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This presentation contains "forward-looking statements" within the meaning of the Private Securities Litigation
Reform Act of 1995, including statements regarding the Company's 2015 financial performance, the
Company's growth strategy, the Company's capital allocation strategy, the Company’s tax planning strategies,
the Company's Europe, Middle East, India and Africa (EMEIA) strategy, the Company’s three-year financial
targets and the performance of the markets in which the Company operates. These forward-looking
statements are based on the Company's currently available information and our current assumptions,
expectations and projections about future events. They are subject to future events, risks and uncertainties —
many of which are beyond our control — as well as potentially inaccurate assumptions, that could cause actual
results to differ materially from those in the forward-looking statements. Further information on these factors
and other risks that may affect the Company's business is included in filings it makes with the Securities and
Exchange Commission from time to time, including its Form 10-K for the year ended December 31,
2014. The Company assumes no obligations to update these forward-looking statements.

This presentation also contains revenue, operating income, operating margin, EBITDA, EBITDA margin,
earnings from continuing operations, diluted earnings per share (EPS) from continuing operations and
effective tax rate on both a U.S. GAAP basis and on an adjusted basis because the Company's management
believes it may assist investors in evaluating the Company's on-going operations as a standalone company.
The Company believes these non-GAAP disclosures provide important supplemental information to
management and investors regarding financial and business trends relating to the Company's financial
condition and results of operations. Investors should not consider these non-GAAP measures as alternatives
to the related GAAP measures. A reconciliation of the non-GAAP measures used to their most directly
comparable GAAP measure is presented as an appendix to this presentation.
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Allegion Overview

A leading global provider of security products and
solutions

= Serving residential and non-residential end markets

St whoker

= Strong brands with leading market positions
= Industry leading EBITDA margins

= High level of cash conversion performance

= Broad distribution network

= Balanced and flexible capital allocation strategy

WL
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Global Reach

$2,118 Million in Revenue
7,000+ Channel Partners

EMEIA
$393.4 Million in Revenue
2,000+ Employees

AMERICAS
$1,560.0 Million in Revenue

5,500+ Employees
' >

Dublin, |Ru‘£s

Feuquieres, F

Blue Ash, OH

Aan. CHN

APAC
L. $164.9 Million in Revenue
500+ Employees

\!l’\

/

% Regional HQ
% Corporate HQ

Melbourne, A
uckland, NZ
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Our Brands

Enterprise Brand
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Strategic Brands

LCN. ISCHLAGE IR ¢ 1.7 .

VON DUPRIN. %9 interflex

A Long Legacy of Excellence

ALLEGION
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Revenue Product Innovation

$2.12 billion Schlage Touch™
_ . ENGAGE™ Technology
Organic growth! up 5.1% Von Duprin Ax & QEL
_ China-SEL Electronic Anti-Burglary
AdJUSted EPSZ Lock
$2.49 — exceeding
consensus estimates EMEIA Progress
Optimizing tax structure Groyvmg electronics and Interflex
_ businesses
14.2% improvement vs. Pruning unprofitable business
prior year
Safety
Available Cash Flow? Lost-time incident rate < 1%

26 locations with zero lost-time days
13 sites celebrated one million hour
milestone without a lost-time
incident

111% of earnings from
continuing operations

i
(1) Organic excludes acquisition/divestments and currency impacts; kL h
2013 organic growth based on adjusted revenue reflecting Asia joint WY
venture order flow change; final 2013 basis reflects divestiture of UK door business ~ ALLEGION
(2) See press release issued February 18, 2015 for non-GAAP reconciliations

(3) Cash from operating activities of continuing operations less capital expenditures



Key Industry Trends

10

Global security needs
continue to increase

Electronic-mechanical
convergence is important,
but no massive dislocation

is evident

Hardware markets
remain local

Scale matters

—y

—y

-
—

Increased security requirements

Urbanization in emerging markets

Construction activity in mature markets

Increased emphasis of product design in marketplace

Growth of electronic product market

Market need for full-range solutions combining
product and technology

loT and building automation gaining ground
Open systems

Local channel relationships, codes and standards

Complicated and specialized product/solution
requirements

Channel drives significant portion of end-user demand

Leverage global capabilities while still delivering

superior local customer experience —
w
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Market Expectations

Region Markets

Americas = U.S. non-residential markets growing low single digit

= Commercial new construction growth continues;
Institutional segment improving

= U.S. residential up mid single digit driven by both
builder and big box segments

= Southern security markets remain soft, flat to +1%

= UK and Germany construction markets improving;
slight growth in France and Italy

= Developing economies mixed; Middle East and Africa
growth improves while Eastern Europe struggles

= Non-residential markets growing mid single-digit
= Residential markets growing low to mid single-digits

= Growth in China, Southeast Asia and Australia/New
Zealand: flat North Asia

11 ALLEGION



Competitive Position

Key Allegion
Category/Position Brands Key Competitors
' ASSA ABLOY
Security Products: /SCHLAGE/ (})S%ﬁfﬁlfﬁ""
i StanleyBlack&Decker
North America VON DUPRIN. FORTUNE
Market Leader A -BRANDS
LCN. DORMA
Security Products: Europe ‘/// CISA ASSA ABLOY
#1 in Italy @BR'CARD IERMA
#2 In France fermez en toute sécurité m ISEO
#3 in UK . —
Briton SECURIDEV
Workforce Management c%, . KARA
#2 in Germany interflex (p;m|in)
Public Systems Integration HEAH
Vi c%l eo An aIyticg Bocom Sys tfm ‘e AS
#3 in China BRZZ HIKVISION
ABR
N
we
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http://www.google.com/url?sa=i&rct=j&q=securidev logo&source=images&cd=&cad=rja&docid=PRJP1huXZlwODM&tbnid=tf7ub4FLiBxTxM:&ved=0CAUQjRw&url=http://www.securidev.com/siege.php?color=5&entreprise=17&ei=zskNUvrLD7H_yQHG-YE4&bvm=bv.50768961,d.aWc&psig=AFQjCNHdHil_NwdeCkCPRRJ_RtKTlkQgTQ&ust=1376721726450310
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http://www.google.com/url?sa=i&rct=j&q=stanley+black+&+decker+logo&source=images&cd=&cad=rja&docid=PILoT5yb96e-8M&tbnid=x0-XjCjN7kmXRM:&ved=0CAUQjRw&url=http://www.thetowerlight.com/2011/04/stanley-black-decker-to-invest-12-million-into-towson-location/&ei=-cYNUqWqNPHUyQHoi4GgCA&bvm=bv.50768961,d.aWc&psig=AFQjCNFDkcsC8UUBbCC7zFnS3_zm8ldPnQ&ust=1376721012248792
http://www.google.com/url?sa=i&rct=j&q=stanley+black+&+decker+logo&source=images&cd=&cad=rja&docid=PILoT5yb96e-8M&tbnid=x0-XjCjN7kmXRM:&ved=0CAUQjRw&url=http://www.thetowerlight.com/2011/04/stanley-black-decker-to-invest-12-million-into-towson-location/&ei=-cYNUqWqNPHUyQHoi4GgCA&bvm=bv.50768961,d.aWc&psig=AFQjCNFDkcsC8UUBbCC7zFnS3_zm8ldPnQ&ust=1376721012248792

