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Item 7.01 Regulation FD Disclosure

On October 12, 2017, Spartan Motors, Inc. (the “Company™) issued a press release regarding an analyst and investor presentation to take place on October 12,
2017 along with a live audio webcast. Copies of the press release and presentation are furnished as Exhibits 99.1 and 99.2 to this Current Report and are
incorporated into this Item 7.01 by reference. A copy of the presentation will be available on the Company’s website at www.spartanmotors.com.

The information in this Item 7.01 and the attached Exhibits 99.1 and 99.2 shall not be deemed filed for purposes of Section 18 of the Securities Exchange Act
of 1934, nor shall it be deemed incorporated by reference in any filing under the Securities Act of 1933, except as shall be expressly set forth by specific
reference in such filing.

Item 9.01 Financial Statements and Exhibits
(d) Exhibits

99.1 Press release dated October 12, 2017 announcing the analyst and investor presentation and live audio webcast on October 12, 2017.
99.2 Spartan Motors, Inc. presentation dated October 12, 2017.

SIGNATURES

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

SPARTAN MOTORS, INC.

Dated: October 12, 2017 /s/ Frederick J. Sohm
By: Frederick J. Sohm
Its: Chief Financial Officer




Exhibit 99.1

SPARTAN MOTORS

SPARTANMOTORS.COM

Spartan Motors to Unveil Long-term Growth Plan at Analyst/Investor Day, Showcase 16 Vehicles
$1 Billion in Sales and 10% Adjusted EBITDA Margin Highlight Financial Objectives of Growth Strategy

CHARLOTTE, Mich., October 12, 2017 — Spartan Motors, Inc. (NASDAQ: SPAR) (“Spartan” or the “Company”), a global leader in specialty chassis and
vehicle design, today will host an analyst and investor day for Wall Street analysts and institutional investors to unveil the Company’s long-term growth
objectives.

Management presentations will feature Spartan Motors executives Daryl Adams, President and Chief Executive Officer; Rick Sohm, Chief Financial Officer;
and divisional presidents who together will provide an in-depth overview of how the Company has laid a solid foundation for Spartan to drive profitable and
sustainable growth.

“Through improved operational discipline and performance, increased accountability and an acute focus on strengthening our team, we are accelerating
growth,” said Adams. “Spartan Motors’ financial momentum is increasing because of these changing dynamics, and we are excited to share our progress and
the goals we have set for our future.”

2017 marks an inflection point for the Company. Spartan returned to its core competencies to drive profitability and has focused on profitable orders in its
strategic shift toward a more valuable product mix. The Company has achieved profitability on an adjusted basis for six straight quarters and has built a solid
foundation for the business, creating the necessary momentum to command their road ahead.

Fueled by a strong balance sheet, industry-leading innovation and a proven management team, Spartan’s path forward will be focused on becoming a purpose
driven organization. The Company looks to accelerate growth through a customer-centric focus, disruptive innovation, solutions-based products, streamlined
operations, and a disciplined approach to identifying strategic opportunities. Today, Spartan is sharing details of its long-term growth objectives:

o Become the #1 or #2 player in each market it serves

e $1 billion in sales by 2020, versus sales of $506.8 million in 2014, representing an approximate 12-percent compound annual growth rate

® 10% adjusted EBITDA margin, with earnings outpacing top-line growth

“We saw the potential to nearly double revenues and have set an aspirational, yet achievable goal with our long-term growth strategy,” continued Adams.
“We’ve never provided this level of detail as a company, and these objectives represent the visibility we now have as an organization after establishing a solid
foundation for continued growth. This path forward demonstrates our commitment to simplify and strengthen the Company to thrive through any market
cycle.”

A live audio webcast (and post-event replay) of the formal presentations are accessible on the Company’s website, www.spartanmotors.com/investor-
relations. Presentation slides are also available at the same site.

Spartan Motors, Inc.




About Spartan Motors

Spartan Motors, Inc. is a leading designer, engineer, manufacturer and marketer of a broad range of specialty vehicles, specialty chassis, vehicle bodies and
parts for the fleet and delivery, recreational vehicle (RV), emergency response, defense forces and contract assembly (light/medium duty truck) markets. The
Company's brand names — Spartan Motors, Spartan Specialty Vehicles, Spartan Emergency Response, Spartan Parts and Accessories, Smeal and its family
of brands, including Ladder Tower™ and UST®; and Utilimaster®, a Spartan Motors Company — are known for quality, durability, performance, customer
service and first-to-market innovation. The Company employs approximately 2,200 associates, and operates facilities in Michigan, Indiana, Pennsylvania,
Missouri, Wisconsin, Nebraska, South Dakota; Saltillo, Mexico; and Lima, Peru. Spartan reported sales of $591 million in 2016. Visit Spartan Motors at
www.spartanmotors.com.
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Media: Investors:
Matt Jackson Mike Houston
Media Relations Investor Relations
Lambert, Edwards & Assoc. Lambert, Edwards & Assoc.
mjackson@ILambert.com mhouston@lambert.com
(517) 410-6491 (480) 270-4812
Samara Hamilton Juris Pagrabs
Corporate Director of Marketing Group Treasurer & Director of Investor Relations
Spartan Motors, Inc. Spartan Motors, Inc.
(517) 997-3860 (517) 997-3862

