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Item 7.01 Regulation FD Disclosure

The information in this Item 7.01 is being furnished and shall not be deemed �filed� for the purpose of Section 18 of the Securities Exchange Act of 1934,
as amended, or otherwise subject to the liabilities of that section. The information in this Item 7.01 shall not be incorporated by reference into any registration
statement or other document pursuant to the Securities Act of 1933, as amended.

On August 9, 2011 members of senior management of WESCO International, Inc. (the �Company�) will deliver a presentation at the 2011 WESCO
Investor Day. The presentation will include written communication comprised of slides and will be accessible on the Company�s website via webcast. The slides
from the presentation are attached hereto as Exhibit 99.1 and are being furnished in accordance with Regulation FD of the Securities and Exchange Commission.

Item 9.01 Financial Statements and Exhibits

(d) Exhibits

99.1 Slide presentation for investors.
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Exhibit 99.1

TAKING ACTION. DELIVERING VALUE.

WESCO Investor Day 2011
Tuesday, August 9, 2011
 
Registration  
  

1:00 pm
 

Introduction
Dan Brailer, Vice President � Treasurer and Investor Relations  

1:05 pm
 

Welcome and WESCO Overview
John J. Engel, Chairman, President, and Chief Executive Officer   Tab l  

1:35 pm
 

Sales, Margin, and Operations
Steve Van Oss, Senior Vice President and Chief Operating Officer   Tab 2  

2:05 pm
 

Communications and Security
David Bemoras, Group Vice President and General Manager   Tab 3  

2:25 pm
 

Lighting and Sustainability
Andrea Hogan, Regional Vice President and General Manager   Tab 4  

  

2:45 pm  Break  
  

3:00 pm
 

International
Les Kebler, Group Vice President and General Manager   Tab 5  

3:20 pm
 

Utility
Andy Bergdoll, Group Vice President and General Manager   Tab 6  

3:40 pm
 

Financials
Richard Heyse, Vice President and Chief Financial Officer   Tab 7  

4:10 pm
 

Q&A and Closing Remarks
John J. Engel, Chairman, President, and Chief Executive Officer   Tab 8  

  

5:00 pm  Cocktail Reception  

6:00 pm  Dinner  



August 9, 2011WESCO Investor Day PresentersJohn Engel David BemorasChairman, President, and Chief Executive Officer Group Vice President and General ManagerMr. Engel was appointed President and Chief Executive Mr. Bemoras joined WESCO with the acquisition of Officer on September 1, 2009 and assumed the Chairman Communications Supply Corporation(CSC) in 2006. Mr. of the Board responsibilities in May 2011. Prior to this Bemoras is responsible for appointment, Mr. Engel was WESCO�s Chief Operatingbusiness, the midwest portion ofIndustrial/Construction Officer, responsible for overseeing branch-based and the recently acquired TVC Communications distribution operations and related headquarters and operation, which is a leadingdistributor of broadband field support functions. Prior to joining WESCO in July communications network infrastructure products. Mr. 2004, Mr. Engel held significant general management, Bemoras holds aBS in Marketing from Arizona State operations, and engineering roles with General Electric, University and was the owner of a Chicago-based data Allied Signal, Perkin Elmer, and Gateway. Mr. Engel holdscommunications distribution business prior to being a BS in Mechanical Engineering from Villanova University and an MBA from acquired by CSC in 1997. Mr. Bemoras served as Vice President Sales and theUniversity of Rochester. Marketing for CSC from 1997 until two years after CSC in 2006.Stephen Van OssSenior Vice President and Chief Operating Officer Andy BergdollVice President and General Manager Mr. Van Oss was appointed Senior Vice President andChief Operating Officer on September 1, 2009. He is Andy Bergdoll has served as the responsible for overseeing branch-based distribution President of Utility since December 2007. Mr. Bergdoll operationsand related headquarters and field support joined WESCO as part of the Communications Supply functions. Since joining WESCO in 1997, he has served Corporation (CSC) acquisition where he was Presidentof as Director of Acquisitions Management, Director of the Liberty Wire and Cable business. His prior experience Information Systems, and Senior Vice President and Chief includes significant managementand leadership roles at Financial and Administrative Officer from 2004 through Siemens, Booz Allen & Hamilton, and General Electric. 2009. Mr. Van Oss holds a BS in Accounting from Wright Mr. Bergdollhas a BS in Mechanical Engineering from State and an MS in Marketing and Finance from Cleveland Lehigh University and an MBA from Carnegie Mellon.State University. Prior to joining WESCO, Mr. Van Oss had public accounting, finance, and general management experience working for Reliance Electric. Andrea HoganRegional Vice President and General ManagerRichard HeyseMs. Hogan joined WESCO in 2007 as a District ManagerVice President and Chief Financial of WESCO operations in Philadelphia. In 2010, she was Mr. Heyse joined WESCO in June 2009 as Vice President promoted to Regional Vice President, responsible for andChief Financial Officer and has responsibility the Eastern Seaboard. The Northeast region was added for WESCO�s to and accounting functions. Mr.her responsibilities in 2011. Prior to joining WESCO,Heyse holds a BS in Nuclear Engineering from Purdue Ms. Hogan was the Senior Vice President, Operations for University and an MS in Industrial Administration with Strategic Distribution, Inc. from 1989through 2001. From a concentration in Accounting from Carnegie Mellon 2001 to 2007, she started, ran, and successfully sold a University. Prior to joining WESCO, Mr. Heyse was CFO retail business.Ms. Hogan has a BS in Human Resources of Innophos Holdings where he had responsibility for with a minor in Finance from Florida Atlantic University. Finance and IT. Prior to Innophos, Mr. Heyse held bothdomestic and international positions in Finance, IT, Supply Les Kebler Chain, and Engineering at Eastman Chemical, Koch Industries, Eaton, and Group Vice President and General Manager InternationalPaper. Mr. Kebler joined WESCO in 2006 and is responsible forDaniel Brailer WESCO�sVice President, Treasurer, Investor Relations and CorporateCanada. Prior to joining WESCO, Mr. Kebler worked at General Electric for 17 years in a variety of sales and Mr. Brailer joined WESCO in March1999 and is marketing roles. Mr. Kebler holds a BS in Mechanical responsible for Treasury, Investor Relations, Real Estate Engineering from Michigan State University and an MBA and Corporate Affairs.From 1999 to 2004, Mr. Brailer from the University of Chicago. served as Corporate Secretary and managed the Legal Department from 2005 to 2008. Mr. Brailer holds a BS in Marketing and an MBA fromWest Virginia University. Prior to joining WESCO, he worked for Mellon Bank for over 17 years and held the title of Senior Vice President of the Basic Industries Group.



