are increasingly being enhanced through the
application of advanced technology. 

Our challenge in the coming years is to accelerate engineering efforts to take
these products and others to a new level to widen the performance gap between
Federal Signal and the competition. We intend to speed the introduction of 
new products in our core markets by meaningfully increasing our investment in
new product development. Sales from products introduced within the past three 
years currently comprise less than 10% of our revenues. Over the next three to
five years, we expect that figure to triple. Customers will increasingly recognize
us as the clear product leader. 

Attacking “White Spaces” Federal Signal currently offers products across a 
broad range of applications, businesses and markets. We have mapped out 
our product offerings, are thinking hard about our customers’ future needs, and
are identifying logical growth opportunities. We are looking for “white space” 
opportunities that take advantage of our unique set of competencies and
combine them in ways not done before. 

We have had some successes. For example, we have made the logical 
extension from a manufacturer of tornado warning sirens to a producer of tornado
warning systems and tsunami warning systems. And, recognizing our customers’
need for sophisticated revenue control and increased security, we no longer are
just a supplier of parking gates and ticket spitters, but a provider and installer of
sophisticated airport parking software and systems — currently being installed at
LaGuardia, Newark and Kennedy Airports. Within our vehicle businesses, we
have developed a waterless sweeper to help communities in both northern and
southern climates operate in challenging environments. Only a few examples;
there are more to come.

Expanding Globally Federal Signal began its international expansion in the 
early 1990’s through the acquisition of several key businesses. But, we remain
under-represented in many markets and we have not shifted our thinking to 
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optimizing global production. In 2005, one-third of our sales were outside of 
the U.S. but less than 20% of our production was non-U.S. We are taking steps
to change that profile. In 2006, we will start to produce environmental vehicles
through our Shanghai joint venture and to manufacture tooling in China. We 
will also begin small-scale manufacturing in Eastern Europe. We are changing 
our sourcing strategy to achieve global economies. We are evaluating the 
comprehensive opportunities in other high-growth areas. Our goal is to capitalize
on these opportunities. Ten years from now we envision having more than 
half of our business outside of the U.S., with a matching manufacturing footprint.

Strengthening the Portfolio We expect organic growth, building on our current
products, businesses and competencies, to account for two-thirds of our revenue
growth. Carefully targeted acquisitions to enhance our product, technology and
market positions are expected to account for the remaining one-third. We will
use Economic Value as the yardstick for evaluating all opportunities. 

We will, from time-to-time, prune our portfolio. During 2005, we closed an
unprofitable parking systems business in Brazil, divested two unprofitable industrial
lighting product lines and consolidated and closed three facilities. In 2006, we
expect to divest our Refuse business, and are considering alternatives for our
highly profitable, but non-strategic, Tool business. 

Cultivating Enterprise Customers Federal Signal is a 105-year-old company and 
its products are present in countless municipalities and workplaces around the
world. But our customers often don’t appreciate the linkage between our various
brands and businesses. In mid-size Olathe, Kansas, for example, our police 
lights and sirens, fire trucks, sweepers, sewer cleaners, parking and warning
systems are all in use, but sold through multiple channels. We want to increase
our customers’ awareness of the breadth of our capabilities — that these vital
products are all under the Federal Signal umbrella. We need to leverage these
multiple contact points and be sure our customers understand the potential value
Federal Signal brings… to advance their security and well-being. 

Funding our Growth 

We expect savings realized as a result of the following initiatives to help
“fund” our added investment in technology and engineering and also to improve
our profitability. 

Developing world-class supply chain management systems We will improve 
our supply chain management. We are shifting our sourcing perspective from a
U.S.-centric model to a global model. Our materials spend represents more than
50% of our cost of sales, and we are targeting a 3% annual reduction in spend
through achieving volume leverage and globalizing our supply partner base. 
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Improving our overhead efficiency We are seizing opportunities to make our 
sales channels more effective and efficient. For example, the introduction of
sophisticated sales configurators at E-ONE and Tool improves our ability to 
understand the “voice” of our end customer and efficiently design and deliver
desired products. 

We are also consolidating many transactional activities, using available tech-
nology to reduce costs and improve controls, and continuing to simplify and
globalize our manufacturing footprint to improve our cost position. In 2004, we
began an initiative to reduce the number of production plants. We consolidated
and closed three facilities, eliminating more than $15 million of fixed costs. 
We are positioning ourselves for fewer, lower-cost manufacturing facilities. 

