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ITEM 9. REGULATION FD DISCLOSURE

Roper Industries, Inc. (the “Company”) will hold meetings on October 22, 2003 with members of the investment community to discuss its previously announced
acquisition of Neptune Technology Group Holdings Inc. A copy of the investor presentation to be discussed at these meetings is being furnished as Exhibit 99.1
to this Current Report on Form 8-K and is incorporated herein by reference in its entirety.

Under the definitive agreement by which the acquisition will be completed, the Company will pay total consideration of approximately $475 million, net of cash
acquired and including debt assumed. The agreement contains customary representations and warranties, certain of which will survive closing, and customary
covenants, including (but not limited to) the conduct of Neptune’s business until closing and the Company’s filing of a registration statement for a new debt and
equity securities offering to finance the acquisition. The agreement also contains customary buyer and seller closing conditions relating to continuing accuracy of
representations and warranties, material performance of pre-closing covenants, absence of governmental orders prohibiting the acquisition, obtaining necessary
governmental approvals and, in the case of the Company, no material adverse effect with respect to Neptune having occurred prior to closing.

Depending on the date of effectiveness of the Company’s registration statement, the closing of the acquisition is contemplated to occur no later than February 27,
2004.

ITEM 7. FINANCIAL STATEMENTS AND EXHIBITS

(a) Financial Statements of Business Acquired
Not Applicable

(b) Pro Forma Financial Statements
Not Applicable

(o) Exhibits

99.1 Investor Presentation




SIGNATURE
Pursuant to the requirements of the Securities Exchange Act of 1934, the Registrant has duly caused this report to be signed on its behalf by the undersigned
hereunto duly authorized.
Roper Industries, Inc.
(Registrant)

BY: /s/ Martin S. Headley

Martin S. Headley,
Vice President, Chief Financial Officer Date: October 22, 2003
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Exhibit 99.1

Roper Industries, Inc.

Investor Meeting

October 22, 2003




.
Safe Harbor Statement

The information prowvided in this presentation containz forward leoking statements within the meaning of
the federal securities laws. These forward locking statements include, among others, statements regarding
our proposed acquisition of Meptune Technology Group Holdings Inc. (the acquisition), the terms of our
financing plan, and the impact of our acquizition of the acqusition on our future results of operations and
cash flows. These statements reflect management’s current beliefs and are not guarantees of performance.
They inwolve risks and uncertainties, which could cause actual results to differ materially from those

contained 1n any forward locking statement Such rizsks and uncertainties include our ability to complete the
acquisition, secure financing on favorable terms, integrate the acquisition and realize expected synergies.
e also face other general risks, including reductions in our business with Gazprom, our ability to realize
cost savings from our restructuring initiatives, unfavorable changes in foreign exchange rates, difficulties
associated with exports, risks associated with cur international operations, difficulties in making and
integrating acquisitions, increased product liability and insurance costs, increased warranty exposure, future
competition, changes in the supply of, or price for, parts and components, environmental compliance costs
and liabilities, risks and costs associated with asbestos related litigation and potential write-offs of our
substantial intangible assets. These and other important risk factors are discussed in our Annual Eeport on
Form 10-K for the fiscal year ended October 31, 2002, and may be discussed in subsequent filings with the
=EC. Tou should not place undue reliance on any forward looking statements. These statements speak only
as of the date they are made, and we undertake no obligation to update publicly any of them in light of new
information or future events.

TWe refer to certain non-GA AT financial measures in this presentation, which are defined in the Investor
Information section of our website at www.roperind.com. Feconciliations of these non-GAATP financial
measures to the most directly comparable GAAP financial measures can be found on page 35 of this
presentation.

