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PROSPECTUS
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LOAR HOLDINGS INC.

Common Stock

We are offering 3,852,500 shares of our common stock (“common stock”) and the selling stockholders named in this prospectus are offering 1,897,500 shares of
our common stock. We will not receive any proceeds from the sale of the shares being sold by the selling stockholders. Our common stock is listed on the New York
Stock Exchange (the “NYSE”) under the symbol “LOAR.” The last reported sale price of our common stock on December 10, 2024 was $87.69 per share.

See “Risk Factors” beginning on page 21 to read about factors you should consider before buying shares of our common
stock.

We are an “emerging growth company” as defined in Section 2(a)(19) of the Securities Act of 1933, as amended (the “Securities Act”), and, as such, we have
elected to comply with certain reduced public company reporting requirements for this prospectus and may elect to do so in future filings.

After the completion of this offering and pursuant to the Voting Agreement (as defined below), Abrams Capital Management, L.P. and its affiliates (together,
“Abrams Capital”), GPV Loar LLC, Dirkson Charles and Brett Milgrim will beneficially own approximately 60% of our outstanding common stock (or 59% if the
underwriters exercise in full their option to purchase additional shares of common stock). As a result, we will continue to be a “controlled company” within the
meaning of the rules of the NYSE; however, we do not currently and do not intend to rely on any exemptions from the corporate governance requirements of the NYSE
available to “controlled companies.” See “Management—Controlled Company Status” and “Certain Relationships and Related Party Transactions—Voting
Agreement.” Dirkson Charles is our President, Chief Executive Officer, Executive Co-Chairman and Director and Brett Milgrim is our Executive Co-Chairman and
Director.

Neither the Securities and Exchange Commission (the “SEC”) nor any state securities commission has approved or disapproved of these securities or
passed upon the adequacy or accuracy of this prospectus. Any representation to the contrary is a criminal offense.

Per share Total
Public offering price $ 85.000 $ 488,750,000.00
Underwriting discounts and commissions(1) $ 3.825 $  21,993,750.00
Proceeds, before expenses, to us $ 81.175 $ 312,726,687.50
Proceeds, before expenses, to the selling stockholders $ 81.175 $ 154,029,562.50

(1) See “Underwriting (Conflicts of Interest)” for additional information regarding underwriting compensation.

The selling stockholders have granted the underwriters the right, for a period of 30 days from the date of this prospectus, to purchase up to 862,500 additional
shares of common stock from us at the public offering price less the underwriting discount. We will not receive any proceeds from the sale of our common stock by the
selling stockholders pursuant to any exercise of the underwriters” option to purchase additional shares.

The underwriters expect to deliver the shares to purchasers on December 12, 2024.

(*lead bookrunners listed in alphabetical order)

Jefferies* Morgan Stanley*
Moelis
Citigroup RBC Capital Markets
Blackstone

December 10, 2024
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Neither we nor the selling stockholders have authorized anyone to provide you with any information other than that contained in this
prospectus or in any free writing prospectus we may authorize to be delivered or made available to you. We, the selling stockholders and the underwriters
have not authorized anyone to provide you with different information. We, the selling stockholders and the underwriters do not take any responsibility for,
and can provide no assurance as to the reliability of, any other information that others may give you. The information in this prospectus is accurate only as
of the date of this prospectus, regardless of the time of delivery of this prospectus, or any free writing prospectus, as the case may be, or any sale of shares
of our common stock. Our business, results of operations and financial condition may have changed since such date.

For investors outside the United States: we are offering to sell, and seeking offers to buy, shares of our common stock only in jurisdictions
where offers and sales are permitted. We, the selling stockholders and the underwriters have not done anything that would permit this offering or
possession or distribution of this prospectus in any jurisdiction where action for that purpose is required, other than in the United States. Persons outside
the United States who come into possession of this prospectus must inform themselves about, and observe any restrictions relating to, the offering of the
shares of common stock and the distribution of this prospectus outside the United States.

BASIS OF PRESENTATION

Prior to April 16, 2024, we operated as a Delaware limited liability company under the name Loar Holdings, LLC. On April 16, 2024, we
converted to a Delaware corporation and changed our name to Loar Holdings Inc. In the conversion, all of our outstanding equity interests were converted
into shares of common stock. Specifically, holders of Loar Holdings, LLC units received 377,450.980392157 shares of common stock of Loar Holdings
Inc. for each unit of Loar Holdings, LLC. The foregoing conversion and related transactions are referred to herein as the “Corporate Conversion.” The
purpose of the Corporate Conversion was to reorganize our structure
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so that the entity that offered our common stock to the public in our initial public offering would be a corporation rather than a limited liability company
and so that our existing investors and new investors in our initial public offering would own our common stock rather than equity interests in a limited
liability company. Upon the consummation of our initial public offering, Loar Acquisition 13, LLC, our sole shareholder at that time, distributed the
shares of common stock of Loar Holdings Inc. to its members and then liquidated immediately thereafter in accordance with applicable law. See “Certain
Relationships and Related Party Transactions—LA 13 LLC Agreement.” Except as disclosed in the prospectus, the consolidated financial statements and
related notes thereto and other financial information included in this registration statement are those of Loar Holdings Inc., formerly known as Loar
Holdings, LLC, and its subsidiaries. Shares of common stock, par value $0.01 per share, of Loar Holdings Inc. are being offered by the prospectus that
forms a part of this registration statement.

INDUSTRY AND MARKET DATA

Within this prospectus, we reference information and statistics regarding the industry in which we operate. We have obtained this
information and statistics from various independent third-party sources, independent industry publications, reports by market research firms and other
independent sources. Some data and other information contained in this prospectus are also based on management’s estimates and calculations, which are
derived from our review and interpretation of internal surveys and independent sources. The information is as of its original publication dates (and not as
of the date of this prospectus). Data regarding the industries in which we compete and our market position and market share within these industries are
inherently imprecise and are subject to significant business, economic and competitive uncertainties beyond our control, but we believe they generally
indicate size, position and market share within these industries. We are responsible for all of the disclosure in this prospectus and believe the third-party
information and our internal company research, data and estimates contained in this prospectus to be reliable, neither have we nor have the underwriters
independently verified any third-party information nor has any independent source verified our internal company research, data and estimates.

In addition, assumptions and estimates of our and our industry’s future performance are subject to a high degree of uncertainty and risk due
to a variety of factors, including those described in “Risk Factors.” These and other factors could cause our future performance to differ materially from
our assumptions and estimates. See “Cautionary Note Regarding Forward-Looking Statements.” As a result, you should be aware that market, ranking,
and other similar industry data included in this prospectus, and estimates and beliefs based on that data may not be reliable. Neither we nor the
underwriters can guarantee the accuracy or completeness of any such information contained in this prospectus.

