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Item 1.01 Entry into a Material Definitive Agreement.

The information set forth under Item 5.02 of this Current Report on Form 8-K is incorporated into this Item 1.01 by reference.

 
Item 5.02 Departure of Directors or Certain Officers; Election of Directors; Appointment of Certain Officers; Compensatory Arrangements of

Certain Officers.

(e)     CONMED Corporation (the “Company”) has entered into retention letter agreements (the “Retention Letters”) with certain members of the Company’s
senior management, including its named executive officers (other than Mr. Hartman and Mr. Darling). The Retention Letters provide for a cash bonus in the
amount of the executive’s annual base salary, payable on June 30, 2015, subject to the executive’s continued employment with the Company through that
date or earlier termination of employment by the Company without “cause” or by the executive for “good reason” (as each term is defined in the Retention
Letters). In the event of the executive’s termination due to death or “disability” (as defined in the Retention Letters) prior to June 30, 2015, such bonus
becomes payable, and is subject to proration. The Retention Letters also provide, in the event of an employment termination by the Company without cause
or by the executive for good reason, in either case prior to June 30, 2016, for a special severance payment equal to one and one-half times the sum of the
executive’s annual base salary plus target annual bonus, and for accelerated vesting of outstanding equity awards (other than stock appreciation rights
granted in 2014, which will be cancelled upon such termination), subject in each case to a release of claims in favor of the Company. In addition, as a
condition to eligibility for benefits thereunder, the Retention Letters provide that each covered executive thereby waives any claim that a “change in
control” has occurred or may occur in the future under the Company’s equity compensation plans and such executive’s respective Change in Control
Severance Agreement with the Company relating (in any way) to the changes in the Company’s Board of Directors in 2014.

The above description is qualified in its entirety by reference to the terms of the Form of Retention Letter, which is attached hereto as Exhibit 10.1 and
is incorporated herein by reference.

 
Item 7.01 Regulation FD Disclosure.

On July 23, 2014, at approximately 8:30 a.m. Eastern Time, the Company hosted an earnings conference call to discuss its financial results for the
second quarter of 2014 (the “Earnings Conference Call”). A copy of the transcript of the Earnings Conference Call is attached hereto as Exhibit 99.1 and is
incorporated into this Item 7.01 by reference.

The information in this Current Report on Form 8-K that is furnished under this Item 7.01, including Exhibit 99.1 attached hereto, shall not be deemed
“filed” for purposes of Section 18 of the Securities Exchange Act of 1934, nor shall they 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
 
Exhibit No.  Description of Exhibit

10.1   Form of Retention Letter.

99.1   Transcript of Earnings Conference Call held on July 23, 2014.

Disclosure Regarding Forward-Looking Statements

Statements made in this Form 8-K, other than those concerning historical information, should be considered forward-looking statements made pursuant to the
safe harbor provisions of the Securities Exchange Act of 1934 and the Private Securities Litigation Reform Act of 1995. These forward-looking statements
involve risks and uncertainties that could cause actual results, performance or trends, to differ materially from those expressed in the forward-looking
statements herein or in previous disclosures. The Company believes that all forward-looking statements made by it have a reasonable basis, but there can be
no assurance that management’s expectations, beliefs or projections as expressed in the forward-looking statements will actually occur or prove to be correct.
In addition to general industry and economic conditions, factors that could cause actual results to differ materially from those discussed in the forward-
looking statements in this Form 8-K include, but are not limited to: (i) the failure of any one or more of the assumptions stated above, to prove to be correct;
(ii) the risks relating to forward-looking statements discussed in the Company’s Annual Report on Form 10-K for the fiscal year ended December 31, 2013;
(iii) cyclical purchasing patterns from customers, end-users and dealers; (iv) timely release of new products, and acceptance of such new products by the
market; (v) the introduction of new products by competitors and other competitive responses; (vi) the possibility that any new acquisition or other
transaction may require the Company to reconsider its financial assumptions and goals/targets; (vii) increasing costs for raw material, transportation or
litigation; and/or (viii) the Company’s ability to devise and execute strategies to respond to market conditions.
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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.
 

CONMED CORPORATION
(Registrant)

By:  /s/ Daniel S. Jonas
Name:  Daniel S. Jonas, Esq.
Title:

 
Executive Vice President – Legal Affairs & General
Counsel

Date: July 23, 2014
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Exhibit 10.1

[CONMED Letterhead]

July [—], 2014

[Name]
[Address]
[Address]

Dear [Name]:

You have been selected by the CONMED Corporation (the “Company”) to receive a special retention bonus and, in the event of your termination of
employment under certain circumstances, a special severance payment, each in accordance with the terms of this letter.

Special Retention Bonus

The amount of your potential special cash retention bonus is $[—] (the “Retention Bonus”), equal to your annual base salary as of the date hereof (the
“Effective Date”). The Company will pay you the Retention Bonus on June 30, 2015 (the “Payment Date”), or as soon as administratively practicable (but no
later than ten (10) days) thereafter, subject to your continuous employment with the Company through the Payment Date. If your employment is terminated
by the Company without “Cause”, or by you for “Good Reason” (as each term is defined below), you will receive payment of your full Retention Bonus
within sixty (60) days of such termination. If your employment terminates as a result of your “Disability” (as defined below) or death, you (or your estate) will
receive payment of your Retention Bonus within sixty (60) days of such termination, prorated based on the number of days you were employed from the
Effective Date through the Payment Date. If your employment terminates before the Payment Date for any reason other than as set forth in this paragraph, you
will not be eligible for payment of the Retention Bonus.

Special Severance Benefits

If, on or before June 30, 2016, your employment is terminated by the Company without Cause or you resign for Good Reason, the Company will pay to
you, within sixty (60) days, one and one-half (1.5) times the sum of your (a) annual base salary then in effect and (b) target annual cash incentive award (equal
to 50% of your annual base salary).

Special Equity Vesting

If, on or before June 30, 2016, your employment is terminated by the Company without Cause or you resign for Good Reason, all outstanding,
unvested equity awards issued to you by the Company under the Company’s equity incentive plans will vest and become exercisable and will remain
exercisable for 90 days following your termination date (other than SARs granted to you in 2014, which shall not be accelerated and shall be canceled as of
the termination date).



Release Requirement

Your receipt of the special retention bonus on a termination without Cause, resignation for Good Reason or termination due to Disability, special
severance payments and special equity vesting described above will be conditioned upon your execution and non-revocation of a release of claims in favor
of the Company in a form acceptable to the Company that becomes effective within fifty-five (55) days following your termination date.

