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Item 2.02 Results of Operations and Financial Condition.

On May 14, 2014, Voxx International Corporation (the “Company™) issued a press release announcing its earnings for the
quarter and year ended February 28, 2014. A copy of the release is furnished herewith as Exhibit 99.1.

Item 8.01 Other Events.

On May 15, 2014, the Company held a conference call to discuss its financial results for the quarter and year ended
February 28, 2014. The Company has prepared a transcript of that conference call, a copy of which is annexed hereto as Exhibit
99.2.

The information furnished under Items 2.02 and 8.01, including Exhibits 99.1 and 99.2, shall not be deemed to be filed for
the purposes of Section 18 of the Securities Exchange Act of 1934, as amended, and will not be incorporated by reference into any
registration statement filed under the Securities Act of 1933, as amended, unless specifically identified therein as being
incorporated therein by reference.

EXHIBIT INDEX
Exhibit No. Description

Press Release, dated May 14, 2014, relating to VOXX International Corporation's earnings release for

99.1 the quarter and year ended February 28, 2014 (filed herewith).

99.2 Transcript of conference call held on May 15, 2014 at 10:00 am (filed herewith).
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VOXX International Corporation Reports Fiscal 2014 Year-End Results

VOXX InternationalMay 14, 2014 5:00 PM
HAUPPAUGE, N.Y., May 14, 2014 /PRNewswire/ --
FY14 Highlights

« Fiscal 2014 and Fiscal 2014 fourth quarter sales impacted by harsh weather conditions in the U.S. and softness at retail; OEM business
continues to post strong results.
«  Formation of VOXXHirschmann and restructuring of VOXX Electronics Corp. should open up new sales channels and help drive top-
line performance.
« Company makes strategic investment in EyeSee360, Inc. as part of its strategy to invest in new technologies and categories.
«  During the fiscal 2014 fourth quarter, after reviewing goodwill and both tangible and intangible assets, Company takes $57.6 million
non-cash impairment charge.
+  Management anticipates FY15 sales of $825-$830 million with gross margins increasing to over 29%; EBITDA guidance of $54-$55
million in line with FY14 as the Company continues to invest in its infrastructure and in new sales categories.
«  Company reduces FY14 total debt by $65.8 million; bank lines currently stand at $67.2 million, ahead of plan.
VOXX International Corporation (VOXX), today announced financial results for its Fiscal 2014 year-end results for the period ended February
28, 2014.

Pat Lavelle, VOXX International's President and CEO stated, "Through the first nine months of the year, we were tracking in line with our plan
and had very strong load-in's for the holiday season. While we lowered our top-line guidance based on softness in December, severe weather
conditions throughout the country impacted the entire retail industry and had a big effect on our fourth quarter performance. Retail was the
primary reason for our miss and our story has not changed. New products coming to market, our growing OEM platform, sales from new and
exciting biometrics, imagery and action cameras, and our expanding retail distribution are the drivers for our optimism. I believe we are well
positioned to drive meaningful growth over the next few years and deliver long-term sustainable value for our shareholders."

Fiscal 2014 Results

Net sales for the Fiscal 2014 year ended February 28, 2014 were $809.7 million, a decrease of 3.1% compared to net sales of $835.6 million
reported in the comparable year-ago period.

Automotive sales for the year ended February 28, 2014 were $412.5 million, a decrease of 1.0% compared to $416.6 million reported in Fiscal
2013. Automotive sales were positively impacted by continued growth in the Company's OEM manufacturing lines, driven by new programs
with Ford, Nissan and Bentley, in addition to stronger sales of remote start products given adverse weather conditions throughout the United
States. Offsetting this were expected declines in fulfillment sales, particularly of satellite radio products and lower sales in Venezuela as a result
of foreign currency restrictions resulting from current economic and political conditions. Additionally, Fiscal 2014 sales were impacted by a
weaker than expected retail environment in the Fiscal 2014 fourth quarter. The cumulative year-over-year impact of fulfillment and Venezuela
sales was approximately $25 million and excluding these two variables, Automotive sales increased by approximately 6%.

Premium Audio sales for the year ended February 28, 2014 were $189.2 million, a decrease of 2.0% as compared to $193.0 million reported in
the comparable period last year. The decrease in Premium Audio sales was driven by the discounting of certain products which were
subsequently phased out to make way for newer product lines, and lower than expected sales in the Fiscal 2014 fourth quarter as a result of
extreme weather conditions in the U.S. Offsetting these declines were higher sales domestically of new soundbars, Bluetooth and wireless
speakers, and cinema speaker product lines.



Consumer Accessories sales were $206.3 million for the year ended February 28, 2014, a decrease of approximately 8.2% as compared to
$224.7 million reported in the comparable period last year. This decline was primarily related to lower international sales as Fiscal 2013
included higher than normal product sales as a result of the conversion of analog to digital broadcasting in Germany, as well as lower than
expected retail sales in the Fiscal 2014 fourth quarter given the extreme weather conditions in the U.S. The Company also continued to exit
lower-margin product categories throughout the year, resulting in approximately a $15 million year-over-year sales decline. These decreases
were offset by higher sales of wireless and Bluetooth speakers, reception products and new sales of emergency products.

As a percentage of sales for the year ended February 28, 2014, Automotive represented 50.9%, Premium Audio represented 23.4% and
Consumer Accessories represented 25.5%. As a percentage of sales for the year ended February 28, 2013, Automotive represented 49.9%,
Premium Audio represented 23.1% and Consumer Accessories represented 26.9%.

The gross margin for the year ended February 28, 2014 was 28.4%, an increase of 10 basis points as compared to 28.3% for the same period
last year. The year-over-year improvement was primarily related to a 130 basis point increase in the Automotive segment due to better margins
in certain categories, as well as increased sales in OEM and remote start products. Partially offsetting this increase in Automotive gross margin,
were lower sales in Venezuela as a result of the economic and political environment. Additionally, gross margins in the Premium Audio and
Consumer Accessories segments declined by 170 and 100 basis points, respectively. During Fiscal 2014, the Company discounted certain
Premium Audio products as it introduced newer, higher-margin products, and also experienced sales increases of certain higher margin
products, including soundbars and both Bluetooth and wireless speakers. Within Consumer Accessories, the decline was primarily related to
lower international sales as a result of the Fiscal 2013 transition from analog to digital broadcasting. Offsetting this were increased margins in
select product categories and fewer sales of lower margin products in line with the Company's exit plans.

The Company conducted its annual assessment of its goodwill and intangible assets as of February 28, 2014. In accordance with ASC350, the
goodwill of Hirschmann, Invision and Klipsch, the Company's three most recent acquisitions, were tested for impairment. As a result of these
analyses, an impairment charge of $32.2 million was recorded for goodwill in the Company's Consolidated Statement of Operations and
Comprehensive Income (Loss). Additionally, for intangible assets with indefinite lives, primarily trademarks, the Company compared the fair
value of each intangible asset with its carrying amount. As a result of these analyses, it was determined that the indefinite lived trademarks of
various brands and units were impaired, resulting in a total impairment charge of $22.8 million. Lastly, during the Fiscal 2014 fourth quarter,
the Company made a business decision to abandon its Technuity business and restructure the marketing and use of a Company owned domain
name, resulting in an impairment charge of $2.6 million. Together, this resulted in impairment charges of $57.6 million. While the impairment
charges impact the Company's financial statements, they are non-cash in nature and have no impact on the Company's day-to-day business,
liquidity, cash flow from operations, or compliance with any of its banking facilities. Details for the impairment charges are listed in the
Company's Form 10K for the period ended February 28, 2014.

Operating expenses for the year ended February 28, 2014, including impairment charges of $57.6 million, were $267.6 million. Operating
expenses for the year ended February 28, 2014, excluding impairment charges, were $210.0 million, an increase of $14.9 million over $195.1
million reported in the comparable Fiscal 2013 period. Of the $14.9 million increase, $12.7 million is directly related to increases at
Hirschmann and $1.3 million is a result of restructuring expenses associated with the closing of one of the Company's warehouses and the
implementation of an integrated ERP system. The Company also had higher compensation and payroll expenses as a result of increased salaries
and new hires, primarily in the Automotive segment to support new OEM programs, as well as increases in research and development expenses
at VOXXHirschmann and higher advertising expenses to support new Klipsch promotions. These increases were partially offset by lower
professional and legal fees, and lower occupancy costs as a result of the consolidation of groups into the Klipsch headquarters facility in
Indianapolis, IN, which was purchased in Fiscal 2013.



The Company reported an operating loss of $37.4 million for the year ended February 28, 2014, which includes impairment charges. Excluding
impairment charges, the Company reported operating income of $20.2 million for the year ended February 28, 2014 as compared to operating
income of $41.7 million in the comparable year ago period. The decline in operating income is directly attributed to lower sales volumes and
higher expenses in support of new OEM programs and product promotions.

