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a 21st Century infrastructure.
customer relationships.
talented leaders.

recent acquisitions.

our company for the future.

Moving forward. In 2013, Kaman continued to move forward on
several fronts, from expanding customer relationships to building
a stronger infrastructure that provides the foundation for a larger,
more global company. We continued to invest in the future of

our company by investing in our people — the next generation of
Kaman leaders. The overall results for 2013 demonstrated gains in
both revenue and profitability. Equally as important, the actions
taken in 2013 have strengthened our company for the future.



In 2013, we made
great progress

IN executing on our
long-term strategies.
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National distributor agreement with Schneider

$35.5 million Joint Programmable Fuze order

Strategic alliance between Kaman Industrial Technologies and Wajax Industrial Components

Scott E. Kuechle appointed to the Board of Directors

Unmanned K-MAX® awarded Aviation Week Laureate Award for outstanding achievement in
operations and technical advancement

Kaman Industrial Technologies named a Berry Plastics Corporation "Supplier of the Year"

Kaman Engineering Services presented with a Boeing “Supplier of the Year”

Kaman entered into a contract with the New Zealand Ministry of Defence for purchase of ten
Kaman SH-2G(l) Super Seasprite Aircraft

Acquisition of Parker Distributor Northwest Hose & Fittings announced

Statement of support for the National Guard and Reserve signed by Kaman Corporation

Kaman Aerospace selected to supply fixed leading edge assemblies for Bombardier Global 7000
and Global 8000 aircraft programs

Kaman announced at the Paris Air Show the construction of a new bearing manufacturing facility
in Hochstadt, Germany

Kaman signs agreement to acquire Ohio Gear & Transmission

Robert D. Starr appointed Senior Vice President and Chief Financial Officer

$78.5 million Joint Programmable Fuze contract with the U.S. Air Force

Agreement signed to acquire Parker Distributor Western Fluid Components

Distribution sales reached a quarterly record of $273 million

Kaman Aerospace delivered its 1,000th BLACK HAWK cockpit to Sikorsky marking almost $500
million in revenue since program inception

Kaman finalized delivery of its first AH-1Z cabin to Bell Helicopter marking a significant milestone
for an important new program

New agreement with Boeing for manufacture and assembly of 747-8 wing-to-body fairing
Kaman Industrial Technologies launches new fluid power catalog

Electric vehicle charging stations installed at three company locations to promote
environmental sustainability



Kaman Aerospace

serves customers around the world producing high quality components

and providing design and engineering services. Kaman designs and builds
flight-critical components, structures and systems including proprietary
aircraft bearings, complex metallic and composite structures for commercial
and military aircraft, and missile and bomb fuzing systems for the U.S. and
allied militaries.

Highlights of 2013:

- Revenues increased 5.7% to $614.0 million

- Operating income rose 15.1% to $102.6 million

- Operating margins rose to 16.7% in 2013, up from 15.3% in 2012
- New programs were added and backlog grew to over $600 million

Kaman Distribution

is one of the nation’s leading industrial distributors, offering a wide variety of
products and related services in three categories; bearings and mechanical
power transmission; fluid power; and automation, control and energy.

Highlights of 2013:

- Revenues increased 5.5% to $1.07 billion

- We expanded our Parker relationship by acquiring Western Fluid
Components, Inc., and Northwest Hose and Fittings, Inc.

- We acquired Ohio Gear & Transmission

- We began our national distribution agreement with Schneider Electric, a
global specialist in energy management



“While the economic climate remains uncertain,
| believe Kaman Is better positioned than ever
to capitalize on future growth opportunities.”

Neal J. Keating
Chairman, President and Chief Executive Officer




DEAR SHAREHOLDERS,

During 2013 Kaman made strong progress despite
a challenging environment, delivering increases in
both revenue and operating income. Our product
diversification and ongoing commitment to operational
improvement continued to show results. Just as
importantly, we continued to execute on our long-
term strategic plan, building a stronger Kaman well
positioned to take advantage of growth opportunities
in both our Distribution and Aerospace segments
and able to weather the inevitable challenges that
lie ahead.

Kaman reported 2013 net earnings from continuing
operations of $56.7 million, or $2.09 per diluted
share, compared to $53.9 million, or $2.03 per
diluted share, in 2012, an increase of about 3%.
Net sales for 2013 increased 5.6% to $1.68 billion,
compared to $1.59 billion in 2012.

2013 marked our 44th consecutive year of dividend
payments. Total return to shareholders was 9.9%, on
top of total return of 37.2% in the prior year.

Our Distribution segment, facing a difficult industrial
economy, turned in a 5.5% increase in revenues from
continuing operations, from $1,012 million in 2012 to
$1,068 million in 2013. Operating profits were lower,
however. Aerospace revenues increased nearly 6%
during the year and operating profits were up 15.1%
over the prior year.

Free cash flow was $22.0 million, a noteworthy
accomplishment in light of our robust investment
program. Our program is focused on increasing
manufacturing capacity as well as information
technology and ERP systems.



Financial results are important, but by definition,
focused on the past. It's the future that I'm excited
about. | believe that Kaman is positioned to capitalize
on a number of long-term growth opportunities in
both of our business segments. In Aerospace, we have
achieved improved balance between commercial and
defense programs that will provide increased growth
over time. In Distribution, acquisitions have increased
scale and capabilities, which bodes well for top-line
and bottom-line growth. Our strong balance sheet
gives us the flexibility we need to take advantage

of opportunities as they arise. Our management
team and employees across the company have the
experience, expertise and dedication required to lead
us into the future.

A Decade of
Positive Momentum
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AEROSPACE

Our Aerospace business made strong progress during
2013 as we continued to advance our “One Kaman”
strategy, leveraging our cross-business capabilities to
provide our customers with a single source for a broad
array of products and services. “One Kaman,” along
with selectively adding more design-and-build content,
will enable us to solve our aerospace and defense
clients’ toughest engineering challenges, and offer
Kaman more opportunities to deepen relationships.

Aerospace revenues for 2013 were a record $614.0
million, an increase of 5.7% from 2012. Operating
income for 2013 was $102.6 million, also a record,
compared to $89.1 million in 2012, an increase

of 15.1%. Operating margins in Aerospace rose to
16.7% in 2013, up from 15.3% in 2012.

A review of selected key programs offers a high-level
look at how our diversity and strongly integrated
Aerospace businesses will create value for our
customers and our shareholders.

Our specialty bearing product lines continued to
deliver outstanding performance in 2013. New
programs include the Airbus A350, which made its
first flight in 2013 and represents the largest Kaman
bearing content of any aircraft in our company’s
history. The Airbus A350 is a terrific example of how
investments in new programs can yield significant
results in the long-term. To sustain this strong
momentum, we began construction of a new bearing
manufacturing facility in Héchstadt, Germany during
2013. This new facility will support our commitment
to operational excellence and will double our capacity.
We expect the new facility to be fully operational in
the first half of 2014.
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The Joint Programmable Fuze (JPF) has become
our largest program, reflecting strong demand

for our unique product. Considerable operational
improvements have contributed to the program’s
outstanding performance. In 2013, we signed a

new four-year U.S. Air Force contract, adding to the
growth of our program backlog, which ended the
year at $100 million. Kaman is the sole provider of
the JPF to the U.S. Air Force as well as twenty-seven
other nations.

In the fourth quarter of 2013, we completed initial
deliveries on our AH-1Z program for Bell Helicopter
and the U.S. Marine Corps. This program could
exceed 150 aircraft and $200 million in revenue over
the coming years. It is also an excellent illustration

of our “One Kaman” strategy, leveraging synergy
between our tooling and assembly capabilities to
deliver an integrated solution to our customer. Another
program that illustrates the success of “One Kaman”
is the 747-8 wing-to-body fairing program for Boeing.
Kaman Engineering Services originally designed

this structure for Boeing and now we will leverage
the combined capabilities of four Kaman facilities to
deliver the finished product to the final assembly line
in Everett, Washington.

The Unmanned K-MAX® aircraft operating in
Afghanistan continues to provide outstanding
performance to the Marine Corps, including life-
saving protection to our men and women in uniform.
The Unmanned K-MAX®'s peerless ability to resupply
combat troops safely, precisely and efficiently earned
it high praise from the Marine Corps, which is
expanding its role in Afghanistan.

