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Item 7.01. Regulation FD Disclosure.

On Thursday, February 14, 2008, Quanex Corporation will host an analyst day in New York City, New York. Raymond Jean,
Quanex’s chairman and chief executive officer, will lead the presentation to analysts and interested investors. The slides that will
accompany Mr. Jean’s presentation are attached hereto as Exhibit 99.1 and incorporated herein by reference.

This information shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the
“Exchange Act”), or incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act,
except as shall be expressly set forth by specific reference in such a filing.

The slides attached hereto as Exhibit 99.1 contain “forward looking statements” within the meaning of Section 27A of the
Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended. All statements other than
statements of historical facts included or incorporated herein may constitute forward-looking statements. Actual results could vary
significantly from those expressed or implied in such statements and are subject to a number of risks and uncertainties. Statements
that use the words “expect,” “should,” “believe,” “will,” “might,” or similar words reflecting future expectations or beliefs are
forward-looking statements. Factors that could impact future results may include, without limitation, the effect of both domestic and
global economic conditions, the impact of competitive products and pricing, and the availability and cost of raw materials. For a more
complete discussion of factors that may affect the Company’s future performance, please refer to the Company’s most recent 10-K
filing (December 14, 2007) under the Securities Exchange Act of 1934, in particular the section titled, “Private Securities Litigation
Reform Act” contained therein.

Item 9.01. Financial Statements and Exhibits.

Exhibit 99.1.  Presentation to be presented on February 14, 2008
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Exhibit 99.1

This presentation includes
forward-looking statements
about the prospects of Quanex
Building Products Corporation.

Please refer to the Company’s
Form 10-12(b) filed on January

11, 2008.

February 14, 2008

Quanex

Building Products
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Quanex

By s Separation Overview

® On November 19, 2007, Quanex Corporation announced its plan to separate
its Building Products and Vehicular Products businesses

— Building Products to be spun-off to shareholders in a taxable transaction

— Immediately following the spin-off, Quanex Corporation (consisting
principally of Vehicular Products) to merge with Gerdau S.A.

® Allows Quanex Building Products to benefit from greater strategic focus and
clarity in capital markets

® Offers Quanex Corporation stockholders the opportunity to continue to
participate in growth prospects of Building Products




Quanex

Bunlldimg Products Spin-oﬁ‘ Summ ary

® Anticipated Listing: NYSE: NX

® Distribution Ratio: 1:1

® Estimated Shares Outstanding: 37.3 million ™

® Transaction Close: Expected by end of

1% calendar quarter

(1) Based on the number of shares of Cuanex Corp. common stock ourstanding as of 12/31/07.




Quanex

Burilding Products

Become North America’s leading

manufacturer of engineered

building components sold to OEMs

and distributors of building

products

Vision




S Engineered Building Products

Quanex Building Products - Engineered Building Products

Engineered Building Products segment produces window and door components and
products for OEMs that primarily serve the residential building and remodeling markets

50 million Window Units Produced Annually in the U.S.

Vinyl
m Wood
Aluminum

B Other

And we supply the brand leaders!




s Engineered Building Products

Quanex Building Products - Engineered Building Products

Our Segment's Product Sales Mix

Window & door
fenestration
components

B PVCextruded
window & door
systems
Insulated glass
sealant systems

It’s all about windows and doors!




Quanex

Euwnllding Products

Company Snapshot

Quanex Building Products

Aluminum Sheet Building

Products

= Flat-rolled aluminum sheeat

PRODUCTS Mill finished
— Painted
BEC
B
Cilbee
0%
MARKETS"
TAD 37%
SALES (FYo7)™ 5524 mm
EBITDA / % MARGIN (FY07)""" S76 mm f 14%
OF. INCOME / % MARGIN (FY07)™ S66 mm / 13%

¢ FY 2007, B&C = Bulk

g & Construction, T&LD = T

Junuary 11, B, Proe to inter-segment ebnunateons,
1 LIFOY charges.
s A

ation & Distribut

Engineered Building

Products

« PVC extruded window & door

systems

= Window & doaor fenestration

components

= |Insulated glass sealant systems

5458 mm
572 mm § 16%
Sd4 mm £ 109%

1, RR = Residential Remeadieling, RNC = Ressdential




Qﬂﬂﬁf Engineered Products — Extruded Products

£ E o

Winnebago, 11

- V43,300 g i

- 28 waruders

- 5,000 SKU s (G244 dier), 17 enlory
- Siwee 1967 [ 98

Kent, WA
- P
- 331k sy fi Kent, WA
N nmm. i - Conghostles
- 4,208 SKU's (1289 dies) 2
N jhm.ﬁ?.r_r+ F pap codorr - 533 SKU' (80 dies)
= Xinee 1973 - 32 s
- Singe 7999

- 3294000 g fi

- A9 entraders

- BEFSKU Yy | (346 dies), 3 codors
- Niwae 1994




Quanex _ '
Bunkding Products Engineered Products — Insulating Glass Sealants |

Solon, OH
-Headgearters & Technizal
Barbourville Center
Marnficiring -H. |’ K s 1
Center Since 2007
enler

207K s fF
Kince 1997

i




Quanex

Building Products Engineered Products — Fenestration Components
W—Qﬂ Mounds View MIN
7O s fI -125& ;
Sine 2005 ._s‘;;m Eﬁz
Defwgs:e, 14
70k sq i Luck, W1
Sinee 2003 -TOk sq fF
Senee 1982
Chatsworth, I1(2) : _
120k s f Rice Lake, IF1 Richmond. IN
Sinmee 1945 92wy fi

- Since 1985

i)




Quanex
Seasoned Management Team

YEAR
JOINED RELEVANT
RESPONSIBILTY COMPANY | EXPERIENCE

Raymond Jean Chief Executive Officer 2001 40 years
Tom Walker Chief Financial Officer 20006 35 vears
Kevin Delaney CGeneral Counsel 2003 17 vears
Paul Hammonds Corporate Development 2005 25 years
Jeff Galow Investor Relations 190935 25 years
Thomas Aluminum Sheet Building

11 L oS
Brackmann Products i 2= years

Engincered Bulding

Mark Hermann 1973 34 vears
Products

August J. Coppola Enginecred Building 1974 37 vears

& = S0P Products =

David Wemmer Engineered Building 2006 3 gesivs

Products




oL Company History

— 2003
® Acquisition of
Truseal
e S e s Opening of new 2004
e Quanex Corp. * Nichols casting | ® Acquisition T t'aém::ing * Acquisition of
acquires Nichols- facility startup of Imperial facilicy 30 Hood Mikron
Homeshield Products Ri\'cr; OR