October 22, 2003



" Meets Disciplined Criteria/Adds Scale

= Automatic Meter Reading (AVIR)

Technology/Engineered Content

= Rugged/Portable Instruments
= Software Protocol
FES i

= Consultative Selling

High Gross Margius = 35% to 55% Gross Margins

Across Product Lines
FES

EBITDA Margin Capture = 29% EBITDA Margin

w

Grow and Reinvest

+ Low Capital * Product Development

: gﬁ(}i:mh + Excess Cash

+ Software Applications

Expenditures
+» High Inventory Turns

October 22, 2003 3



|
Accretive to Roper’s Growth

Net Sales EBRITDA
$845-+

{Millions | {Millions'|

$180-+

$650+
$123+

Roper 2003E 2003E Roper 2003 E 2003E
Combined Combined

* Acquired Businesses Expect 2003 Net Sales of $195-$205 Million and
4-8% Growth in 2004

* Acquired Businesses Forecasting $57-$60 Million of EBITDA in 2003

Expect Full Year 2004 Double-Digit EPS Accretion

October 22, 2003 Muote: Calendar vear data presented.  See page 35 for 4 ddimition and recondliation of ERITDA. 4



= Accretion Prospects for 2004

$0.70

* Low Cap-Ex Requirements
(Typically 2-3% of Net
Sales)

* DBuild-to-Order Business
Model Yields Low Net
Working Capital
Requirements

$0.15 * Diluted EPS Excludes
- Charges Related to Purchase
$0.10 Accounting Inventory
Revaluation

$0.55

Diluted EPS Cash EPS

October 22, 2003 Muote: 2004 ertivnabes asnume fransaoion doses in Jauary 2004, See page 35 for 2 defnilion and recondbiation of Cash EPS.
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508%

Expands Roper’s EBITDA Margins

Roper’s Segments

Thurpr Syatams &
Cuntrula

[ Gross Margin %
I EBITDA Margin %
58.6%
52 3% 54.1%
35-55%
323%
21.7%
19.5%
. . 33} -
T miwarslmeging  Thehnaney Roper S&F 500 Neptune
Holdings

Ovctober 22, 2003

Wuter Bapmrfocs |y r 2002 dets fa rcantinu ng s peretian: prostsl.
(13 Colendnr yunr 2002 dots sochde campen s net repe rbing prass margins. Ssurce Hisamberg.
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Provides New Growth Platform

Neptune Roper Combined
Industrial Scientific & Industrial
) . Technalogyr
Scientific & Technology Industrial ;
Handheld Industrial i Imaging
Computers

Imaging

AME

Software

Energyr

Instramentation

Systems . Energy
& Controls Instrumentation Systems
& Controls

2003E: §195+ Million

Net Sales

2003E: $650+ Million

2003E Combined: $845+ Million

Roper-Like Business Adds Scale and Cash Earnings Power

October 22, 2003 7




[epes]

Pro Rata Net Sales Qther

Balanced Portfolio in Attractive End Markets

Autnmotive Sk

10%

13%

Cither
Research

2002 Roper

Gen’l Ind.

1992 Roper

Hode: 1992 and 2002 reflent fscal vear data. 2002 comnbined reflects Roper's fiscal year data combdned with g
Octoher 32, 2003 Hephume's calendar vear data,



" Acquisition Financing

Purchase Pri . Ap.upr.mximatElY $4.'?5 Iv.![illie:un to Be Paid in Cash at Closing
= Within Roper’s Historic Price-EBITDA Acquisition Range

» £150 to $200 Million Roper Commen Stock

Intended = $150 to _$2_00 Millii_:m uf(_!urwe_rtible Sub:?rdinated Notes
: . » £300 Million of Bridge Financing Committed

Financing Structure = $450 Million of 5-Year Senior Term Loans

» $175 Million of 3-Year Revolver

» Preserves Strong Debt-to-Cap Profile

» Flexible Structure Enables Rapid Repayment w/o Penalty
Financing Rationale » Lower Cost Debt Replaces Higher Cost Senior Notes

» Capital Markets are Attractive

» Support Long-Term Growth Strategy
» Achieve Investment Grade Rating

October 22, 2003 9




(pe]

“Water will be more important than o1l this century.”
— Boutros Boutros Ghali, Former Secretary

General ef the United Nations
June 2003

Water is Strategic

Policy 5 Infrastructure ) Market

Investment Growth
+ The EPA is supporting + The EPA estumates up to + Meedfor more Fequent,
“strategic pricing” asa £200 billion of tore accurate
tool to drive conservation wastewater investment consumption monitoring
and support infrastructure alone over the next 20 + Mewtechnology enabling
investment VEArs new capability

Detdber 22, 2003 Sources: BBC MNews, “The Waiker Dehaie™; EPA published naieriale ; indus iy s ources 10