In May 2013 we signed a $120 million contract with
the New Zealand Ministry of Defence to provide ten
state-of-the-art SH-2G(l) Super Seasprite aircraft.
Program execution will occur over approximately
three years. We began recognizing revenue in 2013
and expect to generate cash proceeds of $60-$65
million over the life of the program.

We recorded higher revenues from our largest
commercial platform, the Boeing 777, as well as a
number of other commercial programs. Our BLACK
HAWK program, which has contributed almost
$500 million in revenue since inception, continues
to perform well, and in October, we delivered our
1,000th cockpit to Sikorsky, a significant milestone.

Momentum in new-program wins and increased
production rates led to a strong 2013. This includes
A350 airframe bearings; the AH-1Z cabin; CH-47 inlet
screens; the Learjet 85 composite door; the G7000/
G8000 fixed leading edge; the Trent 700 nacelle
panels; the G280 winglet; and the 747-8 wing-to-body
fairing. We are extremely pleased that, as we ended
the year, our backlog grew to over $600 million and
quoting activity on new programs remains strong.



DISTRIBUTION

Distribution revenues from continuing operations
rose 5.5% in 2013 to $1.07 billion, from $1.01
billion in 2012, the result of growth from key strategic
acquisitions. Operating income from continued
operations for 2013 was $43.3 million, a decrease
of 14.3% from $50.6 million in 2012. Operating
margins were 4.1% in 2013, versus 5.0% in 2012.
Lower operating margins resulted from lower than
anticipated organic sales growth, first quarter charges
to properly align our cost structure, and challenges at
our Mexico operations.

Our platform diversification strategy, launched in
2012, served us well in a challenging environment.
Today, we focus on three complementary platforms:
Bearings and Power Transmission; Fluid Power;
and Automation, Control and Energy. These three
platforms combined address a $35 billion served
market. To sustain the positive momentum of 2013,
we are continuing to scale our Distribution business
through growth: broadening and diversifying our
product offering and expanding our geographic
footprint to enhance our position in the national
accounts market. Today, we operate from 235
locations and five distribution centers enabling us
to provide a high level of customer service across
our markets.

Our Parker Hannifin strategy, launched in 2011,
created a strategic alignment with the world’s
premier fluid power OEM. In 2013, we continued
to make progress in transitioning our legacy fluid
power business to Parker offerings. We acquired
two additional Parker distributors, Western Fluid
Components, Inc., and Northwest Hose and Fittings,
Inc., which have allowed us to consolidate operations
in the Northwest market and adjacent territories.
These acquisitions complement Kaman'’s strong
presence in these markets and our previous Parker-
related acquisition of Catching Fluid Power. Fluid
power is a $7.2 billion market, and our acquisition
and organic growth strategy positions us to capitalize
on this very large and growing segment.

During 2013, Kaman acquired Ohio Gear &
Transmission, a distributor of mechanical power
transmission equipment, bearings and electric
automation systems as well as a designer and
fabricator of specialized gearing products to industries
such as food, packaging, material handling, and
general machinery. Ohio Gear provides entry into the
Cleveland market, which represents a geographic
region where we were previously under-represented.
We will also benefit from Ohio Gear’s superb design,
build and assembly capabilities for a wide variety of
standard and unique gearing products.

In 2012, we began efforts on a new ERP system to
support the growth of our Distribution segment. This
$45 million investment, the largest non-acquisition
investment in the segment’s history, will consolidate
twelve systems into one state-of-the-art platform,
providing us with significant operational improvement
opportunities. We made excellent progress during
2013, and expect to begin system implementation
during the first half of 2014.



LOOKING AHEAD

While the economic climate remains uncertain,

| believe Kaman is better positioned than ever to
capitalize on future growth opportunities. Both of our
business segments have executed on their long-term
growth plans, Aerospace through diversification,
design-and-build and “One Kaman,” and Distribution
through scaling up its product offering and geographic
footprint. Across the corporation we are relentlessly
focused on lean operations, which will help drive
improved cash flow and profit optimization.

I've highlighted some of our major investments in this
letter. But our most significant investment is surely

in our people. During 2013, we completed a pilot
supervisory leadership training program at Specialty
Bearings. Based upon its success we plan to roll it
out to other parts of the organization in 2014. We've
invested in IT training and have held eleven project
management workshops with almost 100 participants
from across the organization in 2013. More than 400
have participated since we began these workshops

in 2011. In addition, we have identified our third
group of participants for the Kaman Leadership
Development Program. Taken together, these and
other programs continue to enhance the capabilities
of our people.

In 2013, Kaman continued to support the communities
in which we live and do business. | am particularly
proud that, in 2013, Kaman formally recognized

the “Employer Support for the Guard and Reserve”
program. By signing this pledge, Kaman agreed to

support our employees who serve in the armed forces.
Although we have always supported employees who
serve in the armed forces, | was proud to sign the
pledge on behalf of every Kaman employee.

2013 also marked the retirement of William C.
Denninger, Executive Vice President and Chief
Financial Officer. Bill's leadership and counsel over
these last five years have been invaluable to me and
to the company. Bill has been part of a leadership
group that completed eleven acquisitions and a
number of capital market transactions that have
kept Kaman well-capitalized to finance our growth
objectives. He has had a long and distinguished
career as a finance executive, and | wish him well
in his retirement.

Robert D. Starr has been appointed to the position
of Senior Vice President and Chief Financial
Officer. Rob, who joined the Company in 2009,
previously served as Vice President and Treasurer.
His experience, drive, intellect and passion for our
company made him the right choice to serve as
Kaman’s next CFO.

As | review 2013 and look to the future of Kaman,

| continue to be humbled and inspired by the talent
and commitment of our employees. Along with a
dedicated Board of Directors, they give me confidence
that the best days for our company lie ahead.

Finally, thank you, our loyal shareholders for your
continued confidence.

NEAL J. KEATING

Chairman, President and Chief Executive Officer



Kaman Aerospace
“At Kaman Aerospace, we are all driven to achieve the same mission: solving
the toughest engineering challenges that enable the success of our clients in the
aerospace and defense industries.”

Gregory L. Steiner, President of Kaman Aerospace Group and Executive Vice President — Kaman Corporation

Kaman Distribution
“As Kaman Distribution continues to expand our platform in terms of geography
and product breadth, the key to our success remains the same: our people. We are
thinkers, problem solvers, engineers and solutions providers.”

Steven J. Smidler, President of Kaman Distribution and Executive Vice President — Kaman Corporation



Building the infrastructure to accommodate strong growth.
Our new facility in Hochstadt, Germany, shown here while under construction, will
accommodate the growth in our European bearings business, which has more than
doubled over the past decade.

Building an ERP system to enhance operating efficiency.
As our Distribution business has grown through acquisitions, the need to integrate
legacy ERP systems has intensified. In 2013, we made excellent progress building a
new, integrated ERP system that will replace 12 legacy systems.




Expanding breadth of programs in 2013.
New program wins include A350 airframe bearings; the Learjet 85 composite door;
the G7000/G8000 fixed leading edge; and the G280 winglet. Shown here is our new
AH-1Z cabin program for Bell, underway in Jacksonville, FL.
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Expanding our relationship with the premier supplier of fluid power products.
In 2013, Kaman expanded our distribution arrangement with Parker Hannifin
through two acquisitions in the Northwest, which were accompanied by authorization
to distribute Parker products in adjacent territories. This complements the earlier

acquisition of Catching Fluid Power and our national reseller agreement.
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Kaman'’s Development efforts are broad based and bring people together from all parts of the company.
Left to right: Brian Cormier, Air Vehicles and MRO; Katherine Lombardo, Corporate;
Harry Gold, Kaman D\strip_u@n_;gayso Patel, Kamatics; Talisha Senior, Kamatics




Developing the next generation of Aerospace leaders.
Since 2011 more than 400 employees from across the organization have participated
in our program management training efforts, including more than 100 in 2013.

Developing product expertise through eLearning.
Our Distribution segment leveraged innovative, web-based instructional practices
to provide product-based training to employees in 240 locations.




Integrating the full resources of Kaman Aerospace.
Our “One Kaman” approach aligns our capabilities more closely with our customers and
gives them one point of contact at the company. Here, a Regional Sales Director and his
team work collaboratively with representatives of Boeing.