Driving continuous improvement in our operations The expansion of lean 
manufacturing principles in our facilities will help drive continuous improvement
in key operating metrics — safety, quality, velocity, productivity — resulting in
reduced production costs, lead times, floor space and working capital. 

Unleashing the talent of our work force We are investing in our employees. 
We are identifying and hiring the resources necessary to shift our strategy and
accelerate profitable growth. We have identified the key competencies required
to deliver our strategies, and we are hiring and developing our global talent to
boost those competencies. We are looking for the best people in our global 
marketplaces. We will hire them, develop them and retain them. They will help
us implement the strategic initiatives with skill, courage and determination. 

What Does This Mean Financially Over the Next Three to Five Years?

We expect organic growth, building on our current products, businesses and
competencies, to be 6% to 8% per annum and account for two-thirds of 
our revenue growth. Carefully targeted acquisitions to enhance our product, 
technology and market positions are expected to add an additional 2% to 4% 
per annum and account for the remaining one-third.

• Gross margins are projected to increase 1% per annum, from a base of 25%, 
each of the next three years. 

• Selling, engineering, general and administrative expense, almost 20% of sales, 
is projected to grow at half the rate of revenue, thereby declining gradually 
as a percent of sales. 

• Operating working capital, currently 20% of sales, is targeted to decline to 
15% or less over a three year period.

• Economic Value, negative $21 million in 2005 will turn positive by 2007, when 
we expect return on invested capital to exceed 9%. We expect returns to 
continue to improve thereafter, reaching 15% in three to five years.
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Lines of Business
Air and mechanical sweepers 
for roadways, parking areas,
industrial facilities and airports;
sewer and catch basin cleaners,
industrial vacuum loaders, 
glycol recovery vehicles; high
pressure waterblasting systems.

Market Segments
Municipalities, contractors, 
airports, industry

Representative Brands
Elgin, Ravo, Vactor, Guzzler,
Jetstream

Primary Manufacturing
Locations
Elgin, IL; Houston, TX; 
Streator, IL; Alkmaar, Netherlands; 
Shanghai, China

Federal Signal’s Guzzler NX vacuum truck, Vactor HXX
hydroexcavator, Vactor sewer cleaner.
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Environmental Products Group

Group Sales
(in millions of dollars)

05

348

295

Group Income
(in millions of dollars)

04 03 05

19.8

28.9

25.2

04 03

2005 Highlights

• Sales increased 18% to $348 million. 

• Orders increased 16% to $360 million.

• Operating income increased 15% 

to $29 million.

• International presence increased through 

the establishment of a joint venture in 

Shanghai, China.

Product Leadership

We have worked closely with excavation 

contractors to develop the Vactor HXX, a hydro-

excavation vehicle. The HXX uses high-pressure 

water to loosen soil and a vacuum to remove it

rather than a traditional mechanical excavation

device. Hydro-excavation is efficient and less likely

to damage utility lines, an increasing risk with 

the growth of broadband communications and

deployment of underground fiber-optic cable.

We introduced a new version of the popular

Elgin Pelican sweeper offering waterless, 

dustless, all-temperature sweeping. Industrial 

customers with limited access to water or those

who require dry sweeping, such as in winter 

conditions and cement plant applications, have

embraced this product. 

We are finalizing the design of our Max

ArmStrong, an innovative, power-assisted 

pneumatic “arm” that manually supports the

weight and pressure of industrial waterblasting

equipment. Operators using the Max ArmStrong

system will be able to work faster, longer and 

with a wider range of motion than operators who

need to both hold and operate a waterblaster. 

Growth Opportunities

International markets were strong in 2005, 

especially in the Middle East and Asia. We shipped

a fleet of Ravo compact sweepers to Turin, 

Italy, to support the 2006 Winter Olympics and 

delivered more than 100 Elgin Pelican sweepers 

to Kuwait. 

Global expansion is expected to continue. 

In mid-2005, we entered into a joint venture 

agreement to produce modern and efficient 

environmental vehicles near Shanghai, China. This

arrangement includes an established distribution

network serving major cities across China. 

In the United States, our Vactor and Guzzler

vacuum trucks were in demand to support hurri-

cane recovery efforts in the Southeast, helping

drain water from downtown New Orleans 

and used in other cleanup activities. As always, 

we stand ready to serve those who clean, main-

tain and restore property and the environment —

no matter what environmental challenges develop.

Federal Signal’s Elgin
Pelican at work in Kuwait.