TRADEMARKS, SERVICE MARKS, TRADENAMES, AND COPYRIGHTS

We own a number of registered and common law trademarks and pending applications for trademark registrations in the United States.
Unless otherwise indicated, all trademarks, service marks, trade names, and copyrights appearing in this prospectus are proprietary to us, our affiliates,
and/or licensors. This prospectus also contains trademarks, tradenames, service marks, and copyrights of third parties, which are the property of their
respective owners. Solely for convenience, the trademarks, tradenames, service marks, and copyrights referred to in this prospectus may appear without the
®, ™, SM_ or © symbols, but such references are not intended to indicate, in any way, that we will not assert, to the fullest extent under applicable law, our
rights or the rights of the applicable licensors to these trademarks, tradenames, service marks, and copyrights. We do not intend our use or display of other
parties’ trademarks, tradenames, service marks, or copyrights to imply, and such use or display should not be construed to imply, a relationship with, or
endorsement or sponsorship of us by, these other parties.
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NON-GAAP FINANCIAL MEASURES

We present certain financial information based on our EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin. References to
“EBITDA” mean earnings before interest, taxes, depreciation and amortization, references to “Adjusted EBITDA” mean EBITDA plus, as applicable for
each relevant period, certain adjustments as set forth in the reconciliations of net loss to EBITDA and Adjusted EBITDA and references to “Adjusted
EBITDA Margin” refer to Adjusted EBITDA divided by net sales. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, are not measurements of
financial performance under U.S. GAAP. We present EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, because we believe they are useful
indicators for evaluating operating performance. In addition, our management uses Adjusted EBITDA to review and assess the performance of the
management team in connection with employee incentive programs and to prepare its annual budget and financial projections. Moreover, our management
uses Adjusted EBITDA of target companies to evaluate acquisitions.

Although we use EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, as measures to assess the performance of our business and
for the other purposes set forth above, the use of non-GAAP financial measures as analytical tools has limitations, and you should not consider any of
them in isolation, or as a substitute for analysis of our results of operations as reported in accordance with U.S. GAAP. Some of these limitations are:

. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, do not reflect the significant interest expense, or the cash requirements,
necessary to service interest payments on our indebtedness;

. although depreciation and amortization are non-cash charges, the assets being depreciated and amortized will often have to be replaced in the
future, and the cash requirements for such replacements are not reflected in EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin;

. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, exclude the cash expense we have incurred to integrate acquired businesses
into our operations, which is a necessary element of certain of our acquisitions;

. the omission of the substantial amortization expense associated with our intangible assets further limits the usefulness of EBITDA, Adjusted
EBITDA and Adjusted EBITDA Margin; and

. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, do not include the payment of taxes, which is a necessary element of our
operations.

Because of these limitations, EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, should not be considered as measures of cash
available to us to invest in the growth of our business. Management compensates for these limitations by not viewing EBITDA, Adjusted EBITDA and
Adjusted EBITDA Margin, in isolation and specifically by using other U.S. GAAP measures, such as net sales and operating profit, to measure our
operating performance. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, are not measurements of financial performance under U.S. GAAP,
and they should not be considered as alternatives to net loss or cash flow from operations determined in accordance with U.S. GAAP. Our calculations of
EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, may not be comparable to the calculations of similarly titled measures reported by other
companies. For a reconciliation of net loss to EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin, for the nine months ended September 30, 2023
and September 30, 2024 and the years ended December 31, 2022 and December 31, 2023, see “Management’s Discussion and Analysis of Financial
Condition and Results of Operations—Non-GAAP Financial Measures.”

il
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CERTAIN DEFINITIONS
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As used in this prospectus, unless the context otherwise requires, the “Company,” “our company,” “Loar, us” and “our” refer to
Loar Holdings, LLC and its consolidated subsidiaries for all periods prior to the Corporate Conversion discussed below and to Loar Holdings Inc. and its
consolidated subsidiaries for all periods following the Corporate Conversion. In addition, as used in this prospectus, unless the context otherwise requires:

. “Board” refers to our board of directors;

. “CAGR?” refers to compound annual growth rate;

. “CAV” refers to CAV Systems Group Limited;

. “Credit Agreement” refers to our Sixteenth Amendment to Credit Agreement, dated as of August 26, 2024, by and among Loar Group Inc.,

Loar Holdings Inc., the other guarantors party thereto from time to time, the lenders party thereto from time to time and First Eagle
Alternative Credit, LLC, as administrative agent (the “Administrative Agent”) for the lenders and as collateral agent for the secured parties,
as amended, restated, supplemented or otherwise modified;

. “DAC” refers to DAC Engineered Products, LLC;

. “Delayed Draw Term Loan Commitment” refers to the meaning assigned to such term in the Credit Agreement;

. “Delayed Draw Term Loans” refers to the meaning assigned to such term in the Credit Agreement;

. “DGCL” refers to Delaware General Corporation Law;

. “Exchange Act” refers to the Securities Exchange Act of 1934, as amended;

. “FAA” refers to the Federal Aviation Administration in the United States;

. “GAAP” refers to U.S. generally accepted accounting principles;

. “JLL” refers to JLL Partners;

. “K&F” refers to K&F Industries;

. “LA 13” refers to Loar Acquisition 13, LLC, a Delaware limited liability company, which liquidated in accordance with applicable law

immediately following the occurrence of our initial public offering and the distribution described in “Certain Relationships and Related Party
Transactions—LA 13 LLC Agreement”;

. “LIBOR” refers to the London Interbank Offered Rate;

. “LLC Agreement” refers to the Fifth Amended and Restated Limited Liability Company Agreement of LA 13;

. “McKechnie” refers to McKechnie Aerospace;

. “OEMs” refers to original equipment manufacturers;

. “Revenue Passenger Kilometers” and “RPKs” refer to revenue paying passengers multiplied by the distance travelled in kilometers;
. “Revolving Line of Credit” refers to the revolving line of credit under the Credit Agreement;
. “Sarbanes-Oxley Act” refers to the Sarbanes-Oxley Act of 2002, as amended;

. “SCHROTH” refers to SCHROTH Acquisition GmbH;
. “SOFR” refers to the Adjusted Term Secured Overnight Financing Rate;
. “TransDigm” refers to TransDigm Group Incorporated; and

. “Voting Agreement” refers to the Voting Agreement, by and between Loar Holdings Inc., funds advised by Abrams Capital Management,
L.P., GPV Loar LLC, Dirkson Charles and Brett Milgrim, dated as of April 29, 2024.

iv
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SUMMARY

This summary highlights information contained elsewhere in this prospectus. This summary may not contain all the information that
may be important to you. You should carefully read the entire prospectus before making an investment decision, including the information presented
under the heading “Risk Factors,” “Management’s Discussion and Analysis of Financial Condition and Results of Operations” and the financial
statements and related notes included elsewhere in this prospectus.

Our Company

We specialize in the design, manufacture, and sale of niche aerospace and defense components that are essential for today’s aircraft and
aerospace and defense systems. Our focus on mission-critical, highly engineered solutions with high-intellectual property content resulted in
approximately 85% of our 2023 net sales being derived from proprietary products where we believe we hold market-leading positions. Furthermore,
our products have significant aftermarket exposure, which has historically generated predictable and recurring revenue. We estimate that 52% of our
2023 net sales were derived from aftermarket products.

