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Hardinge is an infl uential and highly regarded leader in the global manufacturing market.

What kind of manufacturing? As you’ll see through this report, almost any kind. We’re a 

behind-the-scenes company that isn’t a household name in consumers’ homes, but in product 

engineering and job-shop circles, we’re often on “speed dial.”

And for good reason. We provide the latest technologies to virtually any application requiring 

material-cutting and workholding solutions, with products that are truly “best-in-class.” 

Add in our ability to design and implement customized solutions, and you’ll quickly 

realize why we’re such a valued business partner to so many strong and diverse companies 

around the world.

So whether our customers are looking to improve their products’ performance or profi t 

margins, Hardinge can help them reach their goals and improve their competitive positions. 

And with manufacturing facilities in four countries, a global distribution network, and the 

most complete line of turning, milling and grinding machines for small- to medium-sized 

parts available from any one manufacturer, we can stand behind everything we make.

All of this positions us very strongly for what we believe will be continued success and 

profi tability for many years to come. In the coming pages, you’ll gain a better idea of how we 

intend to build upon our track record of performance and steady growth.
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The worldwide market for machine-tool consumption 

was approximately $57 billion* in 2006, an increase 

of more than 7% over 2005. North America (16%), 

Europe (30%) and Asia (51%) accounted for 97% of 

worldwide consumption in 2006, led by China, which 

alone consumes one out of every five machines 

produced around the globe.

The Global Machine-tool Market

Industry Growth Drivers

 Macro-economic and manufacturing industry expansion, 
which increases machine-tool demand.

 Shrinking supply of skilled machinists, which increases 
demand for automated machines.

 Need for improved productivity to remain competitive.

 Need to replace older, obsolete technology to remain 
competitive.

 Machine replacement rates are now closer to a 1:1 ratio, 
compared to when one machine replaced multiple ones 
in the recent past.

 Increasing demand from less-developed regions as they 
expand their manufacturing base.
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Machine-tool Industry 
Consumption Worldwide
(in billions)

CAGR = 16.8%

Worldwide machine-tool demand has 
grown by a compound annual rate of 
16.8% since 2002.

$30.5
$34.3

$44.5
$52.9

Worldwide Machine-
tool Consumption 
(2006)

Asia

51%

Europe

30%

North America

16%
Other

3%* Source: “Metalworking Insiders’ Report,” January 31, 2007, Gardner Publications.   
   Estimated, excludes parts and accessories.

$56.7



T U R N I N G  Hardinge® manufactures a full line of metal-cutting lathes to meet a broad spectrum 

of performance, capacity and budget requirements. Whether it’s our high-performance RS/SR® 

series or our more price-conscious GS® and SV® lines, we design our lathes to ensure they 

offer the highest quality and reliability in their class, so that our customers know they will 

make their parts correctly, every time. With a 117-year-old track record, our turning solutions 

are known for our unparalleled precision, fl exibility and durability, as well as our focus on 

utilizing technology that reduces tool wear and overall operating costs.

M I L L I N G  Our acquisition of Bridgeport’s® highly respected products and intellectual property, 

combined with our own milling machines, has made us a signifi cant supplier of milling solutions 

(now collectively sold under the widely recognized, 80-year-old Bridgeport® brand). Our 

incomparable series of vertical, horizontal, fi ve-axis, high-speed and traditional knee-mill 

products give our customers the best price and capability options available in the industry. 

And our global operations and distribution network allows us to design our machines’ 

standard packages to include many advanced features which are typically expensive options 

with other manufacturers.

Hardinge at a Glance



G R I N D I N G  Hardinge’s grinding solutions literally provide the highest possible performance 

in the industry, with Swiss precision and more than 75 years of experience built into every 

machine. With over 100 machine models collectively among our Kellenberger®, Hauser, 

Tripet and Tschudin brands, we can service the most technically demanding applications and 

solve almost any customer’s needs for cylindrical and jig grinding. We also offer unparalleled 

fl exibility, allowing customers to make multiple components in one fast, easy set-up — which 

saves time and money.