2002

e

1991 ® Agquisition of
& Acquisition of Colonial Craft * Acquisition of Besten » China imitative
Lincolnshire, 11. 1998 launched
aluminum sheet . .’i(tp.l!isilim of = Opening of new
finishing faciliy Decatur, AL manufaciuring facility in
aluminum sheet Dubuque, 1A

finishing facility

i3




Quanex Investment Highlights

Attractive
Partfolio of
highly

alue-Added
Producis
L
Pagition in

Mie k

(Quanex

Building
Products

s Siate-of-the-Art
Manager Manufactun
Team

Excellent
Growth
Prospects

i




Quanex

Burilding Products

Engineered Building Products -
Record of New Product and Process Innovation

Focus on Innovation:
Close Technical Collaboration with Customers

Manufacturing Flexibility

Design Engineers
Tooling Specialists

Chemists

Rapid Prototype Development
Life-Cycle Testing

——

Product /Process Introductions

1980

» SwigrleSeal, Maorth "
Ameriea’s first all in-one 1G 1998 = £
STsemm # Rollorusion * DuraScal ™

1985

* Pioncer in the PAVC

20403
= Mk W omd ™

2005
1950 & Composing doos
o Harelett continuous theeshold

winehow market

caster imstalled

20T
& [nvasible

SCICCTS

& SuperCapSR

Loy |‘ru|'-,!|_-1.

= i

# Duraliee™

# Salar panel adhesives

5




Quanex

Bt Products State-of-the-Art Manufacturing Capabilities

e,

Culture of continuous process
improvement

Low Cost Positions

@® Broad application of Lean
manufacturing principles

— Value mapping

— Standardized work
techniques

— Six Sigma methodologies

\ — Kaizen events /

Best-in-Class Serviee &

Logistics




Quanex

BulidingProdocts Strong Reputation for Quality and Service

Collaborative
Design & Engineering
Services

Just-in-time delivery

Lead times as short as three
days

State-of~the-Art ; . .
Manufacruring Low finished goods inventories

Processes
On-time delivery rates well
above 90%

Cost-effective new product
design
Commitment to
Comtinuous Process
Improvement




Quanex

bgcriarisb Attractive Product Portfolio

K Strong product \

engineering

® Product
co-development

Produet Differentiation

P —r—— Preferred Supplier Status

design/blending
Strong, Defendable
® High-quality materials Market Positions

® Proprictary
manufacturing
technigues

® Value-added finishing
services /

Attractive, Sustainable

Operating Margins

I8




Quanex

Burilding Producis

Tom Brackmann

Aluminum Sheet Building Products

9




Fuanex Aluminum Sheet Building Products

Overview

Nichols Aluminum is a leading scrap-based manufacturer of coated and mill finish
aluminum sheet products

B Offers a full range of gauge, width, alloy, temper and
finish specifications NICHOLS VOLUMES SOLD

® 360 mm Ibs,/vr capacity f—

B Provides value-added services such as leveling, slitting

and coil coating 30
B Supplies non-heart trearable Aar-rolled aluminum sheer k)
to the world's leachng alumnum sheet processors
1)
B World class sceap processing capabilines
a
2004 i it

B As a scrap-based operator, Nichols consumes much
less energy than producess of primary alenamem and

therefore generates a much lower level of greenhouse
215 CIMISSIONS

B Committed to the Continuous Improvement process




uanex : az 33
Sl Aluminum Sheet Building Products

Leading Market Share

Nichols currently holds a 17% overall market share of the key building and construction
sheet segment

B Manufacturing facilities tailored to support the building and construction market needs (alloy, sceap and caseer
capalnlines coupled with fimshing cquipment)

*  Building and construction segment is growing ar a higher rate than the overall non-heat eeeated sheet segmene

MARKET POSITION {2006} SALES MIX BY PRODUCT (2007)

MAREET  MNICITOLS .
SIZE MARKET Dhmeibution I'Jrln.r-ll
USES (MM LES) SHARE § and Oy

Mach & i #
8 Diocos and windows FRoofing 1,250 ™% =i
et
Serern frames Thacta o
Awenings and canopies

Rarmware
Siding,/saffit/tim Wents

Comuzner Dizables
e

Serre ealees 50 ¥

. Transportabon
THANSPORTATION Sl traders o
Pirisergpes cass teucks

RV /mabile homes

Construchon

6

lengation pipe 145 18

RY AND
TP E

Tipe jacketing
Laddec

Lighung Gxnses 175 6%
Electronic ooquipmeri

Flexthle condus

Consamer cleciionic pats

FLECTRICAL

Appliarsers 1470 o
Fusmisuse tube stock

2




Quanex

Bulding Produts Aluminum Sheet Building Products

State-of-the-Art Manufacturing Capabilities

Nichols is able to efficiently convert low-grade aluminum scrap into usable
aluminum through various manufacturing processes

REROLL PRODUCTION PROCESS

SEIREIDNMNG THELACQUERING BLEMNIDIMNG MELTIMNG CASTIMNG

B 450 mm Ibs/vear aluminum casting capacity

B Two heavy duty scrap shredders

B Three pnmary melt furnaces

B Two Rotary Bareel fumnaces (by-product recovery)
B Custom scrap blending svstem

B Stare-of-the-art Hazelett continuous thin slab caster

22




uanex . I
Q»« Aluminum Sheet Building Products

State-of-the-Art Manufacturing Capabilities ooy

Nichols® finishing capabilities, particularly custom coating, is a source of competitive advantage

FINISHING PROCESS
THICKEMNESS & TEMPER ————————t t———— VAL ADDEN =

COATIRNG
b Pl J s URTOME
Al 1AL LEVELIN LINE LS TONMER

300 mm lbs /vear fimshing capaciry

Value-added fimshing servces performed at rolling mills in Davenport, 1A; Lincolnshire, 1L and Decatur, AL
Cold rolling to gauge, levelng, custom coatng and shtting to wadth and conl sieze
| Pa ||l|,'|3|j||‘;g SYEReImS at |):|-:<'1'|i'|t:-|‘1 allowse For shorrer lead tmes and amalles quannnes

B Enables customization of products to meet customers” stringent requirements and specific needs




e Aluminum Sheet Building Products

Facilities Overview

Nichols operates four world-class facilities centrally located in the 1.5,

» L]
-
Davenport, IA (HQ) Decatur, AL
Fiishing Casiing H10K g fi
236K iy fi IR s i Shwge 1957
Simee 1 90005 Kinge 1997

Lincolnshire, IL
142K 1g fi
Sinee 1968

24




uanc Aluminum Sheet Building Products

Key Products — Mill Finish & Painted Sheet

Nichols offers a broad range of scrap-friendly, flat-rolled aluminum sheet products
to meet its customers’ specific gauge, width, alloy, temper and finish requirements

B Coared and onll finish products represent abour 407 and 606 of roral volume produced,
respectively

#  Within coared products, narrow and wide eepeesent abour half of the volume

B In recent vears, Nichols has increased its focus on producing and selling coated aluminum
sheet produces

®  Highly valued by Michols’ customer base and generates margins 40% higher on average
than comparable mull Gnizh produces