Spartan Motors, Inc.
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FORWARD
LOOKING
STATEMENTS

This presentation contam e tome farward-Losling datements that arenat hittonzal Tedy, including statements concerning sur butings insnasl dréngth, future
plans, objectives, and the pafarmance of sur produ e Thede statements can be identifled by words Such a0 "believe™, "axpect™, “lofecat™, “potential”, "project”,
Sfrture", “man”, “well ", and "should”, and similae apressons of words Thesa forerard-lcoking statemsents i obva varkous knowin an d unknown risks, uncertaintias,
and assumpticns that are dificult to predict with regand totiming. sxtent, and likelihood. Thérefore, sctua perfoermance and results may matesially differ from what
ey be mpreseed of forecasted insuch forward dooking statement s Factoss that could contribute tothese differences may in dude opergtional and othes

compli cations that may arise affectingthe implementation of our plans and busin o5 cbjedives; continu ed pressures caused by economic conditions and the pace and
actant of the @conomic recoveny; challenges that may arise in connadi on with the integration of new businesses or assats wa acquire o the disposition of assds; i
unique to government contracting, such a8 competitive bidding processes, qualdication requirements, and delays or changes in funding disuptions witkan cur dealer
natwork; changes in our relationshipwith major costomers or suppliers; changes intha demand or supply of productswithin cur markets or raw materials nesded to
manufacture those products: and changes in laes and regilations affedting cur buginese The risk fackors disclosad in Part | = ftem LA of our Annual Repert on Foem 10-
K for the year anded December 31, 2006, filed with the Seaurities and Exchange Commits on and wailable atwaw.sacgoy or surwebete, incinde sl knewn rigks cur
rranagam ent ballaves could materially affect the ramlts describead by forward- ooking statements conbained in this precentation. However, thode risks may rot be the
only ricks wa face. Ouws business, oparations, and finan dal perfarmanca could alsobe affected by additional factors that sed not prasantly known Lo us of that wie
curtently consider to be immaterisl to cur operations. |n addition, fes rks may amengs from time totme that may cute sou sl results to differ maten sy fromthose
contain ed in amy forsed- looking statemants. Al fonsard Jocking statemants in this presentation arequalified by this paragraph. Investors shoild not place un due
retiance on foneard Lookin g tatements as a prediction of actual results. Al dridends areconsiderad and dedared by our Board of Directors, in Rediscretion. We
undertak¢ no obligation to publidy update of revise ary lormadd dookin g stat emernts in this pretentation, whethe ot aresult of new information , fulute events, or
othenwise,
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DARYL ADAMS Background

PRESIDENT & CHIEF EXECUTIVE OFFICER S oAl et
=  LesrCorporation
- Midway Products Group Corporation

= Domeshc andnternalional eqpenence
“In my time here at Spartan,
I'm mest proud ofwhat the DNA

team has accomplished on «  Experienced 7xgrowthwith previous

behalf ef oursharehol ders.
= - off
Returning $30M* to Increasad former company/s produstion by - zerostafinarease

sharsholders and achioving = MBAkom Mchigan State Linversity

nearly 250% market cap = BahelorsofSoencein ndustial Management and Manubictunng fram
growth in 30 months is o sure Lawrence Technologica University

sign that we're daing things

N Involvement

paving the road ahiead for o Bausiness Lenders for Michigan (BLM) - Board
VO more success.

