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Item 7.01 Regulation FD Disclosure.

In connection with the Lawson Products, Inc.’s (the “Company”) investor relations plan, the Company has updated its Investor
Presentation (the “Presentation”) which is furnished as Exhibit 99.1 to this Report on Form 8-K. A copy of the Presentation is also
available on the Company’s website at www.lawsonproducts.com

Item 9.01 Financial Statements and Exhibits.
(d) Exhibits:

99.1 Investor Presentation




SIGNATURES

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

Date: November 10, 2011 By: /s/ Ronald J. Knutson
Name: Ronald J. Knutson
Title: Senior Vice President, Chief Financial Officer
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Forward-Looking Statements

*“5afe Harbor" Statement inder the Securities Litigation R eform Act of 1995:

Thiz presentation containg certain forward-looking statements withinthe meaning of the Private Securities
Liti gation Reform Act of 1995 that inwaolve risks and uncertainties. The terms "may," "should, " "could, "
"anticipate, " "beliewve," "continues " "estimate " "expect,” "intend, " "obj ective " "plan," "potential " "project”
and similar expressions are intended to identify forward-lookdng statements. These statement=are not
quarantees of future performanee and involwve risks, uncertainties and assumptionsthat are difficultto
predict. These statements are based on management's current expectations, intentions or beliefs and are
subjectto anumhber offactors, assumptions and uncertainties that could cause actual results to differ
materially fromthose described inthe forward-looking statements. Factors that could canse or contribute to
such differences orthat might otherwiseimpact the businessinclude the effect of general economic and
market conditions, increases incommodity prices, worlc stoppages and other disruptions at transportation
centers or shipping ports; disruptions of the Company's informati on and communication systems,
competition and competitive pricing presswres,; changesin customer demand, the influence of controlling
stockholders, the inability of management to successfullyimplement strategicinitiatives and, all of the
factors discussed inthe Company's "RiskcFactors"” set forthinits Annual Report onForm 10-Ffor the year
ended Decemberal, 8010 and updated inits Quarterly Beport onFaorm 10-0 forthe quarter ended June 30,
aoll.

The Company undertaltes no obligationtoupdate any suchfactor or to publicly announce the results of any
revisions to any forward-looking statements contained hereinwhether as aresult of newi informati on, future
events or otherwise.
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Lawson Products: At a Glance

Company Overview

Founded in 1952 by 5id Port who had an entrepreneurial vision

Listed on NASDAQ (Ticker: LAWS) since 1970; majority of stock was
family held

Servesindustrial, commercial, institutional & government markets
in all 50 U.8. states, Canada & Puerto Rico

Supplies 300,000+ products

» Fagtensere, cutting toolz, chemicals, abragives, zafety, welding, hydraulic
& automotive products

Headquartered in Des Plaines, IL
s G digtribution centers, 1 repackaging facility & 1 corporate HQ

s —3. 000 employess & independent zales agenta
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strong Leadership Team in Place to Drive Growth

Leadership Team

+ Tom Neri, President & Chief Executive Officer
» Joinedin March 2003 ag CFO, becames CEO in 2007

= Zenior positionz in publishing, including EVE of the Sun-Times Cormpany
and Prezident & Publisher of Pioneer Newszpaperz, Inc.

» Harry Dochelli, Chief Operating Officer
» Joinedin March 2008 ag EVP, Sales & Marketing

» ZB-earcareer with zenior leadership positionz in operations and zales,

with profit and logs respongzibility; depth of experience within
diztribution industry

» Previously served az EVP Morth America Contract Sales for Bolze
Cagcade Office Productz/CfficeMazx, Inc.

+ Ron Enutson, Chief Financial Officer
®» Joinedin November 2009 ag 3VP & CFO

= Zeniorfinancial roleg acrozz many sectorz, most recently serving az 3WP

& CFO of Frozen Pood Express Indugtriez and before that ag WP of
Finance of Ace Hardware Corp. 1‘
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Vision, Mission, andValues Guide Lawson’s Strategic Plan

VISION, MISSION AND VALUES
Planting the Seeds for Growth

VISION
What we aspire to be
To be our customers” first choice for maintenance, repair and operational
solutions that improve their operating performance.

MISSION
What we do to achieve our vision

We work clasely with our customers to maintain and enhance their
operations through products, services and innovative solutions.