TAKING ACTION. DELIVERING VALUE.Welcome andWESCO OverviewJohn J. EngelChairman, President, and Chief Executive Officer



Safe Harbor StatementNote: All statements made herein that are not historical facts should be considered as �forward-looking statements� within the meaning of the Private Securities Litigation Act of 1995. Such statements involveknown and unknown risks, uncertainties and other factorsthat may cause actual results to differ materially. Such risks, uncertainties and other 05Aug11 18:45factors include, but are not limited to, debt level, changes in general economic conditions, fluctuations ininterest rates, increases in raw materials and labor costs, levels of competition and other factors described in detail in Form 10-K for WESCO International, Inc. for the year ended December 31, 2010 and anysubsequent filings with the Securities Page 7 & Exchange Commission. Any numerical or other representations in this presentation do not represent guidance by management and should not be construed assuch.ESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.WESCO Investor Day 2011Agenda� WESCO OverviewStrategic plan and progressBusiness priorities- Value creation opportunity� Sales, Margin and OperationsGrowth enginesMargin expansionLEAN for Sales and Operations05Aug11 18:45� Growth EnginesFour of our eight growth engines are profiled today:Communications I International Lighting & UtilityUtility & Security SustainabilityCommunications & SecurityLighting & Sustainability- InternationalStrategy Growth Priorities | ResultsFinancials |Financial objectives and resultsLEAN for AdministrationCash generation and usage� Q&A and Closing Remarks3 WESCO Investor Day 2011 Engel 080911



TAKING ACTION. DELIVERING VALUE.WESCO Growth StrategyWESCO Growth Strategylaunched in Fall of 2009� CEO succession plan� Established eight growth engines� Initiated One WESCO� Increased investments� Greater transparency� Developed leaders and organizationFocused execution2010 and first half 2011results are excellent� Positive business momentum� Taking market share� Investments paying off� Acquisitions restarted� Strong earnings growth� Shareholder value creation�execution is producing strong results4 WESCO Investor Day 2011 Engel 080911Engel 080911



TAKING ACTION. DELIVERING VALUE.

.
2010 and First Half 2011ResultsSales vs. Prior Year Operating Margin (EBIT%)EPS Total Shareholder Return(from January 1, 2010 to July 31, 2011)reflect positive business momentumWESCO Investor Day 2011 Engel 080911Engel 080911



TAKING ACTION. DELIVERING VALUE.Growth Engines1 BUSINESS MODELS END MARKETS PRODUCT CATEGORIESI Expand
 1 Geographies
Global Accounts & Construction Communications
 2 Customers
Integrated Supply & Security
 3 Focus Markets
Global AccountsProvides comprehensive05Aug11 18:45II Enrich supply chain solutions to Government Fortune 1000 and other multi-site companies forProducts Lighting & 4 their MRO, OEM, and and Services Sustainability capital expenditure needs
 5 New Markets
Integrated Supply Utility Provides turnkey outsourcing solutions Page 11 III Drive for MRO and OEM procurement and other Wire & Cable
 6 M&A Agenda supply chain needs
International�improve our position in core markets while expanding through acquisitions



TAKING ACTION. DELIVERING VALUE.Margin and Productivity InitiativesPriorities:Six Key InitiativesIIIDriveMarketing� Demand creation programsOperational� Brand managementLeadership� Dedicated specialistsExcellenceSales� LEAN initiative for salesMarketing and� Sales, territory and account managementManagement� Solution selling and sales trainingSales EffectivenessSourcing� Category management� Volume leveragingSourcing andEffectiveness8Inventory optimizationPricing EffectivenessPricing� Price increase processes� Special pricing and rebate managementEffectiveness�9Margin Kaizen eventsService ExcellenceService� Voice of customer� KPI deployment and goal settingExcellence�e-Business10Talent ManagementTalent� Talent management process and programs� WESCO UniversityManagement� High performance cultureLEAN is our foundation for operational excellence
 7 WESCO Investor Day 2011 Engel 080911



TAKING ACTION. DELIVERING VALUEOne WESCO001 Value PropositionOne WESCO Progress� Customers: emphasizes the1.One WESCO �branding�full range of WESCO products,deployedservices, and solutions� Suppliers: emphasizes the increase2.Sales rep, product specialist, and localin sales to be gained bybranch collaboration for key customerssupporting One WESCO3.Combined operations in select geographiesinitiatives05Aug11 18:45 � Employees: emphasizes the benefits4.Specialized training conducted viaof working together as one teamWESCO Universitywith all efforts integrated and5.Extension of core capabilities across branchfocused on the customernetwork (lead generation and qualification,Why One WESCOintegrated supply)� Improves competitiveness6.Incentive and commission plan� Extends leadership positionPage 13adjustments to promote teamwork� Enables superior customer offering� Strengthens supplier relationshipsAll translating into� Expands employee opportunitiesOne WESCO customer wins� Improves shareholder returnsintegrating our multi-company heritage into one operating company
 8 WESCO Investor Day 2011 Engel 080911



One WESCO Product and Services Portfolio� Automation and Control� Broadband Communications� Data Communications� Electrical� Electromechanical� Electronics� Industrial MRO andConsumables� Lighting� Network and PhysicalSecurity� OEM� Solar� Utility� Wind� Wire and Cable�comprehensive supply chain solutions for our customers9 WESCO Investor Day 2011 Engel 080911



Acquisition Strategy
 Growth FrameworkAcquisition Targets and Process05Aug11 18:45Highly fragmented industry with manyAcquisition strategy is focused on:profitable niches� Expanding product and serviceAcquisition engine restarted in mid 2010portfolioAcquisition target pipeline at record level
 
� Targeting core and new marketsDedicated WESCO resources in-place� Strengthening geographic positionWe are building on our track record of� Improving overall financial metrics35 acquisitions which added over $2B inrevenues from 1995 through mid-2011�adds capabilities, revenues, and profits10 WESCO Investor Day 2011 Engel 080911



Business Priorities and Financial Objectives
 Business PrioritiesOpportunity for Significant Value Creation1. Take share2. Expand marginsTODAYTOMORROW3. Strengthen portfolioMarket-FocusedOne WESCO4. Build high performance cultureBranchesNational AccountsGlobal AccountsLong Term Financial ObjectivesLEAN andComplete05Aug11 18:45Integrated SupplySupply Chain�Grow faster than the market andstrengthen business through acquisitionsNorth AmericanGlobalCentric� Maintain industry leading cost structur�Expand operating profit and margins�Generate strong operating cash flowFortune 500 company withthrough the cyclemarket leadership positions,
 Provide superior investor returnsa balanced portfolio of businesses,and an operational excellence cultureTargeting 20-25% annualnet income growth� focused on shareholder value creation11 WESCO Investor Day 2011 Engel 080911