Change in Control Wavier

You hereby waive any claim that a “change in control” has occurred or may occur in the future under the Company’s equity compensation plans and
your Change in Control Severance Agreement with the Company (“CICSA”) relating (in any way) to the changes in the Company’ s Board of Directors (the
“Board”) in 2014.

Definitions

“Cause” means (i) your willful and continued failure to perform substantially your duties with the Company (other than any such failure resulting from
your incapacity due to physical or mental illness) after a written demand for substantial performance is delivered to you by the Board which specifically
identifies the manner in which the Board believes that you have not substantially performed your duties, or (ii) your willfully engaging in illegal conduct or
gross misconduct which is demonstrably and materially injurious to the Company or its affiliates. For purpose of this definition, no act or failure to act shall
be considered “willful” unless done or omitted to be done in bad faith and without reasonable belief that your action or omission was in the best interests of
the Company or its affiliates. Any act, or failure to act, based upon authority given pursuant to a resolution duly adopted by the Board, based upon the advice
of counsel for the Company or upon the instructions of the Company’s chief executive officer or another senior officer of the Company shall be conclusively
presumed to be done, or omitted to be done, by you in good faith and in the best interests of the Company. Cause shall not exist unless and until the
Company has delivered to you a copy of a resolution duly adopted by three-quarters (3/4) of the entire Board (excluding you if you are a Board member) at a
meeting of the Board called and held for such purpose (after reasonable notice to you and an opportunity for you, together with counsel, to be heard before
the Board), finding that in the good faith opinion of the Board an event set forth in clauses (i) or (ii) has occurred and specifying the particulars thereof in
detail.

“Disability” means termination of your employment by the Company due to your absence from your duties with the Company on a full-time basis for
at least one hundred eighty (180) consecutive days as a result of your incapacity due to physical or mental illness.

“Good Reason” means, without your express written consent, the occurrence of any of the following events: (i) (A) any change in your duties or
responsibilities that is inconsistent in any material and adverse respect with your position(s), duties, responsibilities or status with the Company as of the
Effective Date (including any material and adverse diminution of such duties or responsibilities); provided, however, that Good Reason will not be deemed
to occur upon a change in duties or responsibilities that is solely and directly a result of the Company no longer being a publicly traded entity and does not
involve any other event set forth in this paragraph or (B) a material and adverse change in your titles or offices with the Company as in effect on the Effective
Date; (ii) a reduction by the Company in your rate of annual base salary or material reduction in annual target bonus opportunity, as in effect on the Effective
Date or as the same may be increased from time to time thereafter (other than a reduction of less than 10% that is applicable to all employees generally);
(iii) any requirement of the Company that you (A) be based anywhere more than fifty (50) miles from the office where you are located as of the Effective Date
or (B) travel on Company business to an extent substantially greater than your travel obligations as of the Effective Date; or (iv) the failure of the Company
to obtain the assumption of this letter from any successor. An isolated, insubstantial and inadvertent action taken in good faith and which is remedied by the
Company within ten (10) days after receipt of notice thereof given by you will not constitute Good Reason. Your right to terminate employment for Good
Reason will not be affected by your incapacities due to mental or physical illness and your continued employment will not constitute consent to, or a waiver
of rights with respect to, any event or condition constituting Good Reason; provided, however, that such event will not constitute Good Reason under this
letter unless (1) you provide notice to the Company within the thirty (30) days following the initial existence of an event constituting Good Reason, (2) the
Company does not remedy such event (if remediation is possible) within thirty (30) days following the Company’s receipt of notice of such event, and
(3) you separate from service with the Company within ninety (90) days following the initial existence of such an event constituting Good Reason.
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Other Terms

All payments under this letter will be less any taxes required to be withheld under applicable federal, state or local law. The special retention bonus and
any special severance payment will not be taken into account in computing the amount of salary or compensation to determine any bonus, retirement, or
other benefit under any Company benefit plan or arrangement.

Except as expressly provided herein under the heading “Change in Control Waiver”, this letter will not affect your rights or the Company’s obligations
as provided in your CICSA, which otherwise remains in full force and effect in accordance with the terms set forth therein. Notwithstanding the foregoing, if,
in connection with your termination of employment, you would qualify for cash severance payments under both the CICSA and under this letter, you will
receive the cash severance payments pursuant to either the CICSA or this letter (but not both), whichever agreement provides the more favorable payment and
benefits to you.

[The Company acknowledges that if you retire after June 30, 2015, your retirement will be deemed to be with the consent of the Compensation
Committee of the Board, and any outstanding, unvested equity awards held by you at the time of such retirement will accelerate and remain exercisable for
one year.]1

You will not have any right to transfer, assign, pledge, alienate or create a lien upon the special retention bonus or special severance payments or
benefits. The special retention bonus and special severance payment are unfunded and unsecured and payable out of the general funds of the Company.
Nothing in this letter is intended to suggest any guaranteed period of continued employment and your employment will at all times continue to be
terminable by you or the Company. This letter will be binding on any successor to the Company, and the Company will cause any such successor to
expressly assume this letter and the rights and obligations hereunder. Your obligation to maintain the confidentiality of this letter and the special retention
bonus and special severance payment will continue after your employment with the Company terminates for any reason.
 

If you bring a claim under this letter for the failure of the Company to perform fully in accordance with the terms hereof, and such claim is successful,
the Company will reimburse you for reasonable legal fees and expenses, if any, incurred by you in connection with such claim.

This letter will be governed by, and construed in accordance with, the laws of the state of New York. YOU AND THE COMPANY HEREBY
IRREVOCABLY SUBMIT TO THE EXCLUSIVE JURISDICTION OF ANY STATE OR FEDERAL COURT LOCATED IN ONEIDA COUNTY, NEW YORK,
OVER ANY SUIT, ACTION OR PROCEEDING ARISING OUT OF OR RELATING TO OR CONCERNING THIS LETTER. You and the Company each
acknowledge that Oneida County, New York, has a reasonable relation to this letter (and the matters contained herein) and to the relationship between you
and this letter (and the matters contained herein). This letter contains the entire understanding between you and the Company with respect to the subject
matter of this letter and supersedes any prior agreements, statements, representations or understandings between you and the Company with respect thereto.
This letter may not be altered, amended, modified or terminated except in a writing executed by you and the Company. This letter may be executed in
counterparts, each of which will be deemed an original, and such counterparts will constitute one and the same instrument.