W O R K H O L D I N G  /  I N D U S T R I A L  P R O D U C T S  Hardinge® has the world’s most complete line 

of workholding and industrial products, including collets, feed fi ngers, pads, tool holders and 

rotary products. In fact, we maintain more than 36,000 standard products — in stock for 

immediate delivery — and provide workholding products for all brands of lathes and mills, 

as well as grinding, automatic screw and rotary transfer machines, and other automation 

and assembly operations. What’s more, we can custom-engineer workholding and other 

industrial product solutions to make even the toughest jobs possible, so it doesn’t 

matter if you’re working with the strongest of metals or the most delicate 

of applications, such as glass, electronics or pharmaceuticals, Hardinge helps 

customers make better products and improve their competitive position.
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A Global Leader in the Machine-tool Industry  
Hardinge is a global designer, manufacturer and distributor of machine tools, specializing in high-precision, computer 
controlled, material-cutting machines. We distribute our products to most industrialized markets around the 
world and generate more than 60% of our sales outside of North America. We have fi ve manufacturing facilities 
totaling nearly one million square feet in North America, Europe and Asia.

Hardinge has a very diverse international customer base and serves a wide variety of end-user markets. Along 
with metalworking manufacturers (job-shops) which make parts for a variety of industries, our customers include 
a wide range of end users in the aerospace, agricultural, automotive and transportation, basic consumer goods, 
communications and electronics, construction, defense, energy, pharmaceutical and medical equipment, and 
recreation industries, among others.

With our leading market position and expanded product offering, coupled with favorable global industry trends 
and further diversifi cation opportunities, we believe we are very well-positioned for further growth.

Focused Growth Strategy

 Diversify and expand our product offering within all major material-cutting segments for 
small- to medium-sized parts

 Strengthen and expand our leadership position in core market segments

 Further leverage our worldwide sales and support capabilities

 Maintain focus on operating effi ciency and fi nancial strength

 Capitalize further on technological advantage and continue new product development

 Leverage worldwide manufacturing / engineering capabilities beyond the 
machine-tool industry

2006 Financial Highlights
(in millions, except per share amount)

 2006 2005 % change

Net sales $326.6 $289.9 12.7%
Operating income 23.1 15.6 48.4%
Net income 14.0 7.0 99.1%
Earnings per share (diluted) 1.58 0.79 100.0%
Dividends per share 0.14 0.12 16.7%
Book value per share 17.84 15.76 13.2%
Capital expenditures $ 3.6 $ 4.8 -25.0%
Return on equity 9.4% 4.8% N/A
Return on assets 4.4% 2.4% N/A



Dear Fellow Shareholder s, 
In last year’s annual report, we stressed that we were positioned to benefi t from a strong machine-tool market and our 
robust product expansion, and looked forward to an even better year in 2006 than we enjoyed in 2005. As predicted, 
the global machine-tool market was strong last year, and customers were pleased with our expanded product 
portfolio. Therefore, I’m happy to report that 2006 was an outstanding year for Hardinge, culminating with record 
sales of $327 million — a 13% increase over 2005 — and net income of $14 million, a 99% jump from a year ago.

We further solidifi ed our position as a leading global supplier of high-quality machine tools by fully integrating 
Hardinge Taiwan as a wholly-owned subsidiary of the Company in 2006. Hardinge Taiwan was established as a 
majority-owned joint venture in 1999, and today it’s considered a premier machine-tool builder in Taiwan. Utilizing 
the expertise of Hardinge Taiwan, we plan to establish an Asian sourcing center which can be utilized by all of our 
manufacturing operations worldwide to lower component and assembly costs.

We also continued in 2006 to expand our product line through acquisitions, and remained committed to our 
strategy of enhancing existing product capabilities as well. During the fi rst quarter we acquired the Bridgeport 
knee-mill technical information for the relatively modest investment of $5 million dollars. We have steadily grown 
this product line since entering a November 2002 licensing agreement, which enabled Hardinge to manufacture 
and distribute Bridgeport knee-mills along with providing parts and service. This acquisition now enables Hardinge 
to control the knee-mill product completely and manage its growth as well. 