WESCO EvolutionCurrentVisionCustomers and Markets�Expanding Blue Chip Customer Base��Supply Chain Solutions Company�� End MarketsIndustrial, Construction, Utility, CIGVertical market expansion� Industry LeadershipNorth AmericaUndisputed #1 market positions� Geographic FootprintNorth American Base with Int�l expansionImproved global mix� Customer SatisfactionImprovingCustomer loyaltyProduct and Service Portfolio� Product and Service CategoriesElectrical plus industrial, some servicesNew product and service categories� Supplier RelationshipsStrong partnershipsSupply chain partner of choiceLEAN: Continuous ImprovementMaturing and expandingSelf-initiated in all locations and groups05Aug11 18:45Talent and CultureStrong and deep teamIndustry leader and �employer of choice�Extra-effort employeesOne WESCO teamMarketing, Sales & ServiceCompetitive advantageCompetitive differentiatorIT and e-BusinessSignificantly enhancedCompetitive differentiatorAcquisitionsFaster pace and larger sizesValue Creation2011 Expectations� Sales $6B+Stretch Goal: double-digit sales growth� EBIT % 5.1%+Back to 6%, then to 8.0%+� Free Cash FlowApproximately 80% of net income~ 90% net income through economic cycle� EPS$3.65+Commensurate with net income growth� Cost StructureLow cost leadershipMaintain low cost leadership� Capital Structure~2.5x leverage2.0 to 3.5x leverage�strong company, excellent value creation opportunityEngel 080911



TAKING ACTION. DELIVERING VALUE.217963-00105Aug11 18:45Sales, Margin, and OperationsSteve Van OssSenior Vice President and Chief Operating Officer



Operating PrioritiesSales growthEnhance low cost position �LEAN� Organic� SalesAbove market growth� OperationsExecution of growth engines� Supply ChainCapacity and capability� Administrationexpansion05Aug11 18:45 � AcquisitionsStrong cash flow through the cycleProduct and geographic� Working capital productivityexpansion� Capital expenditure managementBolt on / market relevance� Strong net incomeGross margin expansionPage 19 � Pricing actions� Sourcing and purchasing initiatives� Compensation� Culture�focus on profitable growthVan Oss 080911



Growth Engines � Status and OpportunitiesStatusStatus� Record backlog� Increased sales and marketing� Adding new locationsresources� Favorable trends in data� Sustainability and LED technologyCommunicationsLighting &are catalysts for future growthcenters, security, and mobility& SecuritySustainability$0.6B sales run rate$1B sales run rateMarketing initiativesOpportunitiesLeverage GlobalOpportunitiescentered on lighting� $19B addressable marketAccounts� Over $10B market opportunityand sustainabilityExpand geographicsolutions� Lighting solutions provider of� 10-20% sales CAGRfootprintchoiceDedicated resourcesData centers (data� Global expansionwith lighting focused� Continuous above market growthplus electrical products)branches05Aug11 18:45LED technology shiftStatusStatus� Record backlog� Effectively serving public power,� Investment in inventory, facilities,investor-owned utilities, andand personnel in attractivealternative energy markets� Returning to growth in 2011InternationalUtility
 OpportunitiesOpportunitiesExpand scope of supply� Over $10B addressable marketMigration from Nationalto Global Accounts� Support our key customersto Investor Owned� 5-10% sales CAGRExpand global footprintgloballyUtilities and Public Power� Undisputed leaderin conjunction with� 15-25% sales CAGR outside ofComprehensive offeringscustomer opportunitiesfor transmission, substationNorth Americaand alternative energyInvest and take sharein Canada



Growth Engines � Status and OpportunitiesStatus� Leadership position� Small share position in large� Serve majority of Fortune 500fragmented marketcustomers� $0.4B opportunity pipelineGlobal Accounts &Government� $2.4B+ opportunity pipeline� Adding sales resourcesIntegrated Supply� Encompasses over 1/3 ofOpportunitiesFortune 1000 focusWESCO�s salesOne team of WESCOgovernment resources� Over $15B addressable marketSell all WESCOproducts and servicesOpportunitiesDedicated stimulus� 10%+ sales CAGRCapture new� Expand account base globallyteam remains in place� One WESCO solutions forcustomers and expandgovernment customers05Aug11 18:45with current customers� Double-digit sales CAGRStatusStatus� Challenged end markets� Product category expansion� Growing backlog (up double� Opening new facilitiesdigits)� $1B+ sales run rateConstructionWire & Cable� $2B+ sales run rateOpportunitiesOpportunities� Broaden product offerings withApply Global AccountsExpand footprint andPage 21model to contractors� Deeper penetration with EPCsinventory positionlocal inventoryConstruction projectand ContractorsDedicated regional� 10%+ sales CAGRmanagement services� Global expansionand local resourcesLEAN application� Continuous above marketacross constructionlife cyclegrowth�support above market sales growth



Marketing and Sales Initiatives
 Marketing � Demand CreationLEAN for Sales � Sales ExecutionPerpetual Sales Development� Joint Calls� Direct Mail and Trade Shows� Pipeline Management� Solution SellingSales Management ControlDaily Rally for Sales� Sales Call Management� Daily Branch Team Meeting� Sales Effectiveness Training� New Business Opportunities� Territory Management� Quotation Status Review� Sales Recruiting and� Sales Success Stories05Aug11 18:45DevelopmentCustomer SalesLEAN Processes and SystemsPage 22Kaizen Events� Systems and Application Training� Prospecting� WESNET Enhancements� Supplier Involvement� Error Reduction� Recovery and Retention� Cycle Time Reduction� LEAN Value Creation�focus on demand creation and consistent growth



Sales Capability and Capacity ExpansionInvesting in SalesExpanding Locations� 3,100 sales and salesNew and Acquiredmanagement personnel, an200920102011Eincrease of 12% over the last yearIndustrial / Construction / Utility41013� Highly productive sales force� Capacity expansion to supportData and BroadbandCommunications7364above market organic salesTotal114617growth:Productivity4-6%Personnel additions4%+� Greenfield openings and acquired company�locations strengthen our positionCollege recruitment program� Sales training and development� Expansion will continue and is expected toadd to market share capture going forward� Customer RelationshipManagement softwareimplementation�drives profitable growth



Components of Gross MarginProduct Margin(selling price minus product cost)� Transportation costs� Customer and supplier cash discounts� Supplier rebates� Inventory adjustmentsGross Margin�are each available for improvement



Gross Margin ExpansionGross Margin % of SalesGoing forward, targeting at least20.4%15 to 25 bpts per year20.0%gross margin expansion driven by:19.7%19.5%Pricing actionsSourcing and purchasinginitiativesOperational improvements17.6%10 year range200920102011(2000-2010)expectation�driven by pricing, sourcing and operational improvements



Pricing ActionsPriorities� Pricing categorization and optimization� Price increase management� Customer rebate management� Robust pricing tools and systemsInitiatives� Customer class price points� List and discount vs. cost plus price models� Dynamic order suspension� Enhanced freight recovery� Inside sales incentive program� Variable sales commissioning structure� Investment in pricing talent and expertise�focus on gross margin expansion