= Detroit PublicSafety Foundation (LIPS - Board
o Lansing Econcrnic Area Assccation (LEAR)
o Michigan Manufacturers sesodatin (MMA)
= AutonomiousYehecle Alliance (AVS)

* Shaahabier ot o dabutated by combini b dendendy + thow rpam b s
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4. SPAR

BUSINESS MODEL &
GROWTH STRATEGY

SPARTANAT
A GLANCE

SEGMENT QVERVIEW ($M)

Global leader in the design, engineering,
manufacture, and service of purpose built
specialty vehicles and chassis.

aatl

$591M

IN 2016 5ALES

o

$23M T

2016 ADJ. EBITDA B L1 Eag™-
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26 OPERATIONS

WITH FACILITIES INT
STATES & 3COUNTRIES




COMPANY TIMELINE
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WHAT’S
DIFFERENT

%

Turnaround ER
business

Improve quality
and reduce
warranty expense

Improve operational
discipline and
performance

Strengthen and
develop the team

Increase level of
accountability

Institutionalized
standard processes
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IMPROVED FINANCIAL
PERFORMANCE

REVEMUE
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THE PATH
FORWARD

Strategic priorities

Strengthen and grow
tho eora business

Lussclirng puirposo-baall
vehicle manufacturer

Accelerale the path
forward
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SPARTAN MOTORS
PRODUCT PORTFOLIO

g

Aleader intruck bodies, walk-in- Atop three fire truck and cab & chassis

The “Premier Foundation™
VEfs, Wcuﬂumm lobal mamnufacturer with an emphass on feustom chassis) forclass A
Rests, andvocation-spedific up-fits broad categorical coverage Iunoury diessl Ris
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MACRO TRENDS DRIVE
SUSTAINABLE GROWTH

.

ER

$1.2B
* eCommerce to grow 3x *  Aging fleet equates to 11,000
rate of GDP umits of pent-up demand
= Upfit market valuedat = New vehicles and refurb
$1.2Bwith 8% CAGR
4 SPAR
14

= 10%% CAGR in new RV unit shipments
* Increasing customer diversity
* Morepotential RY buyers




ECOMMERCE
INFLUENCES
CONSUMER
BEHAVIOR
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FLEET GROWTH

OPPORTUNITIES
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4. SPAR

ACCELERATING
GROWTH

SOLUTION-BASED
FOCUS
4 Gl

FedEx

Keyless entry




DISRUPTIVE
INNOVATION

m Adaptive cruise control &E Spartan safe haul

g Airbags

&y  Collision mitigation

‘i} |\ Lanedeparture

. RE¥  waming*

(l) Tire pressure
%= monitoring system*

. " Digital dash*

ﬁ Electronic stability control @ Rollover mitigation
‘ Y 7 SRR TR,
SPAR ” >

FUTURE
INNOVATION

Altemative fuel Autonomous Tech
vehicles vehicles Transfer

Drone
delivery




SIMPLIFIED AND (s
STREAMLINED e

« Significant dealer interest

* Addressable custom pumper
market of 30-40%

180 DAYS

ORDER TO DELIVERY TIME

- Dot e T b
mln i1

M&A BOLSTERS Disciplined Approach
MARKET * High growth opportunities

*  Ermaller, bolt on acquistions

PRESE N CE *  Liverage edsting competithe achvantage and scale

* Build scale
*  Categony leadership
= Financial and operational synerges

Smeal Acquisition Update
* Closed onJan 1,2017 for §32.5M

o . 5T
SPARTAN. SMEAL.

* ER business to achieve profitability onan
ST RON G E R ; adjusted basis in 2017

TOGEI-HER. | e * Now atop-2 North American fire apparatus

and cab & chassis manufacturer




ACCELERATING
GROWTH

G ¥

Customer-centric Disruptive
focus innovation

O

Streamlined
operations

N

Solutions
based

4. SPAR

EMERGENCY
RESPONSE
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JOHN SLAWSON

PRESIDENT, EMERGENCY RESPONSE

“Returnio g the business te
profitability mode took
demonstrable successes in
arder to lendthe business the
stability and in turn the
eredibility & deserved. in

tumn, we developed a culture
around customer contricity
and winping in the market.

The path te profitabiiity is
underfoot and the future
tooks incredibly bright.

Background

m - Ower 25 years ofepenence Ermenpency Viehides & Truck Equipnnent

= (Orhioch Comporation- Piarce Fire Trudes
= Private Equity - Arrbulance market A5V

= Horton Arnbulanoe

= Feunding Prindpal of UST (formerly LLS. Tanker)

DNA

®  Progressve Positons

= MLA

= PEL Managsment

n  [eder Development

= Sdesand Marketing Leadership
u  WBL from Lovola Unieersity

& Bachdcrsof Arts from Marquens Umsersity

T TR, L

WHO WE ARE

SPARTAN

ERERAENTY RO

:

SPARTAN

< © I ST

SPARTAN

UTHIMASTER

fmarenansid remanennd

SPARTAN

FLEET YEHICLES
AMND BERVICE

EETTTTTrreTY

q#\v | urrir sesvices
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EMERG ENCY . Ato:;:: fire u_'::::k and ra:a:chamis
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* Provides cabs & chassis to 43 different
OEMs
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ER STRATEGY
SUMMARY