The products we manufacture cover a diverse range of applications supporting nearly every major aircraft platform in use today and
include auto throttles, lap-belt airbags, two- and three-point seat belts, water purification systems, fire barriers, polyimide washers and bushings,
latches, hold-open and tie rods, temperature and fluid sensors and switches, carbon and metallic brake discs, fluid and pneumatic-based ice protection,
RAM air components, sealing solutions and motion and actuation devices, customized edge-lighted panels and knobs and annunciators for
incandescent and LED illuminated pushbutton switches, among others. We primarily serve three core end markets: commercial aerospace, business
jet and general aviation, and defense, which have long historical track records of consistent growth. We also serve a diversified customer base within
these end markets where we maintain long-standing customer relationships. We believe that the demanding, extensive and costly qualification process
for new entrants, coupled with our history of consistently delivering exceptional solutions for our customers, has provided us with leading market
positions and created significant barriers to entry for potential competitors. By utilizing differentiated design, engineering, and manufacturing
capabilities, along with a highly targeted acquisition strategy, we have sought to create long-term, sustainable value with a consistent, global business
model.

Our ability to deliver high-quality solutions stems from management’s extensive industry experience and their long history of creating
value across multiple businesses. Prior to the formation of Loar, Chief Executive Officer and Co-Chairman Dirkson Charles, Chief Financial Officer
Glenn D’Alessandro, and VP & General Counsel Michael Manella helped lead K&F through 17 years of sustained success, including its initial public
offering and ultimate sale to Meggitt plc (now part of Parker-Hannifin Corporation). The team, building upon its proven ability to create value,
subsequently worked together at McKechnie until its 2010 sale to TransDigm. During their tenure at McKechnie, they worked alongside the
Company’s Co-Chairman Brett Milgrim, who was a Managing Director and Partner of JLL, McKechnie’s majority owner before the sale to
TransDigm. Through their collective experience at K&F and McKechnie, the management team built deep industry expertise and harnessed this
knowledge to launch Loar, even entering some of the same product categories as K&F and McKechnie such as carbon and metallic brake discs,
hydraulic valves, keepers, rate control devices, latches, hold-open rods, starter generators, and actuators, among others. By having the advantage of a
clean blueprint and targeted list of attractive product categories and acquisition candidates, the management team has been able to leverage its
significant experience to create a purpose-built, successful platform.

Loar is centered around a commitment to a consistent and focused business model—creating a portfolio of proprietary products serving
a highly diverse set of applications, end markets and customers within the aerospace and defense value chain. This strategy has resulted in what we
believe to be market-leading positions, driven by products that have been difficult for competitors to replicate. The qualification process for
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the Company’s products serves as a significant barrier to entry for new suppliers. The time, investment, and risks associated with qualification are

typically economical for OEMs to repeat the process of qualification after an existing supplier has been qualified already onto a given aircraft

engineered, value-added products not only has created significant barriers to entry, but also has established an ability to fairly value our products,
which has resulted in consistent improvements to Loar’s gross profit margins over the long-term.

Our portfolio of products serves a variety of applications across aircraft platforms as shown below:

Anigle of Altack Flight Cantral

Waber Purification  Waste Management Firs Barriprs Wing Lilt Sensors
ey o Lap-bell Airbags 2 & 3 Paint Seat Bells pl s

Ratorerall Flotation

evices
plogl R ¥
Folyimide Washers Motign & Actuation
& Bushings

Q" Nl 7
Thermal Blankets & Sealing Solutions
Heal Shields
perature & Flaid  Hydraulic & P Carbon & Melalic  Fluid & Preumatic Drag Reduclion
Hold Open & Tle Rods  conerre & Switches Components Brakes Based Ice Profection oM AT Components o iogies

S

Once Loar’s components are qualified on an aircraft platform, we believe we are likely to maintain our position as the provider of
aftermarket parts and services for the life of the platform and related platform derivatives. This results in significant aftermarket revenue, which
represented 52% of our 2023 net sales. For the platforms we serve, the total life of an aircraft can be up to 50 years, ensuring steady aftermarket
revenue streams with historically higher margins than revenue to OEM customers. We believe our aftermarket exposure provides us with an
opportunity for stable, recurring, long-lasting and high-margin financial performance.

14% of our 2023 net sales came from any single customer, and no more than 6% of our 2023 net sales came from any single aircraft platform. We
believe that our revenue diversification provides significant resiliency, and it positions us well to take advantage of new business opportunities.

substantial. The process can often take years, involving multiple tests that require support and financial contribution from both the system supplier
and the OEM. Moreover, the Company focuses on products that make up a relatively small portion of the total cost of an aircraft. As a result, it is not

platform. In addition, customer relationships represent a key barrier to entry. Given the mission-critical nature of the Company’s products, we believe
our customers look for highly reliable suppliers they can trust to deliver on-time, high-quality solutions. Loar’s position as a trusted supplier of highly

In addition to our OEM and aftermarket balance, our revenue is diversified across end markets, customers, and platforms. No more than
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2023 Net Sales by 2023 Net Sales by 2023 Net Sales by 2023 Net Sales by
Composition End Market Product Category Customer

(% of 2023 Revenue) (% of 2023 Revenue) (% of 2023 Revenue) (% of 2023 Revenue)

© Collins Aerospace 10%
© Pratt & Whitney 3% o
Non-Aviation Raytheon <1%

Aftermarket
e}

52%
Honeywell
10%
Bombardier
4%
US Government
Top 7-25 Airbus 3%
24% 3%
Boeing
3%

Non- Proprietary
Proprietary 85% 12%

15%
Defense
19%
Business Jet A‘
/o

{

Commercial
Aerospace
45%

Y

OEM Other
39%

General Aviation
24%

We believe that our efforts to serve our customers effectively have also differentiated our business and led to long-standing customer
relationships. Given the complexity of our customers’ supply chains, they look for dependable suppliers across multiple products and capabilities. In
addition to providing a broad set of capabilities, we believe our commitment to quality, consistent on-time delivery and highly specialized tailored
solutions furthers our long-standing relationships. Our relationships enable an open dialogue regarding our customers’ supply chain challenges,
which can give us insight into potential growth opportunities, both organically and inorganically.

In 2023 and the nine months ended September 30, 2024, we generated $317 million and $292 million in net sales, respectively. Since
the inception of our Company in 2012 through the end of 2023, we have grown our net sales at a CAGR of 38%. We generated a GAAP reported net
loss of $5 million in 2023 and $113 million in Adjusted EBITDA in 2023, representing a GAAP reported net loss margin of (1)% and a 36% Adjusted
EBITDA margin. For the nine months ended September 30, 2024, we reported net income of $19 million and $106 million in Adjusted EBITDA,
representing a GAAP reported net income margin of 6% and a 36% Adjusted EBITDA margin. Including one-time investments of $6 million related
to the relocation of a manufacturing facility and the construction of a new factory in 2023, we invested $12 million in capital expenditures in 2023.
Our historical capital expenditures from 2021 to 2023 (excluding the one-time investments described above) have averaged 3% of net sales,
highlighting the low capital requirements of our business model. For the nine months ended September 30, 2024, we invested $6 million in capital
expenditures, or approximately 2% of net sales. During the year 2024, we expect our capital needs to be in-line with our recent history at
approximately 3% of net sales. For a discussion of the use of Adjusted EBITDA and Adjusted EBITDA Margin, and a reconciliation to the most
directly comparable GAAP measures, see “Management’s Discussion and Analysis of Financial Condition and Results of Operations—Non-GAAP
Financial Measures.”