Sourcing and Purchasing InitiativesPriorities� Volume leveraging� Maximize utilization of preferred suppliers� Customer specific supplier price negotiations� Category managementBranch Region Global� Inventory optimization� Excess and obsolete inventory reduction� Improved fill rates and customer service metricsInitiatives� Category management actions� Regional procurement optimization� Corporate, group, and region supplier rationalization� Expanded utilization of special pricing allowances� Supplier rebate expansion� Investment in sourcing talent and expertise�focus on gross margin expansion



Operational ImprovementsLEAN Applications to OperationsWarehouseTransportationCustomer Service� Continuous evolution since� Focus on fleet efficiency,� One WESCO facilitieslaunch in 2003routing, demand balancing(operational synergies)� Focus on productivity, capacity,and service� Distribution center andorganization and customer service� Systematic freight expensebranch optimization� Hands-on application of LEANrecovery�Robust service metricstools� Transportation synergies via05Aug11 18:45Availability and fill rates� Enterprise-wide focus via �teachbranch network integrationVoice of the Customerand do� workshops� Enterprise-wide deployment� Successful completion of 400+Kaizen events�support sales growth and gross margin expansion



Gross Margin Improvement PilotScopeMid-Year results for 12 branches� 12 branches� Sales up 16%;34% Construction� 32% OEMOperating profit up +200 bpts22% Industrial� 12% CIG/Utility� Product margin run rate improvement� $112M annual sales3 branches: greater than 250 bptsApproach4 branches: between 140 and 190 bpts
� Comprehensive program4 branches: between 10 and 100 bptsPricing �improve price, protect costPurchasing �lower cost1 branch: down 90 bptsActivity-based costingFurther OpportunitiesCompensation� Supplier rationalizationSystems and reporting� Distribution Center and branchCultureoptimization� Daily measurement and ranking� Compensation structure enhancement� Sales desk training� Additional talent upgradesChallenges� Unprecedented supplier price increases� Margin compression in challenging end markets� Non-residential construction competitive landscape�initial results reflect margin expansion



Summary� Execution of our growth engines andincreased investments in sales andmarketing have resulted in profitableabove market results� Gross margin expansionopportunities are expected totranslate to higher operating margins� LEAN operational improvementssupport investments in new facilitieswhile maintaining strong operatingprofit pull through



TAKING ACTION. DELIVERING VALUE.Communications andSecurityDavid BemorasGroup Vice President and General Manager



Data and Broadband CommunicationsMission StatementLast 5 YearsTo become a Global Leader in value-� WESCO data communications sales were less thanadded distribution and supply chain$100M, approximately 2% of sales, in 2006services specializing in communications� Acquired Communications Supply in November 2006and security infrastructure solutions for� �Branch within a branch� expansion strategy added 26enterprise and broadbandnew locations through 2010communications.� Acquired TVC in December 2010Communications Solutions� 2011 first half sales run rate exceeds $1B,approximately 18% of sales, establishing a significantA wide range of customer applications areposition in North Americasupported:Future Direction� Voice and data communicationsCurrentFuture�Security, surveillance, and access control80 locationsAdditional locations� Data centersNorth America basedGlobally enabled� Intelligent buildingsMultiple ERP platformsCommon ERP platform� Broadband networksStrategic accountsGlobal accounts� Wireless communications400 sales peopleAdditional sales people� Audio and videoBranch networkBranch and distribution� Smart gridcenter network�provides excellent growth opportunities for WESCO



Attractive Global MarketsEnterprise NetworksBroadbandSecurityHeadend16%IP SurveillanceDrop8%Data CentersTools & TestEquipmentCustomerAccess ControlEnterprise DASPremisesEquipment 8%13%Enterprise Cable11%Outside Plantand ConnectivityAnalog Surveillance73%46%64%Sources: BSRIA, annual reports, ABI research, ExeTechConsulting, TE ConnectivitySources: TVCSources: IMS Research$7B+ Market Opportunity (estimated)$2.5B+ Market Opportunity (estimated)$11B+ Market Opportunity (estimated)�Fragmented distribution channel� Estimated available opportunity for� Distribution channel becoming more�Estimated market CAGRsAmericas $1.2B+important to security internet protocol (IP)Data Centers 10%� Canadian and Latin American distributionmanufacturersEnterprise DAS 10%+opportunities are expanding� Estimated CAGREnterprise Cabling 5%IP Surveillance 20%+� Estimated CAGR of 5% in U.S.; higher�Bandwidth intensive applications drivingAnalog Surveillance flat to slightly downoutsidedemand for products and servicesAccess Control 5%+Page 33 CustomersCustomersCustomers�Contractors� Cable TV Operators� Security Integrators�Fortune 1000� Telcos� Contractors�Government� Contractors� Fortune 1000�Healthcare and� Resellers� GovernmentEducation� Healthcare and Education



Key Market Trends Favor WESCOKey Market Trends WESCO Position1. Video EVERYWHEREManagement expertise and domain2. Data center capacity knowledge limitationsSupplier advocacy and preferential support3. Cloud computing and� Industry-leading demand creation marketing virtualizationprograms4. Mobility and accessibility� Cost-effective global geographic expansion5. Continuous, real-time capabilities surveillance and storage� Broad product and services offering6. Security and cyber terrorism customer base prevention� M&A capacity and capability7. Globalization including �Limited competitive landscape broadband accessibility



Extensive Communications Product PortfolioBroadband CommunicationsData CommunicationsProduct Category & Description Products Product Category & Description ProductsSignal Origination �Satellite Receivers Network Cabling & Connectivity � UTP & STP Cable�Processors � Fiber Optic CableHead-end and central office equipment used �VoIP Equipment Products that are used to connect one device � Patch cords�VOD Equipment � Connectorsto receive and process signals for to another, with the purpose of sharing data � Patch Panels�Advertisingtransmission Insertion across the network � Pre-TerminatedSystemsPlant � Cable (coax, copper, fiber) Racks, Cabinets & Cable Management � Server Cabinets� Pole Line Hardware � 2 & 4-Post Racks� Line Splitters & � Network CabinetsThe main delivery system used to carry the The physical containment devices used toNodes � Ladder Rackssignal from the point of origination to the main � Conduit hold network electronics and to manage the � Cable Trays 05Aug11 18:45line (can be aerial or underground) � MaxCell routing of network cable �Cable OrganizersDrop � Splitters Wireless & Local Area Network Equipment � Distributed Antenna� Drop Cable Systems (DAS)� Drop Hardware � Access PointsThe point at which the signal branches from Systems used to transmit and/or convert data� Connectors � VoIP & KVMmain line and terminates at the customer � Jumpers in the local area network Switches, PoEpremises � Network Monitoring� Media ConvertersCustomer Premises Equipment � Modems � Set-Top Boxes Power & Protection � UPS� Remotes � Installation Kits � Surge SuppressorsProducts that are used to supply, protect, � Power Strips Products used to carry the signal inside the�Installation Supplies & Test Equipment � Hand Tools Security � IP & Analog Cameras� Ladders � Video SoftwareProducts used to install, test and repair all � Signal Level Meters Solutions comprised of a combination of � Access Control� Batteries software & hardware designed to limit the � Fire/Burglar Alarm system components � Monitors� Spectrum Analyzersexposure of a facility or computer network to � Servers� Test Tone Generatorsaccess from undesired sources � Mass Notification