The Company reported a net loss for the year ended February 28, 2014 of $26.6 million, which includes impairment charges. Excluding
impairment charges, net income for the year ended February 28, 2014 was $31.0 million or net income per diluted share of $1.28 as compared
to net income of $22.5 million and net income per diluted share of $0.95 for the comparable period last year. Fiscal 2014 net income was
favorably impacted by higher income generated from the Company's joint venture, ASA Electronics, lower acquisition and professional fees, as
well as payments received related to a volume shortfall by one of the Company's OEM customers, and a favorable class action settlement. This
was offset by impairment charges related to goodwill, amortizing and non-amortizing intangible assets and long-lived assets, as well as
restructuring charges, lower sales attributable to European market conditions, and the economic and political environment in Venezuela.

Earnings before interest, taxes, depreciation and amortization ("EBITDA") for the year ended February 28, 2014, was a loss of $3.1 million,
which includes impairment charges. Excluding impairment charges, EBITDA for the year ended February 28, 2014 was $54.5 million as
compared to EBITDA of $60.4 million for the comparable period in Fiscal 2013. The Fiscal 2014 period included adjustments for net
settlements, the OEM contract shortfall, a recovery from one of the Company's former customers and Asia warehouse relocation expenses,
offset by impairment charges, stock-based compensation, and restructuring charges, whereas Fiscal 2013 included a loss on foreign exchange as
a result of the Hirschmann acquisition, acquisition related costs, net settlement fees, Asia warehouse relocation expenses and lower stock-based
compensation. The cumulative effect of these adjustments resulted in Adjusted EBITDA for the Fiscal 2014 period of $46.5 million as
compared to $67.5 million in Fiscal 2013.

Mr. Lavelle continued, "We took steps in Fiscal '14 to protect margins in certain categories and believe we're well positioned to post modest
growth in Fiscal '15, with upside should some of the bigger projects we're pursuing materialize and if the retail environment improves in the
next holiday season. We have accounted for softness in our guidance based on sell-through over the past few years and are managing our
overhead accordingly. We will continue to invest in new growth categories and pursue sponsorships and promotions we believe will increase
brand awareness and drive sales. We have also increased our engineering staff by approximately 10 percent to support new OEM and various
programs that will be beginning towards the end of FY15 and run for several years. We are investing not for the quarter or year, but for our
long-term future."

Fiscal Fourth Quarter Results

Net sales for the Fiscal 2014 fourth quarter ended February 28, 2014 were $187.1 million as compared to $206.8 million reported in the
comparable year-ago period. All three of the Company's segments experienced softness at retail due to lower than expected industry-wide retail
sales due to the severe weather conditions in the U.S. over the winter. This was the primary reason for the sales shortfall.

Automotive sales for the quarter ended February 28, 2014 were $93.9 million, a decrease of 13.3% as compared to $108.3 million reported in
the comparable period last year. Automotive segment sales were adversely impacted by softness at retail, which impacted aftermarket sales,
lower sales in Venezuela, and lower sales of car audio, satellite radio and other fulfillment product lines. Also contributing to the decline were
lower sales to one of the Company's OEM customers as a result of fewer car sales for that particular customer. Offsetting this decline were
higher sales of security products, primarily remote start systems given the weather conditions for the comparable quarters.

Premium Audio sales for the quarter ended February 28, 2014 were $42.7 million, a decrease of 5.3% as compared to $45.1 million in the
comparable period last year. This decline was related primarily to lower domestic sales of headphones and home theater products given the
retail environment in the Fiscal 2014 fourth quarter. Offsetting this were higher sales of soundbars and high-priced speaker systems
internationally.



Consumer Accessories sales for the quarter ended February 28, 2014 were $50.2 million, a 4.9% decline as compared to $52.8 million reported
in the period ended February 28, 2013. The decline in this segment was primarily related to softness at retail due to weather conditions in the
U.S., as well as the continuation of exiting lower-margin product categories. The Company experienced gains in some of its newer product
lines and brands, including 808 Audio brand, Soundflow and CANZ wireless speakers.

As a percentage of sales for the Fiscal 2014 fourth quarter ended February 28, 2014, Automotive represented 50.2%, Premium Audio
represented 22.8% and Consumer Accessories represented 26.8%. As a percentage of sales for the Fiscal 2013 fourth quarter ended February
28, 2013, Automotive represented 52.4%, Premium Audio represented 21.8% and Consumer Accessories represented 25.5%.

The gross margin for the Fiscal 2014 fourth quarter ended February 28, 2014 was 28.3%, a decrease of 150 basis points as compared to 29.8%
for the same period last year. The decrease in gross margin is mostly a result of product mix and due to the clearing out of older product lines to
make way for new product introductions.

Operating expenses for the Fiscal 2014 fourth quarter ended February 28, 2014 were $112.4 million. Excluding the impairment charges,
operating expenses for the Fiscal 2014 fourth quarter ended February 28, 2014 were $54.8 million, an increase of $5.1 million over $49.7
million reported in the comparable Fiscal 2013 period. This increase was due primarily to a $4.6 million increase in engineering and technical
support, as the Company increased its research and development costs and hired more engineers throughout Fiscal 2014 to support new OEM
projects, a portion of which will receive non-reoccurring engineering ("NRE") payments to offset some of these expenses. Additionally, higher
selling expenses were partially offset by lower general and administrative expenses.

The Company reported an operating loss of $59.6 million for the Fiscal 2014 fourth quarter ended February 28, 2014. Excluding the
impairment charges, operating loss for the Fiscal 2014 fourth quarter ended February 28, 2014 was $2.0 million as compared to operating
income of $12.0 million reported in the comparable period last year. Lower sales volumes and gross margin, coupled with higher expenses
contributed to the variance for the year-over-year periods.

Net loss for the period ended February 28, 2014 was $49.0 million or a net loss per diluted share of $2.01. Excluding the impairment charges,
net loss for the period ended February 28, 2014 was $8.6 million or a net loss per diluted share of $0.35 as compared to net income of $10.3
million and net income per diluted share of $0.43 for the period ended February 28, 2013.

Earnings before interest, taxes, depreciation and amortization ("EBITDA") for the Fiscal 2014 fourth quarter ended February 28, 2014 was a
loss of $53.4 million. Excluding impairment charges, EBITDA for the Fiscal 2014 fourth quarter ended February 28, 2014 was $4.2 as
compared to EBITDA of $24.0 million for the comparable period in Fiscal 2013. Adjusted EBITDA for the Fiscal 2014 fourth quarter ended
February 28, 2014 was $3.8 million as compared to $18.4 million in the comparable Fiscal 2013 period.

Mr. Lavelle concluded, "Although the fourth quarter was disappointing, there were a lot of factors beyond our control that impacted sales and
profitability. However, we fully expect to see the market strengthen, our cash flow remains strong and we paid down more debt than initially
anticipated. We have adequate room within our capital structure to continue to support organic growth, investments in new and emerging
technologies such as our recently announced investment in EyeSee360, and strategic acquisitions to strengthen any of our three operating
segments. Fiscal '15 should be a better year for us and we are more optimistic about our future prospects."”

Non-GAAP Measures

EBITDA, Adjusted EBITDA and diluted adjusted EBITDA per common share are not financial measures recognized by GAAP. EBITDA
represents net income, computed in accordance with GAAP, before interest expense, taxes and depreciation and amortization. Adjusted
EBITDA represents net income, computed in accordance with GAAP, before interest and bank charges, taxes, depreciation and amortization,
stock-based compensation expense, restructuring charges, litigation settlements, certain recoveries and contract settlements, and costs and
foreign exchange gains or losses relating to acquisitions. Depreciation, amortization, and stock-based



compensation expense are non-cash items. Diluted adjusted EBITDA per common share represents the Company's diluted earnings per
common share based on adjusted EBITDA.

We present EBITDA, adjusted EBITDA and diluted adjusted EBITDA per common share in this release and in our Form 10-Q because we
consider them to be useful and appropriate supplemental measures of our performance. EBITDA, adjusted EBITDA and diluted adjusted
EBITDA per common share help us to evaluate our performance without the effects of certain GAAP calculations that may not have a direct
cash impact on our current operating performance. In addition, the exclusion of costs and foreign exchange gains or losses relating to our
acquisitions, stock-based compensation expense, litigation settlements, certain recoveries and contract settlements, and relocation and
restructuring charges allows for a more meaningful comparison of our results from period-to-period. These non-GAAP measures, as we define
them, are not necessarily comparable to similarly entitled measures of other companies and may not be appropriate measures for performance
relative to other companies. EBITDA and Adjusted EBITDA should not be assessed in isolation from or construed as a substitute for net
income prepared in accordance with GAAP. EBITDA, adjusted EBITDA and diluted adjusted EBITDA per common share are not intended to
represent, and should not be considered to be more meaningful measures than, or an alternative to, measures of operating performance as
determined in accordance with GAAP.