VALUES

Operating philosophies or principles that guide our internal
conduct and relationships with external stakeholders.
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'\ MRO Industry Overview: Key Trends

We see five key trends in the current MRO marketplace:
* Increased product commoditization

+ Easy and seamless customer / distributor interactions

* Increased pricing emphasis and transparency

* Heightened demand for same day and next day delivery

* More value placed on distributors’ technical services




MRO Industry Overview: Marketplace Dimensions

MRO customers assess their suppliers based on two critical needs

“Easy to do business with” : HpIves Iy ope’r’ afing
Unplanned Purchases i perornAnce
. E Planned Purchases
| Degresto which suppliers make it Degree to which suppliers help
eagzy to get the right productz quickly, cugtomers golve thelir technical
effectively and efficiently: problemsin three areas to imp rove
= High availability and fast delivery their operations
» Multiple, coordinated channels that = Problem identification
malke interactions easy and =fficient » Product selection
(=.g., branch, call center, field rep, wel) * Product application

= Wide selection of products
= Wide geographic coverage
= Ability to capture unplanned purchases

Serving each need requires a foundation of operational
excellence




Within This Market, Lawson is Uniquely Positioned for Growth

* Operatein a fragmented butresilientindustry
*+ Committed to evolving Lawson to become our customers’ first
cheoice for MRO solutions
= Haveidentified our customers' needs

= Building an efficient platform to meet thoze needs and drive gignificant
growth through:

- ERP

— HNetwork Optimization

— Bales Trangformation
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Lawson Has Clear Competitive Advantages & Opportunities

l SR % Deep product knowledge and product application
expertise

Uy

> Value-added services, such as inventory management

1/

................. N
l ) High penetration of private label products

I
.. Broad geographic sales coverage, allowing us to serve
/ large multi-location customers

Strong financial position allows
Lawson to gain market share
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CustomerFeedback Has Confirmed the

Company’s3trengths and Opportunities

Current Strength g i Customer Beel. Opportunities
Feedback

75% prefer ordering 88% also want weh
through field sales ordering option
representatives
82% say technical support 13% of purchasing agents
wery important prefer to use multiple vendors

to get the right expertise

Virtually all prefer “Fast shipping” was rated
domestic products and as mostimportant item
most willing to pay more among 20 MRO vendor
for them dimensions

Lawson actively seizing these opportunities
Leveraging our core strengths + pursuing new initiatives focused on serving
marketwith “unplanned” product needs i

2L
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There Are Clear Opportunities for Future Growth

Core Business Today | Future Opportunities
“Planned”Products for Products for
Inventory Management “Unplanned”Needs

e
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Customers have the need for ! : Customers with unplanned needs biy |
prodicis and wani fo products from sales reps, phoie,
outsonice replenishinent and . catalfogs or the weh for next-day
inreniory inanageinent i delivrery
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\ Three Strategic Initiatives Will Help Us
La, Realize the Business Potential

Through these initiatives, we will deliver an enhanced customer experience,
support sales growth and improve operating performance

ERP Implementation
Network Optimization

SalesTransfor mation



ERP Transformation:

Building an Efficient Platform to Drive Future Growth

ERP Transformation

* Significant implementation  + Facilitates eagier ordering
took place in O3 2011
* Enableg improved customer
* Nowr running business on servicing
BAD
* Congiztent datato guide
+ 201 2 =henesfit year management decizgions

* Enables Lawzon to
implement centralized
market-bagzed pricing
strategy

* Enables Lawszon to build a
new E Comimerce gite,
cuztomers will have anew
channel for ordering

* Implementation costa
incurred of ~$24
million

* |0-vear IRR forecast of
~a0%0 with anticipated
5-6 vrpayback



Network Optimization:

Building an Efficient Platform to Drive Future Growth

Network Optimization

* Ongoing initiative * Beduces overall fixed-cost
bagze

* Drivez efficienciez in
inventory and materials
handling

* Enzures prezence in the
best locations for cogta and
efficiencies

* Imp roves custormer
eXperiences and supports
"unplanned nesdz" by
supporting next-day and
game-day delivery optionz

Potential for cost
savings through
efficiencies

Potential expensze
for new facilitieg to
mest buginess
needs
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\ Network Optimization:
Lﬁ Building an Efficient Platform to Drive Future Growth

Network Optimization-Same-DayShipping & Next-Day Delivery

+ Qur research tells us between 10-13% of our current customers’
MRO spend comes from “unplanned” and./or on-demand buying

+ Providing same-day shipping & next-day delivery ensures LAVWS
c¢an capture a greater share of this market

+ Same-dayshipping currently being rolled out in stages (web,
phone, agents)

+ Unplanned market currently represents < 1%40 of LAWS sales, but
provides significant future growth opportunities