Strategic Plan ??Drivers of GrowthSecurity Everywhere Specification Selling Team Solutions and InternationalCore offering in all � Win the �race� to the end � Low-cost market � Global Accounts Focus WESCO locations user penetration � Viable �alternative� for Global footprint � Increase supplier � Serviceexcellence U.S. based global One WESCO advocacy � Increase customer customers� Increase margins touches � Leverage supplier� Business Development � Margin improvement partnerships teamsOutside Plant Service Product Line Acquisition Solutions Excellence Expansion StrategyLeverage TVC portfolio � Distribution Centers � Address growth trends � Product line expansion Maxcell growth � LEAN culture � Support solution selling � Geographic reach ONE WESCO approach �Superior customer � Leverage domain � Local market experience knowledge strengthening� Proprietary offerings � Deepen supplier partnerships



Strategic Plan and Execution� Offense-minded, empowering, �play to win� culture� Specialized and dedicated resources (global accounts, government, utility, security, data centers)� Developing and promoting proprietary value-added solutions� Dedicated end-user, specification-driven sales teams� Centralized lead generation and qualification team� International expansion� Focus on strengthening the communications ecosystem



Success StoriesFinancial Services Company International Furniture Store RetailerData Center Consolidation IP Surveillance SolutionsInitial contact made when customer inquired Introduced Canadian-based security about WESCO data center offering integrator to FTLportal.comPlanned to consolidate 20 small data centers Customer inquired about utilizing bundled into single 25,000 sq. ft. facility approach to internet protocol (IP) surveillanceRelationship over past 8 years built credibility Required complete deployment for 3 locations with IT management staff with 90 daysCustomer did not look at any other distribution Developed integrated �rack & stack� solution options due to WESCO �one-stop� shop offer, that delivered consistent results across project began in mid 2011multiple locationsSold the entire portfolio: grounding, PDUs, Quality of solution has opened up doors for fiber and copper, cabinets, racks, etc. more locations and product sets



SummaryMarket trends favorable for strong communications� Integration of acquired businesses with single go-to-market strategy� Data communications portfolio access for all WESCO branches 05Aug11 18:45� LEAN practices that drive internal and external value� Acceleration of international growth by providing the viable alternative� Expansion of value-added product lines, services and marketing programs to support customer needs Page 39 and total solution delivery



Lighting and SustainabilityAndrea HoganRegional Vice President and General Manager



Lighting Overview� The U.S. Department of Energy reports that lighting represents 30% to 50% of the energy used in most commercial and industrial facilities� 80% of the existing commercial buildings in the U.S. have lighting systems that are 20 years old or older� Significant opportunity exists for cost reductions using new technologies� Innovation in lighting and lighting controls significantlyreduces energy consumption and CO2 emissions



Lighting Market Trends and DriversSustainability Legislation andProduct Innovation Requirements Emphasis Rising Energy CostsLEED � Federal, state, local, � Energy efficient � Reduction in energy Green building and utility programs to product options: Linear usage and maintenance strategies and codes promote lighting Florescent,Induction, costs upgrades LED � Energy management Reduction in energy consumption of � Rising energy costs � Total light management services building systems � Environmental safety controls solutions� Full turnkey capabilities and compliance � Longer product life and � Supply chain optimization CO2 reduction reduced maintenance efforts, corporate � Building and lighting � Limited capital budgetscarbon footprint code compliance costs reduction initiatives � Global manufacturers � Quick ROI pay back� Legal restrictions on Corporate social the manufacture of entering market (LG, responsibility non-energy efficient Toshiba, Panasonic) products



Solid State Lighting Technology is Here to Stay
 LED ForecastLED Transformation Drivers�LED spend estimated to reach $100B annually� Superior energy savingsworldwide by 2015 with following global mix� Long life and reliability-North America 40%� Quality of light experience-Europe 33%� Expanding ability to meet application-China 21%requirements-Japan & Row 6%� Attractive ROI for certain applications�Estimated that by 2015 LED lighting05Aug11 18:45applications will account for 50% of the totallighting industry.Leading ManufacturersTraditionalNew PlayersAcuityCreePage 43Cooper LightingLGGE LightingPanasonicHubbell LightingSamsungOsramSharpPhilipsToshiba



Key Drivers of WESCO Lighting Growth
 Opportunity toIndustrialOEMUtilityexpand lighting� Global accounts� One WESCO� Street lightingportfolio� Upgrades and retrofits� Integrated supply� Outdoor lighting� ESCOsspecialists� Daily upsellingGoal of consistent� Relampingopportunitiesdouble-digitsales growthConstructionInstitutional & Government05Aug11 18:45� Stimulus/ARRA� Institutional$550M+ first half� EPCs� Stimulus/ARRAannualized sales� Design build� Global account penetrationrun rate (~10% of� Green construction� Healthcare� National homebuilders� EducationWESCO portfolio)� ESCOsKey actions to capture new construction and retrofit opportunitiesWESCO lightingOpen additional WESCOWESCO lightingGlobal Accounts�centers ofLighting solution centers insolutions teampenetrationexcellence�selected areas�impact all end markets and customer groups



Marketing ProgramsMarketing ProgramsGlobal Account, First Tier Automotive� Specialized lightingLighting Audits Pay Offcatalog and marketsegment brochures� Supplier promotions andincentives; renovationsales blitz campaigns� �In the Spotlight� monthly�WESCO worked with Global Accountlighting newsletterESCO Partner�3.5M ft2 and50,000 fixtures to beupgradedStrategic Lead Acceleration Program (SLAP)�WESCO drove lamp and fixture� Government� 850 companiesproduct specification� Educationreceived kits�WESCO and ESCO performed� 330 meetingsextensive lighting audits to develop� Property ManagementROI analysisscheduled� Construction�Lighting upgrade project has attractive� 10 agreementsfinancial payback, cost savings, and� Hospitality and Retailsigned for $90Menergy demand reductionover 3 years



WESCO Lighting Solutions CentersBoston, home of first center,Facility available for:opened May 2011� Customer meetings and training� The WESCO Lighting� Trade AssociationsSolution Center provides a� New Global Accounts roll-out meetings�hands on� experience� Supplier meetings and training� Application vignettes are�Employee trainingfeatured, allowing customersthe opportunity to� Featuring additional One WESCO products,(i.e. datacom, power distribution, security, etc.experience lighting in anenvironment that mirrorstheir own facilities� Additional features include atraining area, lamp andballast room, and othertechnical and training toolsFirst of its kind in distribution!