Our business approach couples strong organic growth with our proven acquisition strategy. Since 2012, we have executed and
successfully integrated 17 strategic acquisitions. We have a highly disciplined approach to evaluating potential acquisition targets, and have sought
companies with valuable intellectual property, high aftermarket content, revenue synergies, ability to cross-sell and strong customer relationships. We
operate in a highly fragmented market, which has historically provided ample acquisition targets as we look to enhance and grow our platform.
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Our Industry
End Markets

We primarily compete across three core end markets of the aerospace and defense component industry: commercial aerospace, business
jet and general aviation, and defense.

Commercial Aerospace. The commercial aerospace market, our largest end market representing 45% of 2023 net sales, has experienced
significant growth over the past several years as a result of increased orders for next-generation commercial aircraft and increased aftermarket
requirements from higher levels of aircraft usage in a post-COVID environment. However, the commercial aecrospace market has shown consistent
long-term growth trends over the past 75 years, spurred by travel demand and the development of a global world economy. The industry’s growth rate
has historically outpaced global GDP growth, with RPKs increasing at an average of 1.6x global GDP growth between 1970 and 2022, reflecting an
approximate 5% CAGR.

Commercial aerospace OEM revenue historically has been tied to new aircraft production, which is currently supported by the
production ramp of several next-generation narrowbody aircraft programs that have large order backlogs (for example, Airbus A320 family and
Boeing 737 family). These order backlogs are needed to meet the secular demand for air travel. In 2021, there were 20,675 commercial jet aircraft in
service, compared to 17,712 commercial jet aircraft in service in 2010, and industry consultants project that future demand requires 34,684
commercial aircraft in service by 2032.

The commercial aerospace aftermarket has historically produced consistent revenue. In our experience, as global commercial aircraft
fleets grow, maintenance requirements grow alongside them. Most maintenance requirements are recurring and non-deferrable, even during periods
of economic downturn or reduced demand for commercial air travel. Given the industry’s long-term secular growth trends, an increasingly larger
middle class that has a high demand for travel, and a meaningfully large share of the global fleet represented by legacy aircraft, we expect continued
growth and stability of our commercial aftermarket revenue.

Business Jet and General Aviation. Our second largest end market, business jet and general aviation, which accounted for
approximately 24% of 2023 net sales, has experienced significant growth over the past several years. The emergence of several business models has
provided consumers with greater accessibility and affordability to private aviation, driving increased popularity globally.

The business jet and general aviation market is comprised of all aviation operations outside of commercial and defense, and it includes
both OEM and the aftermarket. This market has experienced strong
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demand with new asset-light fleet models, such as charter operators, jet cards and fractional jet ownership. These shared economy solutions have
increased average utilization, resulting in growing demand for new aircraft. Accordingly, several modern, next-generation business jet platforms have
been introduced by aircraft OEMs and production rates have been rising to meet this growing demand. Moreover, increased accessibility and
affordability of private aviation has driven accelerated adoption by consumers, as flyers seek alternative options to commercial air travel, resulting in
even greater flight hours and aftermarket growth.

Defense. The military aviation end market, which accounted for approximately 19% of 2023 net sales, has continued to benefit from
growing global demand. Current geopolitical circumstances, including the Ukraine conflict, the Israeli war and the potential for engagements with
China and/or Russia have resulted in increased global defense spending. We expect that defense spending will continue to increase as militaries invest
to maintain operational readiness.

We believe that aftermarket and OEM demand for military aviation solutions follows global defense spending and the broader U.S.
Department of Defense budget. OEM miilitary revenue is primarily driven by spending on new aircraft platforms and systems. In an era of heightened
geopolitical instability, we believe that defense spending will continue to be a priority for militaries to maintain operational readiness and invest in
next-generation platforms with modern capabilities. Recently, military aftermarket revenue has been derived primarily from utilization of existing
aircraft, aircraft modernization and sustainment initiatives to upgrade existing fleets and extend the service life of equipment.

Competition

The market for aerospace and defense components is highly fragmented, with few scaled competitors. As a result, we have very few
direct competitors that provide the breadth of products, solutions and expertise that we are able to offer our customers. However, given the market
fragmentation, we face competition from different competitors across individual products and applications. Competition within our product offerings
range from divisions of large public corporations to small, privately held companies with singular capabilities that lack infrastructure and capacity to
scale.

We compete primarily on the basis of engineering, capabilities, capacity and customer responsiveness. We believe we meet or exceed
the performance and quality requirements of our customers and consistently deliver products on a timely basis with superior customer service and
support. Our commitment to performance and responsiveness has allowed us to foster strong customer relationships with major aerospace and defense
OEMs and Tier 1 and Tier 2 suppliers. We believe that our consistent quality, performance and breadth of capabilities are key strengths that enable us
to win new business and fuel the continued long-term relationships with our customers.

Challenges

Our business is subject to a number of risks inherent to our industry, including, among others, our almost exclusive focus on the
aerospace and defense industry, our ability to consummate acquisitions on satisfactory terms and to integrate effectively acquired operations and the
cyclical nature of our sales to manufacturers of aircraft. Any number of these factors could impact our business, and there is no guarantee that our
historical performance will be predictive of future operational and financial performance. For a description of the challenges we have faced and
continue to face and the risks and limitations that could harm our prospects, see “Cautionary Note Regarding Forward-Looking Statements,”
“Summary of Risk Factors” and “Risk Factors” included elsewhere in this prospectus.
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Competitive Strengths

As a specialized supplier in the aerospace and defense component industry, we believe we arewell-positioned to deliver innovative,
mission-critical solutions to a wide array of aerospace and defense customers. Our key competitive strengths support our ability to offer differentiated
solutions to our customers:

Portfolio of Mission-Critical, Niche Aerospace and Defense Components. We specialize in niche aerospace and defense components
that are essential for the production and maintenance of aircraft and their related systems. Given the high costs typically associated with the stoppage
of production or the removal of an aircraft from service, customers demand consistent reliability, performance and quality from our products. We
believe that few competitors can offer the customized, high-quality solutions we provide and, as such, we believe we are the supplier of choice in the
end markets in which we operate.

Intellectual Property-Driven, Proprietary Products and Expertise in an Industry with High Barriers to Entry.We derived 85% of our
2023 net sales from proprietary products or solutions. Our intellectual property and in-house expertise represent decades of knowledge and investment
that we believe competitors would struggle to match. Furthermore, due to the industry’s stringent regulatory, certification and technical requirements,
the qualification process for new products is rigorous and costly. Certification processes necessitate significant time and monetary investments from
both suppliers and customers, leaving little incentive for either party to repeat these processes once a product is already certified on a platform.
Accordingly, we believe that these high barriers to entry provide us with additional growth opportunities with our customers, while the reliability,
performance and quality of our products enhance our long-standing customer relationships.