® Offers custom polvester paint blending with short lead nmes and small quantines




Quanex

Bt Prodcts Aluminum Sheet Building Products

Diverse Customer Base
Nichols has developed a large, well-established customer base

B Nichols sells its products 1o many well- TOF 10 CUSTOMERS (2607) )
koo QO EM manu facturers in ik2 target s
markers T
CUSTOMER APPLICATI N SALES
B [n 2007, Nichols” top frve customers A we
accounted for 42% of roral sales, with 5 T T

PR CUSEOTIERS accounting for about

& = c Feneaintn 9%
15%s of salez cach,
n Vst qas AT
o= T T . E j— it
B The majonty of Nichols™ key customer

= : = = P Ruinfrasicse L
relaiionships have been in place for

owver 10 years g T ]

H P 258

® Some relationships dare back neardy ] Tous 29%

4 vears 1] BP & Trans 1%

Toaad AN




Quanex

Bading roducts Aluminum Sheet Building Products

Key Competitors

Management believes Nichols is one of the most profitable aluminum sheet

producers in North America
B Nichols' relanve steengths include:

* Waorld-class scrap processing capahilities
and higher scrap unlization than
competitors

® Relatve to others, Nichols is nghtly
focused on the “sweet spot” of the sheet
marker

®  Internal scrap processing

® Higher %o of value-added products
{eoated vs. mall fimsh)

®  Hazelert caster

B Income/|h nearly toice thar of oue
closest competitor

ELEY COMPETITORS

ANMMNUAL
SALES™
COMPANY (5 MM COMMENTS
Alcoa 58,297 ®  Larpest player in Nerh
America
Alesis 1,358 = Provately held by TPG
TV Alurinimn 400 ®  Focuied on the fil and On
stock. Cramed by Wellspring
Capital
Jupiter 300 ®  Hazelen-based producer,
based in Indiana. Privaicly
held by Dietech Gross
{a) H:|w|.<x1'|x||:!|.' mBamyation for the :rra.r::p!.nl V300G gl

A ST T CARITATEL,

27




uanex : oy e
wamm Aluminum Sheet Building Products

Aluminum Pricing & Net Spread

Nichols pricing is influenced by multiple market factors

B Nichols defines gross spread as the difference berween gross SPREAD DYNAMICS
gales ane the meral cozt of the matenals sold
) . . ) Nichals
®* For :.?:u:h |.'H:i'LlI1|J of aluminum sold, gross spread s Sl
classitied into rwo components = Spread 1 and Spread 2 Price 4
| Spread 1 (Value-add Spread): the ditference bepaeen
Nichols” sale price and MWTP. Spread 1 can be interprened Sproad
as the value Nichols adds to aluminum beyond thar of the 1
raterial inits commodity form
g R W— So—_—
3¢t by the sheer market dynamics e .
e — Averge Spreacl
® Spread 2 (Scrap Spread): the difference berween MWITT MWIP
and Molten Metal Cost (“MMC™). Spread 2 can be
interprered as the value Nichols gains by purchasing sceap
aluminum eather than aluminum ingot Spread
2
#® Function of commadity price (MWTTP) and sceap market
dynamics
Maolten Y
Muaotal
Clamt

28




Quanex

Bt Producis Aluminum Sheet Building Products

Global Aluminum Outlook

Management projects the benchmark LME aluminum price to remain well above
the historical average for several reasons

B Costof electriciry and nanaral gas, which s consumed ntensely throughour the exrended primary
alurminum production eyele, exspected to reman high over the foresecable future

B Growing global demand for aluminum also suppores listoncally strong LME
* Indusery analysts forecast a doubling of demand from 2005 ro 2020
* Requires building theee large smelters every year

L} .'\:; ;t|u|'|'|1'|1u|'|'| 1':: 1l-a,'|'ll:l|'|:'llu'l;|.r;';‘| m L.S glnl]ars, ||u,— l_'l:-l'lrll:ll,lud wu;lL‘.m's:" 1:|I-1'|:’!|L' L:I,II'I'L'E!IC:.' 'wi |] add addlt:nna!
pressure on the commodity price of aluminum

B Non-tundamental price factors (commaodity investment)

29




Quanex

BulingProcrts Aluminum Sheet Building Products,

Quanex Building Products - Investment Highlights
Nichols Aluminum

=  Major Supplier to building product OEMs

=  World class scrap processing

= Highest scrap utilization among competitors

= Significant percentage of value added coated products

= Strong cash flows

F




Quanex

Burilding Products

David Wemmer

Engineered Products — Extruded Components

Our Segment's Product Sales Mix

Window & door
fenestration
components

B PVCextruded
window & door
systems
Insulated glass
sealant systems

i




Quanex

BatibgProdcr Extruded Products,

North America’s largest designer and
manufacturer of PVC windows and door systems

VOLUME SOLD

B MNorth Amerncan OEM residential new construction
and remodeling/ replacement markets

& Darect shupments to fabrcators

B 150 custom designed window and pano door systems
supportng 233 customer locanons

* Patented products
2004 2005 2006 2007

L P!‘E]Pﬂ.ctﬁr‘\' _t;:r.r.";mg; Hewsang Stata e Change

SALES MIX BY PRODUCT

B Developing market opporturmites:

* Wood-alternanve matenals with MikronWood™
Window

B Core competency: mtegrated systems design and A
techmeal development

B Dedicated to lean manufacturing and continuous
IMPIOVEnEent Process

22




uanex
Qmawﬁmu Extruded Products

Leading Market Share

Estimated 23% of overall market share of the U.S. vinyl window market

MEW CONSTRUCTION
MARELT SHARE

B U5, vinyl window and pato door demand
projected to be 38MM umes in 2007 - 39% of
retal market

*  More energy-ctficient than aluminum

* More rot resistant than wood

B Estruded product sales

Testal: K22 rmem prosareds

B 65% new construchon REMODELING /REPLACEMENT
MARKET SHARE

B 35% remodeling & eeplacement o
1%

Toesk 431 mm pounds




Lianex
Quane> Extruded Prodiucts

Strong Customer Relationships

Focused on maintaining long-term relationships with the
leading window fabricators in North America

B Top ren accounts average 104 vears - 83% of
°p Age L Top 10 customers (2007)
sales
s GF
B More than 125 active customers in 235 CUSTOMIER PL YEARS SALES
Iocations throughour North Amernica n Mational % iy
B Majonty are exclusive i nature and govemned . P . o
under long-term supply arrangements
ST 5 [ M wticanal 25 92
B Alajonty of customers: e
*  Unlize proprietary window sysrem designs D Reggonal 16 &
that we own
E Regponal 25 4
*  Unlize materials produced with rooling
thiat we owm F Naticnal 7 4
G Regional 12 2
H Beggonal 12 2
] Reggemal 2 ]
1 Regonal 15 1




uanex

State-of-the-Art Extrusion Manufacturing Capabilities

Our commitment to best-in-class manufacturing allows us to deliver high quality
products to its customers at competitive prices