Key Strategies
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Expand in
Core Markets

Innovation in Existing &

New Product Categories Acquisitions

Enterprise
Excellence

-
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Growth in
Emerging Markets

Opportunistic

ALLEGION



Organic Growth Investments

Innovation Channel Management .
. Infrastructure Spendin
(New Products) & Demand Creation P J
' /

Disciplined Investment Process to Accelerate Revenue & Earnings

14 ALLEGION



Strategies by Region

Strategy

Focus Areas

Growth in
Emerging
Markets

Expand

; Innovation
in Core

Enterprise
Excellence

Opportunistic
Acquisitions

Americas

EMEIA

Asia
Pacific

15

= Core
expansion
= Organic
innovation
= M&A

= Operational
improvements

= Channel / go
to market
transformation

= Organic
innovation

= Channel
expansion

Prioritization

‘High priority “ Medium priority ®Low priority

ALLEGION



Enterprise Excellence: A Learning Organization

Become recognized for world-class channel management

Innovate with convergence of mechanical heritage and electronic
technology

N 3

Capitalize on Allegion’s global presence and capabilities to
improve product management and delivery

o)

Customer Voice
& Value

Work toward global systems of customer satisfaction and quality

Continuous
Improvement

GROWTH
Efficiency, Quality, People
Development, Project
Management, Leverage

Deliver Enhanced
Customer Experience &
Lead-time

Positioning Allegion for Growth

16 ALLEGION



Capital Deployment

Investment in Growth
= New product development
= Channel capability
= Infrastructure

M&A
= Capability established
= Acquire with a disciplined approach

Shareholder Distribution

= Share repurchase - $50 million in
2014

Executing a Flexible & Balanced Capital Deployment Strategy

17 ALLEGION



Summary: Allegion Positioned
for Long-Term Success

= Exposure to recovering markets
= Strong business fundamentals
= Good organic growth opportunities

= High leverage on incremental volume

= Consistent level of cash conversion performance -

Good Year One... Great Opportunity Ahead.

18 ALLEGION



2015 Investor & Analyst Day

Innovation

Todd Graves
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Innovation Capabilities

Strong Engineering Heritage

= Mechanical and Domain Expertise

» Rapidly Growing Electronics and
Software Capabilities

Global Coverage
= Strategic Design Capabilities
= On-Site Production Support

Developing Global Technology Platforms Optimized for Local Markets

20 ALLEGION




Engineering, Innovation & Technology Vision

Global Platforming

Innovation to Drive “Easy to ... Install,
Growth Integrate, Operate”

Quality Through
Reliability &
Sustainability

World Class People,
Processes & Tools

ALLEGION



Key Technology Trends
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Disruptive Innovation

Trailblazer Innovation Tournament:

= Qver 100 employees on 31 teams, over
70% outside the U.S.

» Regional winners showcased at the
Allegion Leadership Meeting

Innovation Fridays:

= Employees encouraged to spend 10%
of their time on innovation

= Numerous technologies developed and
are now in products

Tapping into the Innovation of Allegion’s 8,000+ Employees

ALLEGION




Mechanical Innovation

Classroom Security Safety Innovations Electrified Mortise Lock

= Highly visible indicator: 180
degrees — patent pending

= Request to exit triggered by
the inside lever only

= Electronic locks also
available

24

Only exit device to meet new
5Ib force standard in California

Patented motor technology for
reduced noise

Easy upgrade from standard
mechanical exits to electronic

Clll LISTED

=
£z
8 s
FIRE EXIT HARDWARE =&
3 g LS

= Replaced solenoid with motor
= Supercapacitor technology
= Dual-voltage

* Reduced power consumption

ALLEGION



Commercial Electronics Innovation

eSIGNO aptiQ Mobile NDE with Engage

= CISA hospitality solution

= Patented electronic privacy
feature

= Euro and ANSI standard
locks

25

= Secure credentials deployed
via the cloud

= NFC technology

= Mobile device becomes the
credential

= Easy to install — patented
features

= No special door prep

= BLE enables fully-online
operation

ALLEGION



Residential Electronics Innovation

Schlage Touch Schlage Connect Schlage Sense

= Innovative keypad and
lighting features

= Standalone electronic lock —
PIN code access

= No key to lose, no cylinder to
pick

26

= Control from anywhere via
home automation provider

= Standard Z-wave
connectivity

= Tamper alarm — MEMS
Technology

= BLE connectivity

= Easy set-up with the Schlage
Sense mobile app

= Uses smartphone as a key

= Apple HomeKit

ALLEGION



Intellectual Property

Protecting Our Innovation Assets

Over 1,000 trademark registrations m Invention Disclosures
and applications in 105 countries m Patent Applications

Over 300 active U.S. patents W Patents |ssued

Over 350 foreign patents and ‘ |
| 1 I |‘| I‘I‘I

pending patents

6X increase in invention and patent e e I:- I!I |!I
activity from 2011-2014

Cumulative 2011-2014

Allegion’s Focus on Innovation Creates Differentiated Intellectual Property

27 ALLEGION




Vitality

Increase in Vitality from Early Vitality Index
Investments

= Vitality Index is revenue from new
products (last 36 months) as a
percentage of total revenue

= Vitality slowly declined from 2008 to
2013

Investments started in 2014 will
rapidly increase vitality to well over
20%

Early Allegion Investments in Innovation Will Boost Vitality

28 ALLEGION



Allegion: Building an Innovation Leader
£/ Yy

Lead the
Industry

Deliver
Technology
Platforms

Build
Capabilities

ALLEGION
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Who We Are

31

Industry-leading brand equity, portfolio
and installed base

Industry leader in codes, opening
applications and specification writing

Leading preference in both consumer
and commercial markets

Prominent channel position in all
industry segments

Leader in commercial and residential
electronic locking

AMERICAS

$1,560.0 Million in Revenue

% Regional HQ

Blue Ash, OH

acas, VEN

apti m LCN m W12 m STEELCRAFT m VONDUPRIN . m

ALLEGION



New in 2014: Product Highlights

Schlage NDE Locks
+ ENGAGE™

Von Duprin 4200
Electric Strike

32

Schlage Matte Black
Finish Expansion

Von Duprin, Schlage Schlage
Decorative Levers Sacramento Lever

Von Duprin
Ax Device

Von Duprin
QEL Option

are
ALLEGION



Outlook for Markets Served

Market Market Construction Spending

Business Market Trends S Crowihe % to Prior Peak?