Conference Call Information

The Company will be hosting its conference call on Thursday, May 15, 2014 at 10:00 a.m. ET. Interested parties can participate by visiting
www.voxxintl.com, and clicking on the webcast in the Investor Relations section or via teleconference (toll-free number: 877-303-9079;
international: 970-315-0461). For those unable to join, a replay will be available approximately four hours after the call has been completed and
will last for one week (replay number: 855-859-2056; international replay: 404-537-3406; conference ID: 36981218).

About VOXX International Corporation

VOXX International Corporation (VOXX) is the new name for Audiovox Corporation, a company that was formed over 45 years ago as
Audiovox that has grown into a worldwide leader in many automotive and consumer electronics and accessories categories, as well as premium
high-end audio. Through its wholly-owned subsidiaries, VOXX International proudly is recognized as the #1 premium loudspeaker company in
the world, and has #1 market positions in automotive video entertainment and remote starts, digital TV tuners and digital antennas. The
Company's brands also hold #1 market share for TV remote controls and reception products and leading market positions across a wide-
spectrum of other consumer and automotive segments.

Today, VOXX International is a global company, with an extensive distribution network that includes power retailers, mass merchandisers, 12-
volt specialists and most of the world's leading automotive manufacturers. The Company has an international footprint in Europe, Asia, Mexico
and South America, and a growing portfolio, which now comprises over 30 trusted brands. Among the key domestic brands are Klipsch®,
RCA®, Invision®, Jensen®, Audiovox®, Terk®, Acoustic Research®, Advent®, Code Alarm®, CarLink®, Excalibur® and Prestige®.
International brands include Hirschmann Car Communication®, Klipsch®, Jamo®, Energy®, Mirage®, Mac Audio®, Magnat®, Heco®,
Schwaiger®, Oehlbach® and Incaar™. The Company continues to drive innovation throughout all of its subsidiaries, and maintains its
commitment to exceeding the needs of the consumers it serves. For additional information, please visit our Web site at www.voxxintl.com.

Safe Harbor Statement

Except for historical information contained herein, statements made in this release that would constitute forward-looking statements may
involve certain risks and uncertainties. All forward-looking statements made in this release are based on currently available information and
the Company assumes no responsibility to update any such forward-looking statements. The following factors, among others, may cause actual
results to differ materially from the results suggested in the forward-looking statements. The factors include, but are not limited to risks that
may result from changes in the Company's business operations; our ability to keep pace with technological advances; significant competition in
the automotive, premium audio and consumer accessories businesses; our relationships with key suppliers and customers; quality and
consumer acceptance of newly introduced products; market



volatility; non-availability of product; excess inventory; price and product competition; new product introductions; foreign currency
fluctuations and concerns regarding the European debt crisis; restrictive debt covenants; the possibility that the review of our prior filings by
the SEC may result in changes to our financial statements; and the possibility that stockholders or regulatory authorities may initiate
proceedings against VOXX International Corporation and/or our officers and directors as a result of any restatements. Risk factors associated
with our business, including some of the facts set forth herein, are detailed in the Company's Form 10-K for the fiscal year ended February 28,
2013.

Company Contact:

Glenn Wiener, President

GW Communications

Tel: 212-786-6011

Email: gwiener@GWCco.com




Assets
Current assets:
Cash and cash equivalents
Accounts receivable, net
Inventory
Receivables from vendors
Prepaid expenses and other current assets
Income tax receivable
Deferred income taxes
Total current assets
Investment securities
Equity investments
Property, plant and equipment, net
Goodwill
Intangible assets, net
Deferred income taxes
Other assets
Total assets
Liabilities and Stockholders' Equity
Current liabilities:

Accounts payable

Accrued expenses and other current liabilities

Income taxes payable
Accrued sales incentives
Deferred income taxes
Current portion of long-term debt
Total current liabilities
Long-term debt
Capital lease obligation
Deferred compensation
Other tax liabilities
Deferred tax liabilities
Other long-term liabilities
Total liabilities
Commitments and contingencies
Stockholders' equity:
Preferred stock
Common stock
Paid-in capital
Retained earnings
Accumulated other comprehensive loss
Treasury stock, at cost
Total stockholders' equity
Total liabilities and stockholders' equity

VOXX International Corporation and Subsidiaries

Consolidated Balance Sheets
February 28, 2014 and February 28, 2013
(In thousands, except share data)

February 28, February 28,
2014 2013
10,603  $ 19,777
147,054 152,596
144,339 159,099
2,443 9,943
15,897 12,017
2,463 448
3,058 3,362
325,857 357,242
14,102 13,570
20,628 17,518
83,222 76,208
117,938 146,680
174,312 205,398
760 924
10,331 11,732
747,150 $ 829,272
55,373  $ 56,894
59,247 51,523
3,634 5,103
17,401 16,821
9 178
5,960 26,020
141,624 156,539
103,222 148,996
6,114 5,764
5,807 4,914
11,060 9,631
34,963 43,944
14,776 14,948
317,566 384,736
277 254
290,960 283,971
158,571 185,168
(1,873) (6,497)
(18,351) (18,360)
429,584 444,536
747,150 $ 829,272




VOXX International Corporation and Subsidiaries

Consolidated Statements of Operations and Comprehensive Income (Loss)

(In thousands, except share and per share data)

Net sales
Cost of sales

Gross profit

Operating expenses:
Selling
General and administrative
Engineering and technical support
Impairment charges (Note 1(k))
Restructuring expense
Acquisition related costs

Total operating expenses

Operating (loss) income

Other income (expense):
Interest and bank charges
Equity in income of equity investee
Other, net

Total other income (expenses), net

(Loss) income from operations before income taxes
Income tax (benefit) expense

Net (loss) income

Other comprehensive income (loss):
Foreign currency translation adjustments
Derivatives designated for hedging

Reclassification adjustment of other-than-temporary impairment loss on available-for-
sale investment into net income

Pension plan adjustments, net of tax

Unrealized holding loss on available-for-sale investment securities arising during the
period, net of tax

Other comprehensive income (loss), net of tax

Comprehensive (loss) income

Net (loss) income per common share (basic)

Net (loss) income per common share (diluted)

Weighted-average common shares outstanding (basic)

Weighted-average common shares outstanding (diluted)

Year Year Year
Ended Ended Ended
February 28, February 28, February 29,
2014 2013 2012
809,709 $ 835,577 $ 707,062
579,461 598,755 504,107
230,248 236,822 202,955
55,725 51,976 47,282
118,852 114,653 93,219
34,161 26,971 15,825
57,561 — —
1,324 — —
— 1,526 2,755
267,623 195,126 159,081
(37,375) 41,696 43,874
(7,394) (8,288) (5,630)
6,070 4,880 4,035
12,044 (2,633) (3,387)
10,720 (6,041) (4,982)
(26,655) 35,655 38,892
(58) 13,163 13,243
(26,597) 22,492 25,649
5,575 (1,281) (1,153)
(648) (174) (131)
— — 1,225
(288) (1,031) —
(15) (38) (65)
4,624 (2,524) (124)
(21,973) $ 19,968 $ 25,525
(1.10) $ 096 $ 1.11
(1.10) $ 095 $ 1.10
24,109,270 23,415,570 23,080,081
24,109,270 23,617,101 23,265,206




VOXX International Corporation and Subsidiaries

Reconciliation of GAAP Net Income to Adjusted EBITDA and Adjusted Diluted Earnings per Common Share

(In thousands, except share and per share data)

Net (loss) income
Adjustments:
Interest expense and bank charges
Depreciation and amortization
Income tax (benefit) expense
EBITDA
Stock-based compensation
Circuit City recovery
Net settlements
Contract shortfall
Asia warehouse relocation
Restructuring charges
Impairment charges
Acquisition related costs
Loss/(gain) on foreign exchange as a result of Hirschmann acquisition
Adjusted EBITDA
Diluted earnings per common share
Diluted adjusted EBITDA per common share

Fiscal Fiscal Fiscal
2014 2013 2012
$ (26,597) $ 22,492 25,649
7,394 8,288 5,630
16,183 16,446 10,295
(58) 13,163 13,243
(3,078) 60,389 54,817
641 435 1,082
(940) — —
(4,443) 1,661 3,621
(4,370) — —
(208) 789 —
1,324 — —
57,561 — —
— 1,526 2,755
— 2,670 (1,581)
46,487 $ 67,470 60,694
$ (1.10) $ 0.96 1.10
$ 1.93 $ 2.86 2.61
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Welcome to the VOXX International year-end conference call. At this time all participants are in a listen-only
mode. Later we will conduct a question-and-answer session and then instructions will follow at that time. If
anyone should require operator assistance during the conference please press star then zero on your touchtone
telephone. As a reminder today’s call is being recorded. Thank you.As a reminder, this conference is being
recorded. I would like to hand the conference over to Glenn Wiener. Sir, please go ahead.

