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Forward Looking Statements

The following presentation includes forward-looking statements that involve a number of risks and uncertainties.

Forward-l ooki ng statements are identified by terms and phras
Afexpect, 0 Acontinue, 0 Ashould, 06 Acould, o6 fAimay, 0 Apl an, 0o
references to assumptions and relate to the Companyo6s f
strategies. Such statements involve known and unknown risks, uncertainties and other factors that could cause our

actual results, performance or achievements to be materially different from any future results, performance or
achievements expressed or implied by these forward-looking statements.

Factors that could cause or contribute to such differences include, but are not limited to: weather conditions,
particularly lack of or reduced levels of snowfall and the timing of snowfall; a significant decline in economic
conditions; our inability to maintain good relationships with our distributors; lack of available or favorable financing
options for our end-users or distributors; increases in the price of steel or other materials necessary for the
production of our products that cannot be passed on to our distributors; the inability of our suppliers to meet our
volume or quality requirements; inaccuracies in our estimates of future demand for our products; our inability to
protect or continue to build our intellectual property portfolio; the effects of laws and regulations and their
interpretations on our business and financial condition; our inability to develop new products or improve upon
existing products in response to end-user needs; losses due to lawsuits arising out of personal injuries associated
with our products; factors that could impact the future declaration and payment of dividends; our inability to compete
effectively against competition; our inability to achieve the projected financial performance with the assets of TrynEx,
Inc. (TrynEx) which we acquired in 2013, or the business of Henderson Enterprises Group, Inc. (Henderson), which
we acquired in 2014, or the assets of Dejana Truck & Utility Equipment Company, Inc., which we acquired in 2016;
and unexpected costs or liabilities related to the such acquisitions, as well as the risk factors discussed in the
section titled ARIi sk Factorso in-Kur most recent Annual

Given these risks and uncertainties, you should not place undue reliance on the forward-looking statements in this
presentation. In addition, the forward-looking statements in this presentation speak only as of the date of the
presentation and we undertake no obligation, except as required by law, to update or release any revisions to any
forward-looking statement, even if new information becomes available in the future.



Douglas Dynamics Today

Home to the most trusted brands in the industry, Douglas Dynamics is
North Americads premier manufacturer
attachments and equipment

The commitment to continuous improvement produces superior service
and highest quality products, which ultimately drives shareholder value

Truck and

Utility Equipment

LEADERS N ICE CONTRO

25 Snow/ o DEJANA

Key Developments:

ately seven years
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Work Truck Industry Structure

Symbiotic relationship between three participants;
Increasingly blurred lines between the upfitter and attachment

manufacturers
, E

Product Attachment Upfitter delivers

| Upfitter | Kk
complexity | Manufacturer P complete truc
important

A

OEM maintains

Attachments must be ownership until
compatible with major customer receives fully
OEM trucks upfitted truck

Expanding from a pure Attachment Manufacturer into Upfitting positions PLOW
closer to OEMs and important customers providing more influence over the
supply chain



Two Market Leading Segments

Work Truck Attachments Work Truck Solutions

SNOWPLOWS %SNOWE ’ Truck and JUtlIlty Equipment

LEADERS [N 1CE CONTROL

A Commercial light truck snow and ice A Created via acquisition of Dejana in July

management attachments and 2016
equipment A Top 5 U.S. Up-fitter / Distributor focused on
A Estimated 50-60% market share strategically important North East / Mid-
Atlantic

A #1 Brands in North America
A Unique patented products

ABest i n Class relati on:

Henderson

A Municipal heavy duty truck mounted
snow and ice management
attachments, equipment

A Estimated 20-25% market share

A #1 Brand in North America; Leader in
fragmented market

A Approximately 550 employees at 9 facilities
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Capabilities Across the Work Truck Market

Class 1-3 | Class 4-6 | Class 7-8
I I
Work Truck Attachments Work Truck Attachments
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Work Truck Attachments

LLLiLL, %s“"‘"@”v Henderson

A Commercial and Municipal snow and ice
management attachments and equipment

A Most extensive dealer networks

A Track record of innovation, providing superior
service and highest quality products

A Approximately 1,200 employees at 10 facilities

A 2016 Net Sales: $360.6 million

#1 Commercidirands in N. America § #1 Municipal brandHenderson
Consistent leading market share Strong cash flow
Strong cash flow; Exceptional margin Leader in customized solutions and upfit

Track record of increasing base >10 years of consistent growth
business profitability [ | Ongoing positive impact of DDMS
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Work Truck Solutions