= Institutional segment slowly rebounding

) = Continued growth in commercial and multi-family
Commercial ) i licati $3.3 - $4.4B Low 73% of 2008
Hardware = Continued reliance of code and application . . Single Digit

experts T
" 06 07 08 09 10 11 12 13 14
= Aftermarket (R&R) remaining stable

= Housing recovery bolstering builder channels

= DIY retail growth driven by consumer confidence
Residential Jrow Y FOnS 6125158 Mid 57% of 2006
Hardware = Home automation growing but still very . . Single Digit
fragmented — strong e-lock growth
E-Commerce continues to build momentum

06 07 08 09 10 11 12 13 14

Electronic  * Strong growth in university residential life o
Access = Lower cost and simplicity driving adoption $.61 - $.86B Sli\:l1lgl_e:H|IDgigit
Products = Mobile credentials in early adoption phase
= Large growth market with pockets of instability
Lati'n = No clear residential/commercial market distinction $1.3 - $1.68 I_\/Iid-Hig_h.
America® = Life-safety codes exists but loosely enforced ' ' Single Digit

Currency headwinds persist

$6.4 - $8.4B Mid Single Digit

12014 served market size, all businesses include U.S. & Canada except Latin America
Sources: Dodge, IHS, Parks, Vista Al R
22015 market growth vs. PY |
3 Construction spending put-in-place, source: U.S. Census Bureau WY
33 divergence occurring between inst. (73%) and commercial (71%) ALLEGION
4Includes Mexico



Expand in Core Markets

Channel Management Select B Motivate B Train B Evaluate >

= Formal sales channel management process Multiple Go-to-Mark Channels
= New Construction Projects
= Select and motivate most capable channel = Discretionary R&R Aftermarket
partners = Retail / e-Commerce
= Channel segmentation to capture vertical S
growth opportunities p— Contract
Hardware
= Data analytics to improve profit and L ockemith
inventory shelf-space performance
Wholesale Glass Deal.
. . Allegion Contract
= Customer Journey mapping to continuously -
improve customer value-chain experience Integrator

Architect
= Leverage brand power and customer 20.000

experience to maximize channel share

Home Bld.

Wholesale

Aftermarket

. . . > Big B /
= Build end-user relationships to upgrade Type Retailar
electronics and grow share-of-wallet #locations
AR
|
W

34 ALLEGION



Expand in Core Markets

Commercial Retrofit & Renovation

Strateqy Summary

= Business model to win in non-specified
retrofit and renovations

= Partner with select channel players who
can drive discretionary aftermarket growth

= Source “good enough” product with
effective brand and price positions

= Rapid product delivery model
= Provide demand creation programs

= Locksmith and contractor partnerships

= Data analytics to improve shelf-space
performance and profits

T T S NN S e

P S —
~ &% Locksmith &
Contractor Partners

-

35 Grow Share of $1.4B Discretionary Market

2015-2016 Outcomes

= Dedicated business development team

= National Tenant Improvement Program
— Channel partners selected

= Retrofit & Renovation Program

Phase 1

— Partners in 3 markets:
v Locksmiths, wholesalers, CHDs and contractors

— New programs, rewards, dedicated sales and training

Phase 2
— New “Good Enough” OPP products
— Enhance and modify Phase 1 programs

= Learn - Adjust - Expand Nationally

=N\

W
ALLEGION



Expand in Core Markets

Residential Category Expansion

Strateqgy Summary 2015-2016 Outcomes

= Transform residential purchase behavior from = New Big Box merchandising and marketing
functional need to inspired style and design

New packaging
= Consumer pull strategy to expand the category

New Lever Designs

= Motivate demographic targets to prioritize door — Northbrook™ and Sacramento™
hardware on their home improvements

New Trim Designs
= Reposition Schlage Residential from door lock — Upland™, Greyson ™ and Collins
brand to style and technology Leader New Finish Designs
— Matte Black, Satin Brass and Polished Nickel

= Develop style and design NPD pipeline

New Omni marketing campaign

o — Print, TV, social media and digital
New Messaging New Merchandising

New Designs

Brand handbook

36 Grow $1B+ Residential Lock Category ALLEGION



Innovation

Commercial Electronics Platform Growth

Strategy Summary 2015-2016 Key Outcomes
= Drive step change in total cost to electrify = New AD-Series, NDE, ENGAGE™ Platform
openings = New ENGAGE™ mobile app and cloud structure

enhances connectivity — starting with NDE-Series
= Reduce wireless lock installation time by 75%

= Expand aptiQ™ Mobile usage adoption
— Coordinate with NFC and Bluetooth LE technologies

= Open platform delivering unique value to ALL
access control partners

= Embed technology into mechanical platforms

= Unprecedented ease of install connectivity = Leverage Open Platform

— 25+ OEM software and 24+ aptiQ Alliance partners

— Spur innovation, endorsements and market adoption

= Develop and innovate with partnership and = Faster technology NPD and market adoption
acquisition opportunities — 10+ patents submitted in last 24 months

(YENGAGE ST = Increased specifications and aftermarket

= Drive adoption of mobile credentials

upgrades

Schlage
NDE Locks
+ ENGAGE™
AR
H N
WL

31 Accelerate Electronic Adoption ALLEGION



Innovation

Residential Electronics Platform Growth

Strategy Summary 2015-2016 Key Outcomes

= Early innovator in the connected home
space (2009) — broadest portfolio of products

Expand Schlage Touch™ access channels

New Schlage Sense™ — Apple HomeKit compliant

Open architecture — best-in-class locking
seamlessly integrates into OEMs

Leadership in Connected Home market expansion

Multiple technology solution — Wi-Fi, ZWave,
BLE and keypad

Leverage iDevices™ Investment — speed to market

Upgrade mechanical installed base to electronic

Maintain market leadership in Retail

Grow class A and B multi-family share

— New keyless multi-family lock with ENGAGE ™
— New ENGAGE™ portfolio in multi-family

— Two New EAC partners in multi-family

Thought leadership with REAL security
products backed by strong brand — not an
loT gadget company

Schlage Touch™ Schlage Connect™ Schlage Sense™

Q‘" iDevices

38 Market Leadership in Growing Category ALLEGION



Growth In Emerging Markets

Latin America Regional Growth

Strategy Summary 2015-2016 Key Outcomes
= Establish market-driven product portfolio = New product introductions sourced globally
and supply chain = Grow Colombia export business across region
= Expand footprint through acquisition = Expand sales resources in region — resources
added

Invest in regional selling capabilit
9 g cap y — Mexico, Central America, Colombia and Chile

Develop demand creation capabilities = Increase specification writing and end-user
demand creation — resources added

Establish distribution channel access

— Retail, contract hardware and integration = Add new channel partners — retail commercial
and integrator with focus on:
— Caribbean, Central America and Chile

Product Roadmap

2014 2015 2016 2017

® North America

® Central America
® Caribbean
® South America

Electror

39 Share Growth in $1.3B Market ALLEGION



Enterprise Excellence

Building Sustainable Capability - Customer Experience Maturity

2015-2016 Key OQutcomes

Front-end order fulfillment transformation

Value-added business transformation

Channel and brand Journey mapping

Customer — Linked to operational performance
Connectedness Exg;nd — Channel-led business strategy and support
Align CX impact business — Channel segmentation
: Facilitate CX busme_ss RHERE IR criterion
Customer-Centric S strategies . . o
Leadership = Simple and intuitive NPD commercialization
Mab th Connect . .
Define Human O acn. predictive = Modernized ERP across the business
Compelling brand centered system w/ proactive