Thank you, (Karen). Good morning, everyone. Welcome to VOXX International's fiscal 2014 year-end results
conference call. Today's call is being Webcast from our Web site, www.VOXXintl.com. That's
www.VOXXintl.com. It can be accessed in the Investor Relations section of our Web site. We also have a replay
available for those who are unable to join us. We filed our Form 10-K this morning. Our apologies for the delay;
we literally had a last-minute hiccup, an administrative issue getting foreign paperwork through. Everything is
now in order. You can find the 10-K on our Web site in the SEC Filing section.Before turning the call over, I
would like to remind everyone that except for historical information contained herein, statements made on
today's call and Webcast that would constitute forward-looking statements are based on currently available
information. The Company assumes no responsibility to update any such forward-looking statements. Risk
factors associated with our business are detailed in our Form 10-K for the fiscal year ended February 28,
2014.Additionally, management will be on site at the B Riley investor conference in Santa Monica next week

presenting on May 20. The following week, we'll be at the Cowen conference in



Pat Lavelle:

New York City on May 29. We also have plan to be at the Jefferies conference in June, following at the
Needham conference thereafter. At this time, I would like to turn the call over to our President and CEO, Pat
Lavelle. Pat?

Thank you, Glenn. Good morning, everyone. Before I cover our fiscal year performance and outlook for fiscal
2015, T would like to address our fourth quarter first as it obviously came in lower than we had anticipated. As
you know, we had very strong third quarter with heavy load-ins in preparation for a strong holiday season at
retail. Unfortunately, that strong holiday season did not really materialize. When I spoke with you in January, I
had to lower our top-line estimates for the fiscal year based on a slower December.You need look no further than
the business press to see retailer after retailer reporting disappointing sales and earnings in virtually every
category. In fact, industry-wide sales reports have indicated this past winter posted the lowest retail sales since
2009. We suffered as well, as the slow retail environment impacted every one of our retail segments: our
consumer accessories, premium audio, and automotive sales. This was the sole reason for our top-line
miss.Additionally, I would like to address the impairment charge we took in the quarter. Based on the top-line
miss in the fourth quarter, indications of near-term shortfalls and longer term forecasts, we have determined that
it is proper for us to impair certain intangibles which are carried on our books. Therefore, we have made an
accounting adjustment and have taken a $57.6 million non-cash charge for certain intangibles in our automotive,
premium audio and consumer accessories segments. This non-cash charge in no way affects our ability to run
our business or financing we have arranged. Mike will cover this further in a few minutes.Outside of retail this
past quarter, business conditions were and will remain stable. Our OEM business continues to post strong
numbers. As I look at our contracts in place, those pending and our prospects moving into fiscal 2015, I believe
this segment will continue to post strong results. Overall, taking everything into account and despite the past
issues at retail in our fiscal fourth quarter, we maintained our direction that we are positioned for modest growth
this year and more so in the coming years. Consumer confidence is on the rise, with March figures posting the
highest in years. While one month does not make a trend, industry and financial analysts believe the economy
will show improvement and not just in the U.S..Hiring and manufacturing are up. The all-important car sale
indicators continue to remain strong. In addition, while our performance was lower than expected, we not only
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of debt and improved our debt position February-over-February by $65 million and as of May, by $82 million
over February of 2013. As far as the fiscal year, we reported net sales of approximately $810 million which were
about $15 million to $20 million lower than I forecasted in January. Within our automotive segment sales were
down approximately $4 million versus last year.We had indicated throughout the year that satellite radio and
fulfillment sales as well as results from our Venezuelan operation would be lower. Total fulfillment sales came in
roughly $17 million below the prior year, mostly in satellite radio, as more and more vehicles are coming
equipped with satellite radio which impacts the aftermarket sale. The political environment in Venezuela also
continues to have a negative impact on that operation. As a result, Venezuela sales were down approximately $8
million versus last year. Offsetting this is growth in both our domestic and international OEM business.We are
seeing expansion in our customer base as well as significant new technology development which is part of the
reason why our expenses are up. We are investing in R&D. We are investing in the future. Moving forward, we
believe the establishment of VOXX Hirschmann will expand product placement opportunities even more. With
new technologies coming to market, our growing OEM platform and the longer-term nature of OE contracts, we
should see continued growth in this segment for years to come.While Mike will walk through the numbers, I
want to point out total automotive sales, excluding Venezuela and fulfillment sales, were up almost 6 percent.
Within our premium audio segment, sales were down about 2 percent. Again, retail in the fourth quarter was the
primary reason as we were tracking to our internal projections for the first nine months of the year. Sound bars
and new music systems are in high demand and getting great reviews. While volume is high on these product,
they do represent a product mix shift from sales of traditional 5.1 surround sound speakers.We have been heavily
marketing the Klipsch brand. There were a number of key promotions which we believe will help raise brand
awareness. Those efforts combined with new sponsorships and endorsements should help drive sales. Our
consumer accessories segment saw the biggest decline with sales off just over $18 million. Keep in mind that in
addition to the retail weakness during the year, we exited roughly $15 million of lower margin products which
was anticipated. While there will always be product obsolescence, we believe that many of the end of life
product issues we have faced over the last few years are now behind us.We should post respectable increases as a
result with up side based on strong consumer demand, new product development and expanding retail
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in the anticipated down turns in sales in Venezuela, fulfillment sales and exited product categories and you'll see
that our other businesses were up from the prior fiscal year, even with the negative effect of retail sales in the
fourth quarter. The total impact of these three factors alone was approximately $40 million in lost revenue. In
addition, we are seeing positive results in our international business posting overall sales gains of 3.2
percent.Now to address fiscal 2015 and what we see in the marketplace, throughout this past year when asked, I
have indicated organic growth of around 3 percent for fiscal 2015. Barring any significant deterioration in the
economy or any one-time events, I believe this should be attainable with up side if some of the bigger projects
and opportunities we're working on deliver in time to affect sales for the year. Some examples of products and
categories that I believe will drive growth is, we have a strong OE presence and with our new technology
combined with more and more wireless connectivity into vehicles, this will help us expand in this
market.Recently, we were awarded two new rear seat entertainment system contracts with OEs that will utilize
our 4G eHub technology. In addition, we recently were awarded a EUR36 million extension of our antenna
business for Volkswagen and Audi. Currently, we have a number of RFQs that we are pursuing which we believe
will lead to additional new business for us in the coming years. Car Connection sales are also expected to grow
this year. Building on our earlier momentum with Sears and Pep Boys, we are planning a new major retail launch
in June which will favorably impact subsequent quarters. We expect to announce with one or two major
insurance carriers in the second quarter. These programs are designed to provide users of Car Connection with
substantial discounts on their vehicle insurance premiums. Residential installations of home theaters should
grow as home sales rebound. New sound bars and our completely new line of speakers and headphones from
Klipsch that launch in June at Best Buy should also fuel sales. Growth in Bluetooth wireless speaker product
from Klipsch, Acoustic Research, Magnat, Heco and the 808 brands will help expand the category for us. The
introduction of our new emergency preparedness line under the Champ brand is another new category that is
showing potential with key retailer response being very good.Our entry into the imagery market with our 360Fly
action camera and 360Micro cell phone accessory as well as the new iris authentication products in the
biometrics market, both ventures from our newly restructured VOXX electronics subsidiary, should help us
expand our distribution and sales more so as we move into next fiscal year. Of course, there will always be some
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potential to hold back sales, which is expected for our business. This year, they will likely include a continued
decline of fulfillment sales and some exiting of lower margin product but not to the extent that we've seen over
the past few years.Also, digital TV tuner sales for select OEM customers will be lower, as those customers
transition from the current DVDT tuner to the next-gen DVDT 2 digital tuner. In automotive, we expect sales to
be flat with this year. Once again, these numbers take into account the anticipated declines of fulfillment sales,
little or no business from Venezuela and the digital tuner transition. The latter piece is really just about timing, as
we anticipate the following year comparisons will be favorable. Offsetting this will be growth in our antenna
business and continued traction in both rear seat entertainment and security. We have a strong global OEM
customer base, solid contracts that will carry us for multiple years and access to technology that I believe
separates us from the competition and positions us for growth.In premium audio, we are anticipating a slight
decline in fiscal 2015, roughly 1 percent to 3 percent, but while top-line sales might be effective, profitability in
this category should increase. During this past fiscal year, we embarked on several programs designed to
strengthen the Klipsch brand and it’s commitment to quality. We elected to exit certain retail channels and limit
distribution to maintain the integrity of the Klipsch brand as well as it’s gross margins so that our retail partners
know we thoroughly support their commitment to our brand.At the same time, we have increased our very
visible marketing programs such as the Kings of Leon tour, sponsorship of the Sarah Fisher Hartman Racing
team, and the Indianapolis Grand Prix, to name a few. We believe that this year, we will see the first tangible
evidence of the impact these increased sponsorships and promotions will have on the brand. In our consumer
accessory segment, we expect to see double-digit increases of between 12 percent and 13 percent. There will be
continued growth in our new line of charging products, Bluetooth wireless speakers and also from our line of
808 audio products.In addition, Schwaiger and Oehlbach are expected to post increases as the economy in
Europe improves. The growth in this category will also be driven by new products. VOXX Electronics will be
introduced in action cameras and biometrics. Both slated for summer and fall introductions. Due to the timing of
these launches, we expect only a small impact on this fiscal year. However, over the next two to three years these
categories should be big drivers that will represent significant growth and diversification for our Company.
Additionally - a part of my future optimism stems from several projects we're working on now that are in various
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and the reason for the increases in our R&D spend.We continue to expand our activities in the field of asset
tracking. Later this year, we will launch a robust solar powered module with a minimum 10-year life without the
need for a further power supply. We plan to sell this product into the container and trailer tracking markets,
leveraging our existing network provider partnership with AT&T. As I mentioned earlier, Car Connection is
growing on every level. We are in discussion with a major international carrier to bring that technology to
Europe and here in the United States. We are beginning the rollout of Car Connection into new retail outlets and
Car Connection fleet to new fleet management companies.We have submitted our bid with the Mexican
government to potentially be a major supplier of product as that country moves from analog to digital. You may
recall the significant bump in sales we experienced domestically a few years back when that transition occurred
in the U.S. and more recently in Germany. As we move into fiscal 2015, I want to remain cautious when guiding
as we've seen strong sell-in at retail for the past three years only to see sell-through suffer for various reasons.
Unfortunately, the fragile economy forces us to plan much of the same in our fiscal 2015 numbers.Of course,
should the economy continue to improve and we experience positive year-over-year changes at retail during the
next holiday season, we could do far better than the 3 percent growth we're guiding to. For fiscal 2015, we see
top-line sales in the $825 million to $830 million range, again, with some potential up side that I will revisit
when we get to the second half of the year. Gross margins are projected to come in a little above 29 percent for
fiscal 2015. We were at 28.4 percent this year. The higher number is based on product mix we're projecting and
newer products coming to market.Operating expenses which were held in check in prior years increased in fiscal
2014 as we: implemented a modest 3 percent cost of living salary increase; increased spending to support
promotional activities of our premium audio and select consumer accessory brands; and increased our
engineering and R&D teams by 10 percent to over 300 engineers to support OEM and various other projects. We
will continue this in fiscal 2015. We are investing in our infrastructure and in our R&D teams to stay ahead of
the technology curve. While this will lead to an uptick in overhead, it will also lead to stronger top-line
performance in future years.Overall, operating expenses should increase about 4 percent to 5 percent. I expect
EBITDA to be comparable with fiscal 2014, approximately $54 million to $55 million. Cash flow continues to
increase. We should do better next year based on lower capital expenditures. We're paying down debt quicker