" Water Measurement: A Growing Market

* Water Management Is Becoming Increasingly Important to Utilities
— Water Pricing and Water Conservation Efforts Have Increased Significantly
— Utilities Need to Measure Water Consumption More Frequently, More Accurately
and More Efficiently

— Modemizing Water Monitoring Equipment Is Critical to Improving Water
Management Systems

— Meter Replacements and Upgrades Increase Utilities’ Revenues and Lower Costs

* Customer Service Inihatives
— Utilities Looking for Ways to Better Serve Customers
— New Products Allow Leak Detection and Detailed Usage Analysis

» Utilities Seeking to Improve Efficiencies
— RF-Enabled Meters Reduce Meter Reading Costs
— Updating Meters Enhances Accuracy and Revenue Generation
— More Accurate Measuring and Billing Lead to Less Consumer Waste

Strong Revenue Generating Opportunities

October 22, 2003 11
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North American AMR Market

AMR Market (Water Utilities)

Key Dnvers 180

* Operational Efficiency 160 Y

_ 140 <
» Customer Service £k

120
* Meter Reader Safety 3 100
* Eliminate Estimated Bills % 80
60
» Shorter Billing Cycles 40
20
0

Significant Growth Opportunities From Technology Migration

13 The Scott Feport and Hepoae hlaraganert.
October 22, 2003 o Rep
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North American Water Meter Market

Water Meter Market ()
' 400
Key Dnvers ﬁﬁﬁﬂ"/
» Technology Upgrades 330 —
300
* Installed Base
5 250
» Conservation 2 200
g
» Pnivatization ~ 150
» Two-Thirds of Sales are 100
Replacements/Upgrades 50
0

$360 Million Market in 2002, Projected to Grow 5% in 2003

13 Searrce: Propristary Publiching.
October 22, 2003 m

13
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200

Neptune: Consistent Revenue Growth

175

= Periods of Economic Recession

Neptune Net Sales ($Millions)

1972 19%7 1982 1987 1992 1997 2002

Stable Through Cycles

October 22, 2003 14




Technology Migration Opportunity

* Driving Value Through
Technology and

Product Differentiation State-of the-Art

s Capture New
Customers and
Maintain Existing
Customer Base

* Offers a Complete s
Migration Strategy Walk-by Probe Foundation

Absolute Encoder Register

Standard Meter

October 22, 2003

15




Customers Gain Through Technology Upgrades

S— I
‘Walk-by Handheld RF
(R300)

‘Walle by Handheld,
Prohed Entry

Walle by Handheld,
Keyed Entry

Walle by Route Book |

0 1000 2000 3000 4000 5000 6000
Daily Meter Reads per Person

Compelling Productivity Rationale

Ovctober 22, 2003

16
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Full Range of Capabilities

Walk-By Application
DAP PCI800
Handheld

ya

Maobile
Application
EZDrive

T-10 . A
Water Meter \ Fixed :
Network .

EZMet

Rann

Radio Fregueancy
el

Host Software

EZRouteMAR S Route
Management Software

Neptune Products Serve as the Utility’s Cash Register

October 22, 2003

17
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The Complete Solutions Leader
AMR

Fixed Bugzed Meter
Wallchy Driveby Network Hybrid | gupinen | Eeading
Cormpary Meters | Encoders RF RF RF RF Computers | Software

Neptune

Inwensys

Badger

ANCO
(formedy ABBY

Hersey
Ivlaster Ivleter
[tron
RANAR
Heszagram

SchlumbergerSena
(soon part of ATOS)

Neptune Serves All Customer Needs

October 22, 2003
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Competitive Advantages

* Experienced Management Team — Average Tenure of 20+ Years

* Strong Brand Name Recognition and Quality Reputation

* Installed Base of 27 Million Meters

* 35% Market Share in North American Residential Water Meter Market
* Continued Stream of New Product Development

* National Distribution Network; Leading Direct Sales Force

* Vertically Integrated Manufacturing Capabilities

— Low Cost Praduction
— High Quality

¢ Full Solution Provider

Driving Force in the Industry

October 22, 2003 19



Four Growth Businesses

2003E MNet Sales: $195+ Million

‘Water AMR Water Meters

B 27 million installed

residential water meters in
MNorth America

B AME net sales doubled

since 99

B 29% oftotal water ANE

market still untapped B 23 of zales from meter

replacements, upgrades

® Eapid growth

B Steady growth

Software Handheld Devices
B Software for meter reading, work order B Leader in fully rugged hand-held portable and
management and route optimization tablet data collection instruments
B Complements hand-held offering and B End-markets include military, manufacturing,
provides access to larger customer base transportation, field service and utilities