Aggressive growth

6-8% Adj. EBITDA In el
growth markets

EMERGENCY
RESPONSE

MANUFACTURING

LOCATIONS ~
i

4 SPAR




ER DEALERS:
SALES & SERVICE

+ North American

= Added strategc dealers thicugh Smeal

+ Latin America
+ China

= Chinese Compulsory Cerifcaton (000

= Swengthen slready recogized leader

+ Significant aftermarket parts growth
+ Strong business partners
+ Continue to support OEM - builders

EMERGENCY
RESPONSE

Historical issues

= Adjusted EBITDA less of {58 T) million in 2015

Fundamental problems

s Products

= Volume

[ -,]r(.';il'lm:'g:rl

= SGLA

= Dhscountsconcession
= Dealers

= Penalties- OTD

= Labor effidencies

4 SPAR




WHAT DID WE
NEED TO FIX?

+ Everything

+ [Focus on profitable products

+ Distribution and OEM channel

+ Sales and Marketing transformation
* Quality

+ Gross margin

+ SG&A

+ Operations

STRATEGIC
CHANGES

g8k  stability
8 |aadership
= [Distnbution

= Teamn building-adding talent

" Predictability
= Quality
= CUStOmer Service
= Farecast
= Winning culture

‘tl Profitability
= (58.7) milion adjusted EBITDALo=s in 2015

= Proftabde culture




I M PROVE D + Profitable for the first time in six years
= ~400 bps improvemen { gross mangin
F l NANCIAL = Significant improvernant in warranty axpense
PERFO RMANCE w300 bps improvement in SG8
w = S10Mimprovement in adjusted ERITDA

*~— .

$180.0 2663 £1m0
b rd
2014 2015 2016 2007
* Brawdon DUT guilonce mSales “Adj. EBITDA
i SPAR ST TR @
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SIHIE‘ “— + Bigimpact
AC U ISI I lo N = SECURES the Spartan Motors' market leadership inan
Increasingly consolidating industry
= POSITIONS Spartan Emargency Respanse as a top-thres

dhassis and fire apparatus manufacturer in North Amenea

= DIVERSIFIES and expands the Company's product portiolio a5
wall 2z geographic reach across 44 statesin the U.S,, 10

prowvinces and 3 termitoriesin Canada

= INCREASES thared technclogy, productinmovation, and

manufacturing best practices

= ACCELERATES Spartan Motors' turmaround plan for its ER

biusiness unit

= INTEGRATES operational leadership team and RED talent of

Smeal with Spartan Emergency Responsa team

4 cpaR G A 4_@




SMEAL

ACQUISITION
e atl al
~$100M net annual Improved . m:ud 1
SPARTAN. SMEAL.
STRONGER
TOGETHER.

COMPLIMENTARY

PRODUCT PORTFOLIO
- | .} [
m—r [ -
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TERRITORY
COVE RAGE .-

2016 SPARTAN DEALER COVERAGE 2017 COMEINED DEALER COVERAGE

4 SPAR WA R <>
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Chassis MarketShare

= Spartan/Smeal W Spartan/Smeal
o Fierce, REV, Resenbauer, Other m Plerce, REV, Rosenbauer, Other 8 Fierce, REV, Resenbaver, Dther
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CUSTOMER
CENTRIC MODEL

o

O Le

Sales &marketing Customer service Personal relationship
alignment leverage with customers &
DEM’s
@ ¢
Listening & Mew products &
reacting innovation

|
DISRUPTIVE * 80/20rule
I N N OVATI 0 N * Quick response speed-to-market

+ 11models

“ SPAR

*+ Custom cab with structured content
* Reducedelivery time: 180 days or less
* Optimizes value chain

» Profitable vehicles




Spartan Advanced Protection System®

TECH TRANSFER
AND INDUSTRY N Y—

BEST

L g buts

Spartan Independent
Front Suspension (IFS) @ -
: m | Side impact protection

= Qutperforms.category leader
= Product performands

= Walueequason
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* Lower-than-average buying since 2009

»  Cregted anestimated 1k unisofpent-up demand veraus pre-recesaon beves

etumoder the ned decads
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AVERAGE FLEET AGE
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e | Pre-recession Average
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MARKET
DRIVERS

U5, HousePrice Index

O ——

*visca Fadarr Mo aing Fonancs Rganay | Baport FNF Mo se S.ce Mrder

+ Economic housing recovery
= L5 Howsng prces on Seady rise, trend sopected tocontinge®

= Property txoesi fatarteeawdinghousng price indey, resulting

in agreater tabese™

= Pentup demand, sterting tobreak fres 25 aging leets requirs replacameent
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RESULTS ARE

DEMONSTRATING

OUR SUCCESS

cHGR
'cﬂi‘-ﬁ’

- The pathforward

= Strong )3 and finishing strong 01
»  Tumad thacoms:
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4. SPAR

SPECIALTY
VEHICLES

SPARTAN

STEVE GUILLAUME  sackground

mslnm’ SPEmwmluEs o Oyvor Myears of progressive management expenience

v Exccutive leackeship at Navetarwith mamoro s propiacshio posiions.