Sales Transformationis Comprised of Two Key Strategies

Channel Strategy

Seqment Strateqgy

I




\ sales Transformation:
L, Building an Efficient Platform to Drive Future Growth

ChannelStrategy:Agentto Employee Transition

Improve Customer Experience

* Improve execution

* Meet changing customer expectations

Grow Sales

* Increase sales effectiveness

* Realize leverage in our model

Achieve sustainable results

»  Atftract and retain talent for long-term growwth
* Reduce costs as a percent of sales

Transition began in 2011 i
=




\ Sales Transformation:
L_, Building an Efficient Platform to Drive Future Growth

Channel Strategy:eCommerce Presence

* New eCommerce Website launches in first half, 2012

* Creates a new sales channel

* Captures new types of sales and customers

* Accommodates customers’ unplanned purchasing needs

* Boosts sales productivity: Provides channel for smaller customers
and enables sales force to focus on larger accounts

* Startof the build out of our channel strategy

» Anticipate approximately $3 million initial inwvestment with
anticipated payback in 2 years

33% of our customers want to order over the web
based upon our research
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Sales Transformation:

Building an Efficient Platform to Drive Future Growth

SegmentStrategy

* Opportunity to generate significant value by developing

specialized segment sirategies where Lawson is already sirong,
including:

= Airategic Accounts

. Covernment

s Automotive

+ Segmentation in areas where Lawson already has strong
penetration will enable the Company to:

Capture greater market gshare of chogen segments
Drive greater valus from cugtomerz in these segmentz

Promote opportunitiez for applying centralized knowledge bage in other
territories over the long-term

Future gegments will be developed

!-
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'\ Business TransformationSummary

Lawson’s business transformation is aligned with the Company’s
vision, mission and values; key characteristics underscore our
plan:

* Lewverages current assets and base business, not acquisitions.

* Re-positions Company to be more competitive in a changing

environment, expanding Lawson’'s addressable market.
* Re-balances the customer portfolio more purposefully.

+  Growsrevenue to enhance operating leverage.
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'\ Financial Highlights

+ Crowing Average Daily Sales (AD3)with diverse revenue streams
» ADSof 1,268 000YTD Sept. 30, 2011 ve. §1,240,000 YTD Sept. 30, 2010

» Improving average order zize and daily orders per agent

2011 impacted by significant investments for future growth

+ Q3 impacted by cut-over to new ERP system

Strong Balance Sheet
+ Significant cash on hand
* No outstanding borrowings
+ 3olid dividend vyield
+ Cuarterly dividend of $0.12 representing a yield of ~5.0%"
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'\ Financial Highlights - Income Statement
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Financial Highlights - Balance Sheet

ARSI LR, September3d, December3d
11 2010
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Key Take-Awaysand Financial Considerations

+ Consistent growth in average daily sales with enhanced
relationships with existing customers

+ Strong balance sheet, margins & cash resources enable significant
investment in growth

+ Building the right platform to support future growth with a
researched based strategy

+ Experienced leadership team with track record of successful
execution

» Btrong dividend vyield

Lawson Products: Evolving, Growing, Leading
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LAWSON Products




Appendix

LAWSON Products




Appendix: Financial Highlights — 5 Year Income Statement

[Am ount in thousands, excent per zhare dais) Y ear ended December 31,
2010 2009 2008 2007 2004

Aversge dsily sales $: 8257 S 5 1,488 § 1,555 § 1535
Met zales £316780 5386,780
Cost of goods =old 121554 133,405
Grozs profit 194 825 253,375
0 peratiing expenzes:

Selling, general and administrative 180,021 177 421 211,100 216250 232,591
Ceverance exXpenses 3620 6228 5238 11,628 1,111
Leos= (gain} onzale of azzats (1,701] 16 -2 - 208
Other operating (income) expenzes (4,050 431 5,793 3,224

0 perating expenszes 177 255 184 145 235711 237,732
O perating incom & {log=) 16,927 1413 {(15211) 14,578 15,643
Other (income) expenzes, net 231 1t (163 T 2,070
Incom e (loss) before income taxes 16,696 1405 (15374 14,898 17,713
Incom & tax (beneit) 7,106 =07) 2,305 6,436 2,45
Incom e (log=) from continuing opertions % 9580 S 1812 % (23679 S 8262 % 0354
Basicincome perzshare of common stock:

Continuing operations 5 1.13 5 022 g (273 g 0.597 5 1.05
Diluted income pershare of common stock:
C ontinuing operations 5 1.12 5 022 5 (278 5 0.57 5 1.05

=
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