. design
Brand Value promise 9

Scale capability across entire business
Expand — Prioritize key improvement targets

Emplovee Informal : CX s Routine re- culture in —E df ti | t

Enaa pemyent rewards & rilir;il::g enforcement supply chain Xpand tunctional engagemen
9ag GNEIENESS — Proactive and consistent alignment to
customer KPI's

Develop Flevate Optimize nnovate — Issue/idea management; closed loop
e
Growth by Creating a Differentiated Customer Experience w

ALLEGION



Opportunistic Acquisitions

Growth Through Acquisitions

Pipeline Development Deliver Strateqgic Acquisitions

= Strategic plan with defined growth opportunities = Engaged industry leader Zero International Inc.
— Product gaps, emerging markets and technologies

= Deal signed in February — expect close April 1
= Vet potential targets to assess: _ _ _
— Strengths, growth profile, synergies and fit = Synergies by leveraging Allegion go-to-market
model:
= Prioritize and engage key targets with value

iti — Channel relationships and specifications
propositions

— Improve total hardware specification conversions rate
with more full line package

> — Economies-of-scale for materials and process automation
D | o
T |3 Zero - Door Accessory Solutions
D12 Core Non-Core  Non-Core o . §
oi Adjacent v" Thresholds
=19 [Fr— v Weather Stripping
J|l» Non-Core :
Ol _ > v Hinges
| ® Adjacent
w e v Louvers
Pedestrian Other Non Opening v Gaskets
Openings | Assets ! v Luminous Egress
Buildings v Fire Code Solutions
Identify, Validate & Pursue Strategic Opportunities Awh
Emerging Markets & Technology & Portfolio Growth WN.

a1 ALLEGION



Americas Summary
£ /07 -

» Expand in core markets with prominent channel
management and new channel-led business strategy

= Grow residential lock category with new style and design
strategy

= Accelerate commercial and residential electronics with
ease-of-connectivity, innovation and technology alliances

» Expand Latin America growth platform with new relevant
products and channel partner development

» Deliver a world-class customer experience to drive trust,
share and overall Allegion business performance

» Build a strategic acquisition pipeline process to expand
Technologies, grow portfolios and further penetrate Latin
America

¥ o o i ‘,/ /
P 6l [
fod FiEF

.— il ’ J 4’
= /N i i

78 /-

ALLEGION




2015 Investor & Analyst Day

Asia Pacific

William Yu

"m

ALLEGION

PIONEERING SAFETY"™




Who We Are

Recognized Leader in
Premium Market:

= Strong brand image in
premium/high-end segment

)' North Asia
nshan, CHN

)

L APAC
$164.9 Million in Revenue

» 60% from system
integration and 40% from

hardware in portfolio

» Leading market position in
New Zealand (NZ)

Our Team Australia &

» Landmark project reference * 500+ employees | e Zealand
for SyStem integratiOn = 25+ OffiCGS Melbourne, Al /
business in China * 2 plants: Shanghal, R

China and Auckland,
New Zealand % Regional HQ

Australia/Nz: Briton m LCN s (EJI9 = X2 = VONDUPRIN
Asia: Briton m <2 CISA = LCN =« E¥X3 = VONDUPRIN =

wY
a4 ALLEGION'



What We Sell

Mechanical
Lock

Electronic Electromechanical System Integration
Lock Lock (Sh)

Videa
Survellance
System

Safe City Project

Vehicle (Asen example) | Inteligent

Recognition | Traffic
System Systern
T Inte grated
Alarming Manage ment
System System

AR
H B
WA
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Market Overview: Hardware (Asia Pacific)

2013-2020F Asia Pacific Hardware
Addressable Market
Million U.S. $

+ China: The Growth Leader
CACR 15-20F 4,442 ~ Continuous economic growth

China 12%
SEA 5% - Urbanization with moderate residential
Qﬁz igjz investment growth (~8%)
AP Total 7% - Increased awareness for safety
— Electronic product @19% CAGR outgrows
2 750 mechanical product @7% CAGR

* SEA (South East Asia): The Emerging Market
NA 500 - Favorable economic and demographic trends

ANZ - Large potential exist in Indonesia, Malaysia
and Philippines

* ANZ (Australia and New Zealand), NA (North
Asia): The Mature Markets
- Maintain stable growth in the period, with
emerging potential, including:

SEA

China

v" Healthcare in Australia

2013 2015F 2020F v Hospitality in Korea and Japan
Note: AER
» Hardware market includes mechanical and electronic segment ='=
46" Addressable market is defined as Allegion served relevant market, .e.g. China ALLEGION

and SEA refer to 100% premium & high end markets and ~20% mid tier market
- Data source: Global Insight, ANZ Building Approvals, Allegion internal analysis



Strategic Priorities

* |nnovate product strategy to fulfill local customer needs in mid-tier segment

= Accelerate residential market growth through product management and
channel expansion

= |everage global expertise of demand creation for key commercial verticals

» Maintain stable growth of China Sl business with focus on profitability and
cash improvement

= |[everage acquisition capability for product and channel expansion

= Position thought leadership to improve public awareness as an industry
standard setter

» Build an effective organization with optimized processes and localized
talents

ALLEGION




Mid-tier Segment Product Strategy

China Market Segment
(Total Market size: U.S. ~$10B)

. wre

Premium (2%) ALLEGION
Al
|
e

ngh (6%) ALLEGION
@Hutlon T'E
i &Zi1mw
Mid (38%) m Eaey
PROBYCI MR | A
oW Numerous local players...
(54%)

- Data source: Global Insight, Allegion internal analysis
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Substantial market
opportunity

Increased awareness
for safety

Unique local customer
needs

Influenced by leading
local players

Product Strategy

+ Expand product portfolio for local
offerings with local R&D and
manufacturing capabilities

 Standard product offerings and
solutions customized for key accounts
and mass market

+ Upgrade supply chain capabilities to
improve cost competitiveness and
speed to market

W
ALLEGION



Expand Core Business: Residential

-

-

Attractive U.S. ~$500M addressable market
with double-digit growth

Market driven by increased E-lock adoption
rate and improved safety awareness

= Mega residential developers call for customized
products and total solution

— From product specification to after-sales services

— From entrance door lock to interior and public area
hardware solution packages )

Market Opportunities \

49

Product Management

= Enrich product portfolio with focus
on safety and aesthetic design

= Extend electronic lock product
offerings with broader price range
and add on functions

= Build in house design capability and
improve R&D cycle time

N A&y

META S -

Channel Expansion

Enhance residential developer
management

Partner with door fabricators to
develop integrated door-hardware
package

= Develop dedicated dealers with

extended coverage, service
capabilities and retail presence

ALLEGION



Leverage Global Expertise

Sophisticated Expertise

Emerging Market Differentiator

& Landmark Projects

= Trusted partners to write thousands of Greater Market Potential

specs annually for both international and .
local commercial companies

Al

.