Fit Roper’s Instrumentation and Industrial Technology

Competencies

20

October 22, 2003



) Expanding Share of Growing Water AMR Market

Growth Profile, RF Segment of AMR

* AMR Has Grown at 25% CAGR MetSales$

* RF Segment of AMR Has Grown >
Faster >

* Neptune Gaining Share

* 89% of Total North American
Market Remains to Be Upgraded

* Presents Compelling Case for

oo m o1 oz BE

Customers Market Share, RF Segment of AMR

— Prndfmtwlty P i |

— SEI‘VIEE NEPTUNE. | Datamatic

— Accelerated Billing Cycles .“m“

— Conservation Tnvensys
.Hemgmn
. Ramar
.A_mcn

Oetober 22, 2003 Source: "The Soolt Report: AWMR Deployrends in Noxrth Averica" (2003) 21




|
Leading Position in Stable Water Meter Market

Market Share, Residential Meters

* Access to Over 56,000 Utilities
and Water Systems Throughout
North Amernica

» Two-Thirds of Sales from Meter
Replacements, Upgrades

S

M EFPFPTUNE.

» Strong Market Position
— Distribution Channels
— Automated Production Creates Cost
Advantages
— Long History of Customer B smco Hersey

Satisfaction [ Badzer [ vensys

Ottaber 22 2003 Source: Based onoumils soldin 2002 hytop 5 meater manufachrers condribaning te Fropriaary FubBshing. 22
T E]



» Fully Rugged Handheld Computers
Meet Rigorous Environmental
Performance Standards

* 1998-2002 Net Sales CAGR of 20%

* DAP Technologies Leads the Market
— WVery Rugged and Reliable
— Strong Distribution, VAR Relationships
— High Level of Customer Service
— Best Ergonomics
— Continuous Product Innovations
— Low Cost of Ownership
— Windows CE Platform In Place

" A Leader in Fully Rugged Handheld Computers

Field Service,
Manufacturing,
Transportation, Military
Markets

50% a

B Melard
B tionix

LXE
" Paravant

. Wescor
B Psion ek

B others

Source: DAP Esntimates
October 22, 2003

23




Growing Software Opportunity

* DB Microware Designs, Markets,

Customizes, Installs and Maintains

Software for Meter Reading, Work C% DB Microware, Inc
Order Management and Route

Optinization

* Enhances Water Market End-to-End

Solution Offering
— Access to Expanded Customer Base,
Including Larger Utilities With More
Than 10 Handhelds
— Reinforces Leadership Position in Meter
Reading

October 22, 2003

24




Leverages Instrumentation Segment Strengths

I Strategy

Tightening quality, performance
and environmental standards create
the growing opportunities for the
Instrumentation segment

This segment 15 focused on
furthering its leading market
positions through accelerated
product development and platform
expansion

I Operating Companies

@ ANTEK® . N— @PAG

A stners  AACTON

INTEGRATED DESIGHNS, LP

I Common Competencies

Product specification drives end-user
buying decision

Operator training and ease of use
creates customer value

Application engineering enhances
build to order product performance

« Customer process improvement critical
to value creation

+ Global customers require geographic
reach

October 22, 2003

25




Adding Scale Benefits to Industrial Technology

I Strategy

+ Provides products and selutiens for
improving customer productivity

« Current segment imtiatives are
global sourcing, geographic
expansion, asset velocity
improvement and capture of
internal and external synergies

I Operating Companies

|y| HANSEN TECHNOLOGIES  /RIFREEN"
¥l corroRATION

“Lmp Tachaolzgy

CORNELL @ FLm D METERING, Ik, g
e

= ImEE N AR TR y—  PRCMNGEGEY

AMOT

ROpER CONTROLS

I Common Competencies

« Continued focus on lean
manufacturing

« Capture global sourcing opportunities

« Grow aftermarket sales in mature
markets

+ Negotiate effective OEM contracts

- Follow customer migration to low cost
production areas while maintaining
influence with corporate decision makers