Integrating new acquisitions is a core Kaman competency.
In 2013, two acquired Distribution companies, Florida Bearings and Zeller, worked
together to secure a new project by offering a much broader capability than either
company could have offered on its own.
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| Strengthening relationships with key aerospace customers. -
In 2013, Boeing awarded Kaman an off-load program for two major sections of the 747-8
wing-to-body fairing, the latest expansion in a four-decades-long relationship with the company.

This commercial program further balances our mix of commercial and military programs.
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Strengthening our national Distribution platform.
Our three-platform strategy— Bearings & Power Transmission; Fluid Power; and Automation,
Control & Energy—enables us to serve customers across their operations. Here, an Account
Manager provides on-site advice to a customer in the printing business.
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PART I
ITEM 1. BUSINESS
GENERAL

Kaman Corporation, headquartered in Bloomfield, Connecticut, was incorporated in 1945. We are a diversified company that
conducts business in the acrospace and distribution markets. We report information for ourselves and our subsidiaries
(collectively, “we,” “us,” “our,” and “the company”) in two business segments, Distribution and Aerospace. A discussion of
2013 developments is included in Item 7, Management’s Discussion and Analysis of Financial Condition and Results of
Operations, in this Form 10-K.

Distribution Segment

The Distribution segment brings our commitment to technological leadership and value-added services to the distribution
business. The Distribution segment is the third largest power transmission/motion control industrial distributor in North
America. We provide products including bearings, mechanical and electrical power transmission, fluid power, motion control,
automation, material handling components, electrical control and power distribution, and MRO supplies to a broad spectrum of
industrial markets throughout North America. Locations consist of over 200 branches, distribution centers and call centers
across the United States (including Puerto Rico) and in Mexico. We offer approximately four million items, as well as value-
added services, to a base of over 60,000 active customers representing a highly diversified cross section of North American
industry.

Aerospace Segment

The Aerospace segment produces and/or markets proprietary aircraft bearings and components; complex metallic and
composite aerostructures for commercial, military and general aviation fixed and rotary wing aircraft; safe and arming solutions
for missile and bomb systems for the U.S. and allied militaries; subcontract helicopter work; support for our SH-2G Super
Seasprite maritime helicopters and K-MAX® manned and unmanned medium-to-heavy lift helicopters; and engineering design,
analysis and certification services.

Principal customers include the U.S. military, Sikorsky Aircraft Corporation, The Boeing Company, Bell Helicopter, Airbus,
Lockheed Martin and Raytheon. The SH-2G aircraft is currently in service with the Egyptian Air Force and the New Zealand
and Polish navies. Operations are conducted throughout the United States, as well as in facilities located in the United
Kingdom, Germany and Mexico. Additionally, the company maintains an investment in a joint venture in India.

FINANCIAL INFORMATION ABOUT OUR SEGMENTS

Financial information about our segments is included in Item 7, Management’s Discussion and Analysis of Financial Condition
and Results of Operations, and Note 20, Segment and Geographic Information, of the Notes to Consolidated Financial
Statements, included in Item 8, Financial Statements and Supplementary Data, of this Annual Report on Form 10-K.

WORKING CAPITAL

A discussion of our working capital is included in Item 7, Management’s Discussion and Analysis of Financial Condition and
Results of Operations — Liquidity and Capital Resources, in this Form 10-K.

Our Distribution segment requires substantial working capital related to accounts receivable and inventories. Significant
amounts of inventory are carried to meet our customers’ delivery requirements. Sales returns do not have a material effect on
our working capital requirements.

Our Aerospace segment’s working capital requirements are dependent on the nature and life cycles of the programs for which
work is performed. New programs may initially require higher working capital to complete nonrecurring start-up activities and
fund the purchase of inventory and equipment necessary to perform the work. Non-recurring start-up costs on large and
complex programs often take longer to recover, negatively impacting working capital in the short-term and producing a
corresponding benefit in future periods. As these programs mature and efficiencies are gained in the production process,
working capital requirements generally decrease.



Our credit agreement includes a revolving credit facility which is available for additional working capital requirements and
investment opportunities. See Item 7, Management's Discussion and Analysis of Financial Condition and Results of Operations,
and Note 12, Debt, of the Notes to Consolidated Financial Statements, included in Item 8, Financial Statements and Supplementary
Data, of this Annual Report on Form 10-K.

PRINCIPAL PRODUCTS AND SERVICES

The following is information for the three preceding years concerning the percentage contribution of each business segment’s
products and services to consolidated net sales from continuing operations:

Years Ended December 31,

2013 2012 2011
DISEIDULION ...ttt sttt ettt 63.5% 63.5% 63.0%
AALCTOSPACE ..eenveeeeiieiieetieeite et e sttt et e stte s bt e sateeteesebeesaessseenbeessseenseesaseenseessseenssennseenses 36.5% 36.5% 37.0%
TOtAL ettt bbbt 100.0% 100.0% 100.0%

AVAILABILITY OF RAW MATERIALS

While we believe we have sufficient sources for the materials, components, services and supplies used in our manufacturing,
we are highly dependent on the availability of essential materials, parts and subassemblies from our suppliers and
subcontractors. The most important raw materials required for our aerospace products are aluminum (sheet, plate, forgings and
extrusions), titanium, nickel, copper and composites. Many major components and product equipment items are procured from
or subcontracted on a sole-source basis with a number of domestic and non-U.S. companies. Although alternative sources
generally exist for these raw materials, qualification of the sources could take a year or more. We are dependent upon the ability
of a large number of suppliers and subcontractors to meet performance specifications, quality standards and delivery schedules
at anticipated costs. While we maintain an extensive qualification system to control risk associated with such reliance on third
parties, failure of suppliers or subcontractors to meet commitments could adversely affect production schedules and contract
profitability, while jeopardizing our ability to fulfill commitments to our customers. Although high prices for some raw
materials important to some of our products (steel, copper, aluminum, titanium and nickel) may cause margin and cost
pressures, we do not foresee any near term unavailability of materials, components or supplies that would have an adverse
effect on either of our business segments. For further discussion of the possible effects of changes in the cost or availability of
raw materials on our business, see Item 1A, Risk Factors, in this Form 10-K.

PATENTS AND TRADEMARKS

We hold patents and trademarks reflecting functional, design and technical accomplishments in a wide range of areas covering
both basic production of certain aerospace products as well as highly specialized devices and advanced technology products in
defense related and commercial fields.

Although the company's patents and trademarks enhance our competitive position, we believe that none of such patents or
trademarks is singularly or as a group essential to our business as a whole. We hold or have applied for U.S. and foreign patents
with expiration dates that range through the year 2027.

Registered trademarks of the Company include KAflex®, KAron®, and K-MAX®. In all, we maintain 26 U.S. and foreign
trademarks.

BACKLOG
The majority of our backlog is attributable to the Aerospace segment. We anticipate that approximately 80.3% of our backlog at

the end of 2013 will be performed in 2014. Approximately 54.1% of the Aerospace segment's backlog at the end of 2013 is
related to U.S. Government contracts or subcontracts.



Total backlog at December 31, 2013, 2012 and 2011, and the portion of the backlog we expect to complete in 2014, is as
follows:

Total Backlog at 2013 Backlog to be Total Backlog at Total Backlog at
December 31, 2013 completed in 2014 December 31, 2012 December 31, 2011

In thousands

Aerospace $ 601,954 §$ 473,136 $ 531,923 $ 531,920

Distribution....................... 50,667 50,667 47,607 32,650
Total ...oovereieieieieieene, $ 652,621 $ 523,803 $ 579,530 $ 564,570

Backlog related to uncompleted contracts for which we have recorded a provision for estimated losses was $9.6 million as of
December 31, 2013. There was no amount in backlog that was firm but not yet funded at December 31, 2013.

REGULATORY MATTERS
Government Contracts

The U.S. Government ("USG"), and other governments, may terminate any of our government contracts at their convenience or
for default if we fail to meet specified performance measurements. If any of our government contracts were to be terminated for
convenience, we generally would be entitled to receive payment for work completed and allowable termination or cancellation
costs. If any of our government contracts were to be terminated for default, generally the USG would pay only for the work that
has been accepted and can require us to pay the difference between the original contract price and the cost to re-procure the
contract items, net of the work accepted from the original contract. The USG can also hold us liable for damages resulting from
the default.

During 2013, approximately 97.2% of the work performed by the company directly or indirectly for the USG was performed on
a fixed-price basis and the balance was performed on a cost-reimbursement basis. Under a fixed-price contract, the price paid to
the contractor is negotiated at the outset of the contract and is not generally subject to adjustment to reflect the actual costs
incurred by the contractor in the performance of the contract. Cost reimbursement contracts provide for the reimbursement of
allowable costs and an additional negotiated fee.