Strategically Focused on Higher-Margin Aftermarket Content. We supply aftermarket products to a large installed, and growing, base
of aircraft. We estimate that our addressable market opportunity includes more than 84,000 discrete aircraft across more than 250 total aircraft
platforms. Due to our installed OEM base of proprietary products and a demanding certification process, we are often the only supplier providing
these products in the aftermarket, which we generally expect to result in a recurring revenue stream for the life of each aircraft platform. The total life
of the platforms we serve can be up to 50 years, presenting the opportunity for a long tail of aftermarket service and/or periodic replacement
requirements. We believe our ability to support the full aircraft life cycle from initial build to retirement is a key differentiator and has historically
generated significant revenue, as represented by the 52% of our 2023 net sales attributable to the aftermarket. The long-term secular growth dynamics
of aftermarket demand historically have also led to higher margins and consistent revenue growth.

Highly Diversified Revenue Streams. We have strategically and purposefully constructed a highly diverse portfolio, which we believe
positions us well to succeed in a variety of market conditions. Our diversified revenue base is designed to reduce our dependence on any particular
product, platform, or market sector, and we believe it has been a significant factor in our resilient financial performance. The Company’s
diversification stretches across end markets, product category or application, customers, and platforms.

. End markets: 2023 net sales by category were 45% commercial aerospace, 24% business jet and general aviation, 19% defense and 12%
non-aviation.

. Product category or application: The Company’s products are utilized in a variety of applications in aircraft interiors, exteriors and
engines that serve both OEM (48% of 2023 net sales) and aftermarket (52% of 2023 net sales) categories of the overall market.

. Customers: No customer made up more than 14% of 2023 net sales. The top five customers made up 34% of 2023 net sales.

. Platforms: No aircraft platform represented more than 6% of 2023 net sales. The top six aircraft platforms represented less than 19% of
total 2023 net sales. Our top two aircraft platforms are the Airbus A320 family and the Boeing 737 family.
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Established Business Model with a Lean, Entrepreneurial Structure. Our operations are built around a philosophy that encourages
local autonomy across the Company’s brands and drives entrepreneurial spirit. Critical to our success is a management structure that is designed to
facilitate seamless communication across our businesses. Executive Vice Presidents are responsible for multiple brands within the Company. They
support local brand leaders and also work closely with corporate management in helping to optimize potential cross-selling opportunities, operational
initiatives and capital allocation. By fostering cross-communication and enabling each brand to leverage the benefits of the broader Company
platform, we have created a highly scalable operational structure with few management layers. We believe our streamlined structure also facilitates
efficient decision making for acquisitions and other important strategic decisions. Our streamlined leadership, coupled with a holistic approach to
revenue and innovation, is intended to position us for revenue growth and ongoing operational improvements.

Disciplined and Strategic Approach to Acquisitions, with History of Successful Integration. We have a disciplined and thoughtful
approach to acquisitions, as demonstrated by the successful integration of our 17 acquisitions since 2012. Our well-defined acquisition criteria have
led us to target companies with proprietary products and/or processes, leading market positions, significant aftermarket potential, strong revenue
synergies with potential for cross-selling and strong customer relationships. Management’s experience in driving financial performance from our
defined model has led to a targeted goal of doubling an acquired business’s Adjusted EBITDA over a three-to-five-year time frame post-acquisition.
Our focused approach to acquisitions and the underlying drivers of value have helped create a scaled and integrated platform.

Track Record of Strong Growth, Margins and Cash Flow Generation Since inception, we have utilized both organic and inorganic
drivers to generate a portfolio of what we believe to be market leading brands and products under the Loar umbrella, enabling a consistent track
record of growth and strong margins. In constructing a portfolio of capabilities that fit the needs of the marketplace, we have focused on four main
strategic drivers of value in our business: launching new products, optimizing productivity, achieving value pricing and readying talent. By applying
these drivers, we have been able to generate significant growth, high margins and high cash flow since our inception. We believe our performance-
driven culture and commitment to constant improvement and execution will continue to drive strong financial performance.
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For a discussion of the use of Adjusted EBITDA and Adjusted EBITDA Margin and a reconciliation to the most directly comparable
GAAP measures, see “Summary Financial Data.”

Proven Leadership Team. Our leadership team has a depth of experience running businesses in the aerospace and defense component
industry. A core group of our senior management team has worked together for over 30 years at multiple companies, and the average industry
experience for 10 members of our senior leadership team is over 25 years, including having worked together for more than 15 years at the Company,
McKechnie and/or TransDigm. Our management team has leveraged its extensive industry experience to construct purposely a well-designed and
diversified platform at Loar, has generated significant net sales growth, and has navigated many different market environments. In addition, our
management team’s incentives are well-aligned with the success of Loar and its stockholders. Members of the management team and certain other
key employees are expected to hold approximately 15% of the shares of our common stock outstanding as of November 12, 2024, after giving effect
to the sale of shares of common stock by us in this offering and assuming no exercise of the underwriters’ option to purchase additional shares. See
“Principal and Selling Stockholders.”

Growth Strategy

QOur growth strategy is made up of two key elements: (i) a value-driven operating strategy and (ii) a disciplined acquisition strategy.

Value-driven operating strategy. Our five core organic growth value drivers are:

. Providing highly engineered, value-additive solutions to our customers: We are well positioned in our core underlying markets to

benefit from the aerospace and defense component industry’s long-term secular growth trends. Our proprietary products and consistent
ability to meet customer needs have resulted in strong, long-standing customer relationships. Our quality and breadth of offerings have
enabled us to maintain established positions on nearly every major aircraft platform such that we benefit from both large production
backlogs for new aircraft as well as the aftermarket requirements
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associated with aircraft in use today. We expect to maintain entrenched positions for the life of the majority of these aircraft platforms
due in part to high switching costs and significant barriers to entry. When coupled with the long tail of aftermarket requirements, our
positioning creates a favorable mix of business with highly profitable opportunities.

Value-based pricing opportunities: Historically we have been able to realize a sustainable pricing strategy reflective of the value of our
products’ position in the supply chain. We believe our business model creates value-based pricing opportunities through a compelling
combination of attributes. Proprietary products, customized designs, superior quality, the relative low cost of our solutions compared to
the total cost of the aircraft platform, and high switching costs are among the attributes that we believe lead our customers to prioritize
performance and reliability over price.

Winning profitable new business: We have won profitable new business from existing customers, and we have expanded our customer
base through new relationships, by leveraging our broad capabilities, extensive engineering expertise and reputation for quality and
performance. By successfully meeting customers’ design requirements, certification needs and/or timing constraints, we have garnered
trust with customers and created cross-selling opportunities across various platforms, systems and customers. Our new business pipeline
targets opportunities within attractive aircraft programs where we see an opportunity to leverage customer relationships or product
overlaps and drive new, profitable revenue streams.