Ovctober 22, 2003

26
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* Great Fit with Roper

* Meets Disciplined Acquisition Criteria
» Offers Opportunities in Adjacent Markets

Compelling Opportunity

* Acqusition Immediately Adds:
* 30%+ to Roper’s 2003 Net Sales
* 45%+ to Roper’s 2003 ERITDA

* Financing Creates More Flexible Capital Structure
+ Expands Roper’s Growth, Margins and Cash Flow

* Creates a Solid Platform in Stable, Growing Water Markets
* Balances Geographic Opportunities

Creating Long-Term Shareholder Value

October 22, 2003

27
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" Roper’s Long Track Record of Success

[ Net sates® | Diluted EPS (DEPS) E
CAGR 22% (.AGR 24%
§2.08
8617
B Sciendific & Induririal Imaging
B Insinmentation
m Energy Syziems & Contols
Indusirial Techology
st " 1‘IIIII
92 93 94 95 95 97 98 99 0 01 O2 92 % 9 95 96 97 98 99 00 01

I Consistent Strategy and Results
* Highly Engineered and Innovative Products and Solutions
* Balanced and Diversified
Strong Cash Flow Generation Throughout the Business Cycle
High and Steady Margins
* Demonstrated Acquisition History

Octoher 2. 2005 (1) Fiscal yvears ended Ocober 31. DEPS from condinuing eperations ; exdwdes dfecs from dhanges i acoounding prindple. 29



Roper’s Operating Segments

Instrumentation
Sophisticated products and solutions that:
= Prepare material samples for analysis
= Test fluid products for physical and elemental properties
= Detect leaks in consumer and ndustrial products
= Dispense fluids with extremely high precision
= Perform spectrographic analysis

Products and solutions for improving customer productivity:
= Centrifugal, gear, progressing cavity and diaphragm pumping solutions
= Refrigeration, process and rotating machinery controls and systems
= Precision metering, measurement and valves for specialty applications

Serwice and solutions to improve quality, safety and efficiency for customer
equipent and processes, primarily in energy markets:
= Turbomachinery control systems
= WVibration monitoring and analysis
* Mon-destructive test and measurement sohutions

il

Scientific and Industrial Imaging

Enabling wnaging technology for advanced research and analysis:
= Digital itmaging cameras
= Electron microscope accessories
= High speed digital video equipment
= Image processing software

October 22, 2003 30



' Instrumentation Segment

I Overview I Operating Companies

:
P @ ANTEKS® A aores OPAC

» These businesses provide sophisticated solutions i
that prepare material samples for analysis, test

fluid products for physical and elemental ﬁ Struers A ACTO N

properties, detect leaks in consumerand L e
industrial products, and dispense fluids with
extremely high precision

INTEGRATED DESIGHNS, LP
Market T e USQ"

»  Serving primarilytest, inspection and

measurement applications in oil & gas, research I Cofnon Cl:lmpetencies
and industrial markets

» Product specification drives end-user buying decision

= Operatortraining and ease of use creates customer

= Tightening quality, performance and walue
environmental standards create the growing = Application engineering enhances build to order
opportunities forthe Instrumentation segment product performance

»  Cugtomer process improvement critical to value

= This segment is focused on furthering its leading
creation

market positions through accelerated product
development and platform expansion » Global customers require geographic reach

October 22, 2003 31



'Industrial Technology Segment

I Overview I Operating Companies

= Offerings include centrifugal, gear, progressing GORPORATION
cavity and diaphragm pumping solutions;
refrigeration controls and systems; rotating e -, R
trachinery and process controls; and precision CORNELL @ FLLN D nemerne, e, Cﬂ,m
metering and measurement valves for specialty - " MURFRHErES EHETTILR PR T TEEMNOLOGET
applications

2Lmg Tachaolzgy

AMOT
Market % CONTROLS

= Provides solutions for diverse industrial, energy,
comunercial refrigeration and water/wastewater

tnarkets I Common Competencies
Stategy » Continued focus on lean manufacturing
= Provides products and solutions for improving * Capture global sourcing opportunities
customer productivity = Grow aftermnarket sales in mature markets
= Current segment initiatives are global sourcing, » Megotiate effective OEM cortracts
geographic expansion, asset velocity = Follow customer migration to low cost production

frnprovement ar.u:l capture of internal and areas while maintaining influence with corporate
external synergies derizion makers