Compliance with Environmental Protection Laws

Our operations are subject to and affected by a variety of federal, state, local and non-U.S. environmental laws and regulations
relating to the discharge, treatment, storage, disposal, investigation and remediation of certain materials, substances and wastes.
We continually assess our compliance status and management of environmental matters in an effort to ensure our operations are
in substantial compliance with all applicable environmental laws and regulations.

Operating and maintenance costs associated with environmental compliance and management of sites are a normal, recurring
part of our operations. These costs often are allowable costs under our contracts with the USG. It is reasonably possible that
continued environmental compliance could have a material impact on our results of operations, financial condition or cash
flows if more stringent clean-up standards are imposed, additional contamination is discovered and/or clean-up costs are higher
than estimated.

See Note 17, Commitments and Contingencies, in the Notes to Consolidated Financial Statements, included in Item 8, Financial
Statements and Supplementary Data, of this Annual Report on Form 10-K, for further discussion of our environmental matters.

With respect to all other matters that may currently be pending, in the opinion of management, based on our analysis of relevant
facts and circumstances, compliance with relevant environmental protection laws is not likely to have a material adverse effect
upon our capital expenditures, earnings or competitive position. In arriving at this conclusion, we have taken into consideration
site-specific information available regarding total costs of any work to be performed, and the extent of work previously
performed. If we are identified as a “potentially responsible party” (PRP) by environmental authorities at a particular site, we,
using information available to us, will also review and consider a number of other factors, including: (i) the financial resources
of other PRPs involved in each site, and their proportionate share of the total volume of waste at the site; (ii) the existence of
insurance, if any, and the financial viability of the insurers; and (iii) the success others have had in receiving reimbursement for
similar costs under similar insurance policies issued during the periods applicable to each site.



International

Our international sales are subject to U.S. and non-U.S. governmental regulations and procurement policies and practices,
including regulations relating to import-export control, investment, exchange controls and repatriation of earnings. International
sales are also subject to varying currency, political and economic risks.

Section 219 of the Iran Threat Reduction and Syria Human Rights Act of 2012 (ITRA) added a new subsection (r) to section 13
of the Exchange Act, requiring a public reporting issuer to disclose in its annual or quarterly reports whether it or any of its
affiliates have knowingly engaged in specified activities or transactions relating to Iran, including activities not prohibited by
U.S. law and conducted outside the U.S. by non-U.S. affiliates in compliance with local law. Issuers must also file a notice with
the SEC if any disclosable activities under ITRA have been included in the annual or quarterly report. Upon receiving such a
notice, the SEC is required under ITRA to transmit the notice to the President, the House Committees on Foreign Affairs and
Financial Services and the Senate Committees on Foreign Relations and Banking, Housing and Urban Affairs and is required to
make these separate notices publicly available on its website. We do not have any disclosable activities for the year ended
December 31, 2013.

COMPETITION

The Distribution segment competes for business with several other national distributors of bearings, power transmission,
electrical and fluid power products, two of which are substantially larger, and with many regional and local distributors and
original equipment manufacturers. Competitive forces have intensified due to the increasing trend towards national contracts,
customer’s efforts to obtain material cost savings and the extension of supplier product authorizations within the distribution
channel. We compete for business based upon the breadth and quality of products offered, product availability, delivery
performance, and price, as well as on the basis of value-added services that we are able to provide.

The Aerospace segment operates in a highly competitive environment with many other organizations, some of which are
substantially larger and have greater financial strength and more extensive resources. We compete for composite and metallic
aerostructures subcontracts, helicopter structures, bearings and components business on the basis of price and quality; product
endurance and special performance characteristics; proprietary knowledge; the quality of our products and services; the
availability of facilities, equipment and personnel to perform contracts; and the reputation of our business. Competitors for our
business include small machine shops and offshore manufacturing facilities. We compete for engineering design services
business primarily on the basis of technical competence, the reputation of our business, the availability of our personnel and
price. We compete for advanced technology fuzing business primarily on the basis of technical competence, product quality and
price; and also on the basis of our experience as a developer and manufacturer of fuzes for particular weapon types and the
availability of our facilities, equipment and personnel. We are also affected by the political and economic circumstances of our
potential foreign customers.

RESEARCH AND DEVELOPMENT EXPENDITURES

Government funded research expenditures (which are included in cost of sales) were $3.3 million in 2013, $7.8 million in 2012,
and $5.5 million in 2011. Independent research and development expenditures (which are included in selling, general and
administrative expenses) were $7.2 million in 2013, $5.5 million in 2012, and $4.8 million in 2011.

EMPLOYEES

As of December 31, 2013, we employed 4,743 individuals.

FINANCIAL INFORMATION ABOUT GEOGRAPHIC AREAS

Financial information about geographic areas is included in Note 20, Segment and Geographic Information, of the Notes to

Consolidated Financial Statements, included in Item 8, Financial Statements and Supplementary Data, of this Annual Report on
Form 10-K.



AVAILABLE INFORMATION

We are subject to the reporting requirements of the Securities Exchange Act of 1934, as amended, (the “Exchange Act”) and its
rules and regulations. The Exchange Act requires us to file reports, proxy statements and other information with the U.S.
Securities and Exchange Commission (“SEC”). Copies of these reports, proxy statements and other information can be read and
copied at:

SEC Public Reference Room
100 F Street NE
Washington, D.C. 20549

Information on the operation of the Public Reference Room may be obtained by calling the SEC at 1-800-732-0330. The SEC
maintains a website that contains reports, proxy statements and other information regarding issuers that file electronically with
the SEC. These materials may be obtained electronically by accessing the SEC’s website at http://www.sec.gov.

We make available, free of charge on our website, our annual reports on Form 10-K, quarterly reports on Form 10-Q, proxy
statements, and current reports on Form 8-K as well as amendments to those reports filed or furnished pursuant to Section 13 or
15(d) of the Exchange Act, together with Section 16 insider beneficial stock ownership reports, as soon as reasonably
practicable after we electronically file these documents with, or furnish them to, the SEC. These documents are posted on our
website at www.kaman.com — select the “Investor Relations” link, then the "Financial Information" link and then the “SEC
Filings” link.

We also make available, free of charge on our website, the Certificate of Incorporation, By—Laws, governance principles and all
Board of Directors' standing Committee Charters (Audit, Corporate Governance, Personnel & Compensation and Finance).
These documents are posted on our website at www.kaman.com — select the “Investor Relations™ link and then the "Corporate
Governance" link.

The information contained on our website is not intended to be, and shall not be deemed to be, incorporated into this
Form 10-K.



EXECUTIVE OFFICERS OF THE REGISTRANT

The Company’s executive officers as of the date of this report are as follows:

Ronald M. Galla

Phillip A. Goodrich

Neal J. Keating

Shawn G. Lisle

Steven J. Smidler

Gregory L. Steiner

Robert D. Starr

John J. Tedone

Gregory T. Troy

Mr. Galla, 62, has been Senior Vice President and Chief Information Officer since 1995. Mr.
Galla has been responsible for the company's management information systems since 1984.

Mr. Goodrich, 57, joined the company in 2009 as Vice President - Corporate Development and
was named Senior Vice President - Corporate Development in February 2012. He was
previously Senior Vice President, Corporate Development with Barnes Group, Inc., Bristol,
Connecticut. Mr. Goodrich held similar positions with Ametek, Inc., Paoli, Pennsylvania; and
General Signal Corporation, Stamford, Connecticut.

Mr. Keating, 58, was appointed President and Chief Operating Officer as well as elected a
Director of the company effective September 17, 2007. Effective January 1, 2008, he was
appointed to the offices of President and Chief Executive Officer and effective March 1, 2008
he was appointed to the additional position of Chairman. Prior to joining the company, Mr.
Keating served as Chief Operating Officer at Hughes Supply, a $5.4 billion industrial
distributor that was acquired by Home Depot in 2006. Prior to that, he held senior positions at
GKN Aerospace, an acrospace subsidiary of GKN, plc, and Rockwell Collins Commercial
Systems, as well as serving as a board member of GKN plc and Agusta-Westland.