The payments under this letter are intended to be “short-term deferrals” that do not constitute “deferred compensation” subject to Section 409A of the
Internal Revenue Code (“Section 409A”). The parties agree to interpret and administer this letter in a manner intended to be exempt from or comply with
Section 409A. If and to the extent that any payment under this letter is determined by the Company to constitute “non-qualified deferred compensation”
subject to Section 409A (because a payment is not a “short-term deferral” and not an involuntary severance payment under Treas. Reg. §1.409A-1(b)(9)(iii))
and that is payable to you by reason of your termination of employment, then (1) such payment or benefit will be made or provided to you only upon a
“separation from service” as defined for purposes of Section 409A under applicable regulations and (2) if you are a “specified employee” (within the meaning
of Section 409A and as determined by the Company), such payment will not be made or provided before the date that is six months after the date of your
separation from service (or your earlier death or a change in ownership or effective control, within the meaning of Section 409A).
 
1 Bracketed text included in form for Robert D. Shallish, Jr., only.
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We thank you for the service you have rendered in the past and look forward to your continued contribution to the success of the Company. Please
acknowledge your acceptance of the terms of this letter and return it to me as soon as possible but no later than July [—], 2014.
 

Sincerely,

CONMED CORPORATION

 
By:

 
[Name]
[Position]

 
Acknowledged and agreed:

 
[Name]

Date:                     
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Exhibit 99.1

Q2 2014 CONMED Earnings Conference Call
 
K: Kathy
 

B: Bob Yedid
 

M: Mark Tryniski
 

R: Rob Shallish
 

C: Curt Hartman
 

MM: Mike Matson
 

J: Jeffrey Cohen
 

MT: Matt Miksic
 

JS: James Sidoti
 

ML: Mark Landy
 
 
 
K: Good day ladies and gentleman and welcome to the Quarter 2 2014 CONMED Earnings Conference Call. My name is Kathy and I will be your

operator for today. At this time all participants are in listen-only mode. We will conduct a question and answer session toward the end of this
conference. If at any time during the call you require assistance, please press the star key and an operator will be happy to assist you. I should
remind you this call is being recorded for replay purposes. I would now like to turn the call over to Mr. Bob Yedid with ICR Investor Relations.
Please proceed, sir.

 

B: Good morning everyone. This is Bob Yedid with ICR. Before we begin let me remind you that during this call CONMED’s management will be
making comments and statements regarding their financial outlook, which represent forward looking statements that involve risk and
uncertainties as those terms are defined under Federal Securities Laws. The company’s actual results may differ materially from our current
expectations. Please refer to the risk factors and other cautionary factors in today’s press release as well as our SEC filings for more details on
factors that may cause actual results to differ materially. You will also hear management refer to certain Non-GAAP Financial Measures during
this discussion. While these figures are not a substitute for GAAP Measures, the company’s management uses these figures to aid in monitoring
the company’s ongoing financial performance from quarter to quarter and year to year on a regular basis and for benchmarking against other
medical technology companies. Adjusted net income and adjusted earnings per share measure the income of the company excluding credits or
charges that are considered by management to be special or outside of the normal ongoing operations of the company. These adjusting items are
specified in the reconciliation in the press release issued this morning. With these required announcements completed, I’ll turn the call over to
Mark Tryniski, Chairman of the Board, for his remarks. Mark?
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Q2 2014 CONMED Earnings Conference Call
 
M: Thank you, Bob. Good morning and thank you all for joining us on short notice for an earlier than planned conference call. Before Rob and

Curt’s comments, I want to take a few minutes to discuss a number of important announcements CONMED made this morning. First I’d like to
discuss the board and leadership changes we disclosed. As you’ve likely read by now Joe Corasanti is stepping down as president and chief
executive officer and as a member of the board of directors. The board has appointed Curt Hartman, an independent director of the company, as
interim chief executive officer. In addition Gene Corasanti, the founder of CONMED has decided to retire from the board and as an employee
after 44 years of distinguished service to the company. All of these changes are effective immediately.

The board is very grateful for Joe’s many contributions to CONMED for more than 20 years. He’s played an instrumental role in CONMED’s
growth and his leadership has helped transform the company into the leading global supplier of medical technology devices it is today. I also
want to extend our gratitude to the company’s founder Gene Corasanti, whose strategic vision became the foundation for the worldwide
organization that CONMED is today. Both Joe and Gene have dedicated much of their lives to CONMED and we wish them well in their future
endeavors. The CONMED Board has formed an executive search committee comprised of five independent directors that will immediately begin
a search process to identify a permanent CEO. We intend to retain an executive search firm to assist in this process.

We are extremely fortunate to have a talented board to draw from and are pleased that Curt Hartman has agreed to serve as interim CEO. Curt
joined the board in March of this year and already has deep knowledge of CONMED’s business and operations. With more than 22 years of
experience in the medical device industry through his various roles at Stryker Corporation, the board is confident that Curt’s leadership will
provide for a seamless transition as CONMED continues to focus on positioning the company for future growth, profitability and improved
execution. During his tenure at Stryker, Curt served as the interim CEO for eight months in 2012 and was the corporate CFO from 2008 until
2012. From 1999 to 2008, he served as the global president of the instruments division of Stryker, which served many of the same markets as
CONMED. At Stryker, Curt focused on a number of initiatives, including the successful completion of multiple acquisitions, debt offerings,
share buybacks, and enhanced dividend policy while innovating the business model to address the challenging healthcare landscape.

[4:58]

Curt has had an opportunity to engage with CONMED senior management team, which averages 21 years of medical device industry experience
and has a deep understanding of the company’s strategic objectives. Importantly, he shares the board’s optimism around CONMED’s
opportunities to improve performance and enhance shareholder value. Suffice it to say, CONMED is in great hands as we search for a permanent
CEO and we believe the future is very bright for the company.
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In addition to these changes, the board has also appointed a new director, Charles Farkas. Charles is a senior partner at Bain & Company and the
former North American head of Bain’s healthcare practice. Charles’ 35 years of experience advising executives in the healthcare industry will be
valuable to the CONMED board and he will serve as a member of the board’s executive search committee for a permanent CEO as well as the
audit committee.

Before I turn the call over to Rob to discuss the second quarter in more detail, I want to briefly discuss the strategic alternatives process we
disclosed this morning. Over the past six months with the assistance of Bank of America Merrill Lynch, Greenhill & Company and its legal
advisors, the company contacted an exhaustive list of potential financial and strategic counterparties across the industry to explore a range of
strategic alternatives including a sale or merger of the company with the goal of maximizing shareholder value. Following this comprehensive
process, the board determined that the various strategic alternatives available at this time do not adequately reflect the intrinsic value of the
company or its future growth prospects. As such the board has determined to terminate the process and work with management to focus on further
developing and executing CONMED’s strategic plan to grow revenues and margins. Given that this process was underway, the board determined
that it was in our shareholders’ best interest to delay the annual meeting of shareholders until September. We wanted to insure that the board had
adequate time to fully execute the process and if necessary, provide our shareholders with adequate time to consider any results arising from the
process ahead of the meeting. It’s important to note that CONMED’s board of directors and management team remain committed to driving
shareholder value and we will continue to take any actions that enable us to achieve this important objective.