Featured Application Areas at the Lighting Solution Center in Boston Classroom / Office Hospital Lighting demos Retail



Summary� Lighting is a very large addressable market with attractive growth characteristics� Energy efficiency, sustainability, legislation, product innovation, and new technologies are catalysts for future growth� WESCO marketing and sales initiatives are focused on providing complete and sustainable lighting solutions



InternationalLes KeblerGroup Vice President and General Manager



International1. Focus on large, growingWESCO Offeringinternational areasComprehensive portfolio of products2. Global accountsand services3. Global sourcing� Electrical (all standards)International4. In-country business� Maintenance, repair and operating suppliesdevelopmentAll geographies� OEM direct materials and value addedoutside U.S. and5. Globally enabled productassembliesCanadaand service platforms� Capital project material management� Communications and security� Integrated SupplyWESCO International OpportunitiesCustomer Value PropositionIndustrial &DirectGlobal� Decades of experience; Westinghouse legacyElectrical+Material+CapitalMRO� Fully integrated operations(OEM)Projects� Broad geographic coverage� Flexible business model� Global supply chain services� Partnership with world class manufacturers� Industry leading Global Accounts program�investing in our international customers2WESCO Investor Day 2011International 080911



Positioning to Capture Global GrowthGlobal TrendsGlobal OpportunitiesWESCO Positioning� Extensive investment in� Geographic expansionoil, gas, metals, and mining� Vertical market focus� Major infrastructure� Extensive multi-countrydevelopment underway inproject experiencenumerous countriesEmerging Market Growth� Global sourcing capability� Customers and suppliersseeking global partners� Customer and supplierpartnerships� Connectivity andsecure networks and global� Extensive communications,data center build-outssecurity, and broadbandcontinuingofferingsInvestment in Infrastructure� In-country resources� Supply chain integrity� Low-cost country sourcingGlobalization�new markets and global customers3WESCO Investor Day 2011International 080911



WESCO�s International ProfileWESCO�s commercial presence$300M estimatedoutside the U.S. and Canada includes:2011 sales outsideU.S. and Canada� Angola� Czech Republic� Saudi Arabia� Australia� England� Scotland� Brazil� Mexico� Singapore� China� Nigeria� United Arab� Chile� PolandEmirates�expanding with customers in growing regions



New and Expanded International LocationsMexicoSingaporeUnited KingdomAustraliaUnited Arab EmiratesChinaOver the last four yearsWESCO Investor Day 2011International 080911



Strengthening Our Globally Enabled Platforms� Ability to provide a wide� Expanding internationallyrange of MRO material and� Region/local technicalOEM solutionsexpertise and inventory� Fortune 1000 customer base� Dedicated data center teamGlobal AccountsCommunicationsand Integrated� Increasing customer needsand�Single destination for a wideSupplyfor international locationSecurityarray of data communications,supportsecurity, and broadband� High touch business modelsolutions� EPC Centers of Excellence� Integrated U.S. Government� Proprietary projectsales teammanagement software (RPM)� Expanding programs into� Extensive experienceEMEA and Asia PacificGlobalGovernmentConstructionexecuting challenging global� Providing support to U.S.ProjectsprojectsGovernment contractors� Global sourcingglobally� Sharing best practices�leveraging a unique WESCO value propositionWESCO Investor Day 2011International 080911



TAKING ACTION. DELIVERING VALUE.Success StoriesEngineering, Procurement, & Construction (EPC):Capital Project Management� Multi-billion dollar refinery expansion� Sourcing from five countries� Application of proprietary projectmanagement software� JIT inventory management� WESCO personnel on site in Asia� Approximately 20% cost savingsMulti-National Manufacturing Company:Global Accounts� Providing electrical and non-electricalMRO materials� Procurement services� Supporting 10 locations in the U.S.,Europe, Africa, Asia, and China� Participating in large global projectsleveraging WESCO proprietary software7 WESCO Investor Day 2011 International 080911



TAKING ACTION. DELIVERING VALUE.8 WESCO Investor Day 2011 International 080911Summary� WESCO is investing in international,focused on large, growing regions� Global trends support our growth objectives� Executing an integrated operating modelwith globally-enabled product and serviceplatforms� Serving customers and suppliers who areincreasingly seeking well capitalized, largeglobal supply chain partners217963-001 05Aug11 18:45 Page 56



TAKING ACTION. DELIVERING VALUE.UtilityAndy BergdollGroup Vice President and General Manager



TAKING ACTION. DELIVERING VALUE.Utility Market OverviewGeneration Transmission Substation DistributionUtility Power Chain SegmentsUtility Customers� 3,000 Public power utilities (municipals and cooperatives)� 100 Investor owned utilities (IOUs)� 700 Generation plant sites� 60 Utility contractorsCustomer Challenges� Increased reliability expectations� Increased cost pressures� Public policy uncertainty� Shift in work and spend profile to projects� Resource turnover and staffing constraintsCustomer Opportunities� Unprecedented supply chain flexibility� Generation MRO sourcing� Transmission investment� Smart grid investment� Renewables investmentTotal annual spend: $80B to $100B (U.S.)WESCO addressable spend: $8B to $12BWESCO run rate: $600M to $700M2 WESCO Investor Day 2011Utility 080911



TAKING ACTION. DELIVERING VALUE.WESCO Investor Day 2011Utility Power Chain:Generation and TransmissionOverview � $40B to $50B annual spend in U.S.� >1.0M MW capacity ~700 major sites? Coal / oil ~50%? Gas ~25%? Nuclear ~20%? Renewables ~5%� Owned by IOUs (70%), non-utility entities, public power� $15B to $20B annual spend in U.S.� National high voltage network � 365k miles� Complex system � 69kv to 765kv � Nineindependent system operators� Owned by IOUs (80%), transmissioncompanies, public power, and governmentMarketTrends� Carbon / EPA driven upgrade projects� Pending coal retirements� State renewable portfolio standards� Operating cost pressures� Projects driven by capacity constraints,reliability, and renewables integration� Right of way and cost allocation issues� $72B major project pipeline � favorable ROIWESCOPosition� Plant level supply of core electrical products� Corporate level industrial and electrical MRO alliances� Outage support services, including nuclear� Construction project services� Hardware scope in IOU alliances� Major project bid support and materialpackaging for utility contractors� Project and logistics service providerWESCOOpportunity� $2B to $3B addressable spend� Materials supply on coal plant upgrade projects� Materials supply and project services for new Gas plant,Wind, and Solar construction projects� Integrated supply programs for MRO materials� $1B to $2B addressable spend� Utility contractor national account program� Alliance account scope expansion� Project materials management and logisticsservices expansionGeneration Transmission