We believe our products are among the world’s best in terms of accuracy, reliability, 
durability and value. Throughout 2006 we continued to demonstrate our commitment 
to excellence by announcing signifi cant upgrades and improvements to our existing 
product line. These included overall enhancements to our turning machine product line, 
plus the introduction of a new series of 6-, 8- and 10-inch chucking machines (the SR 

series); and, 15/8-, 2- and 2 1⁄2-inch bar colleted machines (the RS series). These products are 
designed to be positioned on the leading edge of the high-end turning center market. 

Another example of a leading edge product enhancement in 2006 was our introduction 
of the ICEFLY® cryogenic coolant system option on our new SR and RS series turning centers. The system 

delivers a jet of -320°F liquid nitrogen, raising the “insert” hardness, which can dramatically reduce cutting times 
and increase tool life, both important considerations for our customers.

Our product strategy is to offer customers “best-in-class” performance levels from baseline machines all the way 
up to our most sophisticated technology for machining small- to medium-sized work pieces. We understand that 
customers have different requirements for machine tools at different times. At certain times a customer will need 
a basic machine where the purchase decision is predominately based on price and availability, since the technical 
requirements are minimal. At other times, that same customer will need the most sophisticated, technically 
advanced machine to meet an extreme challenge. We want to be in a position to satisfy both these needs for our 
customers. Over the last few years we have built a turning, milling and grinding product portfolio that allows us 
to provide this diverse product capability and functionality.

We also remain committed to controlling operating expenses and, in recent years, have focused on streamlining 
costs by implementing “lean” processes throughout our Company. By following this philosophy, we never stop 
improving. We also act as a consultant to many customers by sharing our experiences and helping them implement 
lean processes of their own. We truly want to help our customers excel and, by providing the best products and 
sharing the best practices of our operations, we give our customers an extra competitive edge.

We also took steps to strengthen our capital position in 2006 by restructuring our revolving credit and term 
loan. The revised agreement includes a revolving loan facility of up to $70 million, along with a term loan of $20.4 
million. This expanded facility is an important enhancement to our balance sheet, as it provides fi nancial fl exibility 
to fund our growth drivers, whether they are new acquisition opportunities, investments in new or enhanced 

We believe our products are among the world’s best in terms of accuracy, reliability, 

Another example of a leading edge product enhancement in 2006 was our introduction 

5
 

H
A

R
D

IN
G

E
 A

R
 

O
6



products, or opportunities to enter a new geographic market or 
strengthen a position within an existing market. When combined 
with our offshore fi nancing arrangements, our Company has a 
total debt capacity of nearly $129 million.

Robust Financial Performance in 2006

Entering 2006, all indicators pointed to another strong year with 
top- to bottom-line fi nancial improvement for Hardinge, and our 
performance lived up to these expectations.

We had record sales of $327 million, up 13% from $290 million 
in 2005. This increase was driven by growth in each of our main 
product lines and in virtually all of our major markets compared 
to 2005. The North American market (up 12%) and the Asian 

market (up 20%) were particularly 
strong for Hardinge in 2006. Our 
order level was $348 million, up 
$57.4 million or 20% over 2005’s 
order level, and our consolidated 

backlog at December 31, 2006 was $99.6 million. The improved 
order level and strong backlog are good indicators that Hardinge 
is off to a solid start in 2007.

Another indicator of the company’s strong performance in 2006 
was operating cash fl ow, which was up $12.6 million compared 
to last year.

Net income for 2006 was $14.0 million, up 99.1% or $6.9 million 
from 2005, and earnings per share (diluted) increased by 100.0% 
to $1.58. Also, our net margin of 4.3% for 2006 was up signifi cantly 
over our 2005 net margin of 2.4%.

A Vibrant Market for Machine Tools  

As expected, the global manufacturing base remained strong throughout 2006, providing the impetus for 
continued solid growth in our industry. U.S. machine-tool consumption was nearly $6.3 billion, an increase of 
5.5% compared to an already strong 2005. Consumption in Asia climbed more than 10% over 2005, followed 
by North America at nearly 6% and Europe at nearly 4%.