262

2005 Distribution of Orders

$360 million

24% U.S.– Industrial 
and Commercial

50% U.S.–Municipal 
and Government

26% Non–U.S.
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Lines of Business
Aluminum and stainless steel
fire apparatus and rescue 
vehicles; vehicle-mounted 
aerial access platforms; 
aircraft rescue vehicles; 
industrial fire equipment

Market Segments
Municipalities, industry, 
military, airport fire protection,
wildland/ forestry, homeland
security, command centers,
industrial contractors, utilities

Representative Brands
E-ONE, Saulsbury,
Superior, Bronto

Primary Manufacturing
Locations
Ocala, FL; Red Deer, Alberta;
Tampere, Finland

Federal Signal’s Bronto Skylift, E-ONE pumper and 
airport rescue and firefighting vehicle.
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Fire Rescue Group

2005 Highlights

• Sales increased 3% to $371 million. 

• Orders were unchanged at $355 million.

• The Group returned to profitability with 

operating income of $2 million.

• The EzOne system was introduced to assist 

with quoting and configuring fire apparatus.

• Year-end order backlog was strong at 

$234 million.

Product Leadership

We launched three new products aimed at

increasing firefighter safety. The introduction of an

aerial information system in our market-leading

aerial ladders allows firefighters to monitor critical

information such as ladder position, load capacity

and temperature. This innovative system calculates

the weight load that can be applied without the

risk of tipping based upon ladder extension, and

uses mission-specific screen layouts. 

Our vehicle information control system, a

Windows
®
-based computer system located in the

truck’s cab, allows firefighters to access informa-

tion such as building floorplans while responding

to a call, getting this critical information faster 

than ever before. 

We introduced roll stability control to help 

make the drive to and from incidents safer. This

product constantly monitors driving conditions and

intelligently adjusts engine speed and braking as

needed for stability.

Growth Opportunities

In 2005, we nearly doubled U.S. sales of our 

unique next generation aerial platform vehicle, the

Bronto, the highest truck-mounted articulating 

aerial device in the world. We believe the Bronto

will gain municipal and industrial market share in 

the years ahead. It is the only such device in the

world that extends to 90 meters, the equivalent 

of 30 stories high. 

We are improving our North American dealer

network to better provide customers with the 

products and services they need. New dealer 

outlets now exist in Canada, California and Texas.

We expanded our product line through a partner-

ship with Classic Fire, LLC in response to customer

demand for smaller, less customized utility vehicles. 

We also introduced EzOne, a web-enabled 

electronic sales tool developed to assist dealers 

and customers when quoting and ordering new

vehicles. This system will help improve lead time,

quality and cost management, accelerate prod-

uction improvements, and ultimately provide our 

customers with faster delivery of their customized

sales apparatus.

Group Sales
(in millions of dollars)

05

402

361

Group Income
(in millions of dollars)

04 03 05

14.7

(23.9)

04 03

Federal Signal’s E-ONE 
industrial top-mount pumper
helps protect a petroleum
refinery, its contractors 
and employees

371

2.3

2005 Distribution of Orders

$355 million

34% Non–U.S

65% U.S.–Municipal 
and Government

1% U.S.– Industrial 
and Commercial
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Lines of Business
Vehicular audible and visual
warning devices; industrial audible
and visual warning devices;
outdoor warning and communica-
tions systems; hazardous area
lighting; parking revenue and
access control systems

Market Segments
Municipalities, government agen-
cies, military, utilities, institutions,
general industry, automotive and
truck, oil and gas, marine and
mining, airports, parking operators,
contractors, roadway authorities

Representative Brands
Federal Signal, Target Tech, 
VAMA, Stinger Spike, Federal
Warning Systems, Victor, 
Pauluhn, NRL, Atkinson
Dynamics, Federal APD

Primary Manufacturing
Locations
Anaheim, CA; Danville, KY; 
Novi, MI; Pearland, TX;
University Park, IL; Barcelona,
Spain; Johannesburg, Republic 
of South Africa; Newcastle,
United Kingdom

Federal Signal’s emergency products, electrical
products and parking systems.
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Safety Products Group

2005 Highlights

• Sales increased 12% to $277 million; most 

major market segments posted strong gains.

• Operating income increased 34% to $45 

million, including $7 million of income 

generated by the sale of two non-strategic 

industrial lighting product lines.