Utility Power:Substation and DistributionOverview � $3B to $5B annual spend in U.S.� Decentralized infrastructure? 450K high voltage stations (transmission)? 1M medium voltage stations (distribution)� Owned by IOU(85%) and public power� $25B to $30B annual spend� Metered system � overhead and underground? 120 IOUs (122M meters)? 1,000 CoOps (18M meters)? 2,000 Muni�s (22M meters)Market Trends � Spend driven by aging infrastructure? 70% power transformers >25 years? 60% circuit breakers >25 years� Investment in reliability, efficiency, security,and automation projects (smart grid focus)� Spend driven by maintenance and storms; gridexpansion spending remains low� Advanced meters, automation (smart grid focus)� Increase in demand for supply chain servicesWESCO Position � Hardware supply to utilities� Materials and packaging services for utilitycontractors for system and renewables� Manufacturer�s rep to suppliers� One WESCO � communications plus securityproducts� Leading national distributor to public power� Leader in alliance and integrated supply programs� Core supplier partnerships across all categories� One WESCO service models, branchinfrastructure, product category expertiseWESCOOpportunity� $1B to $2B addressable spend� Core product share growth� Product scope expansion driven by automationand security projects� Project materials management and logisticsservices expansion� $4B to $6B addressable spend� Core product share growth� Product and service scope expansion� Distribution automation project support� Supply chain services and integrated supply



Smart Grid EvolutionMarket Adoption�provides substantial opportunities for WESCOAdvanced MeteringInfrastructureSource: Utilimetrics217963-001 05Aug11 18:45 Page 61TAKING ACTION. DELIVERING VALUE.5 WESCO Investor Day 2011



Renewables Opportunities:Wind and SolarMarket Opportunity in U.S.� Renewable energy demand driven by staterenewable portfolio standards � up to 30% by 2020? U.S. wind capacity is projected to grow 50%from 40K MW to 60K MW by 2020? U.S. solar capacity (utility scale) is projected togrow from 1K MW to 10K MW by 2020? $2B to $5B addressable spend over nextdecade� 6-10K MW of new commercial/residential installsprojected over the next decade � $10B to $20BWESCO addressable spendMarket Trends� Strong Project pipeline (20K MW wind and 25KMW solar)� Transmission constraints, dispatch characteristics,low natural gas prices and siting issues impactrenewables project development� Wind development still active: 5K MW windinstalled in 2010 versus 10K MW in 2009� Solar development remains strong � 350 MW ofnew capacity in 2010, 1K MW under constructionin 20116 WESCO Investor Day 2011Industry Participants� Utilities � power purchase agreements or directownership� Developers and system owners� Utility contractors � balance of plant procurement� Manufacturers provide turbine, solar panels, controls,traditional utility and electrical product suppliers� Packagers and distributorsWESCO Strategy� Global account strategy with utility and electricalcontractors, and solar installers� Alliance strategy with utilities and developers� OEM relationship with manufacturers for projectpackages� MRO inventory services strategy for wind farms� Targeted marketing campaigns, specialized sale



WESCO Utility Business ModelsGeneration Supply ChainIndustrial and electrical MRO, 2nd tierdistribution, direct spendFleet level sourcing and logisticsOutage support servicessite material managementStandardization and substitution programsIntegrated supplyPower Delivery Supply Chain� Pole line hardware, transformers, cable, lighting,tools, safety, etc.� Dedicated local service plus national inventoryand logistics network� Emergency response programs� Functional outsourcing� Savings and continuous improvement programs� Integrated supplyGeneration Project ServicesBulk electrical material take-off servicesSourcing and logistics for electrical and MROSite materials managementCable management programsMaterials requirements managementT&D Project Services� Engineered bills of material, specificationand schedule validation� Sub-assembly fit-up, kitting and marshaling� Site materials management� Materials requirements managementOperationsandMaintenanceWESCOAddressableSpend$8B to $12BMajorProjects7 WESCO Investor Day 2011Utility 080911



TAKING ACTION. DELIVERING VALUE.WESCO Integrated Supply Chain ServicesInventoryManagement Procurement Expediting TransactionManagementWarehouseOperations� Strategic Sourcing� Category Plans� Bid Management� TCO Evaluation� ProductStandardization and Rationalization� ContractManagement� Market PriceIndexing� IntegratedDemand Planning� InventoryOptimization� NetworkOptimization� VMI Programs� Lobby Stock andJob Trailers� PO Execution� SupplierPerformanceManagement� SystemIntegration� eProcurementTools andeCatalogs� Inbound FreightManagement� Order andShipmentTracking� Shortage Reports� Expedited FreightEvaluation� Need DateManagement� InvoiceAutomation andProcessing� MismatchResolution� ReceivablesProcessing� CashReconciliation� Supplier Payment� Metrics andReporting� WarehouseManagement andOperation� LeanWarehousing� Kitting and Sub-Assembly� Cross-docking� Labor Outsourcing� LogisticsManagement� RouteOptimization� ShipmentConsolidation� Delivery andBack-Haul� Job SiteDeliveriesWESCO Service OfferingsIntegrated Supply Services ApplicationsCore WESCOproduct scope2nd tier distribution scope(non-core to WESCO)Direct spend, OEM spares,major equipment, etc.Major projects /contractor spend8 WESCO Investor Day 2011Utility 080911



TAKING ACTION. DELIVERING VALUE.Recent Success StoriesGenerationSupply Chain Services� MRO RFP issued to more than 300suppliers (distributors and manufacturers)� WESCO developed an alternative bid forIntegrated supply business model and wasengaged to perform a supply chainassessment� WESCO awarded MRO integrated supplyprogram with responsibility for managingmore than $100M annual spend, 50K items,and 4K legacy suppliers� Service model engaged 12 second tierdistributors and a centralized orderfulfillment center/cross dock to service over50 customer sitesTransmissionProject Services� Utility experienced materiallogistics problems� Contractor awarded projectfor 100 miles of 345Kvtransmission line� WESCO awarded $18Mmaterial and services contractto manage contractor andowner furnished materials



TAKING ACTION. DELIVERING VALUE.SummaryThe Utility market is large and undergoingsignificant changes which are creatingexcellent growth opportunities for WESCO� WESCO�s core competencies are closelyaligned with our customers� investmentpriorities� WESCO has share growth opportunities inall sectors of the utility power chain� WESCO is the recognized utility industryleader in integrated supply programs andUtilities are placing an increasing value onthese services10 WESCO Investor Day 2011Utility 080911



TAKING ACTION. DELIVERING VALUE.FinancialsRichard HeyseVice President and Chief Financial Officer