DNA

a PRl |-.-'|-|Iq<.i||
Lhesel engines - SIB
Cormmiorial trucks. - 508
S Jafty wehicles - S100M

L

v [ealer developient

" Program maiagemment

v Aceounting bo oontiolles
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WHO WE ARE
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SPARTAN SPARTAN

EHEEEE MY B BrEDALTY VEHIOLER FLEET VEHICLES
: H AND BERVICE

SPARTAN -@u | u-rl.r mEmvicEm

s m U A L @
49

SPECIALTY CHASSIS
& VEHICLES (SCV)

BAE SYSTEMS
LABECORES  Shasans
- DYNAMICS
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SV STRATEGY
SUMMARY

Aggressive growth

Providing an industry leading products
and servicesthrough an enhanced
customer experience and sustained
relationships, support before and afterthe
sale, high product quality, and continuous
innovation.

=10% Adj. EBITDA Increasing sharein
growth markets

“ SPAR
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TWO YEARS AGO,

WE FACED

CHALLENGES

o

“ i

Lack of customer Legacy warranty Market share Deteriorating

intimacy & brand vision

erosion financial performance
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PROBLEMS
SOLVED

1sed on 26l T zadasee
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2018 - 2020
WHAT’S NEXT




CONTINUED FAVORABLE
MACRO ENVIRONMENT

10 yearlow fuel
prices and wide
availability

Continued favorable

employment and
wage trends*

Strong consumer
confidence consistently low

=
Accessible credit and

interestrates

v

Dow Jones Increased
322% increase wealth

since 2009

“Zowre U Bure ool Lo bor Shobisicy
“Sowror Mo ighes

<

STRONG
CONSUMER
MARKET TRENDS

* Barce Ry B ind on By Power Bwa ko P asa b S, By 700 T
" Soaroe- FVE Ge Vg Cowrmumia hons Srody 2008

s & kb |

Population T 159% since 1970

= Two-foddincreassin divars

= PMore pobential BY uyers®

34% of new RVs sold to first time buyers

s Bin 0ol those now r,'|1'.'.';-1n~ll|s||| age s

10% CAGR in new RV unit shipments since
2010

3.4 million new households started
camping since 2014

= Damographecisinterested intnying differant accommodations,
irckacing s

16.6 million potential buyers interested
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GROWTH:
MOTORHOME

SPARTAN MARKET SHARE
RVSHIPMENT FORECAST™ CLASS A DIESEL > 400 HP**
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CLASS 3-6 REGISTRATIONS * MARKET PENETRATION*
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WHY WE’RE
LEADERS

CROSS FUNCTIONAL

CUSTOMER

SUPPORT
. S ? %
varketing e D B
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FIRST TO MARKET
INNOVATION

SUPERIG,,
i) &
- 9

Custom tuned Automatic Independent Front
suspension air leveling Suspension (IFS)
g O D
Passive steer Tire pressure Rollover
tag axle monitoring system mitigation

FIRST TO MARKET
INNOVATION

Adaptive cruise control

Collision mitigation

Electronic stability control

Lane departure warning

Spartan Safe Haul™




FUTURE
INNOVATION

TODAY

Co A @

Digital dash Key entry Manual
gen.| driving

TOMORROW

) 8 o~

Digital dash Passive entry/start Autonomous
gen. Il vehicles

F m LT ST B0 @

CUSTOMER N
SUPPORT As A E Customer-facing mobile app
DIFFERENTIATOR

} Parts and accessories growth

B spartan service center expansion

7.70/0
280 Dealerscorecard
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RESULTS AND
THE FUTURE

BOTTOM LINE ENHANCEMENT

SALES & ADJ EBIDTA
($ IN MILLIONS)

wEaleg

s, i )
Adj ERITOA [ s NS4S
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TREMENDOUS + Talented team now in place
OPPORTUNITY * Favorable industry trends
AHEAD