New product introductions: We continuously develop new innovative solutions for our customers. Our product development strategy has
been guided by our strong understanding of our customers’ needs, which is driven by the open and candid relationships we foster. We
seek to introduce new products that not only address critical customer needs, but also serve large addressable fleets with aftermarket
requirements. Additionally, as customers continue to navigate an increasingly complex supply chain, we believe they are focused on
working with a smaller set of reliable core suppliers. As a supplier of a broad suite of high-quality, niche solutions that serve a broad
range of applications, we are well-positioned to benefit from customers’ desire for a more streamlined supply chain.

Driving operational efficiencies that improve cost structure and profitability: We are focused on consistent operational improvements to

our cost structure that we believe will drive profitability. We frequently review opportunities for margin enhancement through key
operational metrics, productivity initiatives, management directives and weekly or quarterly reviews to drive operational efficiencies.
Additionally, we expect our margins and profitability to improve from focused growth strategies that provide high contribution margins
and value-based pricing that, at a minimum, achieve price increases greater than inflation.

Disciplined acquisition strategy. Acquisitions are a core element of our long-term growth strategy. We have considerable experience in

executing acquisitions and integrating acquired businesses into our Company and culture, having done so 17 times since our formation in 2012. Our
disciplined acquisition strategy revolves around acquiring aerospace and defense component businesses with significant aftermarket potential and
proprietary content and/or processes, where we believe there is a clear path to value creation.

The aerospace supply chain is highly fragmented, with many components supplied by smaller privately-owned businesses that, in turn,

sell to system integrators, Tier 1 or Tier 2 manufacturers, or large OEM participants. We believe there is a significant opportunity for further
consolidation of the supply chain. We have maintained a robust pipeline of acquisition targets and are often in active discussions with business
owners that recognize our established culture and the opportunity for them to leverage the Company’s existing infrastructure, customer base, platform
exposure and industry relationships. We are positioned as an acquirer of choice due to our entrepreneurial philosophy and desire to further grow and
improve each brand we acquire, based on a flexible post-acquisition integration that suits each business’s specific strengths and culture. We
intentionally maintain each acquired business’s brand to preserve long-term customer relationships and capture revenue synergies.
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As part of our acquisition strategy, we take a disciplined approach to acquisition target screening, focusing on identifying key
characteristics that we believe provide insight on strategic fit. Such characteristics include: (i) aecrospace- and defense-focused businesses;
(ii) proprietary content and/or processes; (iii) significant aftermarket exposure or potential to grow; (iv) focus on niche markets or products with
strong market positions; (v) capabilities where the opportunity to cross-sell our existing portfolio of products exists; and (vi) long-standing customer
relationships. Our disciplined approach to acquisitions has allowed us to be opportunistic, which has built the Company into a leading aerospace and
defense component supplier.

Corporate Conversion

Prior to April 16, 2024, we operated as a Delaware limited liability company under the name Loar Holdings, LLC. On April 16, 2024,
we converted to a Delaware corporation and changed our name to Loar Holdings Inc. In the conversion, all of our outstanding equity interests were
converted into shares of common stock. The purpose of the Corporate Conversion was to reorganize our structure so that the entity that offered our
common stock to the public in our initial public offering would be a corporation rather than a limited liability company and so that our existing
investors and new investors in our initial public offering would own our common stock rather than equity interests in a limited liability company.

Summary of Risk Factors

Investing in our common stock involves a high degree of risk. You should carefully consider all of the risks described in “Risk Factors”
before deciding to invest in our common stock. If any of the risks actually occur, our business, results of operations, prospects, and financial
condition may be materially adversely affected. In such case, the trading price of our common stock may decline and you may lose part or all of your
investment. Below is a summary of some of the principal risks we face:

. our business focuses almost exclusively on the aerospace and defense industry;
. we rely heavily on certain customers for a significant portion of our sales;
. we have in the past consummated acquisitions and intend to continue to pursue acquisitions, and our business may be adversely affected

if we cannot consummate acquisitions on satisfactory terms, or if we cannot effectively integrate acquired operations;

. we depend on our executive officers, senior management team and highly trained employees and any work stoppage, difficulty hiring
similar employees, or ineffective succession planning could adversely affect our business;

. our sales to manufacturers of aircraft are cyclical, and a downturn in sales to these manufacturers may adversely affect us;

. our business depends on the availability and pricing of certain components and raw materials from suppliers;

. our operations depend on our manufacturing facilities, which are subject to physical and other risks that could disrupt production;
. our business may be adversely affected if we were to lose our government or industry approvals, if more stringent government

regulations were enacted or if industry oversight were to increase;

. our commercial business is sensitive to the number of flight hours that our customers’ planes spend aloft, the size and age of the
worldwide aircraft fleet and our customers’ profitability, and these items are, in turn, affected by general economic and geopolitical and
other worldwide conditions;

. technology failures or cyber security breaches or other unauthorized access to our information technology systems or sensitive or
proprietary information could have an adverse effect on the Company’s business and operations;

10
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our inability to adequately enforce and protect our intellectual property or defend against assertions of infringement could prevent or
restrict our ability to compete;

we could incur substantial costs as a result of violations of or liabilities under environmental laws and regulations;

tariffs on certain imports to the United States and other potential changes to U.S. tariff and import/export regulations may have a
negative effect on global economic conditions and our business, financial results and financial condition;

our indebtedness, which is subject to variable interest rates, could adversely affect our financial health and could harm our ability to
react to changes to our business;

to service our indebtedness, we will require a significant amount of cash, and our ability to generate cash depends on many factors
beyond our control, and any failure to meet our debt service obligations could harm our business, financial condition and results of
operations;

pursuant to the Voting Agreement, Abrams Capital, GPV Loar LLC, Dirkson Charles and Brett Milgrim directly control a majority of
the voting power of the shares of our common stock eligible to vote in the election of our directors, and their interests may conflict with
ours or yours in the future; and

the other factors discussed under “Risk Factors.”

Implications of Being an Emerging Growth Company

We qualify as an “emerging growth company” as defined in Section 2(a)(19) of the Securities Act. As a result, we are permitted to, and

intend to, rely on exemptions from certain disclosure requirements that are applicable to other companies that are not emerging growth companies.
Accordingly, in this prospectus, we (i) have presented only two years of audited financial statements; and (ii) have not included a compensation
discussion and analysis of our executive compensation programs. In addition, for so long as we are an emerging growth company, among other
exemptions, we will:

not be required to engage an independent registered public accounting firm to report on our internal controls over financial reporting
pursuant to Section 404(b) of the Sarbanes-Oxley Act;

not be required to comply with the requirement in Public Company Accounting Oversight Board Auditing Standard 3101, The Auditor’s
Report on an Audit of Financial Statements When the Auditor Expresses an Unqualified Opinion, to communicate critical audit matters
in the auditor’s report;

be permitted to present only two years of audited financial statements and only two years of related “Management’s Discussion and
Analysis of Financial Condition and Results of Operations™ in our periodic reports and registration statements, including in this
prospectus;

not be required to disclose certain executive compensation-related items such as the correlation between executive compensation and
performance and comparisons of the chief executive officer’s compensation to median employee compensation; or

not be required to submit certain executive compensation matters to stockholder advisory votes, such as“say-on-pay,”
“say-on-frequency,” and “say-on-golden parachutes.”