We believe there are many opportunities ahead for the company to enhance operational execution, growth and profitability and we are entering
this next chapter with renewed optimism. I’d like to remind everyone that the purpose of today’s call is to discuss our financial results for the
quarter and I ask that you please limit your questions to our earnings announcement as we will not be providing any additional details regarding
the process or the counterparties involved. With that, Rob, please go ahead and take us through the second quarter results.

 

R: Great, good morning and thank you, Mark. During the second quarter, CONMED’s strong operating performance allowed us to grow our adjusted
earnings per share to 47 cents up 9.3 percent over the prior year and near the upper end of the guidance range of 44 to 48 cents we provided to
investors last April. Diluted earnings per share on a GAAP basis came in at 37 cents for the June 2014 quarter, an increase of 8.8 percent over the
prior year period. Sales for the second quarter of 2014 were 188.2 million dollars, a year over year decline of 2.5 percent or 2.3 percent on a
constant currency basis. This was comprised of a 2.3 percent decrease in single-use devices and a 3.1 percent decline in capital products
compared to the second quarter last year on a reported basis. Sales were below our prior year for three reasons. First, general surgery product sales,
which are primarily single-use products, were less than expected as various data points to a lower level of healthcare utilization in the United
States. The decrease is consistent with what we are observing in the marketplace among public med tech competitors with product lines
comparable to CONMED. Second, sales of surgical visualization products were down approximately 2.9 million dollars the second quarter
versus the prior year period. We believe much of the decline in our visualization business is due to forestalled orders as customers wait for the
release of our next generation system, the IM-8000 2D platform. In addition there is general variability in capital sales in the current capital
spending environment.
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[10:00]

Third, the sales of our sports tissue and biologics products experienced a decrease of approximately 1.3 million dollars in Q2 2014 due
principally to a contract supplier’s inability to supply platelet rich plasma or PRP products for our resale. As we discussed last quarter we were
looking for an alternative supplier. After seeking an alternate source, we have concluded that we will likely not be able to sell this product in the
near-term.

On the positive side, we experienced strong growth of 12 percent with powered instrument hand pieces due to the rollout of the Hall 50 Powered
Instrument hand piece system. These instruments are lighter and more comfortable with ergonomically designed hand pieces. Together with the
recently released Hall Autoclavable Lithium Ion Batteries, the Hall 50 instruments deliver dependable, long-lasting power. Surgeon and hospital
reception to this new product line has been excellent with very solid growth in the second quarter over the prior year period. While we
experience some near-term challenges, as we look forward, we are encouraged that many of our new products will be in full rollout later this year.
And that should provide good sales momentum into the full year 2015 as our R&D and commercialization investments pay off.

Moreover CONMED benefits from its position as a global med tech company. As a reminder, CONMED sales are split almost evenly between the
international and the US markets. In the first half of 2014, international sales represented over 53 percent of our total sales and grew by 1.2
percent on a constant currency basis. Sales in the United States for the second quarter of 2014, came in at 87.7 million dollars while international
sales grew to 100.5 million dollars. Single-use product declined 3.7 percent domestically and .4 percent internationally on a constant currency
basis. Domestic capital sales were down 15 percent for the reasons I discussed previously while international capital markets grew by a solid 5.1
percent in constant currency. The US suffered from a lack of procedure growth while we saw a return to growth in Europe. Our adjusted earnings
per share grew by 9.3 percent in the second quarter with adjusted EBITDA margins increasing by 50 basis points to 17.4 percent. This
improvement is a continuation of CONMED’s strong track record of growing margins and EPS over four years. CONMED has improved our
margins through new products and improved mix of single-use devices and a consistent program of lean manufacturing and initiatives focused
on reducing SG&A expenses and cost of goods sold. Throughout 2014 we believe we are well-positioned to continue steadily expanding
adjusted EBITDA and operating margins in comparison to last year by further improving our product mix and reducing costs.

Now I’d like to turn to our recent progress with some of our more impactful new product platforms. As we have discussed previously, 2014 will
be a very good year for CONMED with several new product introductions doubling the pace of 2013. As I mentioned earlier one of the important
new products we are launching is the IM-8000, our new 2D-HD visualization system. The planned launch in the second half of this year is likely
causing customers to wait for the new system. We have now initiated a limited launch of the new IM-8000 system and it is performing well. Our
domestic sales force will be trained in four waves from late July to early August on both the new 2D visualization system and our Edge Ablation
system used in orthopedic procedures. We expect to generate modest revenues from our new visualization system in Q3 with a fuller impact
starting in the fourth quarter. As I mentioned we will be training our full sales force soon on our new Bipolar Radiofrequency Arthroscopic
Energy System, which we have branded as the Edge Ablation System. We have a CE mark for the system and it is in surgeon review in Spain. In
the United States CONMED has filed for 510(k) Clearance and we hope to receive the FDA clearance shortly in order to begin our US launch in
the second half this year. The Edge System offers a versatile intuitive design and user interface for arthroscopic ablation, coagulation and
dissection.
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[15:05]

The single-use Bipolar Probes are engineered for shoulder, knee, hip and extremity arthroscopy procedures. With the Edge System we are now
entering the growing half billion dollar Bipolar Arthroscopic Ablation market. In the shoulder repair market CONMED is building on a strong
competitive position by introducing highly innovative new products for shoulder arthroscopy. For the second quarter and year to date, our
shoulder repair devices grew in excess of 10 percent over prior year periods. While we were focused initially on the shoulder instability market,
we’ve expanded our Y-Knot product line into the market for rotator cuff repairs, which is estimated to be equal in size or larger than the
instability market. At the AAOS in March, we introduced the Y-Knot RC Anchors for rotator cuff repairs, which are currently the world’s only
self-punching all suture anchors. For instability repairs we also introduced the Y-Knot Flex System, an all suture anchor featuring the smallest
double-loaded anchor currently available with curved flexible instrumentation to help surgeons achieve ideal placement. Surgeons find that
these anchors help to simplify procedures while their small size is designed to improve placement options. We are excited about each of these
new product launches. As I mentioned previously our new 2D visualization system and the Edge Ablation system are expected to go into full
rollout in Q4 after we complete training our sales force over the next four weeks. And that should generate better sales growth for the full year
2015.