In Europe, we experienced strong improvement in demand for many of our machine products, especially grinding 
machines. The strength we see in Asia continues to justify our additional investment in our Taiwanese and Chinese 
subsidiaries to increase capacity, add support personnel and promote our products in this dynamic market. 

Along with the sales growth associated with a strong global market for machine tools, we also benefi ted from 
a number of new product introductions, which remain a focus of our worldwide operations. Some examples 
include an indexing/rotary table system which provides rapid automatic parts positioning. We also expanded 
our line of turning centers by introducing two new high-volume SV series lathes aimed at the baseline, cost-
sensitive market, and introduced a new boxway machining center for heavy machining operations. 

No Hardinge customer 
accounts for more than 
5% of its annual sales.

$169.0

 02 03 04 05 06

Net Sales
(in millions)

CAGR = 17.9%
(‘02-’06)

$185.3

$289.9

$232.1

$326.6

$2.0

 02 03 04 05 06

Net Income
(in millions)

CAGR = 62.7%
(‘02-’06)

-$11.3

$4.4

$7.0

$14.0



In addition, our North American orders were positively impacted 
by strong customer response to the complete Hardinge product 
line displayed at the September 2006 International Manufacturing 
Technology Show (IMTS) in Chicago. With nearly 92,000 attendees, 
the 2006 IMTS was one of the largest manufacturing shows in North America in recent years, and another 
indication of the continued strong interest in evolving machine-tool technology.

Hardinge showcased one of the broadest product ranges, including our Hardinge turning centers, Bridgeport 
machining centers, Kellenberger, Hauser,  Tripet and Tschudin grinders, and one of the world’s largest workholding 
product offerings. As a result, we booked nearly 400 new machine orders during the show, approximately 
double our anticipated level. Our success at IMTS was the result of the quality and depth of our product line, 
our continuous product development efforts, and the outstanding work of our dedicated employees. 

Our Focused Strategy for Success

Our 2006 results were solid and refl ect both a vibrant manufacturing economy and a focused and effective 
strategy. Our recent success is attributable to the signifi cant efforts we have made over the last decade to 
transition Hardinge from its prior dependency on the North American market to its current status as a balanced 
global manufacturer and marketer of high performance machine tools.

We are now positioned to continue to grow our business with a diverse array of end-user markets and customers 
in aerospace and defense, automotive and transportation, communications and electronics, pharmaceutical 
and medical device manufacturing, construction, basic consumer goods, and many others. With our expanded 
global access, wide range of end-user markets and a diversifi ed customer base – where no single customer 
is responsible for more than 5% of sales – we have greatly reduced the risks associated with a market or 
regional downturn. We also believe that ample opportunity remains for additional 
consolidation within our industry, with many smaller and specialized companies 
available for acquisition consideration.

Lastly, during the fourth quarter of 2006 the Board of Directors approved a 67% increase in the quarterly 
cash dividend, raising it from $0.03 per share to $0.05. This signifi cant increase certainly refl ects our improved 
operating results, but more importantly, it underscores our Board’s confi dence in the Company’s prospects.

All of us at Hardinge appreciate your continued support of, and investment in, our Company. We remain 
focused on generating worldwide growth opportunities and are confi dent in our ability to create additional top- 
and bottom-line improvement in our operating performance. Our current backlog and customer activity, along 
with other broad market indicators, reinforce our confi dence in our ability to continue our strong performance 
for the foreseeable future.

J. Patrick Ervin
Chairman of the Board
President and Chief Executive Offi cer

Hardinge has proven its ability to 
grow organically and via acquisitions, 
and continues to consider additional 
opportunities in both arenas.

Quarterly Cash Dividend 
Increased by 67% in 2006
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From left: Chuck Trego, Senior VP & CFO; 
Pat Ervin, Chairman, President & CEO; 
and Doug Tifft, Senior VP, Administration



K E E P I N G  T H E M  R O L L I N G

Hardinge machines are used to manufacture diesel fuel pumps used 
in a wide variety of light- and heavy-duty construction vehicles.