* Platform & customer expansion

* Thought leadership across product verticals

* Market expansion

* New vehicle platforms

* Improved bottom line with increasing slope

s
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FLEET VEHICLES
& SERVICES




TOM NINNEMAN

PRESIDENT, FLEET VEHICLES & SERVICES

“Growing this business is
going to take more than just
an ay'e towerd operational
improvements, It's going to
take an ear to the ground, and
our attention keenly focused

on our customers—always
listening and learning their
business and their ecosystem

Background

Over 28 venrs of businessleadershi
Smea Rrafpparatis
Taylor Corporation

Cehkoceth Conperation

17T years inmass distomutaton
1l years in wdcbody bullding
Friogxetave o Bons

MAEA

Dormestic and intermationsl operations

so that we've earned o seat at e |
the table when vehidles, upfits, il S,
or fidd services are needed. Large dient

Sale

wd rriarketing les darehip

B8Am Accouning Fomithe University of Notre Dame

5 US Arrry Officer

WHO WE ARE

SPARTAN

SPARTAN SPARTAN
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F L E ET VE H I C LES :’t Iela:fr intthe :l:e:] :rehideIFia rket,
AND SERVICES (FVS) nighy customized globat ficets, and

vocation-specific upfits.

FVS STRATEGY
SUMMARY

atl S il

Aggressive growth >15% Adj. EBITDA Increasing share in
growth markets




GO-TO-MARKET
STRATEGY

NATIONAL ACCOUNTS / LARGE '

BUSINESS FLEETS LEASING COMPANIES OEM DEALERSHIPS

& Com | meaunasr | g
5 Fedix & GMC
@ " = chper

dnds. | FCA 1suzu

C~element
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WHY WE’RE
LEADERS




FLEET GROWTH
OPPORTUNITIES

Source Distribution Dmﬁtep
hub

FedExm
I - o

- _— -p - .=
CLASS 1 CLASS 2 CLASS 3 CLASS 4 CLASSS CLASS 6

GViWR GUWR GVVR GUWR GVWR GUWWR
6,000 s, 10,000 b, B0 s 16000 b= 12,50 b 26,000 k=,
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FVS MARKET SHARE

- TAM: $1.2 Billion -

Van Upfit Market Share

o Utilimaster

B Morgan Carp Utllimaster o MasterRack

Adrian Stesl ™ Ranger Design
u Wenther Guard = Regional Upfitters




FVS - VAN/TRUCK BODY

MARKET OUTLOOK

VAN/TRUCK BODY MARKET GROWTH

] 1l 1@
130

Wit [k houriarschs )
g E

L5 2016 o wis
o VanyTruck Body Units. — <5-\anTinuck Body Sales.
Sewrrie. 06 ol O e P 1 TPl

J_/‘.-'_ .'.\..\
L‘f Van/truck body segment
- = PS5 participates in the 3 largest peoduct segments difven by
ot custormens
Walk-nstyle  ParcelDelivery  Dry Freight
LA

C AP Growth driven by Last Mile delivery
~ vehicles and purpose built solutions

(st Fvs2Q17 backlog up 15% to $131.3M
" compared to $114.0M at 1Q17

>

FVS - CARGO VAN UPFIT

MARKET OUTLOOK

Uriits (thonmands]
EEEHEHEZE

016 17 W18 00% W20 2001
o CarpeVisn Units -0 Caepa Vian Uplit Sales

Sourcer 20 Tpeciayennepormive.ner npoT

- n FVs participates in OEM ship-thru
L | Channel; opportunity in Dealer and
" DirectChannels

(B, Capability to upfitall North American
1.‘:1- :-—:;-_:' OEM Cargu vam

M Growth driven by Last Mile delivery
= vehicles and purpose built solutions

= .-,'-.*.?
oy \. Year-over year growth over 3X
= market CAGR
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COMPETITIVE ADVANTAGE
n ESC, EAL. EEC. R

mlm m m;unumm \ HETAIL

(i ":’-.! .-u.h:[ ola | Fr a5 | Aramiark Amnaon | Sysco | Sabudks

Account Team “ Solution Experts”

Work-Driven Design = “The Utilimaster Difference”

-06000

Listen & Design & Build & Optimized
learn a:mrncnt innovate implement  partnership

- m S PR T,
&a @




COMPETITIVE ADVANTAGE
BL. BN -h B,

uru.rn' _ FCI.T-‘I:-EEII‘EHEE LINEN & LAUNDRY
SDGLE 4-""| IFS5 Ciritars. | Ararmirk
’ Product Customization
Continuum
- pEDPLE s Dutofthebao: .
i
anginsered

 RETAL
mazon | Sywoo | Starbuchs

BEFORE

the uniform peaple
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CiNTAS

tha uniform paopla

Walk-in'van

Al gy

-ag

Truck Body ‘an Lipfit

E:‘
]
o
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“Your willingness to partner, te listen, and offer
innovative selutions is what sets you apart...your

competition isn’'t doing that.” _
VT L, Ui M\fl':;'-! :\.I:: ; ;HI:\I
BEFORE - - AFTER