:
Il U

Landmarks on the The Venetian Suvarnabhumi

Bund, Shanghai Hotel, Macau Airport, Bangkok
50

China to be the world’s largest hospitality market with
~6M hotel rooms by 2025

9,000 new hospitals to be built by 2018 in China

Thousands of new preschools to be built by 2020 in
China

U.S. $8.2B reconstruction plan to be executed in the
next three years in Philippines after Typhoon Haiyan

Investment & Performance

Spec and vertical market teams focus on key
accounts by leveraging global expertise and resource

Active participation as codes and regulation setter

Significant growth in China and South Asia in key
verticals

- Healthcare: 135% growth (2014 vs. 2012)
- Hospitality: 40+% YOY growth (2014 vs. 2013)

- Education: New entry with solid project pipeline for

system integration projects
AER
H B
WA
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Acquisition Capabillity

Potentially multiple
acquisitions to establish scale
across product, channel and
operation

Establish a manufacturing
COE to serve emerging and
global markets

Acquire an entry platform for
key vertical market (e.qg.
residential) and MPP project
segment

51

= China: Expand project pipeline
to supplement organic growth
initiatives

= SEA: Fragmented market
structure suggests the potential

for acquisition for brand and
channel network

= Mature Market: Opportunity to
expand into adjacent market
and new segments

= Capable deal team structure
and expertise

= Disciplined approach and
effective process

= Rationale and efficient
evaluation and integration
methodology

= FSH success as the 1t M&A
case since spin-off

W
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Establishing Industry Standards

Academically Professionally Publicly Socially

IIEEM!!*

1st Textbook on Architecture
Security Technology

University Partnership

s s"l EIRFRER meniatit

Safety and Securty Institute Seomsorsd by Alegion

52
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1st Safety & Security

China 15t Healthcare Museum
Security Code S

Run for Allegion

60,000+ Subscribers

Hospitality/Healthcare

Report Media Partnership

Security e-Newsletter

Chinese People’s Political
Consultative Conference

1st Safety & Security
Proposal to CPPCC

Social
Media

W
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Core Business Growth: China Security Integration

: : : Customer-Oriented
Market Expansion Outstanding Service Cash Improvement

= Expansion into new = Reshape service growth = Establish independent core = Accelerate project
verticals by establishing engine to increase service knowledge base and completion progress to
required capability and revenue @20% CAGR to sustainable software meet collection criteria
qualification achieve recurring revenue development platform
@1/3 of the total business . i . " Leverage 3'-party ag(_ant
= Strengthen and balance = Tailor generic security to enhance the collection
presence and coverage = Develop core competency application for diverse process
between regions with optimized service market segments
capability _ o . Use. bank accept.ance for
= Enhance and set up = Innovate with existing equipment suppliers and
partnership with existing = Apply new systems to technology and emerging pursue back-to-back
and new key business improve customer Internet trends for new terms for subcontractors
partners satisfaction and vertical expansion to improve the payment
experience term
= Adapt LEAN development
= Diversify service offerings process to create added
to improve customer value

' Geographi

Coverage

53 ALLEGION



Building an Effective Organization

Organization Development Process Optimization Talent Training

= Set up dedicated residential
organization in China

= Expand branch offices to
cover emerging markets

= Establish a global sourcing
team to leverage and serve
global and local needs

54

= Optimize product
development and
management process with
higher efficiency

= Extend enterprise excellence
to Allegion OEMSs, suppliers
and acquired companies

= Developed technical training
programs, like service certificates
and LEAN operation, for employee
and business partners

= Launched management training
programs, like BMDP and
company-sponsored MBAs

= Built e-training center

ALLEGION



Asia Pacific Summary
£/

= Significant market potential in China and South East Asia in
terms of size and growth, especially from mid-tier segment and
residential markets

= Strategic priorities summary
v' Innovation in both existing and new product categories

v' Fast development of residential verticals

v Demand creation through enhanced spec writing
capabilities and thought leadership

v’ _Acquisitions supplement organic growth

= Accelerate profitable growth in the hardware business through
organic and acquisition-led initiatives, while maintaining
stability with the Sl business

& & !
~ // - i
= ot Al
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2015 Investor & Analyst Day

EMEIA

Lucia Veiga Moretti
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Who We Are

EMEIA

Strong local brands with $393.4 Million in Revenue

history of innovation

Industry-leading portfolio and

Installed base

Dublin, |RLa7s
Feuquieres, FRA'®

% Regional HQ
% Corporate HQ

Europe: @DBRICARD m Briton m <2~ CISA m 4% interflex

Leading market position in

South Europe and France in
mechanical locking

Leading market position in
Germany in integrated
workforce management
solutions

aptiQ m @BRICARD m Briton m <2 CISA

Middle East; i:i

57 LCN = WY1 = VON DUPRIN ALLEGION'



What We Sell

Hospitality/

Electronic Access
Control

Electro-Mechanical
Security Hardware

Integrated Sanitary Ware/
Solutions Trims

=
2 =

& interflex NORMBAU
Brlton LCN
AP
H B
Pé
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Where We Play: EMEIA Market

Market Size

$3.5B

$2B

$1B

$1.5B

59

Workforce Management Solutions

Sanitary Ware / Trims

Moderate
2012-2014 Growth Flat growth

Opportunity in an $8B Market

*Source: IHS Global Insights and internal estimates

Good
growth

ALLEGION



EMEIA Strategic Priorities

Strategic Priorities Strategic Foundations
= Selective exit from most commoditized streams

. = Right sizing of cost structure and overhead
Enterprise

Excellence

Recover Profitability

= Make vs. Buy

= Increased efficiency through lean manufacturing
and common systems

Shift from Components supplier to Door Solutions provider

= Influence market through specification
and demand creation

= Channel management

Expand In
Core Markets

TranSf.Orm the = Vertical focus and convergence of solutions
I o Business
nnovation in = Embed integrated electronic solutions in large

Existing & New mechanical base — unprecedented connectivity
Product Categories

Capitalize Allegion global presence

Growth in = Establish presence in new geographies
Emerging Markets = Germanic market for electro-mechanical
Penetrate New = Emerging markets
Market Segments = Fill products and technology gaps

OppOf_tL_II‘_\iStiC = Access to new channels (electronics)

Acquisitions prore
H B
W
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Project Voyager: EMEIA Transformation

61

uoljewlojsuel| ssauisng
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Back-office
Consolidation

2014 2015 2016 & Beyond
\
Convergence of Mechanical Heritage &
Build Specification & Electronic Technologies
Focused Demand Creation
Business around Vertical needs
Units &
Leadership Product /
Platforming

UK Door
Divestiture

Exchange Randi
for Equity Position
with Eco Schulte

Re-focus Interflex

Prune Unprofitable Business

Facility
Footprint

Supply  optimization
Chain &

Production

Overhead
Right-sizing

Customer

Experience

Lean EMEIA HQ Make vs. Buy
Organization

SIOP

Lean Activities

Right Cost Structure

Common Systems/Processes

Optimized Operations

(1) Adjusted to exclude restructure and spin costs

>10 %

5-7%

4.1 %

Operating
Margin @

ALLEGION



Project Voyager: 2014 Take-Off

= Exchanged Randi for equity position with Eco Schulte

Busmegs = Closed non-Germanic Interflex Branches T4
Portfolio _ _ H
Optimization = Exited India .
= Divested UK Doors & Services
Focused
Business . . . "
Units & = Set up new structure with Business Units H
Leadership ¢
Right Cost = Reduced EMEIA HQ organization ”
Structure H
 §