When it comes to manufacturing, effi ciency is essential. Nobody understands this 
better than Hardinge, where every move we make is meant to help our customers 
make things “better.”

Hardinge owns a leadership role in an essential industry that continues to increase 
in importance. As companies in virtually all industries adjust to the rapidly changing 
competitive landscapes resulting from global business expansion, the need for 
companies like ours becomes remarkably greater as well.

The numbers tell the story clearly, as over 80% of the world’s machine-tool sales 
took place in Asia and Europe in 2006. Countries which once were technologically 
defi cient are quickly closing the gap. And manufacturers are constantly searching for 
a competitive edge. They strive for cheaper labor, and further automation to lessen their reliance on that labor. 
They seek process improvements to increase production speed, customer response time or product quality 
control. And they’re always interested in driving down costs.

Whatever the goal, Hardinge is there for them. We consistently set the pace for many of these advancements 
worldwide. We’re a recognized innovator, helping companies by providing customized solutions, product 
enhancements and new product launches on a regular basis. And this strategy allows us to keep rolling right 
along with our customers.

What’s more, we’ve accelerated our own growth by broadening 
our view of the industries we can serve. We’ve recognized that 
we’re not just metal-cutting experts, but in fact we provide 
solutions for material cutting and workholding and industrial 

product applications of all types. 
We have repeatedly proven that 
we can help virtually any type of 
manufacturer to become better – and the most exciting part for us is that “better” 
can be defi ned so many different ways. But regardless of the defi nition, the end 
result is always the same for our customers. They move forward. And we do too.
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AUTOMOTIVE From transmissions and 
engines to wheel hub assemblies, our 
machines make products found in cars and 
trucks, trains and subways – even 
snowmobiles and ATVs (all-terrain vehicles) 
– around the world.

Our machines are used to manufacture the 
“Jake Brake,” a specialized safety device used 
on nearly every tractor trailer in the U.S.

Hardinge not only creates motorcycle 
engine and transmission components, but 
we also sponsor the U.K.’s Tom Tunstall and 
his Motorsport racing team.



K E E P I N G  T H E M  H E A L T H Y

Hardinge machines make components for a variety of fi tness industry products, 
from treadmill components to water bottle die-cast molds.



Mention the phrase “down time” to an operations manager, and you’ll actually be 
able to see him start to turn pale. Because lost manufacturing time means lost sales, 
profi ts and customers. And that’s why all of us at Hardinge focus so fi ercely on 
making sure we are not the cause.

The Hardinge name, as well as the Bridgeport, Kellenberger, Hauser, Tripet and 
Tschudin brands under its umbrella, are more than just well known in the machine- 
tool industry. They are well respected. We have a developed portfolio of very strong 
brands which have effectively performed within their respective markets for many 
decades with products that have become synonymous with top-notch quality, 
regardless of whether they are baseline machines or high-end models. We offer the 
greatest combinations of precision, fl exibility, durability and creativity available today, 
along with service and distribution teams that are second to none.

This is a critical point of difference for most customers, as we’ve 
seen fi rst-hand for decades. By positioning Hardinge as the most 
complete provider of material cutting, work-holding and industrial 
product solutions in the market today, we show them that we’re 
not simply a supplier, but a complete business partner whose 
goal is to keep their customers in tip-top shape.

Our customers know the advantages of having Hardinge on their side. Their repair and maintenance downtime 
decreases dramatically, as do their product defects and overall waste — because our machines are all designed to 
make our customers’ parts the right way, each and every time. They also gain the know-how and creativity of our 

engineering expertise, so no matter what kind of production challenge is threatening 
to slow them down, Hardinge is ready with the cure for what ails them. And that 
quickly brings the color back to that operations manager’s face... because there’s 
nothing he hates more than sick days.
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PHARMACEUTICALS Hardinge’s 
workholding tools can provide solutions for 
even the most delicate applications, such as pill 
capsule manufacturing.