Product Leadership

Emergency vehicle lighting using light emitting

diode (LED) technology is more reliable, durable,

and greatly reduces demand on a vehicle’s 

electrical system. Our breakthrough Solaris

reflector design maximizes vehicle visibility and

increases the safety of emergency personnel 

and the general public.

We have added advanced license plate 

recognition functionality to our parking equipment

product line, which resulted in several large 

contract awards. 

We launched a new mid-range outdoor 

warning siren series to help protect people and

property in small and mid-sized communities.

These omni-directional sirens were instrumental 

in winning a large order for a nuclear power plant

warning system.

Growth Opportunities 

In the U.S., we have deepened our penetration 

in the over $90 million domestic parking market,

including serving the large airport segment. In

2005, under a $47 million contract awarded in

2004, the Port Authority of New York and New

Jersey began parking cars in lots equipped with

our sophisticated Onyx systems. A number of

other large airports are expected to upgrade their 

parking systems in the next few years.

We look forward to growth in monitoring 

and control systems for municipal water depart-

ments. We have transferred our expertise in

wireless control and activation technology from

siren systems to water systems, and we believe

there is strong growth potential in this $100 

million market. 

The developing economies of China and other

Far East countries offer an especially strong

growth opportunity for Safety Products. Increased

spending associated with economic expansion in

the region is compounded by a rising awareness

of the need for safety in both the public and

private sectors. Our broad range of municipal and

industrial safety products and systems is designed

to meet those needs.

Federal Signal’s tsunami
warning system helps 
protect people and 
property in Indonesia.

Group Sales
(in millions of dollars)

05

277

247

Group Income
(in millions of dollars)

04 03 05

28.1

45.0

33.5

04 03

241

2005 Distribution of Orders

$260 million

38% U.S.– Industrial 
and Commercial

26% U.S.–Municipal 
and Government

36% Non–U.S.
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Lines of Business
Standard and special die tooling
and components; plastic mold
tooling, components and acces-
sories; metal cutting carbide tools
and tool holding systems for
grooving and cutoff; and super-hard
metal cutting tools for milling,
drilling and turning operations.

Market Segments
Precision tooling for die and mold
builders, and metal stampers,
plastic molders and metal cutting
companies in a wide variety of
industries including automotive,
appliance, computers and 

electronics, consumer goods, 
construction and agriculture 
equipment, medical devices and
instruments, and aerospace.

Representative Brands
Dayton Progress, CLAPPDiCO
Manchester Tools, OTM, PCS

Primary Manufacturing 
Locations
Portland, IN; Fraser, MI; Akron, OH;
Dayton, OH; Wapakoneta, OH;
Whitehouse, OH; Alcobaca, 
Portugal; Oberusel, Germany; 
Tokyo, Japan; Woodbridge, Ontario;
Guangdong, China

Dayton Progress metal stamping tooling, Manchester Tool
carbide cutting tooling, P.C.S. Company plastic mold tooling.
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Tool Group

2005 Highlights

• Operating income increased 10% to $17 million. 

• Profit margins recovered following raw material 

cost escalation.

• Construction of a China plant is near completion 

with first shipments expected in 2006.

• The group is positioned for international growth 

in Eastern Europe.

Product Leadership

Industrial tooling customers often have unique 

applications requiring special tools and can spend a

lot of time looking for the right tool. To help customers

select the best products for specific applications, 

we introduced an advanced sales configurator for 

Dayton Progress punches and metal stamping tools.

To help plastic mold tooling customers apply 

identifiers to their products, we introduced 

electronically controlled date stamping functionality.

An electronically controlled identifier can be updated

much more quickly than an identifier applied with 

a typical manual date stamp. Customers value this

easy-to-use date stamping functionality because it

provides the traceability that serves a vital role in

manufacturing and warranty cost reduction efforts.

In late 2005, Dayton Progress was re-certified 

in ISO 9001:2000 quality standards, validating its

ongoing commitment to overall quality and customer

satisfaction. 

Growth Opportunities 

Global expansion provides industrial tooling growth

opportunities in numerous regions of the world. 

In 2005, we increased our presence in Eastern

Europe and received orders from new customers in

the Czech Republic, Hungary, and Poland. 

In Asia, we are increasing our presence with the

construction of a manufacturing plant in Guangdong,

China. When completed, we will use this plant to

meet the industrial tooling needs of growing Asian

manufacturers and to provide low-cost, semi-finished

components to our other tooling operations around

the world. 

In North America, we are leveraging the comple-

mentary strengths of our different tooling operations

to drive synergies in sales and manufacturing. 