These new products are driven by CONMED’s investment in productive R&D spending. And that will continue to be an important priority for
the company. In the first half of 2014 R&D investments were up over 12 percent versus the prior year period. Turning now to a discussion of
margins, adjusted gross margins for the second quarter of 2014 were 54.4 percent, an increase of 20 basis points over that of the second quarter of
2013. CONMED has an intense focus on increasing gross margins through our lean manufacturing programs, strategic sourcing initiatives and
moving production to lower cost facilities when appropriate. Selling general and administrative expenses for the second quarter of 2014 were
74 million dollars or 39.3 percent of total sales compared to 77.2 million dollars or 40 percent of total sales in the same quarter last year. SG&A
expenses were 4.1 percent lower in the second quarter of 2014 versus the prior year period. Research and development spending was 6.9 million
dollars for the second quarter, up over 4 percent from the second quarter of 2013. R&D spending as a percentage of sales was 3.7 percent as
compared to 3.4 percent in the prior year period. And in line with our target of approximately 3.5 percent of sales.

Overall the adjusted operating margin in the second quarter of 2014 at 10.7 percent was higher by 70 basis points compared to the prior year
period. On a GAAP basis, operating margin was 8.5 percent in the second quarter compared to 8.1 percent in the same period last year. The
adjusted EBITDA margin in the quarter was 17.4 percent of sales, an increase of 50 basis points versus the prior year period. EBITDA margin
using GAAP amounts for the second quarter was 14.5 percent of sales, an increase of 20 basis points. With regard to unusual charges, we
continued ongoing consolidation of certain administrative functions and manufacturing activities during the second quarter of 2014. Primary
emphasis this quarter with regard to consolidation centered on our previously announced Denver facility changes. In addition we incurred
litigation costs and there have been unusual expenses related to shareholder activism. As of June 30, 2014 our cash balance stands at
60.4 million dollars. Days in accounts receivable were 65 days and inventory days were 167 days. Both of these metrics are within our targeted
ranges. At the end of the quarter the net debt to book capitalization calculation was 21.1 percent, an amount that will allow CONMED to
continue to return cash to shareholders in the form of dividends and share repurchases as well as seeking elective acquisitions.
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[20:07]

Our effective tax rate for the second quarter was 28.6 percent on a GAAP basis and 30.3 percent on an adjusted earnings basis compared to 33.8
percent in the second quarter last year on an adjusted basis. For the remaining quarters of this year, we anticipate a book tax rate of
approximately 30 to 32 percent. As we’ve discussed in the past, the cash tax rate is less than the book tax rate. This year we anticipate a 15 to 20
percent cash tax rate. In terms of our full year 2014 outlook we are revising our previous total sales guidance from between 770 to 780 million
dollars to the revised 735 million dollars to 745 million dollars due to the first half sales results and our outlook for the remainder of the year. As
a result of this change in sales outlook, we are slightly adjusting the full year adjusted diluted earnings per share guidance to $1.85 to $1.95 per
share from the previous guidance of $1.90 to $2.00. These reductions in sales and earnings are a result of the environment of lower healthcare
procedure counts in the United States and new product introductions coming later in the year. As I previously mentioned, we expect these new
product introductions will have a positive impact on our sales growth as we progress into 2015. As noted in this morning’s earnings
announcement, many companies have adopted a policy of not providing quarterly financial guidance due to the required micro-forecasting that
often leads to misperceptions of a company’s performance.

In that light we have decided to only update our annual guidance at this point rather than to give specific third quarter estimates. I will mention
that the third quarter is historically the softest quarter of the year due to customers, physicians and patients being on holiday. Before I wrap up I
want to remind investors of key operating and financial priorities for CONMED. We have and will continue to boost margins by reducing our
costs of goods sold and SG&A spending as a percentage of sales through a consistent program of lean manufacturing and cost reduction
initiatives. CONMED has an established track record of generating solid free cash flow and a significant portion of that cash is returned to
shareholders in the form of dividends. We also have a track record of share repurchases. We will also seek to introduce new products to improve
our sales and margins while increasing our mix of single-use products. All of these initiatives have positioned CONMED to generate continued
solid earnings growth over the foreseeable future. With that I will now turn the call over to Curt Hartman for brief remarks before we open the line
for questions. Curt?
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C: Thanks, Rob. Good morning and thank you for joining us on an adjusted schedule today. I’d like to open this morning by extending on behalf of

the board and myself our sincere appreciation to Joe for his stewardship and dedication to the company over two plus decades. Under his
leadership CONMED evolved both through acquisition and internal innovation into a leading global supplier of medical technologies across
many market segments. Today the company is well-positioned offering its global customers innovative products in areas like sports medicine,
orthopedics and general surgery to name a few. Over his career, Joe’s leadership has also been instrumental as the company expanded revenues
while growing earnings and cash flow. I wish Joe all the best in his future endeavors. Second and as important we’d like to recognize and
acknowledge Gene Corasanti for his entrepreneurial spirit that enabled the creation of CONMED. Since its inception some 40 years ago, the
company has grown from one product in 1973 to a multitude of medical devices that enhance patient outcomes in all corners of the world. We all
extend our thanks to Gene as without his vision and drive, CONMED, the products that our customers depend on and the careers that our
employees pursue would not exist. Gene is rightfully proud of his creation and we all wish him well in his retirement. Looking to the future I’m
honored the board has asked me to serve in the interim CEO role for CONMED. My past experiences at Stryker as interim CEO, CFO and
operating division global president coupled with my 22 years of medical device industry experience have me excited by the opportunity. Since
joining the board as an independent director in March of this year I have developed important knowledge about our business and operations.
The company has a highly engaged and committed workforce and possesses many exciting brands in growing segments in the medical
technology market.

[25:05]

I look forward to working closely with senior management to move the company forward with all of our stakeholders while the board undertakes
a search for a permanent CEO. Overall acknowledging the work ahead I’m optimistic about CONMED’s future and the ability to capitalize on the
company’s strong market positions and global presence. With that operator we’ll open the lines for questions.
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K: Ladies and gentlemen, if you wish to ask a question, please press star followed by one on your touch tone telephone. If your question has been

answered or you wish to withdraw your question press star followed by two. Press star one to begin. Please stand by for your first question. The
first question comes from the line of Mike Matson of Needham & Company.

 

MM: Thanks for taking my question. I guess I’ll start with Curt. Curt, I was wondering would you consider staying on as permanent CEO of
CONMED?

 

C: Mike, fair question. I think we’re way too early in the process for me to answer that. The press release indicates that the board has formed a search
committee. Having been through this process once before the right governance approach is for the board to form the search committee, contract
with an outside firm and undertake a comprehensive review. We’re going to respect that process and not offer commentary on where any
individual would be in that process.