DEJANA

Truck and Utility Equipment

A Top 5 U.S. Up-fitter / Distributor focused on
North East / Mid-Atlantic _,

A Unique patented products

A Best in Class relationships with truck
OE MO s

A Snow & ice management <10% of revenue

A Approximately 550 employees at 9 facilities 5

A 2016 Net Sales: $65.0 million*

*2016 results for WTS begin on 7/16/16 following
acquisition of Dejana

#1 Bailment Pool for Ford Significant runway for growth
#1 U.S. Distributor for Knapheide Strong cash flow business; not influence
#1 U.S. Distributor for Rugby by winter weather

#1 U.S. Distributor for DougBgnamics Unique focus on growing compact van
(Fisher and Western) market
Ability to leverage DDMS 8




Executing Corporate Evolution

Transitioning Towards Increased Revenue and Market Diversity;
Accessing Higher Growth Markets; Reducing Influence of Weather

Provisional Estimates
2012 2015 2017

25% Municipal
Snow and Ice
Management/

Henderson

30%
Work Truck
Solutions

100% _ 75% _ 70% Work Truck
Commercial Commercial Attachments
Snow and Ice Snow and Ice

50% Commercial/
Management Management 20% Municipal



Driving Growth Through DDMS




DDMS Delivers Superior Customer Experiences w

Goal: Use ongoing process improvements to provide customers with
world class quality products and service while minimizing lead times

Empowering Employees

to utilize

Systematic Problem
Solving Tools focused on

Waste Elimination to drive

Increased Operational
Throughput and Velocity

Constant focus on the customer; Cost reduction is a byproduct not a goal

11



DDMS Delivers Superior Customer Experiences w

Result: Consistently delivering world class quality and service and
iIndustry-leading delivery times allows PLOW to:

Build brand equity
and reputation

Gain market share

Increase profitability
and cash flow

Drive shareholder
value

Ongoing process improvements to build and sustain exceptional
performance across the entire organization 12



Producing Industry Leading Delivery Times

Fabricate Weld Paint Assembly Packing

N/

Shipping

A

TOTAL PRODUCTION TIME

.Value Added Process Time Wasted Time Activity

A Most companies focus on reducing the value added process time

A DDMS focuses on reducing the waste, which offers greater potential for
improvement

Typical Lean Manufacturer VS. DDMS

I 50% Improvement in value 50% Improvement in

added process time wasted time activity

< >

<
TOTAL PRODUCTION TIME TOTAL PRODUCTION TIME
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Producing Ongoing Transformational Results

per Day

SKUOGs

60 -
50 -
40 -
30 -
20 -

10 -

Increased
Flexibility

Today

2005

Henderson Lead Time
Reduction

2014 32 weeks

\

8 weeks

Lead Times

od

Improved

100% - Delivery
95%
90%
85%
80% -
75% -
70% -
65% -
60% -
E5gp - 60%
50%

2-4 Weeks 3-5 Days
Increasing
Contribution Margin
Per Unit
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2006 2014
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Financial Overview
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Snapshot since IPO

Snowfall by Year! : Revenue3*4
$450,000 $400,408 $416,268

hat 4,169 4,352 $400,000 -
3,573 a7 3,592 $350,000 - ss03511
= ’ 2872 $300,000
2,500 j I I 2,255 $220.000 | $176,795 $208,798 $194,320
1,794 $200,000 -
1500 ' S— ' ' - $150,000 -

$140 033
2010 2011 2012 2013 2014 2015 2016 2017 '
$100,000 -
(1) Each year reflects snowfall season, example: $50,000 - T

2010 reflects amount of snowfall for Fall 2009 to Spring 2010 2010 2011 2012 2013 2014 2015 2016

(3) 2015 1 2016 results include Henderson Products (acquired 12.31.14)
(4) 2016 results include Dejana (acquired 7.15.16)

A Past two years have seen below
$100,000 - EBITDA34> $96,539 y

$87,932 $91,447 average snowfall
$75,000 - A Addition of Henderson in December
2014 and Dejana (now Work Truck
$47,345 $52,461 Solutions segment) in July 2016
$50,000 7 544,969 helped produce record revenue and
j $29 732 gross profits in 2016

$25,000 -

2010 2011 2012 2013 2014 2015* 2016

(3) 2015 results include Henderson Products (acquired 12.31.14)
(4) 2016 results include Dejana (acquired 7.15.16)

(5) Reconciliation of non-GAAP metrics included in 2016 Form 10-k filed March 13, 2017 16