BT EIT Y - f:nm[ruh.:r-ucmtnﬂlr.:d marl;'rial l—r;'r;'d s}'sh:m

= Sangle and dual-extrusion wchnology to optmize producoon
efficiency and ourput

® Proven i.:uulmg Mﬂnnhw holds prr,-cixinrl tolerances

w Surface and dimensional quality checks on plant floor utiliee the
larest diggtal imaging software and mcasurement techniques

® Stmnsncal Process Contreol {".'1']’1.’:":] 'I'L'L'hniqm.':\ used at all
manufacnring facilities

= 247 operations
® 163 high speed, multiple steand exteuders

] Rfmlugica,]lf Ioeated manu F'.J.q;fur'lng facilites allow for short
delrvery lead fimes to all regrons in North Amenca

= Emphasis on mpid die changeover (currently averaging
approxurately 60 minutes)

EMPHASI
COST REDLU

» Highly successful mtemal and extemnal serap recovery process

= On-going implementation of Lean mitatives
{reduce manhours/1b)

5




Quanex

Bl Proete Extruded Products,
World Class Tooling & Design Capabilities

Advanced tooling and design capabilities are a distinct competitive
advantage in the marketplace

= 12-person team dedicated to window and door design and
extrusion technology

s Computer-aded design and engineering systems unlized
to meet specific customer fequircments

Large hibrary of profile window designs in the industry

= Rapd prototype modeling capabihities

s Computer controlled machining via 20 wiee EDMs and
frve CNC milling centers, electronically linked to profile
ADVANCED design systems

MACHINING

TELCH ] ]

24/7 operations, with 300 tool cipacity

Base of 3,000 active production tools
s 5PC rechnigues employed at all levels of production

Best tooling materials deliver tight extousion dimensions
and longer-lastng preduction repeatalnlity

BEST QUALITY
MATERIALS

High grade 420 stainless steel, imported from Swiss

manufacturers

Aircraft-grade aluminum delivered on an JIT basis in cut
ses

)




Quanex

Bl Prote Extruded Products,
MikronBlend™: Not All Vinyl is Created Equal

Engineered Products” focus on quality and continuous improvement ensures that
MikronBlend™ consistently outperforms competing vinyl products
B MikronBlend™ vinyl extrusions exceed American Architecrural Manufacharers Association (“AAMA™)
certification seandards for weathenng, color retention and durability as well as other industry srandards
B Weathenng performance i bigh heat chimares 15 best i class, with a rwentvevear track record
Urilizes several propretary technologes to achieve mechamcal and aesthetic performance

Builds customer confidence, allowing customers to develop and enhance their own brands

MIKRONBLEND™ PERFORMANCE

Unesposed Ay I —— |
Expased dyea i

MironBlend™ Chingss Extrusion

Actual, unaltered photo of samples after 1 year equivalent UV accelerated weathering Xenon-Arc.
ar




Quanex

Bunllding Products

Extruded Products

New Products — Solar Reflective Coatings™ & SuperCapSR"™

Recently developed two new products to protect against the effects of the sun

B Solar Reflectve Coanmgs™

Solar heat-reflective pigment system which refleces
rather than absords nfeaced hght

Special tformulation of acrylic and polyurethane resins creates
a rough and dueable finigh

Addinonal adbesion and durabality from mult-stage pre-
cleaning and two-part catalyzed coating that is oven-cured

Mt premivm pricing over whire [profile coverage
dependant)

Four colors tor application on bath PVC and composite

W SuperCapSRT™

Compentively unique, patent-pencng, low solar heat
absorbing rechnology

Molecularly-fused color layer provides supenor serarch
resistance

607+ premium pricing over whire (profile coverage
dependant)

Four coloes for co-cstrusion on PV with composite capalility
in development

SOLAR REFLECTIVE COATINGS™

SUPERCAPSR™




Quanex

Bunilding Products

Extruded Products

New Products — MikronWood"™

MikronWood™ is a proprietary, composite, “better than wood” window alternative

Ofters Babacators a higher price point, value-added altesnative

o wood

Produced from a patent-pending to-polymer, thermoplastic

PV alloy capped with cur exclusive SuperCap technology

Orfters significant benetits over tradinonal PYC and wood

®  Better insulation and lower heat transter than wood, PVC or
fiberglass

® Protects from moisture absorption, eliminating rot and
increasing cdurabality

® Stable producet composition in higher hear envieconments

®  Smooth, weather-able fimsh that does not require painting

Aimed at penetrating new construction and

remaodeling/ replacement markets, focusing on regonal

fabrcators

*  Cusromer bage expansion offers volume growth opportunity
for both profiles and window blinds

Window system offers value-added real wood intenor vencers
and 3RC exterior colors

MIERONWOOD™

MIKRONWOODT™ / SUPERCAP SR
YOLUMES

240 4 [ (mmlbs) |

) II
wiow | H W
2007

Z008E  2009E  2010E

B ko Wood = Suner(Can

iy




Quanex

Suing rocic Extruded Products,

Growth Opportunities — Remodeling/Replacement

Opportunity to increase penetration in the remodeling /replacement window market

GROWITH OPPORTUNITIES

B Serve existing customers” remodeling/replacement
fequirements

. ii;:::tf:l_!mxhu_r desipn and marketing supercapSH
- Ill_':lhl,::;:t:;::i:iuung partnering and product Vi ny| CD | Dr Te Ch nol Dgy

* Promote “mum-key” standardized profile syseems

B Add new customers by developing madker-specific
product line designs

*  Enhance product systems
* Create incentives

B Leverage proprietary new color rechnologies —
SuperCapSRT™, SRC™ coatings

4




uanex

Growth Opportunities — Market and Share Growth
Opportunity for geographic market expansion

GROWTH OPPORTUNITIES i

B Vinyl segment of the window market expected w

grow relatve to other matenals Uinyl, Wir‘ldﬂ\'!'S ae :ﬁﬂ%+ more energy
. efficient—Vinyl windows deliver a typical
B Lxpand vinyl penetration in Sunbelr markets U-factor of 0.35 vs. 0.60 for aluminum®

® Capitalize on stricter energy codes

® Targer markers with substantial aluminum
presence

B xpand miernationally

T U [ S e e
@ Capitalize on currently favorable currency rates D_§5 0.32
Ve T | ¢ ok U39 |
W iy
0.51 | 0.2
V3 ) Dy
51 ol

f.y.!-'-:amv.' The f:‘_.'ﬁ.l‘ﬂr.f 1 el Collirboraiioe

¥




Quanex

g Procci Extruded Products,

Growth Opportunities — Category Expansion

Opportunity to grow by adding new products and value-added services

B [everage cxisting customer relationships o expand SuperCapSR™ and SRC™ color technologics
B Use proprctary new color technologes to attract new PYC eustomers
B Continne to grow MikronWaood™ composite business — m window coverings, and window systems