 

MM: Okay. And then in this interim period until a permanent CEO is named, do you expect to just kind of maintain the status quo or do you expect to
try to implement any sort of changes at the company?

 

C: I think, Mike, to answer that one would point to first are the positives within the company. There’s been some great internal operational
performance that has really allowed gross margins to expand in the last couple years. You’ve got some great franchises, brand names like Hall,
Linvatec, CONMED overall. The international business, things like that are really terrific. Some of the new products that are just hitting the
market. And what we want to do is continue to put gas so to speak on those fires and let them continue to move forward. On the other side we’ve
got some things that we clearly want to pay attention to. I think some of the top line challenges are front and center on that list. So if focusing on
top line challenge falls in the category of looking at strategic alternatives, then the answer is yes. Beyond that I don’t think we’ll be commenting
this time. Got a lot of work in front of us to sit down with the senior management team, understand where our priorities are going to be and then
start executing on those.

 

MM: Okay, and then I guess just a question for you, Curt or Mark, the company’s been struggling with some declining revenue growth here. It’s fairly
rare that med tech companies, I mean the markets generally are pretty stable so it’s not that common that we see declines in revenues at these
types of companies. So I was just wondering if you had an opinion about what are sort of the root causes in the declines in revenue we’ve been
seeing.
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M: Sure, it’s Mark. I’m not going to comment specifically as it relates to any of the business segments and the operational performance. I think Curt

did a good job of characterizing the many significant assets and attributes and improvement in operating performance in margin, in SG&A and
some of the consolidation opportunities that we have executed on that have been very successful in terms of generating growing levels of cash
flow. Curt commented on the need to focus on the top line and revenue and that’s something that we will be focusing on further into the future. I
think Curt has tremendous experience in this industry. He knows our markets. He knows our products. So I think he’s going to do a great job of
hit the ground running and help us implement performance and strategy enhancements that will focus on some of those needs in the company as
well as leveraging off some of the tremendous assets and attributes in the company, including as Curt mentioned the global presence, the product
development and some of the new products that are coming out as well as the tremendous momentum that was created under Joe’s leadership
around operating efficiency and improving EBITDA margins and cash flows.

 

MM: Okay, just a product question then. Just on the Edge product, is that still on schedule to be, I mean you’re training the sales people I guess during
the third quarter, so I would assume that’ll be available really by the fourth quarter? Is that kind of the expectation?

[30:29]
 

R: Well, I’d say you’re right. We’re training the sales force here in the next several weeks. We are in limited launch in Spain testing the product and
reviewing the features and benefits with surgeons. We are awaiting the 510(k) clearance here in the United States, which we think should be
coming shortly. So all in all I think we’re in pretty good shape for a full launch as we get into the later months of this year.

 

MM: Alright. That’s all I have. Thanks a lot.
 

R: Thanks, Mike.
 

K: Thank you. The next question comes from the line of Jeffrey Cohen of Ladenburg Thalmann.
 

J: Hi, thanks for taking my questions and thank you for the commentary, Curt and Mark and Rob. So just a few questions as a follow on. It seems
like the revenue reduction for the full year on the forecast seems a bit stronger than expected. Is that as a result of just timing for the new products
or are you factoring continued weakness in the capital goods side for the third quarter as well?

 

R: Well, Jeff, you know forecasting is not a science but when we look at our history we see that the second half of the year has sales which are
slightly better but not by much than sales in the first half of the year. So taking that as a benchmark, that would put us at about 740 million
dollars in sales, just doubling the sales of the first half. Now the new products we think will be beneficial to that. But as you know new products
can have a rocky start at some points, not that I’m expecting that from these new products but the surgical visualization system, for example, is a
capital item. Capital products take a while to evaluate at the hospital level. So it may not be until 2015 when we see the full benefit of those
launches. So even though we’re very optimistic about these new products, we want to be conservative with our forecasting guidance with respect
to their potential benefit in the second half of this year. So overall we feel comfortable with the guidance that we’ve given on sales as well as
earnings.
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J: Got it. Can you talk a little bit about the PRP supplier issue? What is it specifically that you’re having issues with the supply and does that mean

that PRP as a whole will not be sold at present?
 

R: Well, that’s our current belief. The supplier is a large multinational company. This was a very small business for them. I think they had some
issues in production that caused a supply shortage. And as they looked at the requirements to provide those products to us, there was just too
much effort they felt to provide us with those devices, and therefore have stopped production. We’ve looked at alternate sources but it would
take quite some time to get them up and running. And that would take away focus from our sales force in other efforts. So we’ve concluded for
the time being that PRP is probably a product that is just not for us. That could change but for now we’re not expecting to be selling that device.

 

J: Okay so then what does that mean for the relationship with MTF for the moment?
 

R: Well, the MTF relationship is very, very strong. So as you know MTF supplies allograft tissue to hospitals here in the US and to some extent
around the world. And we are their education and clinical support group for them. And we receive a commission if you will for that service. The
tissue business is doing fine. PRP was less than 10 percent of our revenues associated with MTF. So the relationship is fine and the business we
expect should be doing well.

[35:00]
 

J: Okay got it, that’s helpful. Do you have any commentary specific to Altrus for the second quarter?
 

R: Well as you know Altrus is manufactured in our plant in Denver. That plant received a warning letter in February. We continued to sell the
product and we have been fortunate that we have at least maintained our sales of Altrus through this period. But it’s been somewhat difficult
frankly to grow the sales like we would typically like with a little bit of overhang from that FDA warning letter. I’m pleased to report that as a
result of the work that we’ve done with our regulatory group, or that our regulatory group has done, the FDA has recently issued a clearance on
the Altrus product including all of the design changes that we have made since the last 510(k) clearance several years ago. That’s very good
news. With
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respect to the actual warning letter, we have a few little things, we believe small things, to button up with the FDA but we believe we’re on track
for clearing that warning letter in the Denver facility. So all in all I think good news on Altrus from the standpoint of clearing up any issues and
we look forward to growth in that device.

 

J: Just a couple more if I may, could you provide any numbers as far as pricing at least in Europe on Edge at the moment?
 

R: No, I can’t give you specific numbers but it will be competitive with other market participants’ devices.
 

J: Okay. Could you give us a range?
 

R: Gee, I’d rather not at this point, Jeff.
 

J: Okay, and just one more if I may, Rob, could you talk about the cash generation for the quarter and pay down of debt for the quarter?
 