ACCELERATING
SUPPORT PLATFORMS

— O

Utilimaster ship thru:
o Saltilho, MG AR

: & pansans City, MOx Ford
@ Contract ship thru:
v Ladson Mercedes

4 SPAR

LEADING
TOWARD 2020




TREN DS To Revenue:
BUILD ON . WilsibinGs

g™

Margins:
:'ﬁgeﬂ"'
21T 4 P = Customizations Yalus

105

2014 2015 2016 0T
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TREMENDOUS
OPPORTUNITY
AHEAD

@& @ wm

Productinnovation Electrification Cold & dry goods Autonomous
vehicles
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FLEET GROWTH
OPPORTUNITIES

4 S~

Source Distribution Doorstep
hub

FedExm

L m o
J_-— b " = Wi ‘-':__:'
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FINANCIAL
REVIEW




RICKSOHM Background

CHIEF FINANCIAL OFFICER * Bryesamabnn seaive

= Damler Chnysler Coporation
ApanMeriior, Inc

Warnicr Spons

“Spartan has come along way
in thelost two yoars...we
returnedto profitabiity in
2016 and we are positioned to Derniestic and ghobial seperience in bath the maniEcurng and nor-
grow eamings more than 50% B nng secton

In 2017,

Turmanund and resiruciunng expeniencea
Qur initial success has only
strengthened our confidence
that we have the right plans in Startupepenanie that produces & tematiee il systemsfor the
place to accelorate both commeraal vehicle manoat

revenue and earnings growth, MBS Freen University of Detrei-Mercy

which will areate sign ificant
shareholder value by 2020,

MELA s peniance

Bachelor of Busness Administrabion degreein Finance from
Cakdand University

. m T T, ML @

#1

GROWING SALES

oA

017

(5 M MILLIONS)
° Bt on AT gadanar

. m S S @
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IMPROVED
GROSS MARGIN

DISCIPLINED
CONTROL OF SG&A




IMPROVED
ADJUSTED
EBITDA

5101

-

{5 INMILLIONS) e

Pavad on J04T g duruce
i ERTEW g

F. m ST PTG W @

BALANCE SHEET + Sgnifcantprogressmadein
STRENGTH & LIQUIDITY _ . et

WDRKIHG CAPITAL % OF SALES + Eamings growth drivesincreased
141% 1249 1#'”@
+ Capacity to pursue opportunistic
l acquisitions
DEBT TOEBITDA TR LY =

pimapiil

h-fmmrp.um. ﬁllllll.m




FINANCIAL STRENGTH

REVENUE An.l EBITDA

i
FREE CASH FLOW RETURN ON INVESTED CAPITAL*™
a5
e 5200 55w
o s m B
5 B

_’é
hz
E-E
E-E

FY2017 GUIDANCE

Revenue
Restructuring fAcq Costs
Adjusted EBITDA
Income Tax Expense
Interest Expense

Adjusted EPS

Shares Outstanding

. m S S @
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LONG-TERM
SALES TARGETS

T TR, L

LONG-TERMADJ.
EBITDA TARGETS




BUSINESS UNITS’
LONG-TERMADJ. EBITDA TARGETS
Tw;w;u ot 2020 — 2017 2020 1’@

4 SPAR

THE PATH FORWARD
STARTS NOW




COMMAND
YOURROAD

)

To become #1 or #2in each

0 O

! §1 Billion in Sales
matket we serve
“A0% Adj. EBITOA Margits mmr::-mmm
Improved Cash Flows shareholders

Increase ROIC

4. SPAR

THANKYOU
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Q&A PANEL

SPARTAN

Q&A PANEL
DISCUSSION

Moderator

Rick Sahm, CFO

Spartan Motors, lnc.

Daryl Adams, President & CEQ
Sparton Modors, fnc,

i
Srewe Guillowme, President
Sparton S pecioltybehicles
ofimvestor Relotione -
Molors, inc
ER DM, Roc TomNinneman, President John Stawsan, President
Zpartan Flest Vehides and Services Spartan Emengency Response

4 SPAR F—" *@
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LUNCHAND VEHICLE
SHOWROOM TOUR

?