Mr. Lisle, 47, joined the company in 2011 and was appointed Senior Vice President and
General Counsel effective December 1, 2012. Prior to joining the company, Mr. Lisle served
as Senior Counsel for International Paper Company in Memphis, Tennessee. Prior to that, he
served as legal counsel for Dana Corporation in Toledo, Ohio, and as an attorney at Porter
Wright Morris & Arthur LLP in Columbus, Ohio. He also previously worked as a trial
attorney at the U.S. Department of Justice, Tax Division in Washington, D.C. and was a Judge
Advocate in the U.S. Navy.

Mr. Smidler, 55, assumed the role of President of Kaman Industrial Technologies on
September 1, 2010, after joining the company in December 2009 as Senior Vice President and
Chief Operating Officer of Kaman Industrial Technologies. Effective February 20, 2012, he
was appointed Executive Vice President of Kaman Corporation. Mr. Smidler joined the
company from Lenze Americas Corporation where he served as Executive Vice President,
with responsibility for marketing, sales, finance, business systems and product technology for
the Americas. Mr. Smidler was also a member of the management committee of the Lenze
Group, Germany, and held the position of President and Treasurer for Lenze Americas and
served as Treasurer and a Board member for the Lenze ACTech production company. Prior to
that, he served as Vice President, Americas Sales Operations at Eaton Corporation and Vice
President, Marketing of the Global Manufacturing Group at Rockwell Automation, Inc.

Mr. Steiner, 56, joined the company as President of Kaman Aerospace Group, Inc., with
overall responsibility for the company's Aerospace segment, effective July 7, 2008. Effective
February 20, 2012, he was appointed Executive Vice President of Kaman Corporation. Since
2005, Mr. Steiner was employed at GE Aviation-Systems, serving first as Vice President and
General Manager, Military Mission Systems and then as Vice President, Systems for GE
Aviation-Systems. Prior to that, he served as Group Vice President at Curtiss-Wright Controls,
Inc., with responsibility for four aerospace and industrial electronics businesses located in the
U.S. and U.K. and served in a number of progressively responsible positions, and departed as
Vice President and General Manager of Passenger Systems at Rockwell Collins, Inc.

Mr. Starr, 46, was appointed Senior Vice President and Chief Financial Officer effective July
1, 2013. Mr. Starr joined the company in 2009 as Vice President - Treasurer. Prior to joining
Kaman, Mr. Starr served as Assistant Treasurer at Crane Co. of Stamford, Connecticut, a $2.6
billion diversified manufacturer of highly engineered industrial products. He also previously
served as Managing Director, Corporate Finance at Aetna, Inc. of Hartford, Connecticut and
as Director, Capital Markets and Risk Management at Fisher Scientific International, Inc. of
Hampton, New Hampshire. Mr. Starr was also an associate at both Salomon Smith Barney in
New York and Chase Securities, Inc. in New York and Singapore.

Mr. Tedone, 49, has been Vice President, Finance and Chief Accounting Officer of the
Company since April 2007. From April 2006 to April 2007, he served as Vice President,
Internal Audit and prior to that as Assistant Vice President, Internal Audit.

Mr. Troy, 58, joined the company as Senior Vice President — Human Resources in March
2012. On February 19, 2013, he was appointed to the position of Chief Human Resources
Officer. Prior to joining the company, Mr. Troy served as Chief Human Resources Officer of
Force Protection, Inc. from April 2011 to March 2012 , where he was an active member of the
Executive Committee. Prior to joining Force Protection, Mr. Troy served as Vice President
and Chief Human Resources Officer at Modine Manufacturing Company from February 2006
to April 2011, providing global human resources leadership in the Americas, Europe and Asia.
Mr. Troy also previously worked in OMNOVA Solutions Inc., Bosch Corporation, and Mobil
Corporation, after serving as a Transportation Officer in the United States Army.

Each executive officer holds office for a term of one year and until his or her successor is duly appointed and qualified, in
accordance with the company’s By-Laws.
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ITEM 1A. RISK FACTORS

Our business, financial condition, operating results and cash flows can be impacted by the factors set forth below, any one of
which could cause our actual results to vary materially from recent results or from our anticipated future results.

Our future operating results may be impacted by changes in global economic and political conditions.

Our future operating results and liquidity may be impacted by changes in general economic and political conditions which may
affect, among other things, the following:

»  The future availability of credit and our ability to obtain additional bank financing, the lack of which may limit our
ability to invest in capital projects and planned expansions or to fully execute our business strategy;

*  Market rates of interest, any increase in which would increase the interest payable on some of our borrowings and
adversely impact our cash flow;

*  The investment performance of our pension plan, as well as the associated discount rate, any adverse changes in which
may result in a deterioration in the funded status of the plan and an increase in required contributions and plan
expense;

*  The relationship between the U.S. Dollar and other currencies, any adverse change in which could negatively impact
our financial results;

* The ability of our customers to pay for products and services on a timely basis, any adverse change in which could
negatively impact sales and require us to increase our bad debt reserves;

*  The amount of orders we receive from our customers, any adverse change in which could result in lower operating
profits as well as less absorption of fixed costs due to a decreased business base; and

»  The ability of our suppliers to meet our demand requirements, maintain the pricing of their products, or continue
operations, which may require us to find and qualify new suppliers.

While general economic and political conditions have not impaired our ability to access credit markets and finance our
operations to date, there can be no assurance that we will not experience future adverse effects that may be material to our cash
flows, competitive position, financial condition, results of operations, or our ability to access capital.

Our financial performance is significantly influenced by conditions within the aerospace industry.

The results of our Aerospace segment, which generated approximately 36.5% of our consolidated net sales from continuing
operations in 2013, are directly tied to economic conditions in the commercial aviation and defense industries. As a result,
changes in economic conditions may cause customers to request that firm orders be rescheduled or canceled, which could put a
portion of our backlog at risk. Additionally, a significant amount of work that we perform under contract tends to be for a few
large customers.

The commercial aviation industry tends to be cyclical, and capital spending by airlines and aircraft manufacturers may be
influenced by a variety of global factors including current and future traffic levels, aircraft fuel pricing, labor issues,
competition, the retirement of older aircraft, regulatory changes, terrorism and related safety concerns, general economic
conditions, worldwide airline profits and backlog levels.

The defense industry is also affected by a changing global political environment, continued pressure on U.S. and global defense
spending, U.S. foreign policy and the activity level of military flight operations.

Changes to the defense industry and continued pressure to reduce U.S. defense spending could have a material impact on
several of our current acrospace programs, which could adversely affect our operating results. To mitigate these risks, we have
worked to expand our customer and product bases within the commercial market.

Furthermore, because of the lengthy research and development cycle involved in bringing new products to market, we cannot
predict the economic conditions that will exist when a new product is introduced. A reduction in capital spending in the aviation
or defense industries could have a significant effect on the demand for our products, which could have an adverse effect on our
financial performance or results of operations.



Our U.S. Government programs are subject to unique risks.

We have several significant long-term contracts either directly with the U.S. Government or where the U.S. Government is the
ultimate customer, including the Sikorsky BLACK HAWK cockpit program, the Joint Programmable Fuze (“JPF”) program,
the Bell Helicopter AH-1Z program, and the Boeing C-17 and A-10 programs. These contracts are subject to unique risks, some
of which are beyond our control. Examples of such risks include:

* The U.S. Government may modify, curtail or terminate its contracts and subcontracts at its convenience without prior
notice, upon payment for work done and commitments made at the time of termination. Modification, curtailment or
termination of our major programs or contracts could have a material adverse effect on our business, financial
condition, results of operations and cash flows.

*  Our U.S. Government business is subject to specific procurement regulations and other requirements. These
requirements, although customary in U.S. Government contracts, increase our performance and compliance costs.
These costs might increase in the future, reducing our margins, which could have a negative effect on our financial
condition. Although we have procedures to comply with these regulations and requirements, failure to do so under
certain circumstances could lead to suspension or debarment, for cause, from U.S. Government contracting or
subcontracting for a period of time and could have a negative effect on our reputation and ability to receive other U.S.
Government contract awards in the future.