Not only do we serve heavy industrial 
markets, we’re used in a variety of intricate 
healthcare products, from simple toothbrushes 
and disposable syringe needles to high-tech 
dentistry tools and artery cleansing devices.

Our machines are used to create technically 
demanding healthcare products like spinal 
implants and specialty bone screws.



K E E P I N G  T H E M  F O C U S E D

Hardinge machines can be found behind a variety of military and defense 
components and applications, including specialty bullets.



It’s often said that perception is reality, but we believe the reverse is true. Some 
companies claim their products have the best quality, but their performance reveals 
otherwise. Others will talk of their worldwide distribution, but their reality falls well 
short. Lots of companies make big claims, but it isn’t until they are put to the test 
that you really see the difference.

At Hardinge, seeing is believing. We infuse a culture of quality, innovation and service 
among all our associates at all our facilities, worldwide. We enforce the strictest 
quality standards in our industry, to ensure product quality that is unmatched among 
any of our business lines. We realize quality products and services are required and 
must be maintained to keep Hardinge positioned as a leader in our industry. And 
that’s exactly what we will keep doing. 

We’re equally serious about evolving into a truly global company. We’ve developed a strong worldwide 
presence with manufacturing and distribution locations in all major worldwide markets. This enables us not 
only to better serve our customers, but also to adapt more quickly to changing local business conditions. 
Through extensive direct involvement and frequent travel at both corporate and local levels, our senior 
management  stays abreast of the many unique governmental, cultural and economic factors present in Asia, 
Europe and other key markets. Considering 64% of our revenue in 2006 came from outside North America, 
it’s clear that this strategy is paying off.

We also stay intensely focused on our customers, taking the time to understand their 
businesses, constraints, customers and objectives. After all, how can you become an 
effective business partner until you’ve taken the time to learn what’s really important to 
them?  By focusing so intently on our jobs, roles and customers, we allow them to focus 
on theirs — and that helps their visions become a reality.

CAMERAS Hardinge machines 
are used to make the exterior 
enclosures and multiple 
interior components used in 
various cameras.
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Hardinge tools are used to make a 
variety of high-tech products from 

optical disc readers in hard drives to cell 
phones and wireless telecom devices.

Hardinge Global Network

Santa Ana,
California

Elmira,
New York

Exeter,
England

Chongqing,
China

Xian, China
Raamsdonksveer,
Netherlands

Kerfeld, 
Germany

St. Gallen, 
Switzerland

Leicester, 
England

Biel,
Switzerland

Shanghai,
China

Nan Tou,
Taiwan



K E E P I N G  T H E M  S O A R I N G

Hardinge machines are used in numerous aerospace applications, such as 
engine components, turbine air foil and fuel nozzles, and electrical components. 
They are even used in creating fl ight simulator training systems.



If there is one skill that is critical to success in manufacturing, it is planning. From the 
product concept stage through its engineering blueprint, operations fl oor plan design 
and sales/distribution strategies, a company will never get off the ground if it can’t get 
its foresight up to speed.

That’s where Hardinge is perhaps most valuable, with experienced personnel in all 
of its businesses who can help companies fi nd the right machining, workholding and 
industrial product solutions for their particular situations. Whether the constraints 
involve schedules, materials, safety, budgets or labor, Hardinge is ready to work hand-
in-hand with its customers to map out a production solution that is strategic and 
effective. So not only do Hardinge clients get the very best in product quality, they 
also gain experienced consultants who want nothing more than to see our customers’ 
businesses take off. Because when they do, they’ll remember who helped them when 
they needed it most. And that keeps us fl ying high as well.

Planning has also been critical to Hardinge’s success, especially the recognition of our 
need to diversify. Whether it’s been our customer base and geographic footprint, or the 
unmatched breadth of products and accessories we offer, Hardinge has taken countless 
steps to reduce its exposure to a variety of potential business and economic pitfalls.