B Drive key customer cost savings by partnesing to mtegrate our fabocanon processes

Weather

corner Welding Cleaning/

Serip fnseron Routing/ e
ardwire
Assembiv

ENGINEERED PRODUCTS OPPORTUNITIES

L |
I 1

CUSTOMER WINDOW FABRICATION PROCESS

¥2




uanex
Qmmmm Extruded Products

Quanex Building Products — Investment Highlights
Extruded Products

= Market Leader

= Strong Customer Relationships

= Proprietary Product Offerings

*  Qutstanding Product Development Capabilities

=  Material Science that Makes a Difference

¥




Quanex

Buwildimg Products

Mark Hermann

Engineered Products — Fenestration Components

Our Segment's Product Sales Mix

O Window & door
fenestration
components

B PVC extruded
window & door
systems

Insulated glass
sealant systems

&




Quanex

Buwilding Products

Fenestration Components

Overview
Engineered Products is a leading fenestration component
supplier with more than 60 vears of industry experience

B Manufactures a broad range of window and door
components sold to mdustry-leading window, patio and
entry door OFEMs

Largest manufacturer of wood window msect
screens i the ULS.

Sole suppher of screens and grilles to the nanon's
largest wood wandow company

B Focused on mamtamng stratege relationships with a
targeted base of mdustry-leadimg customers

B Partners with strategic customers to develop and design
products

B Commtted o lean manufacunng and contmuous

impm!.'cmcn:

PRODUCT MIX (2007)

Ddetar Camyppasrarniis. e
15% L

Faoll Fewznod Frosdact
s

Eirilles mnel hloubdings

a5




Eunildimg Products

Quanex

Key Products & Markets

Engineered Products is an integrated manufacturer of window screens and screen
door systems that are primarily sold to large window and door OEMs

WINDOW AND DOOR SCREENS

3T market share of wood window screens and
45% market share of wood pato dooe sceeens in

2006

Operates as a total solutions supplice for its
window and door customers, which enables
PrEMInm prcing

Steomg customer collaboration for design,
manufictunng and miroduction of aew peoducts

WINDOW COMPONENTS
Produces mchde:
®  Frames
Cladding
Sreel rewn foecement bars
®  Diveded light systems
o Aluminum/stunless steel glags spacers

Proovades customers with in-house tooling,
enpincenng design assistance and logstical support

20 market share of woll formed spacer in 2006

Fenestration Components

&




Quanex

Fenestration Components

Key Products & Markets o

Fenestration Components also manufactures a broad range of wood grilles,

architectural mouldings and door components

WOOD GRILLES & ARCHITECTURAL

M LDINGS

B 2Xha f 2007 sales
B 16% market share

B Exclusive supplier to the word's lagest wood
window manufacturer

B (perates a5 2 total solutions supplier for its
window and door customers, which enables
PECTMILT PRCIng

®  F5C certfied provider of wood mouldings

DOOR COMPONENTS

15% n!r E[Kﬂ sales

Peaducts include patio door systems, asteagals and
threshalds

10%6 :i]:lilll.' n[ cntry dm:r IEI.I.‘I:!G]:II.I]I.I. m;{rk:l in EUU?
' Expected to grow to 20% by 2010

Recent strategic focus on high-performance

I.'IJJ;i[Il'L'fL'd I.TI.'I'IJ' dl]“l.' F:l'.'i‘t'!]].'i

Sigmed a three-year supply agreement with a
customer to support 100°%% of theie new threshold
product line requirements

7




Quanex

Burilding Producis

Key Products & Markets (o

Engineered Products has also developed a proprietary manufacturing process,
Rolltrusion™, to combine the benefits of roll formed metal with thermoplastics

ROLLTRUSION™ PRODUCTS

Process combanes roll formed metal with extrusion
grade themmoplashe

Provades customess wath the strength and
dimenssonal stabality of metal and the design
fAexibality and coloe opnons offered by plasnes

Rolltmsion™ sales have more than mpled in the
past four years

Engineesed Products leverges its cxisting
customee selatonships to offer a broad ange of
other unique products and solutions including:

& Sill base
®  Fireplace screens
® Tereatium sceeens

These products are developed on an opportunistic
basis, often in response to disect customer
GUITICS

Fenestration Components




Quanex

BataingProduia Fenestration Components

Industry Leading Customers

Eardingl Dlyis ladusiries

MIDWEST
TURING

¥




Quanex

Buniloling Producis

Fenestration Components

Strong Customer Relationships

Fenestration Components maintains attractive margins and growth by providing a

full orchestration of customer service, product development and just-in-time
delivery

Engineered Products senior management closely

witeracts with its customer base

Create long-term, value-added relanonships wath

kev customers

® S of the op ten customers m 2006 have each
heen customers for over a decade

6% of the business is under a long-teom supplier

agreement

Several new facthbes are located withan close

geopraphe prosmuty to key customer

manufacmnng locations

® Reduces lead times and enables JIT delivery
directly to customers” producton lines

@ Ensures world-class quality, service and delivery
levels

@ Enables dedicated engmeening resources on a
specific account basis

TOP 1 CUSTOMERS (2007

"

CUSTOMER TYPE TOTAL YEARS

A OEM 45.3% 58
B OEM 4.T% a4
G OEM T3 21
D OEM 4% 3
E OEM 4.3% 1
F OEM 25% 2
G OEM 21 a4
H OEM 2.1 14
1 Dhstabutor 1.5%% 1%
| OEM 1.0P%% 2
I'otal B 1%

S0




Quanex

Bulding Produrts Fenestration Components

Product Growth — Enhanced Visibility Screens

Owr partnership with a key customer to create enhanced visibility screens
exemplifies the strength of their “customer-intimate™ approach

B This sereen 15 a revolutionary product that is almost mvisible compared o
teachitional screen products

B Customer is implementing market promotions including print media, television
advertismg and m-store displays at “Big Box™ outlets




Quanex

iy Fenestration Components

ENHANCED VISIBILITY SCREEN SALES

{$mm)
10
. B | | |
2006 2007 2008 2009 2010

Real growth in a down market
52




Quanex

Bunllding Producis Fenestrﬂﬁon Compﬂnents

Product Growth — DP40 Door Thresholds

Product innovation and engineering efforts have vielded
an industry-changing product

DP40 Threshold

B Jomuly developed with a major customer, our threshold

enables the production of an extenior door line that
provides unparalleled wr and water mfilteation
performance

* Parmership achieved a third-party certificarion on
over 6l different door configurations with a DP40
ranng

B Tlus total desigm solunon has allowed our customer to
brand a svstem that provides superior pecfommance at a
competitive price

B Our cugtomer’s sales and marker share have mereazed m

this down market since the product’s inteoduction

B Thas new product has heightened awareness wathin the
mdustey of Engneered Products’ superior engimeering
anil design capabilities
* Exclusive three-year supply agreement to support