*  The costs we incur on our U.S. Government contracts, including allocated indirect costs, may be audited by U.S.
Government representatives. Any costs found to be improperly allocated to a specific contract would not be
reimbursed, and such costs already reimbursed would have to be refunded. We normally negotiate with those U.S.
Government representatives before they settle on final adjustments to our contract costs. We have recorded contract
revenues based upon results we expect to realize upon final audit. However, we do not know the outcome of any
future audits and adjustments, and we may be required to reduce our revenues or profits upon completion and final
negotiation of these audits. Although we have instituted controls intended to assure our compliance, if any audit
reveals the existence of improper or illegal activities, we may be subject to civil and criminal penalties and
administrative sanctions, including termination of contracts, forfeiture of profits, suspension of payments, fines and
suspension or prohibition from doing business with the U.S. Government.

*  We are from time to time subject to certain routine U.S. Government inquiries and investigations of our business
practices due to our participation in government contracts. Any adverse finding associated with such an inquiry or
investigation could have a material adverse effect on our business, financial condition, results of operations and cash
flows.

Our business may be adversely affected by changes in budgetary priorities of the U.S. Government.

Because we derive a significant percentage of our revenue from contracts with the U.S. Government, changes in federal
government budgetary priorities could directly affect our financial performance. A significant decline in government
expenditures, a shift of expenditures away from programs that we support or a change in federal government contracting
policies could cause federal government agencies to reduce their purchases under contracts, to exercise their right to terminate
contracts at any time without penalty or not to exercise options to renew contracts.

During 2011, the federal government was unable to reach agreement on budget reduction measures required by the Budget
Control Act of 2011 (the “Budget Act”) passed by Congress. Because Congress and the Administration could not reach
agreement, the Budget Act triggered automatic reductions in both defense and discretionary spending in January 2013. While
we do not believe these automatic spending reductions directly impacted our business, financial condition or operating results
during 2013, the future impact of sequestration is uncertain and there can be no assurance that automatic across-the-board
budget cuts will not adversely affect our business and profitability in future periods. One or more of our programs could be
reduced, extended, or terminated, which could result in facility closures and personnel reductions that could significantly
impact our operations.
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The cost and effort to start up new aerospace programs could negatively impact our operating results and profits.

In recent years, we have been ramping up several new programs, as more fully discussed in Item 7, Management's Discussion
and Analysis of Financial Condition and Results of Operations, in this Annual Report on Form 10-K. The time required and
cost incurred to ramp up a new program can be significant and includes nonrecurring costs for tooling, first article testing,
finalizing drawings and engineering specifications and hiring new employees able to perform the technical work required.

New programs can typically involve a greater volume of scrap, higher costs due to inefficiencies, delays in production, and
learning curves that are often more extended than anticipated, all of which can impact operating results. We have been working
with our customers and leveraging our years of experience to effectively ramp up these new programs.

Competition from domestic and foreign manufacturers may result in the loss of potential contracts and opportunities.

The aerospace markets in which we participate are highly competitive, and we often compete for work not only with large
Original Equipment Manufacturers (“OEMSs”) but also sometimes with our own customers and suppliers. Many of our large
customers may choose not to outsource production due to, among other things, their own direct labor and overhead
considerations and capacity utilization at their own facilities. This could result in these customers supplying their own products
or services and competing directly with us for sales of these products or services, all of which could significantly reduce our
revenues.

Our competitors may have more extensive or more specialized engineering, manufacturing and marketing capabilities than we
do in some areas and we may not have the technology, cost structure, or available resources to effectively compete with them.
We believe that developing and maintaining a competitive advantage requires continued investment in product development,
engineering, supply chain management and sales and marketing, and we may not have enough resources to make the necessary
investments to do so. Further, our significant customers have in the past used, and may attempt in the future to use, their
position to negotiate a reduction in price of a particular product regardless of the terms of an existing contract.

We believe our strategies for our Aerospace segment will allow us to continue to effectively compete for key contracts and
customers, but there can be no assurance that we will be able to compete successfully in this market or against such
competitors.

We could be negatively impacted by the loss of key suppliers, lack of product availability, or changes in supplier
programs that could adversely affect our operating results.

Our business depends on maintaining a sufficient supply of various products to meet our customers' demands. We have long-
standing relationships with key suppliers but these relationships are non-exclusive and could be terminated by either party. If
we lost a key supplier, or were unable to obtain the same levels of deliveries from these suppliers and were unable to
supplement those purchases with products obtained from other suppliers, it could have a material adverse effect on our
business. Additionally, we rely on foreign and domestic suppliers and commodity markets to secure raw materials used in many
of the products we manufacture within the Aerospace segment or sell within our Distribution segment. This exposes us to
volatility in the price and availability of raw materials. In some instances, we depend upon a single source of supply. Supply
interruptions could arise from shortages of raw materials, labor disputes or weather conditions affecting suppliers' production,
transportation disruptions, or other reasons beyond our control. Even if we continue with our current supplier relationships,
high demand for certain products may result in us being unable to meet our customers' demands, which could put us at a
competitive disadvantage. Additionally, our key suppliers could also increase pricing of their products, which would negatively
affect our operating results if we were not able to pass these price increases through to our customers. We base our supply
management process on an appropriate balancing of the foreseeable risks and the costs of alternative practices. To protect
ourselves against such risks, we engage in strategic inventory purchases during the year, negotiate long-term vendor supply
agreements and monitor our inventory levels to ensure that we have the appropriate inventory on hand to meet our customers
requirements.

Estimates of future costs for long-term contracts impact our current and future operating results and profits.

We generally recognize sales and gross margin on long-term contracts based on the percentage-of-completion method of
accounting. This method allows for revenue recognition as our work progresses on a contract and requires that we estimate
future revenues and costs over the life of a contract. Revenues are estimated based upon the original contract price, with
consideration being given to exercised contract options, change orders and, in some cases, projected customer requirements.
Contract costs may be incurred over a period of several years, and the estimation of these costs requires significant judgment
based upon the acquired knowledge and experience of program managers, engineers, and financial professionals.
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Estimated costs are based primarily on anticipated purchase contract terms, historical performance trends, business base and
other economic projections. The complexity of certain programs as well as technical risks and the availability of materials and
labor resources could affect our ability to accurately estimate future contract costs. Additional factors that could affect
recognition of revenue under the percentage-of-completion method include:

*  Accounting for initial program costs;

*  The effect of nonrecurring work;

*  Delayed contract start-up;

e Transition of work from the customer or other vendors;

*  Claims or unapproved change orders;

*  Product warranty issues;

*  Delayed completion of certain programs for which inventory has been built up;
*  Our ability to estimate or control scrap level,;

e Accrual of contract losses; and

*  Changes in our overhead rates.

Because of the significance of the judgments and estimation processes, it is likely that materially different sales and profit
amounts could be recorded if we used different assumptions or if the underlying circumstances were to change. Changes in
underlying assumptions, circumstances or estimates may adversely affect current and future financial performance. While we
perform quarterly reviews of our long-term contracts to address and lessen the effects of these risks, there can be no assurance
that we will not make material adjustments to underlying assumptions, circumstances or estimates relating to one or more long-
term contracts that may have a material adverse effect on our business, financial condition, results of operations and cash flows.

We may lose money or generate lower than expected profits on our fixed-price contracts.

Our customers set demanding specifications for product performance, reliability and cost. Most of our government contracts
and subcontracts provide for a predetermined, fixed price for the products we make regardless of the costs we incur. Therefore,
we must absorb cost overruns, notwithstanding the difficulty of estimating all of the costs we will incur in performing these
contracts and in projecting the ultimate level of sales that we may achieve. Our failure to anticipate technical problems,
estimate costs accurately, integrate technical processes effectively or control costs during performance of a fixed-price contract
may reduce the profitability of a fixed-price contract or cause a loss. While we believe that we have recorded adequate
provisions in our financial statements for losses on our fixed-price contracts as required under generally accepted accounting
principles ("GAAP"), there can be no assurance that our contract loss provisions will be adequate to cover all actual future
losses. Therefore, we may incur losses on fixed-price contracts that we had expected to be profitable, or such contracts may be
less profitable than expected.

A failure to develop and retain national accounts at our Distribution segment could adversely impact our financial
results.

Companies continue to consolidate their purchases of industrial products, resulting in their doing business with only a few
major distributors or integrated suppliers, rather than a large number of vendors. Through our national accounts strategy, our
Distribution segment has worked to develop the relationships necessary to be one of those major distributors. Competition
relative to these types of arrangements is significant.