Hardinge has also proven its ability to generate consistent growth, both through organic endeavors as well as 
strategic acquisitions. Sometimes it’s a slight improvement to our top-selling models. Sometimes we develop 
entirely new and innovative products or services. And we’ve effectively acquired highly regarded companies and 
brands on several occasions. Hardinge has steadily expanded its businesses on countless fronts, and in doing so, 
has lessened its exposure to the traditional regional cyclicality of the manufacturing industry. It’s a proven strategy 
for us, and we continue to seek and evaluate similar opportunities — including some that may even be outside of 
our traditional machine-tool sector. Because if we want to continue our climb, we have to be willing to consider 
all of our available trajectories.

AEROSPACE Our machines are 
used to create a variety of fuel pumps, 
electrical connectors and high-speed 
data transfer devices found in all kinds 
of military and aerospace applications.
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In addition to standard jet and smaller 
private and executive aircraft, Hardinge 

makes components found in various 
helicopters models as well.

PURCHASED

License agreement for Bridgeport Knee-mill

 1995 96 97 98 99 2000 01 02 03 04 05 06

Initial Public Offering

ACQUIRED L. Kellenberger & Co.

EXPANDED 

Manufacturing 
operations at 

Hardinge Shanghai

PURCHASED

Bridgeport Worldwide
IP and European 

Sales, Support and 
Engineering OperationsESTABLISHED 

Hardinge Machine 
(Shanghai) Company

ESTABLISHED 

Hardinge Taiwan 
Precision Machinery

ACQUIRED 

HTT Hauser Tripet Tschudin

ESTABLISHED Hardinge China

LICENSE AGREEMENT 

Bridgeport Knee-mill to manufacture 
and distribute to US

BUYOUT

Hardinge Taiwan Shareholders, 
Building and Land

Growth & Acquisitions History



Hardinge Inc. and Subsidiaries 
(amounts in thousands except per share data)

INCOME STATEMENT DATA  2006 2005 2004 2003 2002

Total orders $ 347,841 $ 290,395 $ 255,678 $188,447  $ 155,271

Net sales  326,621 289,925 232,054 185,302 169,014

Cost of sales  226,470 199,642 162,376 130,698 117,403

Gross profi t  100,151 90,283 69,678 54,604 51,611

Selling, general and 
administrative expense  77,054 74,723 57,184 47,731 46,448

Operating income (loss)  23,017 15,560 12,494 6,873 5,163

Interest expense  5,294 4,284 2,660 2,917 3,978

Interest (income)  (713) (569) (533) (500) (496)

Income (loss) before income taxes, 
minority interest in (profi t) of 
consolidated subsidiary, and profi t 
(loss) in investment of equity company  18,516 11,845 10,367 4,456 1,681

Income taxes (benefi ts)  4,566 2,373 3,542 14,667 (868)

Minority interest in (profi t) 
of consolidated subsidiary  – (2,466) (2,433) (1,257) (566)

Profi t in investment of equity company  – –     – 184 17

Net income (loss)1 $ 13,950 $ 7,006 $ 4, 392 $ (11,284) $ 2,000

PER SHARE DATA

Weighted average number of common 
shares outstanding—basic  8,770 8,761 8,745 8,708 8,687

Basic earnings (loss) per share $ 1.59 $ 0.80 $ 0.50 $ (1.30) $ 0.23

Weighted average number of 
common shares outstanding—diluted  8,809 8,822 8,773 8,708 8,687

Diluted earnings (loss) per share  $1.58 $ 0.79 $ 0.50 $ (1.30) $ 0.23

Cash dividends declared per share  $0.14 $ 0.12 $ 0.03 $ 0.02 $ 0.10

BALANCE SHEET DATA

Working capital  $ 156,994 $ 126,421 $ 122,181 $ 103,280 $ 103,864

Total assets 330,660 300,276 286,311 245,707 256,285

Total debt 77,861 67,114 42,868 23,301 42,002

Shareholders’ equity $ 157,109 $ 138,993 $ 150,000 $ 139,086 $ 145,786

1. 2003 results included a non-cash charge for income tax expense of $12,905 to provide 
a valuation allowance of the Company’s U.S. deferred tax assets as required by FAS 109.