than we had budgeted.



Michael Stoehr:

We exited the year with total bank debt of $88 million, well under the sub-$100 million we had anticipated at the
beginning of last fiscal year and the total Company debt of a little over $109 million which represents, again, a
$65 million improvement.I would like to address one other topic before my closing remarks. We've recently
announced a $3 million strategic investment that equates to an approximate 10 percent holding in EyeSee360.
This investment builds on our exclusive distribution agreement for 360-degree action camera and it’s related
accessories and demonstrates our commitment to them and to the category. We believe the technology that
EyeSee360 has developed far surpasses what's in the market today providing a full 360-degree/240-degree view
in HD quality with the largest field of view of any camera in the market. It will allow consumers to capture real-
life experiences like never before. As I've said before, our growth strategy is not only to develop products but
also to invest in new and exciting technologies and categories.This is one such investment that we believe will
not only grow sales but also allow us to share in the positive financial growth of the category. We continue to
look at new technologies and companies and will stay on this path to identify the next-generation growth drivers
for our industry and our business. To that point, we remain active in the M&A arena. We will be prudent and
cautious in any new acquisition. That said, we do believe that over the coming quarters, there is potential for
additional M&A activity. Any deals, should they materialize, are expected to be accretive in year one.In
summary, we are confident with our composition and potential. Our story has not changed. The fourth quarter
was not specific to VOXX but rather the industry as a whole. Our relationships and placement with our OEM
partners and our retail customers remain at an all-time high. From a bottom-line perspective, the next two to
three years should shape up to be our best yet. With that, I will now turn the call over to Mike. We'll go through
the numbers. Then we will open it up for questions. Michael?

Thanks, Pat. Good morning, everyone. I'm going to focus my remarks on the fiscal year comparisons and
provide color around the fourth quarter before moving on to the balance sheet. While sales were lower than
anticipated, I will reiterate Pat's comments that the weather conditions in the U.S. this past winter and the impact
it had on retail sales during the fourth quarter is really the primary reason for our top-line miss. On the other
hand, we continue to generate good cash flow and exited the year with better debt reductions than we planned.
We're executing on our strategy and feel good about our prospect over the next few years, especially with some
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product categories.Now for our financials. All comparisons are for the fiscal year ended February 28, 2014 and
February 28, 2013. We reported sales of $809.7 million versus $835.6 million, down 3.1 percent. Automotive
segment sales were $412.5 million, down 1 percent. Both our domestic and international OEM business
continues to grow. Domestic OEM sales were up 2.3 percent. Our international business was up 9.7 percent.
Discounting Venezuela, international OEM sales were up 15.4 percent. Our fulfillment business, primarily
satellite radio, had the biggest impact on our year-over-year comparisons, as fulfillment sales were down almost
$17 million. When taking into account Venezuela and fulfillment sales, our other automotive business was up 5.8
percent.During the fourth quarter, automotive sales declined both on the OEM level and in the aftermarket, as we
had to contend with the retail environment and one of our largest OEM customers sold fewer vehicles which
impact results. Premium auto sales were $189.2 million, down 2 percent. Our domestic business was down 3.7
percent, though we did see growth from new product such as sound bars, Bluetooth and wireless speakers and
new cinema products. International sales were up 1 percent with the first half of the year soft followed by a
much stronger second half. For the fourth quarter, sales were impacted again due to a soft retail environment and
lower headphone sales.We also moved out of older products to make way for our new higher margin product
introductions this year. Consumer accessory sales were $206.3 million, a decline of $18.4 million or 8.2 percent.
This is primarily a result of: a $15 million of exited products; the retail environment in the fourth quarter; and
lower international sales, part of which was due to the fact that we did not anniversary set-top box sales from the
prior year. As Pat noted in his remarks, we're just about done exiting categories that have had a large impact on
our year-over-year results.Turning to gross margins, our gross margins were 28.4 percent versus 28.3 percent for
the comparable quarters, a 10 basis point increase. We began the year with a target of 28.8 percent. We're
tracking to that number for most of the year. During the fourth quarter, margins were a bit lower than anticipated
overseas. We moved some products out to make way for our newer offerings domestically. We experienced
modest declines in the automotive aftermarket. For the fiscal year comparisons, automotive gross margins
increased 130 basis points due to strength overseas and the product mix shift towards more remote start
products.Lower Venezuelan sales held margins in check; if the political situation changes for the better, this
would have a positive impact for us. Both our premium audio and consumer accessories segment saw gross