TAKING ACTION. DELIVERING VALUE.2011 First Half Results Exceeded ExpectationsJuly salesper workdayup 21% versusprior year1st HalfSales 24.6% in Q1 versus prior year21.1% in Q2 versus prior yearOperating Margin 4.5% in Q15.6% in Q2EPS $0.74 in Q1$1.00 in Q2�strong sales growth and operating margin expansion2 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.Productivity Gains Continue into Expansion CycleLast Expansion Cycle(2003-2006) Current Recession/Recovery Cycle(2008 � Mid 2011)�driven by industry-leading cost structure and LEAN3 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.Shareholder Value CreationTotal Shareholder Return(from January 1, 2003 to July 31, 2011)Over 81/2 year time period823%WCC S&P 500 Russell 2000 GWW FAST AXETotal Shareholder Return(from August 10, 2010 to August 3, 2011)Approximately 1 year time period�consistent and sustainable long-term shareholder returns4 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.2011 Full Year Expectation2010 Investor Day Targets2011ExpectationVs.InvestorDay TargetSales growth 7-11%, including acquisitions 19%+ AheadOperating margin expansion 50-70 bpts 90 bpts+ AheadNet income growth 20-25% 55%+ AheadLeverage ratio 2.0 to 3.5, without additional acquisitions ~2.5 On Target�ahead of 2010 Investor Day targets5 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.LEAN for AdministrationBackground? LEAN business and administrative process improvementteams in place to leverage evolution of Oracle financialsand WESCO�s IT applications? Focus is administrative and back office processefficiency and effectivenessApproach? Teams are composed of experienced WESCOoperations and functional managers? LEAN techniques are utilized in combination withbusiness process analysis and IT project managementLEAN for AdministrationLEAN is not �in addition to,� it is �part of� theWESCO business process and system design approachLEAN is the �how� in all WESCO opportunities217963-0016 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.2012 Anticipated EnvironmentNatural resource demand� ABI increasing� Utility spending� Global growth� Low interest rates� Rising product prices� Share shift to largerplayers� Non-Residentialconstruction at bottom� Industrial growthrates moderate� Residential housing� Consumer spending� Excess commercialreal estate� Government deficits� Raw material pricesincreasing�expect continued modest demand growth in 2012217963-001 05Aug117 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.2012 Financial Outlook � An Early Look� Sales growth (excluding price and F/X impacts) 7-11%? Market growth (GDP plus 2-3%) 4-6%? Share gain 1-2%? Acquisition 2-3%� Operating margin expansion 40-60 bpts? Gross margin expansion plus operatingcost leverage? Core pull-through target of 50% maintained� Tax rate 30-32%� Net income 25%+ growth�continuing to invest in growth, while driving operating leverage217963-8 WESCO Investor Day 2011Financial 080911



TAKING ACTION. DELIVERING VALUE.2012 KPI Targets � An Early Look2011E 2012 TargetSales $6.0B+ $6.5B+Operating Margin 5.1%+ 5.5%+Net Income $180M+ $225M+EPS � Diluted1 $3.65+ $4.40+Leverage Ratio ~2.5 ~2.0 21 Utilizes diluted share count of 50 million shares in 2011 and 51.5 million shares in 20122 Includes nominal acquisitions (~2% of sales)
�expect to exceed 25% annual net income growth target in 20129 WESCO Investor Day 2011Financial 080911



2012 to 2014 Sales TargetsBalanced GrowthUtilityCIGConstruction $4.6$5.1$6.0+$6.5+7-11%CAGR2009 2010 2011E 2012E 2014ESales $B�expect continued sales growth momentum217963-001 05Aug1110 WESCO Investor Day 2011



2012 to 2014 Operating Margin TargetsPricing/SourcingMargin DriversPortfolioEfficiency3.9%4.2%5.1%+5.5%+40-60 bpts/yr2009 2010 2011E 2012E 2014EOperating Margin %�driving for 6%+ operating margins by 201311 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.12 WESCO Investor Day 20110.001.002.003.004.005.006.007.002003 2004 2005 2006 2007 2008 2009 2010 2011E 2012ECapital Structure� Current liquidity in excess of$400M� Access to multiple capitalmarkets� Staggered maturities on debtinstruments� Leverage ratio within targetrange of 2.0x to 3.5x� Expect to convert approximately80% of net income into freecash flow�supports our strategy and future growthStrong Capital Structure Total Debt to LTM EBITDAAmple capacity to support growthprograms and acquisitions12 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.Cash Flow Management�expect to maintain fiscal discipline while funding growthFirst UseSupport organicgrowth at greater thanmarket ratesSecond UseFund accretiveacquisitions to supplementorganic growthThird UseReduce financialleverageFourth UseIf Debt to EBITDA ratio is sustained below 2.0,return capital to shareholders+ +No change from last year13 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.Business Priorities and Financial ObjectivesBusiness PrioritiesTake share2. Expand margins3. Strengthen portfolio4. Build high performance cultureLong Term Financial ObjectivesGrow faster than the market andstrengthen business through acquisitions� Maintain industry leading cost structure� Expand operating profit and margins� Generate strong operating cash flowthrough the cycle� Provide superior investor returnsTargeting 20-25% annualnet income growthOpportunity for Significant Value CreationTODAY TOMORROWMarket-FocusedBranches One WESCONational Accounts Global AccountsLEAN andIntegrated SupplyCompleteSupply ChainNorth AmericanCentric GlobalFortune 500 company withmarket leadership positions,a balanced portfolio of businesses,and an operational excellence culture�focused on shareholder value creation14 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.15 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.Q&A and Closing RemarksJohn J. EngelChairman, President, and Chief Executive Officer



TAKING ACTION. DELIVERING VALUE.Invest in WESCO� Industry leader with low risk business profile� Proven business model and well positioned in large, fragmented markets� Organic sales growth faster than the market� Operational excellence culture founded on LEAN� Excellent margin expansion results and future potential� Proven acquirer in a consolidating industry� Strong free cash flow generation through economic cycle�strong company, excellent value creation opportunity217963-001 05Aug11 1817 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.WESCODISTRIBUTION18 WESCO Investor Day 2011



TAKING ACTION. DELIVERING VALUE.

WESCO Distribution, Inc.
Definitions Appendix
  
Financial leverage is calculated by dividing total debt, including debt discount, by the trailing twelve months earnings before interest, taxes, depreciation, and
amortization (EBITDA).

Free cash flow is calculated by deducting capital expenditures from cash flow provided by operations.

Gross profit is calculated by deducting cost of goods sold, excluding depreciation and amortization, from net sales. Gross margin is calculated by dividing gross
profit by net sales.

Liquidity is total availability under asset-backed facilities plus invested cash.

Total Shareholder Return (TSR) is the total return of a stock to an investor during a period of time, including capital gains and dividends, assuming reinvestment
of dividends.


