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Item 2.02.    Results of Operations and Financial Condition

On November 3, 2015, inTEST Corporation (the "Company") issued a press release and held a webcast conference call (as
previously announced) regarding its financial results for the third quarter ended September 30, 2015. The Company's press release
is furnished as Exhibit 99.1 and the textual representation of the conference call is furnished as Exhibit 99.2 to this Current Report
on Form 8-K.

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

On November 3, 2015, Daniel J. Graham, Sr. Vice President and General Manager of the Mechanical and Electrical Products
segment informed the Board of his decision to retire at the end of 2015. In addition, James Pelrin, Vice President and General
Manager of the Thermal Products Segment was promoted to Executive Vice President, and his responsibilities will be expanded to



include the Mechancial and Electrical Products segments.

Item 8.01.    Other Events.

On November 3, 2015, the Company issued a press release announcing the Company's adoption of a stock repurchase program. A
copy of the press release is furnished as Exhibit 99.3 to this Current Report on Form 8-K and incorporated herein by reference.

Item 9.01.    Financial Statements and Exhibits

A list of the Exhibits which are required by Item 601 of Regulation S-K and furnished with this Report is set forth in the Exhibit
Index immediately following the signature page, which Exhibit Index is incorporated herein by reference.
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By: /s/ Hugh T. Regan, Jr.
        Hugh T. Regan, Jr.
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EXHIBIT 99.1

[inTEST News Release Letterhead]

 

inTEST REPORTS THIRD QUARTER 2015 FINANCIAL RESULTS
Daniel J. Graham Announces Retirement;

James Pelrin Named Executive Vice President

MOUNT LAUREL, NJ, November 3, 2015 - inTEST Corporation (NYSE MKT: INTT), an independent designer, manufacturer and marketer of thermal
management products and semiconductor automatic test equipment (ATE) interface solutions, today announced third quarter financial results for the quarter
ended September 30, 2015.

Third Quarter 2015 Summary

Third quarter 2015 bookings were $8.4 million, compared with second quarter 2015 bookings of $10.3 million, and third quarter 2014 bookings of $10.6
million; $3.4 million, or 40%, of third quarter 2015 bookings were derived from non-semiconductor test.
Third quarter 2015 net revenues were $9.2 million, compared with second quarter 2015 net revenues of $11.6 million, and third quarter 2014 net revenues
of $10.8 million; 3.1 million, or 34%, of third quarter 2015 net revenues were derived from non-semiconductor test.
Third quarter 2015 gross margin was $4.3 million, or 47%. This compares with second quarter 2015 gross margin of $5.8 million, or 51%, and third
quarter 2014 gross margin of $5.2 million, or 48%.
Third quarter 2015 net earnings were $310,000 or $0.03 per diluted share, marking inTEST's 24th consecutive quarter of profitability. This compares with
second quarter 2015 net earnings of $1.1 million, or $0.10 per diluted share, and third quarter 2014 net earnings of $837,000, or $0.08 per diluted share.
Cash and cash equivalents were $25.4 million at September 30, 2015, up 8% from the amount reported at June 30, 2015.

Robert E. Matthiessen, president and chief executive officer, commented, "While the third quarter reflected normal seasonality that we experience this time of
year, compounded by an industry-wide pause, net revenues and net earnings were within guidance and we delivered our 24th consecutive quarter of profitability.
We continue to benefit from the ongoing diversification strategy of our Thermal Products segment into non-semiconductor growth markets. Our business model is
centered on our core market in semiconductor ATE, complemented by an expanded product offering for non-traditional electronics markets that require thermal
testing. Earlier this afternoon, we announced inTEST's first stock repurchase program, demonstrating our continued commitment to creating and returning value
to our stockholders. We remain committed to our goal of diversified growth through acquisition and will continue our search for opportunities."

Daniel J. Graham, Senior Vice President and GM of our Mechanical and Electrical Products segments, has informed the Board of his decision to retire at the end
of 2015. Mr. Matthiessen added, "I want to thank Dan for his many years of distinguished service. As one of the co-founders of inTEST, Dan has played an
instrumental role in developing our technologies and I wish him all the best as he embarks on the next chapter in his life. "

Mr. Matthiessen continued, "I am pleased to announce that James Pelrin, who has done an outstanding job as Vice President and GM of our Thermal Products
segment, has been named Executive Vice President. As GM of Thermal, Jim has overseen all aspects of that business including sales, product management,
engineering and operations and as EVP will have responsibility for all of our business segments. I look forward to working with Jim on implementing our long-
term objective to grow and evolve inTEST Corporation into a broad-based industrial test company as we continue to execute on our differentiated product
strategy."

Fourth Quarter 2015 Financial Outlook
inTEST expects that net revenues for the fourth quarter ended December 31, 2015 will be in the range of $8.0 million to $9.0 million and that net earnings will
range from breakeven to $0.03 per diluted share. This outlook is based on the Company's current views with respect to operating and market conditions and
customers' forecasts, which are subject to change.