margin declines of



170 basis points and 100 basis points respectively. Lower international sales, the discounting of certain products,
held margins in check. This was offset by better margins in our growth category, namely sound bars, Bluetooth
and wireless speakers and fewer sales of lower margin product that we exited throughout the year.We are
anticipating margins in excess of 29 percent in fiscal 2015. Before moving to expenses, income and EBITDA, I
want to address the impairment charges. During the fiscal 2014 fourth quarter, we conducted our annual
assessment of goodwill and intangible assets. As a result of this analysis, an impairment charge of $32.2 million
was recorded for goodwill. Also recorded an impairment charge related to our trade names for various brands of
$22.8 million. Lastly, we abandoned our Technuity business and restructured the marketing and use of a domain
name resulting in an impairment of $2.6 million. These impairments totaled $57.6 million.I will provide an
overview of our financials now, both with and without the impairment charges. Operating expenses for fiscal
2014 were $267.6 million versus $195.1 million. Excluding the impairment charges, operating expenses were
$210 million, up $14.9 million. This $14.9 million increase is principally due to the restructuring charge of $1.3
million for the ERP upgrade and a $12.1 million increase at Hirschmann. Within this: One, our selling expenses
increased by $3.7 million mostly due to higher salary and compensation expenses principally at Hirschmann
where we added personnel to support both new and existing programs and due to higher advertising and
marketing expenses at Klipsch and in support of new consumer accessory product lines.Two, general and
administrative expenses increased by $4.2 million principally due to increased salaries and payroll benefits as we
added personnel at Hirschmann. Three, the biggest component of the year-over-year increase was in our
engineering and tech support line which increased by $7.2 million. This was related to several new projects at
Hirschmann, an increase in our R&D spend and higher labor costs with new personnel. These were for the new
projects prior to customer reimbursement for non-engineering costs which will be reimbursed at a later
date.Four, these expenses were partially offset by: reduced occupancy costs at the RCA Klipsch level; lower
costs in temporary personnel; lower professional fees; lower provisions for bad debts; and customer
reimbursements for OEM-related expense. Operating expenses for the fourth quarter excluding the impairment
charges were up $5.1 million. Hirschmann's expenses increased $6.8 million. Selling expenses and R&D were
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a number of automotive projects.We also had an increase in our advertising and marketing expenses which were
offset by lower G&A expenses due to lower executive salary costs. For fiscal 2014, we reported an operating
loss of $37.4 million with the impairment charges. Excluding these non-cash impairment charges, we reported
operating income of $20.2 million versus $41.7 million in fiscal 2013. The variance is due to lower sales volume
from the prior year and higher operating expenses and recognition of certain reimbursement for certain expenses
which was carried in other income. We had planned for the expense side, but the sales shortfall in our fourth
quarter was the big driver.I will add, consistent with my remarks last quarter, that we expect to save
approximately $4 million next fiscal year as a result of our ERP implementation and facility consolidation as
these projects are now complete. We had approximately a $900,000 decline in our interest and bank charges for
the bank obligation as we continue to pay down our debt. Equity in the income of equity investees related to our
joint venture ASA was $6.1 million versus $4.9 million in the prior year as ASA continues to do better and
expand it’s business. Other net was virtually a $14.7 million swing as fiscal 2014 included funds received from a
customer of roughly $4.4 million, as well as funds of approximately $5.6 million received in the class action
settlement.There was also approximately $900,000 related to recovery of funds from Circuit City that had been
previously written off. Other net also includes a net loss in foreign currency of $1.1 million partially offset by a
$200,000 gain in the devaluation of the Venezuelan B. These charges were also further offset by an accrual of
$1.2 million for the estimated and actual patent settlements with third-parties for fiscal 2014. As for last fiscal
year, other net includes net charges in connection with a patent suit of $2.7 million and losses on foreign
exchange contracts of $2.7 million incurred in conjunction with the Hirschmann acquisition.These charges are
partially offset by income related to a favorable legal settlement at Klipsch of $1 million and rental income of
approximately $1.1 million. For the quarter, our interest expense decreased $300,000 due to lower debt levels.
Equity income of equity investees increased by approximately $150,000. Other net saw a $6.1 million swing
from last year principally as a result of the patent settlement which occurred last year in the fourth quarter. For
the quarter, we reported an operating loss of $59.6 million. Excluding the operating charges, we reported an
operating loss of $2 million compared to an operating income of $12 million in the comparable fiscal 2013
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per common diluted share of $1.10. This compares to net income of $22.5 million or income per common
diluted share of $0.95 in fiscal 2013. Excluding the impairment charges and related tax effects, we reported net
income of $21.7 million and net income per common diluted share of $0.90. Net loss for this fiscal year was
favorably impacted by the impairment charges related to goodwill, amortizing and non-amortizing intangible
assets and long-lived assets as well as restructuring charges, sales declines attributed to the European market and
the economic and political conditions in Venezuela.This is offset by a better performance of our equity
investment, ASA, lower acquisition and professional fees, payments received related to contract shortfall and
favorable class action settlements, which I have covered previously. For the fourth quarter, we reported a net loss
of $49 million. Excluding the impairment charge and related tax effect, the net loss was $700,000 or a loss of
$0.03 per diluted share. This compares with net income of $10.3 million and net income per diluted share of
$0.43. Moving on to EBITDA, with the impairment charges, we reported an EBITDA loss of $3.1 million.
Without the impairment charges, EBITDA was $54.5 million. This compares to EBITDA of $60.4 million in
fiscal 2013. Once again, there was a lot of activity for the comparable periods. We reported adjusted EBITDA of
$46.5 million as compared to $67.5 million in fiscal 2013.Let me walk you through these adjustments. For fiscal
2014, we adjusted $4.4 million cash received for the contract shortfall payment, $4.4 million cash received for
net settlements, $940,000 for Circuit City recovery and approximately $200,000 in relocating our Asia
warehouse. This is offset by $1.3 million in restructuring charges related to Klipsch and the ERP upgrade,
$641,000 in stock-based compensation and $57.6 million for the non-cash impairment charges for total fiscal
2014 adjustments of $49.6 million. For fiscal 2013, we adjusted $2.7 million related to the loss on foreign
exchange contracts due to the Hirschmann acquisition and $1.6 million in acquisition related costs, $1.7 million
for net settlements, approximately $800,000 in charges related to the change in our Klipsch warehouse in Asia,
$435,000 in stock-based compensations.This equates to a total adjustment in fiscal 2013 of $7.1 million. The
effective tax rate for fiscal 2014 was an income tax benefit of 0.2 percent on a pretax loss of operations of $26.7
million. The effective tax, excluding the impairment charges and related tax effect, the effective tax rate in fiscal
2014 was an income tax provision of 29.8 percent on pretax income from operations of $30.9 million as
compared to a provision of 36.9 percent on pretax income of $35.7 million from continuing operations in the
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Pat Lavelle:

Operator:

Sean McGowan:

balance sheet. Our cash position as of February 28, 2014, was $10.6 million versus $19.8 million as of February
28, 2013. Our total debt as of February 28, 2014, which is inclusive of mortgages, capital leases and bank debt,
stood at $115.3 million compared to $180.8 million as of February 28, 2013. When comparing these periods, the
breakdown is as follows: bank debt worldwide was $91.7 million versus $156.4 million; capital lease
obligations was $6.1 million versus $5.8 million; worldwide mortgages were $17.5 million versus $18.6 million;
reduced our total debt in one year by $65.8 million. Our worldwide bank debt includes $88.7 million of
borrowings under the revolver versus $155.1 million last year. As of today, our bank debt is now $67.2 million
with availability of $137.8 million.Our balance sheet continues to improve. Additionally, CapEx for fiscal 2014
was $15.3 million and for fiscal 2015 we anticipate CapEx will be between $12 million and $13 million.
However, please note, we are currently reviewing our office and plant infrastructure with a goal to reduce our
fixed facility costs in the future. If we pursue changes in the upcoming fiscal year we could, of course, impact
our CapEx and cash flow - and cash flow. But again, will result in lower expenses on a go forward basis. Subject
to the above, we anticipate cash flow north of $40 million in fiscal 2015. Pat covered our outlook for the year, so
at this time, I will turn the call back to Pat and we'll open up the call for questions. Pat?

OK, Michael. Thank you. At this time, you guys can fire away.

Thank you. Ladies and gentlemen, if you would like to ask a question please press star then the number one key
on your touchtone telephone. If your question is answered or you wish to remove yourself from the queue you
may press the pound key and we will wait just a moment for anyone to queue.The first question from the queue
comes from the line of Sean McGowan with Needham & Company.

Good morning, guys. I have a couple of questions. We'll see if we can get through them. In terms of the current
business, we're almost finished with the first quarter, can you give us some sense of how the retail climate is
going? That's general. But then more specifically if could you comment on your expectations for the timing of
revenue in the various segments and expenses as well, because you've made some comments before about some
of these new products being back end loaded and some of the investment needed to support the unveiling being
front end loaded. So a little color on what we should expect in terms of timing and how current business is.

Thank you.



Pat Levelle:

Sean McGowan:

Pat Levelle:

Sean McGowan:

Pat Levelle:

OK. As far as current business, obviously look at the month of March, we had more of the same in March as we
had in January and February, with some bad weather that curtailed retail business. However, we are seeing a
strengthening in the market. Car sales are starting to pick up so activity is picking up. The month is it not over.
We do have some shipments that could be held up due to a flood that was in China, and if we missed the sale this

month, obviously it is going to fall into the second quarter.

But really no big surprises as we look at our first quarter numbers. When we look at the growth, where we see
the growth coming from this year, we're essential looking at, as I indicated during my speech, that we're
expecting to see flat business within the automotive space. We're expecting to see flat to a little down in the
premium audio. The growth is going to be coming from the new introduction of product that is slated for

September introductions this year.

And those - both of those projects are on time, and we anticipate that they will launch and give us the additional
sales that will drive growth for the year. The expenditure of R&D is a little further out. Since we acquired
Hirschmann and Invision, half of our business is now manufactured by us. And that business requires a
tremendous amount of R&D because it is our own technology that we are making. Some of that new technology
is very exciting for us and can mean future business of significant amount but the product has to be worked on, it
has to be developed. We do have some contracts that we're working on. Own, we hope to close, but that's where
the R&D expenditure, you're going to see that this year. You are going to see it some next year. And you will see
some of those sales start to happen next year.

OK. And then in terms of the gross margin improvement that you are looking for, what product segments or
product areas would you expect to be driving that, or do you expect to see it across all of them?

I expect to see it primarily within the premium audio space. We have made strong effort over the past six months
to limit distribution to maintain profitability within that space for us and our customers, and that's where we will
see the improvement.