For example, our punch and metal stamping tooling 

division introduced high precision, part-specific mold

inserts that complement products offered by our

plastic mold tooling division. We also began to serve

global plastic molding companies by utilizing our

global locations across the group. We anticipate

further growth as we identify additional opportunities

to leverage the strengths and resources of our 

complementary tool operations.

Group Sales
(in millions of dollars)

05

162 161

Group Income
(in millions of dollars)

04 03 05

14.9

16.8
15.3

04 03

Federal Signal’s Dayton
Progress tooling helps make
food and beverage container
pop-tops easy to open for 
consumers.
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2005 Distribution of Orders

$163 million

72% U.S.– Industrial 
and Commercial

28% Non–U.S.
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Annual Meeting of Shareholders
Tuesday, April 25, 2006, 3:30 p.m., Doubletree Guest 
Suites & Conference Center, 2111 Butterfield Road, 
Downers Grove, IL 60515.

Common Stock Data
Federal Signal Corporation’s Common Stock is listed and
traded on the New York Stock Exchange under the symbol
FSS. The company expects to continue paying regular
quarterly cash dividends as it has done since 1948,
depending, of course, on future earnings, financial condition
and capital requirements.

Transfer Agent and Registrar
National City Bank is the transfer agent and registrar for
Federal Signal Common Stock. Notices regarding change of
address and inquiries regarding lost dividend checks, lost or
stolen stock certificates and transfers of stock, should be
directed to National City Bank, Corporate Trust Operations,
Locator 5352, P.O. Box 92301, Cleveland, OH 44193-0900,
800.622.6757.

Dividend Reinvestment Plan
This plan enables Federal Signal shareholders, who hold
shares in their own name to automatically and regularly apply
common stock cash dividends toward the purchase of
additional shares of common stock. Participants have the
option of purchasing more common shares through the plan
with direct cash payments. The company pays all bank
service fees and brokerage commissions for common stock
purchased through the plan. Inquiries regarding enrollment in
the plan or questions concerning established accounts should
be directed to National City Bank, Corporate Trust Operations,
Locator 5352, P.O. Box 94946, Cleveland, Ohio 44101-4946,
800-622-6757.

Contacting Directors
You may contact the Audit Committee, the Nominating and
Governance Committee, any director or group of directors 
on an anonymous/confidential basis by addressing your 
letter to Federal Signal Corporation, Office of the Secretary, 
1415 West 22nd Street, Oak Brook, IL 60523-2004.

Reports
A copy of the company’s 10-K, including the consolidated 
financial statements, is available on Federal Signal’s website
at www.federalsignal.com or by contacting the Office of 
the Secretary, Federal Signal Corporation, 1415 West 22nd
Street, Oak Brook, Illinois 60523-2004, 630.954.2000.

Investor Relations
Contact Karen N. Latham, Vice President and Treasurer, 
630.954.2000, InvestorRelations@federalsignal.com. 

Shareholders
Some of Federal Signal’s shareholders have their shares
registered in their broker’s name or “street” name. If you are 
a “street” name holder and are not receiving company
communications directly or in a timely manner, we would be
pleased to send this information to you if you will send us your
name and address. Federal Signal had a total of approximately
21,000 “street” name and record shareholders at 
year-end 2005.

Webcast of Quarterly Conference Call 
The company anticipates quarterly earnings press releases 
followed by a conference call after the end of each fiscal quarter.
Detailed information on the next press release and conference 
call will be available at www.federalsignal.com at the end of 
each fiscal quarter.

Dividend Dates
Federal Signal Corporation anticipates the following cash 
dividend dates for 2006:

Record Date Payment Date
March 15 April 4
June 15 July 5
September 14 October 3
December 14 January 4 (2007)

Trademarks
Atkinson Dynamics, Bronto, Bronto Skylift, CLAPPDiCO, Dayton,
Elgin, E-ONE, EzONE, Federal APD, Federal Signal, Guzzler,
Guzzler NX, Jetstream, Leach, Manchester, Max ArmStrong, NRL,
Onyx, OTM, Pauluhn, PCS, Pelican, Ravo, Saulsbury, Solaris,
Stinger Spike, Superior, Target Tech, Vactor, Vactor HXX, VAMA,
Victor, Vision and are trademarks of Federal Signal Corporation
or its subsidiaries. Windows® is a registered trademark of
Microsoft Corporation.

Shareholder Information
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We serve organizations 
that protect people, property and 
the environment.
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