If we are not awarded additional national accounts in the future, or if existing national account agreements are not renewed, our
sales volume could be negatively impacted which may result in lower gross margins and weaker operating results. Additionally,
national accounts may require an increased level of customer service, such as investments in the form of opening new branches
to meet our customers' needs. The cost and time associated with these activities could be significant, and if the relationship is
not maintained, we ultimately may not be able to generate a return on these investments.

12



Our information technology systems, processes, and sites may suffer interruptions or failures which may affect our
ability to conduct our business.

Our information technology systems provide critical data connectivity, information and services for internal and external
users. These interactions include, but are not limited to, ordering and managing materials from suppliers, inventory
management, shipping products to customers, processing transactions, summarizing and reporting results of operations,
complying with regulatory, legal or tax requirements, and other processes necessary to manage the business. Our computer
systems face the threat of unauthorized access, computer hackers, computer viruses, malicious code, organized cyber-attacks
and other security problems and system disruptions.

We have put in place business continuity plans and security precautions for our critical systems, including a back-up data
center. However, if our information technology systems are damaged, or cease to function properly due to any number of
causes, such as catastrophic events, power outages or security breaches resulting in unauthorized access, and our business
continuity plans and security precautions do not effectively compensate on a timely basis, we may suffer interruptions in our
operations or the misappropriation of proprietary information, which may adversely impact our business, financial condition,
results of operations and cash flows.

Our implementation of enterprise resource planning (“ERP”) systems may adversely affect our business and results of
operations or the effectiveness of internal controls over financial reporting.

We are currently implementing new ERP systems. ERP implementations are complex and time-consuming projects that involve
substantial expenditures on system software and implementation activities that take several years. If we do not effectively
implement the ERP systems or if the systems do not operate as intended, it could adversely affect our financial reporting
systems and our ability to produce financial reports, the effectiveness of internal controls over financial reporting, and our
business, financial condition, results of operations and cash flows.

We may make acquisitions or investments in new businesses, products or technologies that involve additional risks,
which could disrupt our business or harm our financial condition or results of operations.

As part of our business strategy, we have made, and expect to continue to make, acquisitions of businesses or investments in
companies that offer complementary products, services and technologies. Such acquisitions or investments involve a number of
risks, including:

*  Assimilating operations and products may be unexpectedly difficult;

*  Management's attention may be diverted from other business concerns;

*  We may enter markets in which we have limited or no direct experience;

*  We may lose key employees, customers or vendors of an acquired business;

*  The synergies or cost savings we expected to achieve may not be realized;

*  We may not realize the value of the acquired assets relative to the price paid; and

»  Despite our diligent efforts, we may experience quality control failures or encounter other customer issues.

These factors could have a material adverse effect on our business, financial condition, results of operations and cash flows. In
addition, the consideration paid for any future acquisitions could include our stock or require that we incur additional debt and
contingent liabilities. As a result, future acquisitions could cause dilution of existing equity interests and earnings per share.

Certain of our operations are conducted through joint ventures, which entail special risks.

The Company has a 26% equity interest in Kineco-Kaman Composites - India Private Limited, a composites manufacturing
joint venture located in Goa, India. The Company relies significantly on the services and skills of its joint venture partner to
manage and conduct the local business operations of the joint venture and ensure compliance with local laws and regulations.
If our joint venture partner fails to perform these functions adequately, it may adversely affect our business, financial condition,
results of operations and cash flows. Moreover, if our joint venture partner fails to honor its financial obligations to commit
capital, equity or credit support to the joint venture as a result of financial or other difficulties or for any other reason, the joint
venture may be unable to perform contracted services or deliver contracted products unless we provide the necessary capital,
equity or credit support.

13



Our results of operations could be adversely affected by impairment of our goodwill or other intangible assets.

When we acquire a business, we record goodwill equal to the excess of the amount we pay for the business, including liabilities
assumed, over the fair value of the tangible and identifiable intangible assets of the business we acquire. Goodwill and other
intangible assets that have indefinite useful lives must be evaluated at least annually for impairment. The specific guidance for
testing goodwill and other non-amortized intangible assets for impairment requires management to make certain estimates and
assumptions when allocating goodwill to reporting units and determining the fair value of reporting unit net assets and
liabilities, including, among other things, an assessment of market conditions, projected cash flows, investment rates, cost of
capital and growth rates, which could significantly impact the reported value of goodwill and other intangible assets. Fair value
is generally determined using a combination of the discounted cash flow, market multiple and market capitalization valuation
approaches. Absent any impairment indicators, we generally perform our evaluations annually in the fourth quarter, using
available forecast information. If at any time we determine an impairment has occurred, we are required to reflect the reduction
in value as an expense within operating income, resulting in a reduction of earnings in the period such impairment is identified
and a corresponding reduction in our net asset value.

We rely on the experience and expertise of our skilled employees, and must continue to attract and retain qualified
technical, marketing and managerial personnel in order to succeed.

Our future success will depend largely upon our ability to attract and retain highly skilled technical, operational and financial
managers and marketing personnel. There is significant competition for such personnel in the aerospace and distribution
industries. We try to ensure that we offer competitive compensation and benefits as well as opportunities for continued
development, and we continually strive to recruit and train qualified personnel and retain key employees. There can be no
assurance, however, that we will continue to be successful in attracting and retaining the personnel we require to develop new
and enhanced products and to continue to grow and operate profitably.

We are subject to litigation, tax, environmental and other legal compliance risks that could adversely affect our
operating results.

We are subject to a variety of litigation, tax and legal compliance risks. These risks include, among other things, possible
liability relating to contract-related claims, government contracts, product liability matters, personal injuries, intellectual
property rights, taxes, environmental matters and compliance with U.S. and foreign export laws, competition laws and laws
governing improper business practices. In the event that we or one of our business units engage in wrongdoing in connection
with any of these kinds of matters, we could be subject to significant fines, penalties, repayments, other damages (in certain
cases, treble damages), or suspension or debarment from government contracts. Moreover, our failure to comply with
applicable export and trade practice laws could result in civil or criminal penalties and suspension or termination of export
privileges.

As a global business, we are subject to complex laws and regulations in the U.S. and other countries in which we operate.
Those laws and regulations may be interpreted in different ways. They may also change from time to time, as may related
interpretations and other guidance. Changes in laws or regulations could result in higher expenses and payments, and
uncertainty relating to laws or regulations may also affect how we conduct our operations and structure our investments and
could limit our ability to enforce our rights. Changes in environmental and climate change laws or regulations, including laws
relating to greenhouse gas emissions, could lead to new or additional investment in product designs and could increase
environmental compliance expenditures. Changes in climate change concerns, or in the regulation of such concerns, including
greenhouse gas emissions, could subject us to additional costs and restrictions, including increased energy and raw material
costs.

Our financial results may be affected by the outcome of pending legal proceedings and other contingencies that cannot be
predicted. In accordance with generally accepted accounting principles, if a liability is deemed probable and reasonably
estimable in light of the facts and circumstances known to us at a particular point in time, we make an estimate of material loss
contingencies and establish reserves based on our assessment. Subsequent developments in legal proceedings may affect our
assessment. The accrual of a loss contingency adversely affects our results of operations in the period in which a liability is
recognized. This could also have an adverse impact on our cash flows in the period during which damages are paid.

For a discussion of these matters, please refer to Note 17, Commitments and Contingencies, in the Notes to Consolidated
Financial Statements in this Annual Report on Form 10-K.
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New regulations related to conflict minerals could adversely impact our business.

The Dodd-Frank Wall Street Reform and Consumer Protection Act contains provisions designed to improve transparency and
accountability concerning the supply of certain minerals, known as conflict minerals, originating from the Democratic Republic
of the Congo ("DRC") and adjoining countries. In August 2012, the SEC promulgated new disclosure and reporting
requirements for companies who use conflict minerals in their products. Complying with these new disclosure and reporting
requirements requires us to incur substantial costs and expenditures to conduct due diligence to determine the sources of
conflict minerals used in our products. Moreover, these requirements may result in changes to the sourcing practices of our
customers which may require the identification and qualification of alternate sourcing for the components of products we
manufacture, which could impact the availability of, or cause increases in the price of, materials used in our products. We may
face reputational challenges if we determine that certain of our products contain minerals not determined to be conflict free or
if we are unable to verify the origin of conflict minerals used in our products through the procedures we implement. As there
may be only a limited number of suppliers offering “conflict free” conflict minerals, there can be no assurance that we will be
able to obtain necessary conflict minerals from such suppliers in sufficient quantities or at competitive prices.