R: Yes. Cash results, operating cash results were about the same as a year ago. We had some inventory growth this period because of new products.
So we’re building inventory for some of these new products. And frankly, sales came in a little bit less than we thought. Third thing, generally in
the second quarter we’re building inventory for the second half of the year when there’s additional plant shutdown for vacations and holidays
and so forth. So inventory growth this particular quarter used up some cash on the cash flow statement. There were no share buybacks. Our debt
increased only very slightly. That’s because of the previous share buybacks that we had as well as MTF payment early in the year and the
inventory increase.

 

J: Okay, got it. That does it for me. Thanks very much.
 

K: Thank you. The next question comes from Matt Miksic of Piper Jaffray.
 

MT: Hey, it’s Matt and thanks for taking our questions. First I wanted to just maybe understand, I don’t know if it’s Curt or who would be the right
person to take the question, but understanding Joe and Gene’s contribution. Curt, you can’t call it anything but an impressive career with
Stryker, can you talk a little bit more than you said in the press release, your prepared remarks, about why now and what kinds of quality,
incremental value, strategic, you know, energy or insights or direction you’re looking for in a new CEO for CONMED.

 

M: It’s Mark. I will not comment further on that question other than to say Joe has stepped down as CEO after a tremendous 20 year career growing
the company, its revenues earnings, cash flow through both organic and strategic acquisitions. And we wish him the best. Gene has retired from
the board and as an employee after founding the company 40 plus years ago. Certainly his vision has been instrumental in the progress and
success and growth of this company from startup
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 to one of the leading global providers of medical surgical devices in the world. So we’re, on behalf of the board, very grateful to both of them for
their loyalty, service, their vision and their success in growing this company.

 

MT: Okay. Secondly, on Q2 results, wondering how much of an effect, you talked a little bit about the markets and about some of the pacing of the
product launches, did you see any effect because of the strategic alternatives process that you’re undergoing that was out there in the
marketplace, any distraction or disruption of the sales force, whether any of that will carry over here into the remaining quarters of the year?

[40:33]
 

R: Well, Matt, there were a lot of rumors about the process. We didn’t confirm any of those obviously during the last several months of this process.
It’s possible there may have been some distraction but it’s very difficult to quantify that, very frankly. I think going forward there should not be
distraction because we’re continuing to operate as a company like we always have. We’ve got some great new products to be working on. I look
forward to performance in the second half of this year and going into next year.

 

MT: So no disruptions or losses of distributors or sales people to speak of that you’d expect to have a material impact?
 

R: No, we’re not expecting that.
 

MT: Okay. In terms of the EBITDA trends, you know, Rob you talked about more improvements to come in the second half and in 2015. Given the
number of new capital products can you talk a little bit about how that mix will work or what we should expect in terms of the shape or the
magnitude of those improvements in EBITDA?

 

R: Well, Matt, this year going back to our earlier calls, we’ve forecasted about a 50 basis point improvement in EBITDA this year. We’re already
doing that frankly for the first half, maybe even a little bit better. So all that seems to be on track from a cost improvement situation. You’re
correct, the capital products could be from a mixed standpoint somewhat of a drag on margins. But I don’t think that is going to be significant.
Capital products for us are still only about 20 percent of our total sales. And the margins on the capital products aren’t that much less than the
single-use products. And lastly volume in any form whether it’s coming from capital products or single-use products have a real positive impact
on absorption of overhead costs. So more volume is always better whether it’s coming from capital or single-use products.

 

MT: Okay, that is actually a lead in to my last question. Product mix is important but we have talked about capacity and fixed asset absorption in the
past, I suppose that getting some of that inventory moving through the P&L will help, but given that you’ve put the strategic valuation on hold
here and you do have capacity as I understand it, should we expect you to be tucking in more products or business lines over the coming quarters
to help leverage that production capacity? How should we think about that?
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R: Well, our strategy for years has been one of taking advantage of acquisitions as we find them or as they’re presented to us. And I don’t believe

that strategy is going to change. So as we look at products that fit into our portfolio, we’re certainly going to be interested in ones that we can
bring into our plants, increase our production, take advantage of the overhead that we have and leverage that overhead over a broader range of
devices.

 

C: Matt, this is Curt, I feel compelled to chip in on this comment because I think as you well know from your time in the industry strategic M&A is
part of how this industry was built. If there are appropriate technologies out there that the company finds through its business development
efforts we’ll certainly advance those discussions with the board. And if it’s right for the company we’ll move forward. We’re not going to stop
running the business because of an interim CEO. We’re not going to stop running the business because of what the company undertook in the
last six months. We’re going to run the business. There’s some great assets here that we need to leverage, the internal work has been phenomenal.
It really positioned us well and we’re going to find some strategic options here to continue to move the company forward. I think they exist.

[45:00]
 

MT: Anything, lastly if you could elaborate at all on maybe the areas or the size or timing of anything like that, that would be helpful. I understand
you don’t want to tip your hand too much and maybe it’s too early to say but any color would be helpful.

 

C: Yeah Matt I think you know me well enough that we don’t, I think my standard quote is we don’t comment on M&A because number one, it
would be inappropriate and number two it’s very difficult to time M&A. I think if you look at the business and you look at the brands of Hall and
Linvatec and you look at the sports medicine franchise, those are obvious areas where the company can leverage its investments that are already
in place. I’m sure our customers would be pleased by continued expansion there.

 

K: Thank you for your question. The next question comes from the line of James Sidoti of Sidoti & Co.
 

JS: Hi, good morning, can you hear me?
 

C: Yeah hi Joe.
 

JS: Great. As far as the new Bipolar system, I believe you said you have the 510(k) submitted. Were there any clinical trials you needed to do for
that?
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C: No there was no need for clinical trials. This is a standard 510(k) filing.
 

JS: Okay, so you don’t expect this to be a delayed process to get this out into the market.
 

C: No, we filed the 510(k) close to three months so with the 90 day rule we’re expecting clearance fairly shortly.
 

JS: And then you indicated that cash flow for the quarter was about level with last year. Can you give us some guidance on where you expect cash
flow to end up for the full year?

 

R: Sure, Jim. I think free cash flow for us is going to be approximately in the 65 to 75 million dollar range. Historically we see a greater growth in
cash flow as we go into the second half of the year. So I feel good about the cash flow of the company, always have.

 

JS: And then you mentioned the consolidation in Denver. Can you just remind me what that was?
 

R: Well, we announced several months ago that we were closing the manufacturing facility in Denver. This is a process that will take 18 months at
this point. Denver manufactures the electrosurgical generators, the Altrus product and a few disposables. We’re moving the production to the
Chihuahua Mexico facility over this period. Remaining in Denver will be research, sales and marketing and those functions. But production is
moving to Mexico.

 

JS: And then how much do you expect that to save going forward?
 