OK. I didn't hear you talk, Pat, about the digital antenna with the roku connection. What's your outlook for that
product?

That product has been delayed although that product is still slated for the end of this year.



Sean McGowan:

Pat Levelle:

Sean McGowan:

Pat Levelle:

Operator:

(Rob Stone):

Pat Levelle:

(Rob Stone):

OK. And then last, a very general question. Your guidance for 2014, even at the high end, or rather for 20 15,
fiscal 2015, the high vend that guidance is lower than what you put up in 2013. So I'm struggling to reconcile
that with the problem here in the fourth quarter just being sort of a one-time weather related thing. It seems like
it must be something bigger than that.

Well, you know, one of the problems that we have is when we're looking at these numbers. Over the last few
years we were impact by various things that impacted the fourth quarter. Whether it be the talks in Washington
the year before that that pulled everybody out of the market at Christmas what we're looking at, or whether it
was the weather that pulled everybody out this Christmas. What we’re looking at - we’re baking into Christmas
like we've had over the last three years. And that's a weak Christmas. And until we see something strengthen to
where we can feel more positive about retail sell-through, not our load-in going into Christmas, but retail sell-
through, we are going to be very cautious in how we guide.

OK, thank you.

You're welcome.

Thank you. Our next question comes from the line of (Rob Stone) from Cowen and Company.

I wanted to follow up on the expense subject as well with respect to Lynn area tee. I think in past quarters you
had talked about maybe to do some spending ahead of the launch of the new camera product. Is there somewhere
along the way a lump of expenses relative to quarters within your guidance for the full year amount? That's my
first question. Thanks.

As far as the expenses for the launch, you are going to see that happen in the first half of the year, then you will
see some sales in the second half of the year. So what we're anticipating, our expenses in marketing, expenses in
product development, that we will have no revenue against but that will then start to change as the product starts
to deliver.

OK. And in Mike's comments, he reminded us about the planned savings from the ERP system, $3 million or $4
million. Pat, I think you said operating expenses overall would be up 3 percent or 4 percent. So net-net will you
actually have an increase investment bigger than the 3 percent or 4 percent counting the ERP system. I wanted to

make sure I understand the magnitude.
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(Rob Stone):

Pat Levelle:

(Rob Stone):
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(Rob Stone):
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Pat Levelle:
Scott Tilghman:

You're absolutely right. The 4 percent to 5 percent increase is net of the save that is we've had last year. And
again, this is being driven primarily by two areas, and that is the additional marketing spend that we have for
some of our premium audio products, our consumer accessory products, and the biggest expense coming from
the increase in engineers that we brought on late in the year last year to work on various different projects so that
we can ensure it, number one that we meet launch dates of contracts we've already won, but also work on some
of the newer technologies that we believe are going to be very, very exciting for this company in the years ahead.
Given the lead time on that type of OE project with the new engineers and investment you're making there, over
what time period do you think you can see a reversal of these trends where you would have some operating
leverage and revenues growing faster than expenses? Is that two years out? Three years out?

Some of the projects will start at the end of our fiscal 2015, OK. The bulk of the projects will start to fall into
fiscal 2016 where we deliver the new tuners for Daimler Benz that we're working on. As you know, we've won
$160 million contract there. Those programs will be in the latter part of next year. The start of production for
those product. But then they take us out until 2021, 2022. That's the nature of the OEM business.

OK, great. My final question is on the equity investment in the EyeSee360 business. Can you provide any color
on the rest of the ownership? Is that a business that you would be then sharing the potential with others down the
road, or possibly bring the whole thing in house?

Well, there's another larger investor in there, partners, and there's VOXX certainly in there. Our thinking behind
that is as we work hard to build sales we think we are going to generate a lot of value through our efforts in 360
the company, and we wanted to make sure that we were in a position, number one to benefit by that, but also, as
things progress, we may want to take a bigger portion of the company.

Great. Thank you.

You're welcome. Thanks, (Rob).

Thank you. Our next question comes from the line of Scott Tilghman from B. Riley.

Thanks. Good morning.

Hi, Scott.

Wanted to touch actually on three items. The first, as you look over the next 12 months, you have a number of

launches and contracts in play that have been discussed.
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I was wondering if maybe you could categorize the group that you would identify as the top tier, the ones that
you're most excited about that you think have the most growth potential, not just for this year but also into next
year.

Well, that's a two-part question, Scott. What we see this year, as I indicated, is the new product that we're
launching later in the year. That’s our (Mirus) product. That's our micro fly product, those are the two categories
that we see growth in. As I indicated we are going to have some changeover with tuners, with some of our OE

customers. We'll see a dip this year as we jump into the new technology.

We've already won the contracts for the new technology but there's a timing difference. So based on what we're
doing and based on the fact that we're focusing on the profitability and by focusing on profitability within our
premium audio it will cost us some sales. So that's why we're talking about lower sales to flat sales there. The
real growth for this year is going to be coming in our accessory business where these two categories are placed.
As we look into next year, and future years, then you will see our automotive business with the contracts that
we've already won, will you start to see our business grow as we deliver the Daimler program, as we deliver the

new 4G antennas, as we deliver some more of the tracking Smartphone antennas.

And then on top of all this, there are a number of new programs that we are working on that - and I have to be
careful here, but they can be hundreds of millions of dollars of new business that we are working on where we
are developing the new technology, where we're not just making this because we want to make it. We're making
it because we either have a relationship, we've been asked to develop a product. Doesn't necessarily mean we've
currently won an award of new business, but we're confident we will. And that's where the bulk of the R&D is
right now, where the technology we're working on could be very, very exciting for this company. And that's a big
change for this company over the way we were over the last 10 years, where we were primarily spec'ing product
and having it made in a third-party manufacturing facility. Here, we are making our own technology, new
technology that will be unique to the industry, and that is where we expect to see some significant new business
in the years ahead.

That actually ties in nicely to my second question. I was going to ask about the R&D strategy given that over the

last two years the approach has been to build a portfolio of
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capabilities. It sounds like you're seeing opportunities to build within the environment calls that you have
already. I guess the question is, are there others out there that are in some of these new and exciting areas where
you do see some tuck-in opportunities? I know you touched on the M&A topic briefly. Or are they really
categories where the technology is evolving so quickly it needs to be addressed up-front and you don't really see
the opportunity to buy the capabilities and therefore to have add the engineers?

One of the things we see as opportunities is the ability to strengthen each one of the existing categories. In some
cases, the strengthening would be by bringing in technology that we don't possess and bringing in an acquisition
that brings us new technology and engineers with that discipline. When we bring in and develop new product, it
is a big barrier to entry for competition. And there once again we can be unique and we can generate good
margin in that business. And the other areas where we look at where opportunities exist may be different brands,
outside - this is outside of technology, but different brands and different distribution that would strengthen our
other existing segments. So we look at all of them, and we will weigh them on their merits.

That's helpful. Last thing I just wanted to revisit guidance for a minute. I think we've beat then quite a bit, but
going back to the January comments, low single-digit growth on the 125, 830 that was originally expected for
fiscal 2014, it sounds like the holiday uncertainty for this year is a lot of what's bringing the top-line outlook
down. My question is really on the expense side. Have there been any changes in your expense outlook for this
year relative to what you were think ago few years ago, or is most of the pull-back in the EBITDA guidance
relative to what we could have expected really a function of the lower sales levels and therefore some de-
leveraging?

As far as I'm concerned, and I had indicated in the opening, the miss on our top-line was solely driven by the
weakness at retail caused by the weather. And as far as our pens, Mike talked about the $4 million in savings that
we will enjoy this year now that the ERP system is up, and some of the restructuring is over, some of the
severance is done. Those are real savings. We will continue to look at each one of our operations. We're
continuing to look at consolidation of facilities so that we can bring down our fixed overhead, but for the most
part, it was driven by the top-line miss.

Let me ask it a little bit differently. I'm looking at fiscal 2015 rather than at fourth quarter. The R&D spending

plan is that any different today than what you were looking at four or five months ago?
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It's up as we had won some additional new business this past year, in order to meet the launch dates for that
business, we had to bring in some additional new - some additional engineering. That's why you saw the 10
percent increase in our engineering, was primarily within our automotive group.

Great. Thank you.

You're welcome.

Thank you. And again, if you do have a question, please press star one on your touch-tone telephone. Our next
question comes from the line of (Q.B Chen from Manrassa Capital).

Hi. Am I live?

Yes.

Thanks for the opportunity to ask a question. Appreciate your time hosting the call today. I have a quick question
for you guys. So EBITDA reported for this year, if you exclude the impairment charges, as I understand is $54.5
million. Is that right?

Correct.

I wanted to refer back to the comments on your third quarter call on January. So at that time EBITDA guidance
was upgraded from $62 million to $65 million, right?

Correct.