Safe Harbor Statement
This annual report contains forward-looking statements (within the meaning of Section 21E of the Securities Exchange Act of 1934, as amended).  Such statements are 
based upon management’s current expectations that involve risks and uncertainties.  Any statements that are not statements of historical fact may be deemed to be 
forward-looking statements.  For example, words such as “may”, “will”, “should”, “estimates”, “predicts”, “potential”, “continue”, “strategy”, “believes”, “anticipates”, “plans”, 
“expects”, “intends” and similar expressions are intended to identify forward-looking statements.

The Company’s actual results and the timing of certain events may differ signifi cantly from the results discussed in the forward-looking statements.  The following factors 
are among those that could cause actual results to differ materially from the forward-looking statements, which involve risks and uncertainties, and that should be 
considered in evaluating any such statement: funding decisions of U.S. Government projects; government contract procurement and termination risks; and competitive 
factors such as pricing pressures and/or competition to hire and retain employees; material changes in laws or regulations applicable to the Company’s  businesses.  
The Company undertakes no obligation to publicly update any forward-looking statement, whether as a result of new information, future events, or otherwise.

Corporate Headquarters
Hardinge Inc. 
One Hardinge Drive 
Elmira, NY  14902-1507
General Phone: 607-734-2281 
Sales: 800-843-8801
Service: 800-424-2440 
www.hardinge.com

Stock Listing
The company’s common stock trades on NASDAQ 
under the symbol “HDNG.”  Investor and shareholder 
information regarding Hardinge, including all fi lings with 
the Securities and Exchange Commission, is available 
through the company’s website, www.hardinge.com.

Annual Meeting
Tuesday, May 8, 2007
9:00 a.m. (eastern)
Hardinge Inc. 
One Hardinge Drive 
Elmira, NY 14902-1507

Stock Transfer Agent and Registrar
Shareholders requiring a change of name, address or 
ownership of stock, or information about shareholder 
records, lost or stolen certifi cates, and dividend checks, 
direct deposit and reinvestment should contact:

Computershare Investor Services
PO Box 43036
Providence, RI  02940-3036
Toll-Free: (888) 294-8217
Fax: (312) 601-4332
www.computershare.com/contactus

Independent Auditors
Ernst & Young LLP
1400 Key Tower
50 Fountain Plaza
Buffalo, NY 14202

Board of Directors
J. Patrick Ervin
Chairman, President and Chief Executive Offi cer – Hardinge Inc.

Daniel J. Burke
President and Chief Executive Offi cer – Swift Glass Co., Inc.

Douglas A. Greenlee
Coordinator Life Skills – Way Station, Inc.

J. Philip Hunter
Retired, Attorney – Sayles & Evans

John J. Perrotti
President and Chief Executive Offi cer – Gleason Corporation

Mitchell I. Quain
Senior Director – ACI Capital Corp.

Kyle H. Seymour
Chairman, President and Chief Executive Offi cer – Xtek, Inc.

Corporate Offi cers
J. Patrick Ervin
Chairman of the Board, President and Chief Executive Offi cer

Charles R. Trego, Jr.
Senior Vice President and Chief Financial Offi cer

Douglas C. Tifft
Senior Vice President – Administration, Assistant Secretary

Kelly R. Baker
Treasurer

Joseph T. Colvin
Vice President, General Manager – Workholding Operations

Edward J. Gaio
Corporate Controller

J. Philip Hunter
Secretary

Jurg Kellenberger
Vice President – Grinding Operations

Elizabeth Tranter
Assistant Corporate Controller, Assistant Secretary

Dividend Information
Hardinge presently pays an annual cash dividend of $0.20 
per share, payable at a quarterly rate of $0.05 per share.  
Its Board of Directors reviews the decision to issue this 
payment quarterly.

Investor Relations Contact
Financial analysts and other investors may direct their 
questions to: Kelly R. Baker,  Treasurer
Phone: 607-378-4302 | kbaker@hardinge.com
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