Transformation Has Started: Adjusted Operating Margin! Up 210 bps

(1) Adjusted Operating Margin excludes restructuring, spin costs and 2013 Goodwill Impairment charge WY
62 (See press release issued February 18, 2015 for non-GAAP reconciliations) ALLEGION



Specification & End-User Engagement
» Influence the market through specification
= Develop connected solutions for doors

» Focus on target vertical markets

INspec

REDEFINING DOOR HARDWARE SPECIFICATION

Increase Pull of Value Adding Solutions

ALLEGION




Project Voyager:

Common Systems & Processes

Developing a Modern & United Set of Process Tools
= Superior Customer Experience

» Improved interactions with all touch points

= Shorter lead times, visibility of orders and automation
» Simplified Intercompany Transactions

= Single Regional Platform for Production Planning and Warehouse Management

EAA%E - »
o ~ Y, .

Greater Efficiency & Flexibility A




Project Voyager: Product Platforming

Enabling Consolidation of Parts & Leverage of Core Assets
» Enhance the Customer Experience

» Reduce complexity, time to market and inventory

» Increase quality and ease of use
= Capitalize Allegion Global Technologies

= Engage™ Technology, door closers and exit devices

= Maximize Scale and ROI

‘ dER

ALLEGION




Project Voyager: Make vs. Buy

Increase Outsourcing to Fewer Strategic Suppliers,
Mainly in Best Cost Countries (BCC)

» Grow/Fix/Exit Strategy by SKU
» Consolidate Suppliers Portfolio
» Increase Efficiency
= Shorter lead times and increased flexibility

Improve Cost Base & Customer Satisfaction

ALLEGION



Project Voyager:
Optimized Integrated Supply Chain

HCCin West Europe

i

Production of High added
value customized prod

'Key Driver: Speed & Servic

f-

Late configuration

67

@
2 : |
> & |Coretechnology ) 2
M
& g g|Make to Order ey Sourcing of commo
2 8 B|Late point ID !
2 & ofLate point ° ]
o= : 8 % |Product features
Lead Time: 1-5 days = 2 -
o £ |Key Systems > 5 |Mid-high added value Key Drlver Cost
c_:s § Electronics ‘ %.E | Make to Order / Stock 5 § Standard commodity
> b High-end locks 3‘5“ -é Reliable delivery g = products
%) }
Lead Time: 5-15 days - _
£ |Mid-tier locks 258 Make to Stock
S %6 S |Low cost ‘
=83 . .
= Panic devices ? © 21| ead Time: 30-90 days
9 |cylinders = Safes
I
£ |Door closers ‘
g Padlocks
2 |Low-end locks
> Accessories

®

Increas;j
asing Commoditization X
dAEA
H B
WA
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Business Portfolio: Growth Strategy

Electro-Mechanical Integrated

Hardware Solutions

@D BRICARD Briton &5 interflex

LCN
» Balanced push/pull
VON DUPRIN. strategy with enhanced
2> CISA end-user value

* More of a software and
service provider

* Int’l growth through:
+ Portfolio / channel - Global Key Accounts
transformation -VAR network

ertical Solutions

» Specification

» OEM partnerships * Leading position
in Sanitary Ware /
* Global platforms Disabled Solutions

(Engage™,
touchscreen)

“2> CISA )
PegaSys  apti(] NORMBAU
o Lk

Electronic Access Sanitary Ware & ; ‘
Control Trims : ,} { Healthcare

Create Value by Providing Unique Solutions to End Users we
68 ALLEGION
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Interflex: Leverage Globally

Global Account Management Value-Added Resellers

= Large enterprise customers expanding globally = Development of international system
integrators into value-added resellers

= Centralized account team (sales and solution
architects) = Dedicated team to serve external integrators

= Local support outside central Europe provided = Simplified offering
by 3"d-party partners

% interflex

‘ / —
\\ /»‘

ENNENEIR

Access Time Absence Visitor ‘ . -
Control Recording Management Management . .
W
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EMEIA Summary

177

Project Voyager: Transform, Reshape, Resize

=  Transformation in Progress
v_ Components to Solutions
v' Demand Creation
= Common Processes and Systems

= Assets Optimization

<

I . £ /8
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2015 Investor & Analyst Day

Finance Overview

"m
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Strong Track Record of Financial Performance

= Market fundamentals improving

= Average EBITDA margins of 20.4% last 15 years; industry leader
= |ow level of capital requirements

= High level of cash conversion

= Balanced and flexible capital allocation strategy

Well-Positioned Going Forward

ALLEGION




Historical Adjusted EBITDA Margins

B EBITDA (1) =% margin (2)

|
|
I - 30.0%
$500 5480 | $484 '
|
|
$400 | - 25.0%
|
$300 I
- 20.0%
$200
- 15.0%
$100
50 - 10.0%

2000 2001 2002 2003 2004 2005 2006 2007 | 2008 2009 2010 2011 2012 2013 2014

(1) EBITDA defined as operating income plus depreciation and amortization.

(2) EBITDA Margin for 2008-2013 calculated using revenue adjusted for Asia joint venture order flow change.

2000 - 2007 represents the Security & Safety or Security Technologies segment as reported in Ingersoll Rand's 10K.
2008-2013 net income is adjusted for LIFO to FIFO conversion

2009-2013 revenues and net income are adjusted for the UK Door Business

See appendix for reconciliation of GAAP revenue and net income to adjusted revenue and EBITDA.

Consistent EBITDA Margin Performance

73 ALLEGION



Full Year 2014 Allegion ACF

Available Cash Flow® \
(3millions) = 2014 FY ACF is $1.6 million lower than prior

$209.1 $207.5 year
= ACF decrease due to higher capital

expenditures of $31.3 million from new
product development, information systems
and spin related projects, mostly offset by

\ FY - 2013 FY - 2014 improved working capital /

Working Capital & Cash Conversion Cycle (CCC) \
FY Working Capital? % of Revenue FY Cash Conversion Cycle®
5.7% 48.0

40.8
3.6%

\ 2013 2014 2013 2014 /

Full Year ACF at 111% of Net Earnings from Continuing Operations

AER
! Net cash from continuing operating activities less capital expenditures B B
2 Working capital defined as accounts receivable plus inventories less accounts Pé
74 payable and other accrued expenses (calculated using 4pt quarter end WC average) ALLEGION

3 CCC=DSO + Inventory Days - DPO (calculated using 4pt quarter average)



Strong Cash Flow Generation

($ millions)

2012

B ACF

111.4%

— |

201312 2014

== ACF % of Net Earnings from Continuing Ops Attributable to Allegion (Reported)