October 22, 2003 32



| Energy Systems & Controls Segment

I Overview

Description

= EnergySystemns & Controls provides service and
solutions to improve quality, safetyand efficiency
for customer equipment and processes, primarily
in energy markets with strong long-term growth
potential

= Provides control, monitoring and inspection
systems for energy markets

= Customers benefit from industry-leading
application expertise, coupled with advanced
wbratian—mc\nitc\ring components,
turbomachinery control systems and non-
destructive testing solutions, often incorporating
significant software content

»  Segment management is focused on expanding its
expertise into new applications, and increasing
aftermarket reventes

I Operating Companies

7 COMPRESSOR
{CONTROLS ETEC
kil CORPORATION e

T "PMC/BETA

I Comunon Competencies

Software creates customer value through monitoring
and measurement; capacity throughput and
utilization

Aftermarket applications require direct sales
involvement with end customers

Service and installation of systems requires company
specific knowledge, creates strong customer loyalty

Customer operatortraining is provided by the system
supplier

October 22, 2003
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'Scientific & Industrial Imaging Segment

I Overview I Operating Companies

The Scientific & Industrial Imaging segment e .

provides solutions that enable global research in gatan -@ @

life and physical sciences MediaCybernetics i
5&‘:_;'51';;:'; ET TR SIS HEDLANE

Fey products are digital imaging cameras,
spectrographic systems, electron microscope

accessories, high speed digital video equipment @ -
and image processing software ROFER SCIENTIFIC Mo

Market

Dewelops high performance digital imaging
golutions for industrial, medical and lifeand
physical science applications

I Common Competencies

= Effective relationships with chip suppliers critical

i e, igh ey

Customers benefit frorm a suite of broader = Producibility of scientific design
soh?ticms wersus a single portion of the walue . Calibration of carmeras
chain

= [Reach customers through complicated distribution
Through Roper's Imaging Alliance, these channels
emerging businesses are working closely with
internal and external sources to optimize
growth-oriented technology and market = Harness the power of the Roper brands; Imaging
oppottiinities Alliance™

» Maintain end market solution leadership positions

October 22, 2003
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Reconciliations and Definitions

[Amoants m $Millioms) 2002 2003 2004

Induztnial Techne

Cperating Proft )
Add: Depresigion and Amodization k12
Bjuas: EBITOA BH
F0|  HG0-F5Y -
| Change in Axcourting Pripciole L E mec.‘ by bt Sales $1
PR T —— T, oD R
Add: Income Tawes 0| g7 n
#dd: Depreciation F1__ 312 Do Pl £
A Perortiz dion %= [ - CeEnaIAn A 2 £
T | Bqug=: EBITOA £
Civided by Hat Sales 1461
r-$':|:t-|:|r: Techno Group Holdings Inc. T
| bt Eaminas 11 ETTE ]
Add: Depresigtion a0d Amorization £ hrority Intberest E k]
Buas: ERMTOA fx] Edraordingrs tajn k] k21
Divided by bt Sales F174) 2dd: Mon- Recurming Charges 4
L | Add: Interest Dpense F13] E1-52
24d: Income Taxes kY] k1]
#dd: Deprecigion il 24
Cperating Prodt 5 Add: Aotz gion b < I O ]
Add: Deprevigion and Amortization [ j;lalsi EBITOA $&1&£ 6750
Bquals: EBTOA F25 3le=s
| Divided b bt S3les F127 ERIT Dhargn 20.5%)
Bjuas: EBT0A hiagin I7AE Cash Eamirgs Per Share Contributed by Acquisit
Ciluted EPS H.A0-10.15
| 249 Deoreciztion and Amodization per Share 0 45-90 55
Bjuas: Cazh Eamings per Share 554070

Hote 1: EEITDA means sanings before mmorty nterest, effects fom changes in acommting prineples, and exbracedinary teims, nowreourrmg charges phas
interest exparse, mocme taes, dapraciainn md amorizadinn

Hote 2: Cash Earmmes per Share means dilited eamings per share plus depreciation and amortzation per dilated share.

Hote 5: Roper 2002 figures ave presented m fiscal reporting pariods. All other data is presarted in calendar perind.

October 22, 2003 35