An adverse outcome in the Wichita matter could have a material adverse effect on our business, financial condition,
results of operations and cash flows.

The U.S. District Court for the District of Kansas issued a grand jury subpoena in 2011 to Plastic Fabricating Company, Inc.
(“PlasticFab”), an indirect wholly owned subsidiary of the Company now known as Kaman Composites - Wichita, Inc.,
regarding a government investigation of record keeping associated with the manufacture of certain composite parts at
PlasticFab's facility located in Wichita, Kansas. The subpoena requested information related to the period January 1, 2006,
through June 30, 2008. During 2013, the U.S. Attorney's Office for the District of Kansas notified PlasticFab that it may
commence a criminal proceeding against PlasticFab but it expressed a willingness to explore a pre-charge disposition of the
matter. PlasticFab has cooperated fully with the investigation and intends to continue to cooperate as it engages in further
discussions with the U.S. Attorney's Office about this matter. Under present U.S. Government procurement laws and
regulations, if indicted or adjudged in violation of procurement or other Federal laws, a contractor, such as PlasticFab, could be
subject to fines, penalties, repayments, or compensatory or treble damages, or suspension or debarment on U.S. Government
contract awards if warranted. Thus, as with any government contractor, an adverse outcome in a proceeding such as this could
have a material adverse effect on our business, financial condition, results of operations and cash flows.

Our foreign operations require us to comply with a number of United States and international laws and regulations,
violations of which could have a material adverse effect on our business, financial condition, results of operations and
cash flows.

Our operations outside the United States require us to comply with a number of United States and international laws and
regulations, such as the Foreign Corrupt Practices Act of 1977 (the "FCPA") and the UK Bribery Act. The FCPA generally
prohibits United States companies or their agents and employees from providing anything of value to a foreign official for the
purposes of influencing any act or decision of these individuals in their official capacity to help obtain or retain business, direct
business to any person or corporate entity or obtain any unfair advantage. Because we operate in various countries, the risk of
unauthorized payments or offers of payments by one of our employees or agents that could be in violation of the FCPA cannot
be eliminated. While we have internal controls and procedures and compliance programs to train our employees and agents
with respect to compliance with FCPA and other international laws and regulations, there can be no assurance that our policies,
procedures and programs will always protect us from reckless or criminal acts committed by our employees or agents.
Allegations of violations of applicable anti-corruption laws, including the FCPA and UK Bribery Act, may result in internal,
independent, or government investigations. Violations of the FCPA and other international laws and regulations may result in
severe criminal or civil sanctions, and we may be subject to other liabilities, which could have a material adverse effect on our
business, financial condition, results of operations and cash flows.
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Our foreign operations present additional risks and uncertainties which could have a material adverse effect on our
business, financial condition, results of operations and cash flows.

Our foreign business operations create additional risks and uncertainties, including the following:

*  Longer payment cycles;

« Difficulties in accounts receivable collection;

»  Changes in regulatory requirements;

*  Export restrictions, tariffs and other trade barriers;

» Difficulties in staffing and managing foreign operations;

*  Seasonal reductions in business activity during the summer months in Europe and certain other parts of the world;
»  Political or economic instability in the markets we serve;

* Potentially adverse tax consequences; and

*  Cultural and legal differences impacting the conduct of business.

Any one or more of these factors could have a material adverse effect on our domestic or international operations, and,
consequently, on our business, financial condition, results of operations and cash flows.

Our insurance coverage may be inadequate to cover all significant risk exposures.

We are exposed to risks that are unique to the products and services we provide. While we believe that we maintain adequate
insurance for certain risks, insurance cannot be obtained to protect against all risks and liabilities. It is therefore possible that
our insurance coverage may not cover all claims or liabilities, and we may be forced to bear substantial unanticipated costs.

Health care reform could adversely affect our operating results.

In 2010, the United States federal government enacted comprehensive health care reform legislation. Due to the breadth and
complexity of this legislation, as well as the phased-in nature of its implementation and lack of interpretive guidance, it is
difficult for the Company to predict the overall effects it will have on our business over the coming years. It is possible that our
operating results could be adversely affected by increased costs, expanded liability exposure and requirements that change the
ways we provide healthcare and other benefits to our employees.

Business disruptions could seriously affect our sales and financial condition or increase our costs and expenses.

Our business may be impacted by disruptions including, but not limited to, threats to physical security, information technology
attacks or failures, damaging weather or other acts of nature and pandemics or other public health crises. Any of these
disruptions could affect our internal operations or services provided to customers, and could impact our sales, increase our
expenses or adversely affect our reputation or our stock price. We have developed and are implementing business continuity
plans for each of our businesses, in order to mitigate the effects disruptions may have on our financial results.
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Our revenue and quarterly results may fluctuate, which could adversely affect our stock price.

We have experienced, and may in the future experience, significant fluctuations in our quarterly operating results caused by a
variety of factors. These factors include but are not limited to:

*  Changes in demand for our products;

* Introduction, enhancement or announcement of products by us or our competitors;
*  Market acceptance of our new products;

*  The growth rates of certain market segments in which we compete;

*  Size, timing and shipment terms of significant orders;

» Difficulties with our technical programs;

*  Budgeting cycles of customers;

e Mix of distribution channels;

*  Mix of products and services sold;

e Mix of domestic and international revenues;

*  Fluctuations in currency exchange rates;

*  Changes in the level of operating expenses;

*  Changes in our sales incentive plans;

*  Changes in tax laws in the jurisdictions in which we conduct business;
* Inventory obsolescence;

e Accrual of contract losses;

*  Fluctuations in oil and utility costs;

*  Completion or announcement of acquisitions by us; and

*  General economic conditions in regions in which we conduct business.

Most of our expenses are relatively fixed in the short-term, including costs of personnel and facilities, and are not easily
reduced. Thus, an unexpected reduction in our revenue, or failure to achieve an anticipated rate of growth, could have a
material adverse effect on our profitability. If our operating results do not meet the expectations of investors, our stock price
may decline.
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FORWARD-LOOKING STATEMENTS

This report contains "forward-looking statements" within the meaning of the safe harbor provisions of the U.S. Private
Securities Litigation Reform Act of 1995. Forward-looking statements also may be included in other publicly available
documents issued by the company and in oral statements made by our officers and representatives from time to time. These
forward-looking statements are intended to provide management's current expectations or plans for our future operating and
financial performance, based on assumptions currently believed to be valid. They can be identified by the use of words such as
"anticipate," "intend," "plan," "goal," "seek," "believe," "project," "estimate," "expect," "strategy," "future," "likely," "may,"
"should," "will" and other words of similar meaning in connection with a discussion of future operating or financial
performance. Examples of forward looking statements include, among others, statements relating to future sales, earnings, cash
flows, results of operations, uses of cash and other measures of financial performance.

Because forward-looking statements relate to the future, they are subject to inherent risks, uncertainties and other factors that
may cause the company's actual results and financial condition to differ materially from those expressed or implied in the
forward-looking statements. Such risks, uncertainties and other factors include, among others: (i) changes in domestic and
foreign economic and competitive conditions in markets served by the company, particularly the defense, commercial aviation
and industrial production markets; (ii) changes in government and customer priorities and requirements (including cost-cutting
initiatives, government and customer shut-downs, the potential deferral of awards, terminations or reductions of expenditures
to respond to the priorities of Congress and the Administration, or budgetary cuts resulting from Congressional actions or
automatic sequestration), (iii) changes in geopolitical conditions in countries where the company does or intends to do
business, (iv) the successful conclusion of competitions for government programs and thereafter contract negotiations with
government authorities, both foreign and domestic, (v) the existence of standard government contract provisions permitting
renegotiation of terms and termination for the convenience of the government; (vi) the conclusion to government inquiries or
investigations regarding government programs, including the resolution of the Wichita subpoena matter, (vii) risks and
uncertainties associated with the successful implementation and ramp up of significant new programs, (viii) potential
difficulties associated with variable acceptance test results, given sensitive production materials and extreme test parameters,
(ix) the receipt and successful execution of production orders for the JPF U.S. government contract, including the exercise of
all contract options and receipt of orders from allied militaries, as all have been assumed in connection with goodwill
impairment evaluations; (x) the continued support of the existing K-MAX® helicopter fleet, including sale of existing K-MAX®
spare parts inventory; (xi) the accuracy of current cost estimates associated with environmental remediation activities at the
Bloomfie