1007 of our customer’s program requirerents

53




Quanex .
bpeticrinisd Fenestration Components

DP40 DOOR THRESHOLD SALES

(Emm)
20

10_ ““|ﬂ|||||
0 - I . i
2006 2007 2008 2009

Will leverage onr growth with other customers

2010

54




Quanex

Bunlding Products

Fenestration Components

NEW PRODUCT GROWTH

($mm)

35

30

25
20

15

10

2008 2009 2010

BWindow Components ¥ DoorComponents ® Rolltrusion Products

55




Quanex

BuingProduc Fenestration Components

Future Pipeline Products/Programs

Window Components
Door Components

Hinged Screens
E i = Partio sills

Composite Outer T'rim Components

. T stiffened door stiles
Aluminum Trim Components

. “Retail sill” business
Muntin
Cladding
Sill Bases

Proprietary “Less Visible Screens™

1




Quanex .
BuingProdus Fenestration Components

Quanex Building Products - Investment Highlights
Fenestration Components

© Customer intimate

[ ]

Sole supplier to brand leaders

(]

' Product development capabilities /innovation

[ ]

Strong manufacturing & logistical capabilities

L]

Historically strong operating margins

® Consistently outperforms the served market

57




Quanex

Bunildimg Products

Gus Coppola

Engineered Products — Insulating Glass Sealant Technologies

Our Segment's Product Sales Mix

Window & door
fenestration
compaonents

B PVC extruded
window & door
systems

O Insulated glass
sealant systems




Quanex

Buding Product Insulating Glass Sealant Technologies

IG Sealant Technologies “Firsts™

=  First “All in One” insulating glass spacer system
introduced in 1979

First patented and widely accepted spacer system
*  First to use term: “Warm Edge” spacer
=  First to sell value-added spacer
=  First to bundle IG application equipment

=  First to own IG equipment company

59




Qﬂﬂ?ﬁ} Insulating Glass Sealant Technologies

Insulating Glass 101

o7




Quanex

B Product Insulating Glass Sealant Technologies

Functions of an Insulating Glass System

* Control heat and cold transfer
through window glass

= Improve a Window’s insulating
value

* Reduce condensation on glass

* Reduce sound transmission

* Increase security and wind
load resistance

af




Quanex

g Products Insulating Glass Sealant Technologies

IG Fabrication Steps using Components

* Clean glass

* Cut or bend metal or
foam spacer to size

= TInsert Desiccant into
metal spacer bar

* Insert Corner Keys
in metal or cut foam

= Apply one or two
sealants to seal glass
to spacer

o Let stand to cure
sealant

¥




Qﬂﬂﬂﬁ?‘ Insulating Glass Sealant Technologies

IG Fabrication Steps using All-in-One Spacer

* Clean glass

= IG Spacer

o Comes on a reel in a box
and is ready to use

o Applies to the edge of
glass and is a complete
insulating glass spacer
system which requires no
additional sealant

o Installs immediately into
the window

.3




Quanex

Buding Product Insulating Glass Sealant Technologies

Warm edge v. Cold edge

Thermal Conductivity of Spacer “k-lin” value

Metal Spacersf Cold Fidoe

A
f |

O Duralite™

B Super Spacer
@ DuraSeal™

B Intercept

E Aluminum SB

Non-Metallic/ Warm Fdee
J

M %]

[¥] Denotes Our Product

i




Quanex

Butding Prodect Insulating Glass Sealant Technologies

Overview

Engineered Products is a leading manufacturer, marketer and distributor of

patented/proprietary all-in-one insulating glass (“IG™) seal systems and

complementary products o
SALES MIX (2007)

B [ systems are used in numerous end markers including residential Edgethean 15
) E 1 1 H Salar Tl M
housing, refngeranion apphiances and transportation vehicles g ol Mg
= 5% Whop
sien

Equip. 6%

A leachng supplier in the IG market for over 40 vears :
| Oiher

Introduced North Amenca’s fiest “warm edge™ 16 sealane | 1%

Dhuealie ™

SYStem, ,‘-w:mlr.'._\r:llk L 1979 D™
& P Y

9%
B Serves over 1,00 global customers, of which approcimately 800 are
m North Amenca

Siias i Mol BPACER SALES MIX (2007)
|t Fra At :LI'.II,! _g:’cm':n;: 1|1I|,'rl'|:lht|:'|:’|| |l|‘|r1’:’|l 1015

10 Years of Business Dev l.'l(:ti'n'l'u,'l“ i China/ Asia-Pacific
Cithes

8%
Inereased activities in Europe began in 2006
F Natiemal
T
3%

B [igh growth potential in the thin-film photovoltaic solar panel
marker




Quanex

S et Insulating Glass Sealant Technologies
Top 10 Customer Summary - 2007

m Large Diverse Customer base

Sales “07

m 300 North Amencan customers

A 4.5%
m Smaller customers business less elastic B 4T
To%
than large customers
C 4.2%
m Large customer base represents an
excellent outlet for new products [B] 4.1%
& MNon- 106 includes rapidly growmg solar E 3.3%
market segment = .
» Top 10 Customers represented G 2.6%
one-third of total sales in 2007
H 2 4%
m Overall business doing much better = =
1%

than market

(F




Quanex

Sebb P Insulating Glass Sealant Technologies
Leading Market Share

Engineered Products second among North American manufacturers of IG spacer in terms
of lineal feet sold

B Currently holds an approximately 26% overall market share of the total North
American window and door market (footage)

Hi F:l‘ Value-Added /Mational Brands

Laow - = Hi!_{ll
SEGMERNT 1 SEGMEMNT 2
u| ﬁi.;ll violumie/ lower |!-ri|'r |3n:|c:ll.u't'r [ | “:i;h 1'-:|]u|||r.-'"|1':!_'|:: |:-rrl'-:|:r|:|:|:uu'-:' pre slugcer
o BSpacer sepment share; 3006 B Spacer segment share: 1074
= ; i
5 B Scgment size: 728 mm fi B Scgment size: 384 mm fi
=
z
= SEGMEMNT 4
A0 VIR PrOciLceT SHPECEURY r lOCCORANYVE, COETY CHMOT,
m e pro B Specialty 1G (decorat v
] H]mtul’ seEment :'.h”_n.: JRE m—tmlgrr.nimu ]'muil.u'cn
v B Segment size: 110 mm fi W Spacer segment share: 13%
B Segment size: 135 mm fi
Laow

a7




Quanex

Buiing Products Insulating Glass Sealant Technologies

Key Competitors
Compete with a variety of special system, wholesale and spacer system suppliers
B Engneered Products s the only supplier offering prefabneated all-m-one edge seal systems