So basically that was a little bit of a gap between the 65 and the 55 that was actually reported, so maybe a 10
million gap. I understand you mentioned the weather as being the key factor to hit the sales but I want to think a
little bit about what I don't really understand, and would appreciate some sort of help in understanding or color,
is that the nine months - in the same call, the nine months EBITDA that was reported, I remember is $50.3
million. So the way I look at it right now is that spending on January 9th, we have half the fourth quarter, past,

and then we knew that the nine months EBITDA was $50.3 million.

And we thought that the implied thought was that the fourth quarter we are going to generate 15 million of
EBITDA to give the guidance of 65, right, and in actual fact from January 9th until February 8th we had only
like six or seven weeks, we only generated $5 million of EBITDA, which is the reported $54.5. So instead of the
implied EBITDA of $15 million, which was implied by the guidance on January 9th,
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we only achieved $5 million EBITDA, which is quite a huge miss. I was wondering what happened in the six
weeks between January 9th and February 8th that was different between what was guided and what was actually
achieved in fiscal 20 14. Thank you.

OK. On my call, yes, I did raise our guidance from 62 to 65, primarily due to some income that we had received
from one of our OEM customers. However, when we met on January 9th, we had pretty much our top-line
revenue for December. We knew where that came in. We knew that there was a shortfall. And I cautioned
everybody and lowered our guidance at that particular point. We did not have financials on January 29th. We
were at the CES show. But as we moved through balance of the year, of the quarter, which was the rest of
January, and February, two things happened. One is, we knew we had a shortfall in top-line revenue in
December, but until the financials were complete, we did not understand some of the impact to our margins,
because when you look at our projections year-over-year, our margins were also impacted.

We had - we missed approximately $30 million of top-line revenue that we were projecting, we missed
that in the fourth quarter. And when you look at our margins, where we were, where we projected, Lucy that is
the sole reason for our miss when we - when we go from $55 million to $65 million.

I see. Thank you very much for the color. I really appreciate it. It makes a lot of sense. So I just wanted to

confirm that it was just a top-line miss that the gap in the EBITDA, just to be sure, we didn't lose a contract ...

No, no, in fact our - we did not lose one position at retail, we did not lose any business. It, as I said, was driven
by the top-line miss, driven by the softness at retail, and then we had to respond, and that's why there was some
margin miss, because we had to start moving product to clear product for our upcoming launches which are
happening now.

Yes. That's fine. I totally appreciate that. I've been a longtime investor. We totally understand the long-terminate
of the he have investment, and we do not invest for the quarter. So I just wanted to be sure there was no new
competitor coming in, collecting pricing, or losing business or whatever it is.

No.

So it was just the weather that drove the retail and the top-line miss. That a correct understanding?
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That is correct.

If I have time, can I ask a second question about the 360 Eye investment?

Yes.

I appreciate the Eye 360 investment. I wanted to understand although more how if this product is successful it
can help VOXX the company, because you mentioned that we have a 10 percent position in the 360 Eye
company. In the public releases we have been described as exclusive distribution partnership. I just want to
understand a little bit more color around how the partnership will work. Will we buy things from 360 Eye the
company at somehow wholesale, then make the spread on the retail spread, or how exactly would VOXX benefit
from this arrangement?

OK. Obviously I can't divulge the terms of our agreement, but basically we're an exclusive - we have an
exclusive arrangement with them. We are not a distributor, we do not bay product from them. We have the
product made according to their specification, and according to their licenses. They own a lot of IP in the space.
So they've selected us as their distribution partner, but we will have the product manufactured. We will bring the
product in, and we will sell the product. Their program works off of the IP and the value that their IP generates.
And the better we do, the more valuable their IP becomes, not only in the action camera space, but in every
application where you can see the use of a 360 high resolution camera. So that's where we see this good potential
for 360 to continue to grow, even beyond the space that we're involved in.

Absolutely. As I said, I'm really optimistic about the growth potential. I just want to - maybe I'll rephrase the
question. I understand a little bit about the financial impact. How would it positively benefit us? Do we make
money only as a result of our appreciation in the equity, the 10 percent equity that we invested with them? That's
one way we can make money. But as we sell the product on a per-piece basis, do we get also cash as we sell?
How should we think about the financial impact of the success of this product on VOXX?

OK, the success of this product will be on us selling it when we make a normal margin. It's our product, we bring
it in, we sell it, we make a margin on it. That's going to be how Audiovox, or VOXX International, makes
money on it.

When I say we, VOXX International, VOXX International only keeps 10 percent?
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You've got to look at two ways. One is, an investment in the 360 company, and the other is we've developed
product using the 360 technology that we can sell to the market, and we will make money doing that.

I see. I think that makes a lot of sense. I understand it now. Thank you very much for your time.

you're welcome.

Thank you. And that concludes - our next question comes from the line of (Rob Aman from RA Capital).

Thank you. Appreciate all the detail on the fiscal 2015 guidance on expenses and all the line items. The EBITDA
guidance, is it fair to say the EBITDA guidance and adjusted EBITDA would effectively be the same? You're not
contemplating any kind of - as many puts and takes for numbers in fiscal year 2015?

Well what we're looking at, we don't expect to see as many puts and takes. But, you know, what happens during
the course of the year sometimes you can't really predict that. But looking at our budgets on a go forward basis,
the improvements where we didn't - we're not going to have the puts and takes like we had this year, we are
improving sales by approximately $25 million. We are improving margins a little bit. So that's where we're going
to generate the profitability.

This is Mike speaking. We just look for normal EBITDA flow.

OK. So it seems like any of the puts and takes would flow into EBITDA but not affect adjusted EBITDA so I
guess what I'm trying to understand, as you stand right now without knowing there's going to be any puts or
takes, is it fair to say your adjusted EBITDA guidance is 54 to 55?

It's not - EBITDA and adjusted EBITDA.

Right now we're starting out with the 55.

OK. So it's the same for both.

Correct.

OK, great. And then the praying expense increases, you have certainly - you have seen a meaningful increase in
engineering and technology but you have also had some revenues associated with that are a contra expense that I
think 6.9 million is most recent fiscal year. Do you expect a similar sort of contra expense in fiscal year 20 15, or

does that potentially grow given the nature of all the development programs that you are working on?
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Right now we're looking, based on what we're budgeting, those are the numbers that we're looking at. But this is
a fluid situation. The technology we're working on is very interesting to a number of different accounts, and we
expect that during the year we may win additional awards. If we win those additional awards, we will need to
bring on some additional engineering so that we can meet those launch dates.

OK. But do your total operating expenses contemplate any kind of reimbursed engineering expenses or is that
just kind of a base case, if you get some, you are going to see an increase and get paid for that?

There's NRE in many of our programs. And, yes, in fact, we win a new award, most likely there will be NRE
that comes with it.

OK. And the existing programs would they support reimbursement similar to the levels we saw this year of 6.9
million, or should we be thinking a number year before closer to 3.5 million?

Probably you are going - way say that you will probably see something along the lines of what we've had - a
combination of the two. As we get ready to launch, obviously the NRE will change. But we are on programs
with a number of different OEMs where hitting milestones of product development will generate an NRE
payment for us, and depending on the schedule, I would say that we're going to be somewhere in between where
we were between the last two years.

OK. Great. Thank you.

You're welcome.

Thank you. Our next question is a follow-up from the line of (Q.B. Chen).

hi, thanks for taking the follow-up question. Just really quick, so I'm also really looking for ward to the 360 eye
introduction. I think you mentioned just now you expect the introduction of this new product to be in September.
Am I understanding correctly?

Yes.

So again I look back to the January call, and at that time, I think that the indications was that this product,
including the imaging and the biometric product, we might expect to see sales in the April, May, or June time
frame. So there's been a little bit of a delay. I want to understand two things. One, what caused those delays, and
two, how sure are we this time around we will see things getting started in September?

Well, in my call in January, we talked about a June delivery, and that June delivery we've been talking about the

micro cell phone accessory which we decided that
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accessory should be launched with the 360 fly all at the same time. And that's one of the reasons why we're
pushing it out.

But that's no hiccup. I guess I want to understand, just get confirmation, there's no hiccup the development or the
production or anything in the supply chain or whatever it is, but everything is just going on smoothly, or is there
anything that we should be concerned about with this new product introduction?

Nothing ever goes smoothly, but you shouldn't have anything to concern about.

I see. Thank you very much for your time.

You're welcome.

Thank you. That concludes our question-and-answer session. I would like to turn the conference back to
management for any closing comments.

Well, I want to thank you all for listening in on this morning. If we grow our sales more and any of these big
opportunities drop our way, we are going to see a nice impact to our EBITDA and cash flow. So I know there's a
lot of talk about our expenditures as far as R&D and everything, but believe me, I do think it is well worth the
spend, and we will see the benefit in the years ahead. Thank you for joining us. Have a great afternoon.

Thank you. Ladies and gentlemen, thank you for your participation in today's conference. This does conclude the

program. You may now disconnect. Everyone, have a good day.

END