We will remain an “emerging growth company” until the earliest to occur of:
our reporting of $1.235 billion or more in annual gross revenue;

our becoming a “large accelerated filer,” with at least $700 million of equity securities held bynon-affiliates;

11
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. our issuance, in any three-year period, of more than $1.0 billion innon-convertible debt; and

. the fiscal year end following the fifth anniversary of the completion of our initial public offering, which closed on April 29, 2024.

The Jumpstart Our Business Startups Act of 2012 (the “JOBS Act”), also permits an emerging growth company such as us to take
advantage of an extended transition period to comply with new or revised accounting standards applicable to public companies. We have elected to
use this extended transition period under the JOBS Act.

Our Corporate Information

We currently operate as a Delaware corporation under the name Loar Holdings Inc., which is a holding company that holds all of the
equity interests of Loar Group Inc., the entity which directly and indirectly holds all of the equity interests in our operating subsidiaries. Loar
Holdings, LLC was formed August 21, 2017. Loar Holdings, LLC became a Delaware corporation on April 16, 2024 and changed its name to Loar
Holdings Inc. in the Corporate Conversion.

The purpose of the Corporate Conversion was to reorganize our structure so that the entity that offered our common stock to the public
in our initial public offering would be a corporation rather than a limited liability company and so that our existing investors and new investors in our
initial public offering would own our common stock rather than equity interests in a limited liability company.

Our principal offices are located at 20 New King Street, White Plains, New York 10604. Our telephone number is914-909-1311. We
maintain a website at loargroup.com. The reference to our website is intended to be an inactive textual reference only. The information contained on,
or that can be accessed through, our website is not part of this prospectus.

12
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Simplified Ownership Structure

The diagram below depicts our organizational structure, excluding certain dormant or inactive entities. Each of our subsidiaries is
wholly-owned by its immediate parent.

Loar Holdings
Inc.

Loar Group Inc.
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Issuer

Common stock offered by us

Common stock offered by the selling stockholders

Option to purchase additional shares of our common
stock

Common stock to be outstanding immediately after

this offering

Use of proceeds

Voting

THE OFFERING
Loar Holdings Inc.
3,852,500

1,897,500 (or 2,760,000 shares if the underwriters exercise their option to purchase additional
shares of common stock in full).

The selling stockholders have granted the underwriters a 30-day option from the date of this
prospectus to purchase up to 862,500 additional shares of our common stock at the public
offering price, less underwriting discounts, and commissions.

93,556,071 shares.

The net proceeds to us from the sale of shares of our common stock offered by us in this
offering will be approximately $311.7 million, after deducting the underwriting discounts and
commissions and estimated offering expenses payable by us.

We intend to use the net proceeds to us from this offering for repayment of borrowings
outstanding under the Credit Agreement and, to the extent of any remaining proceeds, for
general corporate purposes, including working capital. We will not receive any of the
proceeds from the sale of common stock offered by the selling stockholders, including any
common stock sold pursuant to any exercise by the underwriters of their option to purchase
additional shares.

See “Use of Proceeds.”

Upon the completion of this offering, Abrams Capital will own approximately 40% of our
common stock (or approximately 40% if the underwriters exercise their option to purchase
additional shares of common stock in full), GPV Loar LLC will own approximately 10% of
our common stock (or approximately 10% if the underwriters exercise their option to purchase
additional shares of common stock in full), Dirkson Charles will own approximately 5% of
our common stock (or approximately 5% if underwriters exercise their option to purchase
additional shares of common stock in full) and Brett Milgrim will own approximately 5% of
our common stock (or approximately 5% if the underwriters exercise their option to purchase
additional shares of common stock in full).

Pursuant to the Voting Agreement, Abrams Capital, GPV Loar LLC, Dirkson Charles and
Brett Milgrim control a majority of the voting

14
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Dividend policy

Risk factors

Conlflicts of Interest

Trading symbol

power of shares of our common stock eligible to vote in the election of our directors. As a
result, we are a “controlled company” within the meaning of the corporate governance
standards of the NYSE. Dirkson Charles is our President, Chief Executive Officer, Executive
Co-Chairman and Director and Brett Milgrim is our Executive Co-Chairman and Director.
See “Management—Controlled Company Status” and “Certain Relationships and Related
Party Transaction—Voting Agreement.”

We have never declared or paid and we have no current plans to pay dividends on our
common stock. Any decision to declare and pay dividends in the future will be made at the
sole discretion of our Board and will depend on, among other things, our results of
operations, cash requirements, financial condition, legal, tax, regulatory, and contractual
restrictions, including restrictions in the agreements governing our indebtedness, and other
factors that our Board may deem relevant. See “Dividend Policy.”

Investing in shares of our common stock involves a high degree of risk. See “Risk Factors”
beginning on page 21 for a discussion of factors you should carefully consider before
investing in shares of our common stock.

Blackstone Securities Partners L.P., one of the participating underwriters, is an affiliate of
each of GSO Capital Opportunities Fund IIT LP, Blackstone Private Credit Fund, BCRED
Twin Peaks LLC, GSO Orchid Fund LP and GSO Barre des Ecrins Master Fund SCSp, who
collectively own in excess of 10% of our outstanding shares of common stock and are each
selling stockholders in this offering. In addition, certain affiliates of Blackstone Securities
Partners L.P. are lenders under the Credit Agreement, and we intend to use the net proceeds
of this offering for repayment of borrowings under the Credit Agreement. See “Use of
Proceeds.” Accordingly, affiliates of Blackstone Securities Partners L.P. will be receiving 5%
or more of the net offering proceeds, not including underwriting compensation. For these
reasons, Blackstone Securities Partners L.P. is deemed to have a “conflict of interest” under
Rule 5121 of the Financial Industry Regulatory Authority, Inc. FINRA Rule 5121 imposes
certain requirements on a FINRA member participating in the public offering of securities of
an issuer if there is a conflict of interest. Accordingly, this offering is being made in
compliance with the requirements of FINRA Rule 5121. Pursuant to FINRA Rule 5121, the
appointment of a “qualified independent underwriter” is not required in connection with this
offering. In compliance with FINRA Rule 5121, Blackstone Securities Partners L.P. will not
sell any securities in the offering to a discretionary account, unless Blackstone Securities
Partners L.P. has received specific written approval of the transaction from the account holder
and retains documentation of the approval in its records.

“LOAR”
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The number of shares of common stock to be outstanding following this offering is based on 89,703,571 shares of common stock
outstanding as of September 30, 2024 and excludes 8,946,429 shares of our common stock reserved for future issuance under our Loar Holdings Inc.
2024 Equity Incentive Plan (the “2024 Plan”), which became effective on April 16, 2024, as well as any future increases in the number of shares of
our common stock reserved for issuance under our 2024 Plan, and any inducement award not granted under the 2024 Plan to induce recipients to
commence employment with us that we may make pursuant to an exemption from shareholder approval under NYSE rules (“Inducement Awards”).