KLY COMPLETITORS
EST, ANNUAL

COMPANY TYPE VOLUME (MM FT)  COMMENTS
Edgrtech Spaccr 100-120 » Fommedy posnoncd as highest thermal and durabalaty
System performance products - now challenged by
intraduction of Dusalie™,
Intercept (GED/PPG) Special 450-550 = Pomtioned as the lowest cost and highest per bne
System throughput spacer systerm. PPG's patent 15 about fo

expire. Recent advertising supgest a more agpressive
and somewhat defensive posture on dusability

Cardinal Wholesaler 150-180 & Oiffers the opton to buy insulating plass. A
combination of lenger warrantics (compared 1o other
1G wholesalers) and stratcgc plant locarons st lage
window and door OFEMs

Orther m A l.'u.:n.r.-l}- of small North Amencan and meematsonal
producers make plastic and thermally broken warm
edge spacers but none have cancal mass o show a
growth trend thar threatens Engincered Products'
positon

o




Quanex

Batdig Producs Insulating Glass Sealant Technologies

Key Products

Duralite™ Duraseal™

B Duralite™ represents the best performing warm B Our workhorse

edge spacer system avanlable on the market wday .
B Duraseal™ 15 currently our eore spacer produet

Our premium offering globally, with approximately 280 mm feer sold m

Metal-free proprietary composite lammating 2007

technology, which combines six components Duraseal™ is patented in 13 couniries, with

Provades superior performance eapabilines over patents pending i an addinonal 13 eountres

competitive spacet systems, evidenced by o Parents expire on October 20, 2020
melustey-leading “U™ value and conducnviry .
. 0 Duralite also covered by same patents
meincs d
Introduced m 2006, Duralite™ 15 gaming
market share from compeniive systems in the
current down market

1y




uanex . )
waﬁmu Insulating Glass Sealant Technologies

Growth Opportunities: Remodeling Penetration

The launch of Duralite™ will allow us to aggressively grow our presence in the North

American remodeling market
(3 nan) DURALITE™ SALES GROWTIL

B Remodeling marker emphasizes high performance
products as consumers demand greater energy efficiency

Remodeling marker share projected ro grow from

10t 18% i the 20072010 tmeframe
7
Az the best thermal perfornung spacer on the market
tolay, Ducalite™ 15 wdeally posinoned to captuee a -
HOA 20

sigmi ficant share of this macket ]
— 84% sales CAGR projected from 2007-2010 for U
Druraliee™

B [ntroduced a dynamic “Enviro-sealed WindowsTH® “ENVIRD-SEALED® WINDOW CAMPAIGN

marketing campaign to suppost Duealire’s™ growth
Targeted o dealers/contractors = @
i ki ; enviro sealed

windows™

Creares a selling advaneage for cusromers

Livensed use of trademark with purchase of Duralire
or Duraseal

Campaign provides sales tools and wandow
performance informarion usng a consumer-oriented
“Intel Inzide™ approach




uanex . .
wa Insulating Glass Sealant Technologies

enviro@sealed

windows™

¢ Thought provoking consumer and trade materials that
make it clear the best view is through Envirosealed
Windows

* Tied to a licensing program

The Greenhouse ethect

tru E seal

haglagies

7




Quanex

Buding roduct Insulating Glass Sealant Technologies

Growth Opportunities: International Expansion - Europe

Export activities are poised for significant future growth

B Exporr sales peojected o grow by 33% CAGR from
2007 -2010

Specific growth plans wdentified for Russia, Belarus,
Turkey, India and Wesrem Europe

[ ] lhli]dmg codes thee ||,|g|'u::q|| o pe angd Ruzsia are
changing to reflect an increased need for energy
CONSErvANon

B Flexible spacers ofter the lowest cost platform and
.-Cin;ﬂg' cmn]'.umunl: s..implicir_q-

Very attractive proposition for start-up producers
of windows and msulating glass, who dominate the
Eastern European market

B Futre plans include increasmng distnibution, adding
local technical support and focusing on direct sales to
laege OEMs

Similar to the three-phase approach taken in China




Qﬂﬂﬁg} Insulating Glass Sealant Technologies

Growth Opportunities: International Expansion - China
A manufacturing facility in China is the next logical step to support our rapid growth
abroad

B A manuticunng tacility in China will provide
- ’ INTERNATIONAL SALES POTENTIAL

mumerons benefirs:

3 8 B 3 % mam)

®  Greater domestc acceptance in the world's i

fastest growing economy
- 0
®  Shorrer lead times

®  Elmnaton of import dunes

®  Abiliry to sell in local currency
*  Dpporunaty to i||11'ul|_l. mtleence the market 10
B Aanagement has developed a robust
implementarion plan
1]

® 252 mm total estmated expendinures

— §2.4 mm in capatal and $2.8 mm i local
debr

2008E 2000E 20101
B Chinese Domestic International

® Py sf‘lr,|h]u wn the sec |:1r.| f‘u” year -::n!-c:|'|1'|';|1i|:-r:s
B Board approval received in Augast

* GMN hired

& Site has been selected in the Yangtze River

delta regon
73




uanex . )
Qmwmm Insulating Glass Sealant Technologies

Growth Opportunities: Solar Panels
Management has identified an attractive opportunity to apply its core butyl sealant
technology to the rapidly growing thin film photovoltaic (“TFPV™) solar panel

; (% mam|
market :ulu.u PANEL SALES - EXISTING CUSTOMERS 1
16

B Foeused on products for TEPY devices

#*  The industry’s fastest growing segment - expected to 8

grows %o by 2000

B Introduced its first solar produce, Solar Edge Tape

(MSET™) in 2004 0

® SET improves performance and extends the service . . )
life of TFPV panels 2006 2007 08E 009K F00E

B Developing two new solar panel products FROJECTED CLOBAL TFPY MARKET GROWTH

: ) ) TFPY TOTAL
* Designed 1o substantially reduce the cvele tme o TEPY % MARKET  MARKET
s ¥ g YVEAR (M) SHARE (W)
assemble TFPY panels ET ] T Ty
. . 30 = 40 1,280
Have the potential to smprove the moistuee 2005 0 1% i
wiistarce of TEPYV sanels by a fac =) 2006 150 B 1750
resistance of TEPY panels by a factor of 24x e s St 5
* P st ami Gtk : . Firis 2w 00 16.3% 3,08
Products are patent pr_.ndm‘uJ qul 1|1 rht‘ firal . o = e L
development stages being readied for field mals 0in 1p00 B 5000
= 2M0 revenue should increase by 30%
B Largest customer holds a 20% market share and 15
expected o increase its share to 35% in the nexr five
VEALS ) )
B S . i) Kivles prspectians rfleck scalet fe eotiting carlamirs ar Bhaie s buire bagon Bold drislt
* Uses SET i 100% of its products 1) Sourven November KI5 rebort icuand by th Fnrapare Cumerition an Fesrneabl Fuergy