Target ACF 100+% of Net Earnings Over Time

75

(1) ACF is cash from continuing operating activities less capital expenditures
(2) 2013 ACF% is based on net earnings from continuing ops adjusted for $137.6M goodwill impairment net of $6.5M tax benefit =.=

WL
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2014 Capital Structure & Liquidity

December 31, 2014

Debt Maturity Profile

($ millions) == Term Loan A ($ millions)
Senior Notes
Total Cash $ 291
Total Debt $ 1,265
300
Debt/Adj. EBITDA? 2.9x .
2015 2016 2017 2018 2019 2020 2021
_ N * Credit facility refinanced in October 2014
S&P Ratmg BB+ Positive * Rolled Term Loan B debt into Term Loan A
* Reduced interest cost to L+1.75% and
Moody’s Rating Bal Stable eliminated LIBOR floor

* Increased flexibility in financial covenants

+ $500 million revolving credit facility available

Strong Liquid Position, Minimal Short-Term Debt Obligations

1See appendix for reconciliation of adjusted EBITDA H N

76
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Effective Tax Rate! Update

38.4%
28.6%
~22% Aspirational
I Goal <20%
2013 2014 2015 (fcst) 2016 (fcst)

Accelerating Reduction in Effective Tax Rate

() Effective tax rate adjusted for spin costs and other charges; Updated to reflect UK door business divestiture; See appendix for non-GAAP reconciliations

7
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Capital Allocation Strategy

= End 2014: 2.9x of gross Debt/Ad]. EBITDA

Leverage
Management

= Target 2.75-3.25x of gross Debt/Adj. EBITDA * Amendment of existing credit facility in
October; lowers cost of capital, continues to

provide liquidity and flexibility to grow business

~

J

Organic Growth
Investment

= Accelerate new
product development

= Expand channel
capability

= Operational excellence

M&A

Product/market
expansion and
increased presence in
emerging markets and
technologies

Disciplined approach
to acquisition
management

Shareholder
Distribution

1Q15 quarterly
dividend announced:
$0.10 per ordinary
share

$200 million share
repurchase program
announced; Executed
$50.3 million in 2014

Continued Focus on Balanced & Flexible Capital Allocation Management

78
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Organic Investments

New Product Development Channel Management Infrastructure

“Engineering/ “Feet on the “IT Systems
R&D Street =Tax
“Product “Demand ~Enterprise
Launches Creation Excellence

Accelerate Revenue
Reduce Cost Structure

Investment Return/Realization: 1-3 years

Standardized Process, Prioritization & Post-Implementation Review

79 ALLEGION



Incremental Investments

$ Investment Model
= 2014-2015: Investment catch up
EBITDA
= 2015 a high point for incremental
investment
= 2016 an inflection point —
acceleration of margin improvement
begins
Incremental = 2017+ incremental investment
Investment requirements stabilize
2014 2015 2016 2017

Investing to Accelerate Growth & Earnings
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Opportunistic Acquisitions Strategic Framework

= 6 deals signed Execut_e = Corporate/regional
= Integrations on track A4 EEEEiienis ' teams built out

ALLEGION
Robust
Pipeline
= Monthly executive Standardized Standardized
reviews Processes diligence/integration
toolkits

Smart Transactions, Well-Executed
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Allegion M&A Platforms / Thresholds

Key Acquisition Criteria

Platforms

ALLEGION

Emerging Markets

Emerging
Technology

Expand Product
Portfolio

Aligned with strategic direction
and in our core

— Strong business and market
fundamentals

— Targets with leadership
position and ability to scale

— Clear synergy opportunities

Return on Invested Capital >12%
by year 3

Focused & Disciplined Approach
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Disciplined Acquisition Process

Strategic Standardized Diligence Integrate: Stabilize,
M&A Cycle Planning & & Integration Assimilate, then
Insight Approaches Accelerate
= Clear = Standard tools = Clear business
category/target . ownership and

Repeatable processes /

prioritization accountability

capabilities
v Attractlvg = Clear hurdle rates and = Stabilize: Ensure _
opportunity customers are delighted

investment guidelines

V" Fits within strategic | = Assimilate: One

Move with “smart

framework speed” — focus on key Allegion, many brands
= Long-time horizons drivers of value = Accelerate: Invest for
— patience for the success and deliver on
right opportunity growth

Executive Level M&A Support

Executive Sponsorship / Ownership of All Transactions
Monthly Investment Committee Activity Reviews

Post-close Reviews of Business Case Attainment
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©
Case Study: Fire & Security Hardware ~— SESH>

Investment Rationale

Company Strenqgths

= Leading electro-mechanical
product provider in Australia

= Strong intellectual property
portfolio

= High operating margins

Allegion Opportunities

= Strengthens Allegion market
position

= Leverage Allegion’s global
footprint with FSH products

84

First 11 Months: Results

= FSH revenue up 25% in 2014

= Margins maintained at pre-
transaction levels

= FSH team fully integrated,;
100% employee retention

= Global product plans on track

= Strong innovation pipeline (3
new products launched in 2014)

9 9
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2015 Guidance

Organic Revenue Growth'

Americas

¥

4

-3% to -2%
4% to 5%

-11% to -9%
-2% to Flat

Total:
Organic:

Total:
Organic:

Earnings Per Share

Asia Pacific Total

-4% to -3%
3% to 4%

Total:
Organic:

5% to 7%
6% to 8%

Total:
Organic:

2014 Reported EPS from Continuing Operations ~ $1.92
Adjustments (see press release for non-GAAP
reconciliations) $0.57
2014 Adjusted EPS from Continuing Operations ~ $2.49
Operational Improvements $0.25 to
Investments (50.15) to (
Venezuela ($0.13)
Tax Rate, Other Items $0.19
2015 EPS from Continuing Operations $2.65 to

EPS Growth? +12% to +17%; Deliver ACF at ~95% of Earnings

85

Assumptions & Notes
. Full-year effective tax rate assumption of 22%
. Average diluted share count for the full year of
approximately 97 million shares
50 40 = Guidance assumes minimal contribution from Venezuela
$0.20) . Investment Focus:
= 50% New Products
" 25% Channel/Marketing
" 25% IT Systems/Tax
$2.75
AEE
H N
WA
10rganic excludes acquisition/divestments and currency impacts ALLEGION

2EPS growth based on adjusted 2014 EPS excluding Venezuela



Financial Targets: Before Capital Deployment

Three Year
Financial Target

Organic Revenue 4 to 6% CAGR
Growth@®
EBITDA Margin + 200 to 300 bps
Organic EPS >12% CAGR
Growth
Available
Cash Flow® 100%+

Improving market fundamentals

Incremental investments driving growth
above market

Leverage on incremental volume
Net of investments

Revenue / margin improvement
Tax rate reduction to <20%

Low working capital requirements

Capital expenditures less than
depreciation and amortization

AR

(1) Organic excludes acquisition/divestments and currency impacts H N

(2) Cash from operating activities of continuing operations less capital expenditures WY
ALLEGION
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Capital Deployment

Available Cash Flow 2015-2017: ~$900M

= Debt amortization

Debt
Amortization
~22%

= Acquisitions and
incremental
shareholder

) distributions
= Annualized

dividends subject
to board approval

= Share repurchase
to offset dilution

Significant Capital Available for Strategic Deployment
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2015 Investor & Analyst Day