Unless we indicate otherwise or the context otherwise requires, this prospectus reflects and assumes:
. no exercise of any options issued pursuant to our 2024 Plan, none of which have vested;

. no grant of any Inducement Awards, or issuance of any shares pursuant to such Inducement Awards, that we may make from time
to time; and

. no exercise by the underwriters of their option to purchase additional shares of our common stock.
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SUMMARY FINANCIAL DATA

The following tables summarize our consolidated financial data. The summary consolidated statements of operations and cash flows
data for the nine months ended September 30, 2024 and September 30, 2023 and the years ended December 31, 2022 and 2023 and the consolidated
balance sheets data as of September 30, 2024 and December 31, 2023 are derived from our audited consolidated financial statements that are included
elsewhere in this prospectus. The summary consolidated financial data in this section are not intended to replace the consolidated financial statements
and related notes thereto included elsewhere in this prospectus and are qualified in their entirety by the consolidated financial statements and related
notes thereto included elsewhere in this prospectus.

Our historical results are not necessarily indicative of the results that may be expected in the future. You should read the summary
historical financial data below in conjunction with the sections titled “Management’s Discussion and Analysis of Financial Condition and Results of
Operations,” Unaudited Pro Forma Condensed Combined Financial Statements and the financial statements and related notes included elsewhere in
this prospectus.

Nine Months Ended
September 30, Years Ended December 31,
2024 2023 2023 2022

Statements of Operations Data (in thousands):
Net sales $ 292378 $ 231,042 $ 317,477 $ 239,434
Cost of sales 147,515 116,904 163,213 127,934
Gross profit 144,863 114,138 154,264 111,500
Selling, general and administrative expenses 80,362 60,210 82,141 66,536
Transaction expenses 2,549 2,626 3,394 6,365
Other income, net 4,441 483 762 861
Operating income 66,393 51,785 69,491 39,460
Interest expense, net 38,332 49,125 67,054 42,071
Refinancing costs 1,645 — — —
Income (loss) before income taxes 26,416 2,660 2,437 (2,611)
Income tax (provision) benefit (7,870) (6,702) (7,052) 142
Net income (loss) $ 18546 $ (4,042) $ (4615 $  (2,469)
Net Income per Common Share:

Basic $ 0.21 n/a n/a n/a

Diluted $ 0.20 n/a n/a n/a
Weighted Average Shares Outstanding:

Basic 88,722 n/a n/a n/a

Diluted 90,755 n/a n/a n/a
Basic and Diluted Net Loss per Common Unit:
Net loss per common unit n/a $ (19,799.55)  $(22,620.18) $(12,101.03)
Weighted-average number of common units outstanding n/a 204 204 204
Other Financial Data (in thousands except percentages):
Cash flows provided by (used in):

Operating activities $ 34243 $ 800 $ 12,813 § 13,270

Investing activities (389,306) (68,113) (72,557) (181,833)

Financing activities 388,514 47,512 45,717 135,305
Depreciation 8,183 7,297 9,938 8,882
Amortization of intangible and other long-term assets 22,249 20,869 28,086 25,074
Capital expenditures (6,084) (7,824) (12,134) (7,934)
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Nine Months Ended
September 30, Years Ended December 31,

2024 2023 2023 2022
Payment for acquisitions, net of cash acquired (383,222) (60,289) (60,423) (173,899)
EBITDA (D) 96,825 79,951 107,515 73,416
Adjusted EBITDA (1) 106,158 83,491 112,743 83,273
Net income (loss) margin 6.3% (1.8)% 1.9)% (1.0)%
Adjusted EBITDA Margin (1) 36.3% 36.1% 35.5% 34.8%

References to “EBITDA” mean earnings before interest, taxes, depreciation and amortization, references to “Adjusted EBITDA” mean
EBITDA plus, as applicable for each relevant period, certain adjustments as set forth in the reconciliations of net loss to EBITDA and Adjusted
EBITDA, and references to “Adjusted EBITDA Margin” refer to Adjusted EBITDA divided by net sales. EBITDA, Adjusted EBITDA and
Adjusted EBITDA Margin are not measurements of financial performance under U.S. GAAP. We present EBITDA, Adjusted EBITDA and
Adjusted EBITDA Margin because we believe they are useful indicators for evaluating operating performance. In addition, our management
uses Adjusted EBITDA to review and assess the performance of the management team in connection with employee incentive programs and to
prepare its annual budget and financial projections. Moreover, our management uses Adjusted EBITDA of target companies to evaluate
acquisitions. EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin should not be considered in isolation of, or as an alternative to,
measures prepared in accordance with GAAP. There are a number of limitations related to the uses of EBITDA, Adjusted EBITDA and
Adjusted EBITDA Margin in lieu of net loss, which is the most directly comparable financial measure calculated in accordance with GAAP.
Our uses of the terms EBITDA, Adjusted EBITDA and Adjusted EBITDA Margin may vary from the uses of similar terms by other companies
in our industry and accordingly may not be comparable to similarly titled measures used by other companies. EBITDA, Adjusted EBITDA and
Adjusted EBITDA Margin are reconciled as follows (in thousands except percentages):

Nine Months Ended September 30, Years Ended December 31,
2024 2023 2023 2022
Net income (loss) $ 18,546 $ (4,042) $ (4,615) $ (2,469)
Adjustments:
Interest expense, net 38,332 49,125 67,054 42,071
Refinancing costs 1,645 — — —
Income tax provision (benefit) _ 7,870 _ 6,702 7,052 (142)
Operating income 66,393 51,785 69,491 39,460
Depreciation 8,183 7,297 9,938 8,882
Amortization _ 22,249 _ 20,869 28,086 25,074
EBITDA 96,825 79,951 107,515 73,416
Adjustments:
Recognition of inventory step-ups () 276 201 603 704
Other income, net (®) (4,441) (483) (762) (861)
Transaction expenses (¢) 2,549 2,627 3,394 6,365
Stock-based compensation () 7,568 278 372 1,526
Acquisition and facility integration costs () 3,381 917 1,621 1,913
COVID-19-related expenses () _ — _ — — 210
Adjusted EBITDA $ 106,158 $ 83,491 $112,743 $ 83,273
Net sales $ 292,378 $ 231,042 $317,477 $ 239,434
Net income (loss) margin 6.3% (1.8)% (1.4)% (1.0)%
Adjusted EBITDA Margin 36.3% 36.1% 35.5% 34.8%

Represents accounting adjustments to inventory associated with acquisitions of businesses that were charged to cost of sales when inventory was sold.
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(d

Amounts represent income or losses not related to operations. The impact for the nine months ended September 30, 2024 represents the reduction in the estimated
contingent purchase price for the CAV acquisition and proceeds from the settlement of buyer-side representations and warranties insurance covering the acquisition of
DAC. The impact for the nine months ended September 30, 2023 and the years ended December 31, 2023 and 2022 represents a grant from the U.S. Department of
Transportation under the Aviation Manufacturing Jobs Protection Program.

Represents third party transaction-related costs for acquisitions comprising deal fees, legal, financial and tax due diligence expenses, and valuation costs that are required
to be expensed as incurre