B New customers ace in the final stages of testing
b




Quanex

Bty Procuct Insulating Glass Sealant Technologies

Quanex Building Products - Investment Highlights
Insulating Glass Sealant Technologies

® Leading NA Market Share

¥ Accelerating International Opportunities

® New Patented Products Poised for Growth

® Continuous Product Innovation

® Customer Centricity to Leverage Large Diverse Customer Base

¥ Proprietary Manufacturing Capabilities- Driven by Lean Principles

® Value-added Sales with Innovative Marketing Culture

i




Quanex

Burilding Produces

Tom Walker

Quanex Building Products — Financial Review




Quanex

Sustng o Settlement Cost Sensitivity

(% in millions, except per share amounts)
HAssumes spin-off trading value of Quanex
Building Products Corporation stock price

per share on spin-off date %12.20 513.80 %1520 51680 %18.20
Cash "true-up” received from (paid to)
Quanex Corporation i $54 $28 (59 ($48)

The actual amounts may be different than the amounts presented above due o changes during
the Separation Period o wems such as ourstanding stock opuons, common stock ourstanding
and final tax determinations,

Source: Form 1|'|-|=[|=] ﬁ]\'\|]al1uan 11, 2008, '|'n":-1l|‘>v> inchude the conversion of Ql.l:lnt-: f.‘n:q’*:rilliﬂll’) convertible delsennarcs,
settlerent of distalution taxes 1o Queanes Comporation, and setthement of Quanex Camporation steck options, 77




e Balance Sheet Summary

{Unaudited, $ in millions, except per share amounts)

Pro Forma
October 31, 2007
Cash and Equivalents " §ve
Total Assets 675
Working Capital 118
Total Debt 54
Stockholders' Equity 508
Total Capitalization $512
Book Value per Share® $13.66

Source: Form 10-12(b) filed January 11, 2008
m Assumes trading spin-off stock prce of Guanex Building Products on ransachan date af 513 80 per share,
(21 Book valua per share dafined as stockholders” equity divided by cutstanding shares of 37.2 milion &s of October 31, 2007




Quanex Financial Overview

EBunilding Products

(% in millions)

MET SALES'™ EBITDA™I™ OPERATING INCOME'®
§1,200 51,064 5200 §200
5672 5962 ste4  SITI
1,000
150 sdr 150 - gqqq  $135
= 5110
80D 100 100
400
50 50
" AN
0 0 o
2005 2006 2007 2005 2006 2007 2005 2006 2007
B Engincered Products Aluminum Sheet Products

Source: Form 10-12(b) filed January 11, 2008

(1 Pricr to inter-segment eliminaticns

(2 Prior to conmporate overhead and LIFO charges 7
(31 Ses reconciliation in Appendix A




Quanex

bkt Key Macroeconomic Indicators

OUTLOOK FOR BUILDING PRODUCTS DRIVERS'" [ ] HOusing sector expected to face
another difficult year, with recovery
expected in 2009

Hausing Sarts (mm of Units) Residential Remodeding (8 mm)
20

— Despite challenging market
conditions, the Company is
expected to outperform the
market due to its new product
introduction, share gain and
segment focus

{1} Saurces; Global Inssghte (Housing Starts) — January 2008, Matonal Association of Home Builders (Remodeling) — October 2007,
S




Quanex

Bty Procuct Strong Financial Foundation for Growth,

® History of strong cash flow and attractive financial performance
® Conservative capital structure

— No debt

— $21 mm of available cash)
® Considerable financial resources to fund growth strategy

— Strong, stable cash flows

— Significant incremental borrowing capacity

— $250 mm revolver proposed

{1} Subject to additional cash true-ups at transaction clese and net cash flow during Separatien Pariod.
8




Quanex

Burilding Produces

Ray Jean

Quanex Building Products - Recap

82




Quanex

Burildimg Producis

Quanex Building Products’ Organic Growth Potential

Recent and Continuing New Program Impact

(5 in millions)

2007 2008 2009 2010
DP40 Door Thresholds 8 12 16 18
Enhanced Visibility Screens [ G 7 8
RollTrusion™ Products 3 5 1n 13
MikronWood /SuperCap Systems 5 B 13 20
R & R Window Systems 0 5 9 14
Solar Panel Thin-Film Adhesives 4 7 12 14
Duralite™ Warm Edge IG Spacers 3 7 11 13
China - IG Spacers 0 6 11 14
Other New Programs 2 5 10 15

TOTAL ANNUAL SALES ]| $61 $100 $129

&3




Quanex

Buiding Products Quanex Building Products Acquisition Strategy

Growth through Acquisitions...

® Pursue fenestration targets (interior and exterior)

® Expand residential footprint
® Extend product and process adjacencies to commercial markets

® Strengthen position in energy-efficient products and applications

Supported By

... Strong Balance Sheet

® Debt free

® Significant dry powder

a4




Quqﬁnex Highlights

" QBP — A solid business with a record of outperforming
its served markets

= Historically strong cash flows

® Pristine balance sheet

" Seasoned management team

" Demonstrated integration skills

* Exciting Growth Potential




e Appendix A

Euwnilcling Products

fUnaudited, § in millions, except per share amounts)

FYE October 31, 2005 FYE October 31, 2006 FYE October 31, 2007
Aluminum  Guanex Aluminum  Quanex Auminum  Quanex
Engineered Sheet Building  Engineered Sheet Building Engineered  Sheet Building
Products  Products  Products Products  Products  Products Producis  Products  Products

Operating Income'" 559 §72 510 553 582 $135 544 S66 %110
Depreciation and amortization'" 22 10 32 27 10 a7 28 10 38
EBITDA 582 5§82 5164 578 $82 317 572 576 $147

In addition o using Met Sales and Operating Income to evaluate financial perfarmance, the Company also utilizes ather
financial metrics to evaluate perfarmance, including the non-GAAR financial metric EBITDA. The Company defines EBITDA
as eamings before interest expense, taxes, depreciation and amarfization and other non-operating income. The Company
uses EBITDA as a measure of its operational profitability before non-operating expenses and charges.

The Company believes EBITDA is useful to investors and other external users of its financial statements in evaluating its
operating performance because it helps investors more meaningfully evaluate and compare the resulls of operations from
period to peried by removing the impact of capital struciure (primarily interest charges from outstanding debt) and asset
base (primarily depreciation and amorization of fixed and intangible assets) from its aperating results.

The Company uses EBITDA as a measure of operating performance to assist in comparing the Company's perfarmance on
a consistent basis as it removes the impact of the Company’s capital structure and asset base from its operating results; to
assess compliance with financial ratios and covenants that are expected to be included in its revolving credit facility; in
communicalions with lenders, rating agencies and others conceming the Company’s financial performance; and to assist
the Company in evaluating acquisitions by providing a comparable measure in which to value potential target companies.

Sagment cperating income, depreciation and amortization and EBITDA are before corporate expenses, LIFO charges and stock optian
EPENEES
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