SHWOOHLSIY

p
p
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APPENDIX

SPARTAN

RECONCILIATION OF NON-GAAP FINANCIAL
MEASURES

This preveristion cortein Adfusted ERTIM fearmingr bojiore (vteres, howy, dapreciation, sad amartiredion) edjusiad sermings per sharg,
Jorecosted Adjusted S8TDM, and forecastod sdiustod sermings par shary, which ary all sor=GUaP Branciel measrer. Our mansgem et
user Adfosted ERITDA to evafucls the performance of and allocrts rescurces 6o our seprenis. These mes-BAAS meaures are calooted
by enchuding D ot wee believr fo bir Dnfreqund or not indicetlve of our opereting performancs. For S periods covered by Bhs
ritoa, much e corats! of e casocioled wilh MESrACuring, edions talen (o kmanoud D eJROecy’ amd proftobinty of certetn
Momactariyg Skt e reked o 0 receal bk SopiEion, e (et of B meg-up M Iesiniogy salud Emociabed with
e recary Busiva scqulaltion, sl B b pact of the b scpualion on the Hedsg of chaels revarus recogalion. W preseet these
ocfumtvg o GALR el oo Wi Ceaider T fo ba it e of sur perfarrmanc, ond bilheos thas
o b el o iprOwe Dher covmperoliity of cur reaults freen period o perion el with aor competTiors, a9 Wl @ 10 SO ongaing
ety fron oueretony distinct from e Ut e infrepuend or ot ndlcathvg Of our cEraLing T farrmaRcE.

Thit ocfinitund Far-GALR are mat o aur e o wraer GALP ord shouli Aot be commidered o an
RTINS A IGRTTRE OF SOrPWRE e BARTT under GASA h“m.—-hlﬂ--#ﬁd
shoukd pet be Cormidered i fsokation o an @ sviEitGY for anafyaly of our remtT o1 reperied ender GWAP, fnogition, in eveharting the
oyt mom-GAAP macmure, you should be ewore that by e fldure we may isor arperm slrsier [t sdiusimendy v e
presertetion, despile our ommeTend that SocT o & ifrequent o mot, of our op W performance. Gur,

of ther alisted rer-AAR mecsires should rat e “--hﬂujmﬂlﬂhww-ﬂ.
Infroquet MEmL WA comoensets for tesr Bmilations by prowiding eoual prommiaence of our BAAP memuits el using odlsted ner-GRAR
P i Oy 0 8 DT

The folkeatng malves reconcle et oo fo Adfused FBOTTM, aorings tir phave 00 aurted aormings ey shave, farsooeted et iAcome
o Acfusted ESITOA, ard foreasted eamings per share to edfusted eomings per share for the periods indicoted.
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RECONCILIATION OF NON-GAAP FINANCIAL
MEASURES
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RECONCILIATION OF NON-GAAP FINANCIAL
MEASURES

Fleet Viehiches and Servioes Segmens
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RECONCILIATION OF NON-GAAP FINANCIAL

MEASURES

Financial Summmary (Non-GAAP)

Consolidated
{In thourands, except per share data)
{ Liouad it ad)
2017 Fost 2016 2015 2004

Operating Activities

Meat samings (lass) £13,000 - £14,500 £ 2603 £(17,480) £ o028

Dlepreciation & am artxaton 10,278 i 7437 B 378

Accraalks for waranky 11,203 6,533

Aszet tmpainm ents .

Cither nion-cash charges 1,816 16

Changs n workng capital {7,047 {5 A0 (0 LA
Met cash provided by cperating sctivities (A) 20 250 - 30,750 23,451 B 506

Capeal expendurez (B) (R.000] - (11,000) (134100 £3,463)

Paymentz on leng-term debt (20,000} { ) (&0)

Purchase and retwement of common stack - 'y (2,000

Dhividands (3.450% (3,427

Oithar {198} 227
Mat nicreass (decreate) in cash and cash aqubsalkents E[E 2000 - 17003 _§ [660) £ § (2130
Free cash flow (A-B) $18,250 - §21,750 ¥ 10041 £ 8005 § 3043
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RECONCILIATION OF NON-GAAP FINANCIAL

MEASURES

Hel peone

Add

Deepreciution and amortmation
I expexe

Tumes

EEMDA

Ad] frubiesct)
Resng hang cargp:
Chicss shipment dehy
Adrwted EBITINA

Estmigg per tham

Add

Aoqueriicn srpesses
Chassi shipmest dehiy
Adnried earmings per share

P wous Guidsses Foreem
toar Ending December 30, 2007

Low Mol High
§ Lad § AT § 145w
10078 1074 oz
and a0 1
piis] La&Sa 5]
(] M5 ' 2Ty 5 1578
ol L5 s
L1 A E] AT
§ riley 3 IRTel  § 31k
f 037 b | B3y [ ] oAl
03 03 LU
0.4 i i

3 o0& § ajo  § [
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