R: We’re estimating on an annual basis once done it will approximate four to five million dollars of savings.
 

JS: So I assume the new Bipolar system will be made in Chihuahua as well?
 

R: Well there are components that are made in Mexico and there are components that are made here in Utica.
 

JS: Okay, and my final question is about the guidance. Curt, were you involved in setting the new guidance? Is this something you own or is this
guidance from the previous management?

 

C: The company has a normal process for establishing its forward looking guidance. Given the changes that were announced this morning, I was
involved in discussions with Rob and others in the business. And given the first half performance, given some of the things we were looking at,
both plusses and minuses candidly, we thought it was an appropriate reduction in the top line, while still keeping fairly close to the original
guidance on EPS. So I guess that’s a long-winded answer to say yes I was involved in the guidance.
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JS: Okay and you feel comfortable with the guidance as it stands now?
 

C: I feel very comfortable with this guidance.
 

JS: Thank you.
 

K: Thank you for your question. The next question comes from Mark Landy of Summer Street.
 

ML: Good morning, folks, thank you for taking my questions. And morning, Curt. I guess you know maybe for Curt and Mark, kind of big picture
questions. I think you mentioned M&A obviously is a very integral part and a large part of growing orthopedic businesses. As you look at the
capital structure, obviously you can tweak that a lot, 27 million shares outstanding, a lot of headroom there.

[50:02]

Maybe not as much headroom on the debt. You know if we look out 18 months, what do you feel is an optimal capital structure or how do you
feel you need to get there?

 

C: You might be a little early in that question. As I step into this role there’s a lot of people, Rob and others, that we want to talk to and then have a
more informed discussion with the board to see if there’s an openness to put more leverage in the business. We certainly are not at that point in
my tenure here. Today effectively is my first day. So it may be a little bit early for a strategic vision on some of those elements but those are
things that we will be looking at and as appropriate in the months and quarters ahead we’ll provide more discussion on those.

 

ML: I appreciate it there, you’re fresh on the job. I guess I was asking more from as a member of the board but perhaps we can maybe just move on. If
we have a look, I think Rob previously mentioned that you’ve done a great job on the expense side and the leverage you’re seeing can extend
into 2015. How does one have to think of top line growth with declining leverage as we head into next year? Is there the need to go out and do
something sooner rather than later? From what we’ve seen over the last you know 18 months, I’m not sure the internal product development can
actually get you to that growth that you need on the top line.

 

C: Well, Mark, we certainly are not giving any guidance for 2015 at this point but I guess I would say that I would personally expect us to be
growing our top line in 2015 compared to 2014. If nothing else because of some of the new products, which I think are going to be very
favorably absorbed by the market. So given the fact if any company is having top line growth, it’s much easier to hit earnings, targets and margin
goals. So my assumptions are that with a company growing top line, controlling costs, that results in margin improvement. And as we’ve done
over the last three, four, five years, I would expect that the margin improvement would continue at CONMED.
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R: And Mark I would just add on, at the end of the day we need to grow the top line whether that’s through organic or a combination of organic and

M&A. It’s one of the areas we’ll be focused on.
 

ML: That kind of brings me full circle back to Mike’s first question, he was first up on the Q&A. What is going on with the top line? Outside of the
MTF transaction, all the internal products have struggled. Is it forecasting, obviously it’s not a science, but let’s take that off the table. Is it
perhaps the sales force is not aligned correctly in terms of motivation? Maybe the products are not as competitive as one had hoped. It can’t just
be forecasting in the market, there has to be some element you’re missing on execution.

 

R: Mark, I guess I want to disagree on your point about all products are having difficulties. I’ll refer you to the Hall 50 launch with 12 percent
increase in hand piece sales this particular quarter over the last quarter. A perfect example of a product that it has new features and benefits being
taken into the marketplace and getting a great reception along with a lithium battery that goes with it. So that’s a great example, I think, of a new
product launch that is successful. That’s one area. Geographically there’s always some issues that come up being a worldwide company. So
Europe last year was not doing well because of economic activity. This year so far Europe is up about 5 percent over last year. Now maybe it’s an
easier comp but Europe is up, so that’s great. On the negative side, Canada, which is a major market for us is down primarily because of a tough
comp with major capital purchases by customers in the second quarter last year. And with government controls right now in Canada we’re not
seeing those same capital purchases.

[55:00]

So you know we really have to get very specific about geographies and product lines to be able to discuss each of the components that make up
our sales performance in any given period. There’s always going to be some ups and there’s always going to be some downs. What we have to do
is concentrate on those areas where we’re doing well to make sure we’re seeing improvement and continued improvement and focus on those
areas that are not doing well and work to increase the efforts and the sales performance in those particular areas. And that’s what we’re going to
do as a company. We’re going to be looking at all of that. Continue the growth in areas where we’re doing well, and look at the areas where we’re
doing somewhat poorly and find out ways to improve that performance.

 

M: Mark, we need to grow the top line. We have to evaluate what’s working and what’s not working. That’ll be the effort.
 

ML: Apologies for the generalization. I guess it’s fair to say that generally speaking that things haven’t gone as communicated or planned. Now lets
just move on. I think my last comment is I guess the move from Warsaw to Utica is not going to be a tough one to convince
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 people. I’m sure you guys are looking to take advantage of the situation there. Or would you feel you’d have to maybe move to a better location
to effect better talent? I guess it’s bit of a tough question to answer but any insights would be well appreciated.

 

C: Mark, I don’t live in Warsaw so that’s not the question.
 

ML: It’s not directed at you, Curt.
 

C: I guess I don’t understand your question. We’re located here in Utica. We’ve got a very large facility, larger than this one in Tampa, Florida.
We’ve got facilities in Massachusetts outside of Boston. We have sales locations around the world. So, we recruit talent from across the world
and will continue to do that.

 

ML: My comment was related to the Biomet transaction that the move from Warsaw to Utica is actually not a difficult one to make. You’re not going
to have to attract somebody from a major city. And the question really is do you feel that being in Utica is a detraction to getting major talent
and that you have to keep the headquarters there or is it a nonissue? Those are my questions.

 

C: Yeah, thanks Mark, I don’t know if I have a good answer for that. We’ve recruited talent here in Utica for years. So I don’t view that as an issue. I
look at my watch. It’s 9:30. I know everybody’s got things to do. The markets are now open. So with that, I thank everyone for participating on
the call. We look forward to discussing our third quarter earnings with everyone in October. And again thank you very much for participating at
this earlier hour than we had originally anticipated. Thank you.

 

K: Thank you for your participation in today’s conference. This concludes the presentation. You may now disconnect. Good day.

[58:24 end of recording]
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