Allegion: Pioneering Safety
Around the World

Wrap Up

Dave Petratis

"‘m

ALLEGION

PIONEERING SAFETY"™




Allegion Summary |
17

= Executing strategy, delivering on commitments
= Delivering solid organic revenue growth

= Increasing operating margins net of incremental
investments

= Reduction In effective tax rate

= ~Continuing to invest in new products and channel
development

* Driving EMEIA profitability improvement
= High level of cash conversion performance

-/ ,;// 5 ', /(/ ( \ ’Q “.‘3_\
Vi F 7 /

ALLEGION




Allegion Investor Day

Appendix

ALLEGION

PIONEERING SAFETY"




Adjusted EBITDA Reconciliation

(in USD Millions)
Revenue

Asia Joint Venture Revenue
Adjusted Revenue

Net Income

Adjustments to arrive at operating income:

Income tax provision
Interest expense (income), net
Other (income) / expense
Noncontrolling interest
Discontinued operations
Operating Income
% margin (Unadjusted Revenue)

Restructuring and Other Costs
Spin Costs

Goodwill Impairment

Gain on Property Sale

Venezuela Inventory Impairment
Adjusted Operating Income

% margin (Adjusted Revenue)

Depreciation & amortization

Adjusted EBITDA
% margin (Adjusted Revenue)

91

2008 2009 2010 2011 2012 2013 2014

$ 24139 $ 20067 $ 19424 $ 19983 $ 20233 $20696 $ 21183
(65.3) (64.5) (68.9) (58.6) (78.0) (52.0) 0.0
2,348.6 1,942.2 1,873.5 1,939.7 1,945.3 2,017.6 2,118.3
(76.4) 175.6 194.1 218.9 220.1 32.3 175.2
145.0 144.2 126.8 130.7 136.7 175.0 84.2
(1.1) 1.2 1.8 1.4 1.5 10.2 53.8
0.7) 14.9 (3.5) (4.6) 3.1 7.2 4.6
0.4 12.4 6.7 6.3 5.7 12.5 (2.6)
(0.6) 1.3 1.1 6.3 4.2 3.6 11.1
66.4 349.6 327.1 359.1 371.3 240.8 326.3
2.8% 17.4% 16.8% 18.0% 18.4% 11.6% 15.4%
13.1 25.2 3.0 0.3 8.2 5.8 7.1
0.0 0.0 0.0 0.0 0.0 5.8 29.3
356.8 5.0 0.0 0.0 0.0 137.6 0.0
0.0 0.0 0.0 0.0 0.0 (21.5) 0.0
0.0 0.0 0.0 0.0 0.0 0.0 33.3
436.3 379.8 330.1 359.4 379.5 368.5 396.0
18.6% 19.6% 17.6% 18.5% 19.5% 18.3% 18.7%
47.5 46.0 47.3 46.0 43.8 45.7 44.2
$ 4838 $ 4258 $ 3774 $ 4054 $ 4233 $ 4142 $ 440.2
20.6% 21.9% 20.1% 20.9% 21.7% 20.6% 20.8%

a0

H N

CIek
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Non-GAAP Reconciliation

92

Year Ended December 31, 2014 Year Ended December 31, 2013
Adjusted Adjusted
Reported Adjustments [(non-GAAP) Reported Adjustments [non-GAAP)
Met revenues 5 21183 g — g 21183 5 206896 z (82.0) = & 20176
Operatingincome 3263 827 = 396.0 240.8 1277 = 365.5
Operating marain 15.4% 18.7% 11.6% 18.3%
Earnings before income taxes 2679 863 = 3542 223.4 1277 3581.1
Provisionforincometaxes 042 171 = 101.3 1780 (40,1} = 1349
Eftctive Income fax rale 34 % 0% TES % 354 %
Earninags from continuing operations 1837 692 2529 43 .4 167.8 2162
Mon-controlling interest (2.8) 137 = 11.1 12.5 (5.3 = 7.2

Met earnings from continuing o perations
attributable to Allegion ple s 1883 3 ER B 3 241.8 3 355 L 1731 z 200.0

Diluted earnings per ordinary share
attributable to Allegion plc
shareholders: z 1.92 z 0.57 -] 2.49 z 0.37 5 1.81 z 218

(1)

(2)

(3)

(4)

(5)

Adjustment to net revenue forthe year ended December31, 2013 reflects theimpac of a change in orderflowthroughthe Company’s
consolidatedjointventure in Asiaresulting from a revised joint venture operating agreement signedin late 2013. Previously, the joint
venture acted as a pass-throughto the end customer. Products arenow shipped direct to the end customer with the joint venture
receivinga royaltyinan amount that approximates the lost margin. The consolidated joint venture nolonger recognizes the revenue
and cost of goods sold onthes e products. The change didnot have a material impact onoperating income or on cash flows for the
year ended December 31, 2014,

Adjustments to operating income for theyearended December31, 2014 include £35.4 million of costs incured as part of the spin-off
from Ingersoll Rand and restructuring charges as well as a $33.3 million non-cashimpairment charge to write inventory in Venezuela
down tothe lower of cost or market. Adjustments to operatingincome forthe year ended December 31, 2013 consist of $11.6 million
ofcostincurred as part of the s pin-off from Ingersoll Rand and restructuring charges, a $137.6 million goodwillimpaiment charge and
a 321.5 million gain on a property sale in China.

Adjustments to earnings before taxes for the year ended December 31, 2014 consist of the adjustments to operating income
discussedabove a 34.5 million charge due to write-off unamortized debt issuance costs assodatedwiththe Company’s Term B Loans
and a $12.1 million charge to devalue the Company's Venezuelan bolivar-denominated net monetary assets.

Adjustments to the provisionforincome taxes forthe yearended December 31, 2014 consist of 317.1 million of tax expense relatedto
the excludeditems discuss ed above Adjustments tothe provision forincome taxesfor the year ended December 31, 2013 consist of
tax expense related to the excluded items discussed above as well as 544.8 million of discrete tax adjustments.

Adjustments to non-controlling interest for the year ended December31, 2014 and 2013 consist of the portions of adjustments (1)
through (3) that are non attributable to Allegion ple shareholders.
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ALLEGION

PIONEERING SAFETY"™

About Allegion™

Allegion (NYSE: ALLE) is a:global pioneer in-safety and security, with leading
brands like CISA®, Interflex®, LCN®, Sechlage® and Von Duprin ®. Focusing on
security around the door and adjacent areas, Allegion produces a range of
solutions for homes, businesses, schools and other institutions..Allegion’is a
$2 billion company, with products sold inalmost 130 countries.

NYSE: ALLE
~‘ > © 2015 Allegion plc. All rights reserved.
| The Bluetooth® symbol is a registered trademark of Bluetooth SIG, Inc. and the
! ‘1 property of its owner.

Images under the Creative Commons license are ShareAlike. For more
information, go to http://creativecommons.org/licenses/by-sa/3.0/