Third Quarter 2015 Investor Conference Call / Webcast Details (Tuesday November 3, 2015 at 5:00 p.m. EST)
inTEST management will host a conference call today at 5:00 p.m. Eastern Standard Time. The conference call will address the Company's 2015 third quarter
financial results and management's current expectations and views of the industry. The call may also include discussion of strategic, operating, product initiatives
or developments, or other matters relating to the Company's current or future performance.

The dial-in number for the live audio call beginning at 5:00 p.m. EST on November 3, 2015 is (815) 680-6269 or (866) 900-9241. The Passcode for the
conference call is 57699817. Please reference the inTEST 2015 Q3 Financial Results Conference Call. inTEST Corporation will provide a live webcast in
conjunction with the conference call. To access the live webcast, please visit inTEST's website www.intest.com under the "Investors" section.

Third Quarter 2015 Replay Details (Webcast)
A replay of the webcast will be available on inTEST's website for one year following the live broadcast. To access the webcast replay, please visit inTEST's
website www.intest.com under the "Investors" section.

About inTEST Corporation
inTEST Corporation is an independent designer, manufacturer and marketer of thermal management products and ATE interface solutions, which are used by
semiconductor manufacturers to perform final testing of integrated circuits (ICs) and wafers. The Company's high-performance products are designed to enable
semiconductor manufacturers to improve the speed, reliability, efficiency and profitability of IC test processes. The Company's products are also sold into the
automotive, consumer electronics, defense/aerospace, energy, industrial and telecommunications markets. Specific products include temperature management
systems, manipulator and docking hardware products and customized interface solutions. The Company has established strong relationships with its customers
globally, which it supports through a network of local offices. For more information visit www.intest.com.

Forward-Looking Statements
This press release includes forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. These statements do not
convey historical information, but relate to predicted or potential future events and financial results that are based upon management's current expectations. These
statements are subject to risks and uncertainties that could cause actual results to differ materially from those expressed or implied by such statements. In addition
to the factors mentioned in this press release, such risks and uncertainties include, but are not limited to, our ability to implement and execute the 2015
Repurchase Plan, changes in business conditions and the economy, generally; changes in the demand for semiconductors, generally; changes in the rates of, and



timing of, capital expenditures by our customers; progress of product development programs; increases in raw material and fabrication costs associated with our
products and other risk factors set forth from time to time in our SEC filings, including, but not limited to, our periodic reports on Form 10-K and Form 10-Q.
inTEST undertakes no obligation to update the information in this press release to reflect events or circumstances after the date hereof or to reflect the occurrence
of anticipated or unanticipated events.

Contacts:  
inTEST Corporation Investors:
Hugh T. Regan, Jr. Laura Guerrant-Oiye, Principal
Treasurer and Chief Financial Officer Guerrant Associates
Tel: 856-505-8999 lguerrant@guerrantir.com
 Tel: 808-882-1467
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SELECTED FINANCIAL DATA
(Unaudited)

(In thousands, except per share data)

 

Condensed Consolidated Statements of Operations Data:

                Three Months Ended                    Nine Months Ended     
 9/30/2015  9/30/2014  6/30/2015  9/30/2015  9/30/2014  
Net revenues $9,203  $10,794  $11,559  $30,950  $31,934  
Gross margin 4,323  5,168  5,846  15,087  15,435  
Operating expenses:           
    Selling expense 1,370  1,462  1,592  4,449  4,318  
    Engineering and product development expense 1,041  894  1,047  3,030  2,704  
    General and administrative expense 1,511  1,528  1,569  4,887  4,681  
           
Other income (expense) 6  (16 ) 21  16  1  
Earnings before income tax expense 407  1,268  1,659  2,737  3,733  
Income tax expense 97  431  579  909  1,253  
Net earnings 310  837  1,080  1,828  2,480  
           
Net earnings per share - basic $0.03  $0.08  $0.10  $0.17  $0.24  
Weighted average shares outstanding - basic 10,474  10,441  10,472  10,470  10,424  
           
Net earnings per share - diluted $0.03  $0.08  $0.10  $0.17  $0.24  
Weighted average shares outstanding - diluted 10,499  10,478  10,494  10,492  10,461  

 

Condensed Consolidated Balance Sheets Data:

                          As of:                          
 9/30/2015  6/30/2015  12/31/2014
Cash and cash equivalents $25,383  $23,466  $23,126
Trade accounts receivable, net 5,539  7,380  5,034
Inventories 3,802  4,019  3,769
Total current assets 35,732  35,779  32,931
Net property and equipment 1,181  1,191  1,268
Total assets 40,973  41,072  38,738
A bl 1 545 1 713 1 234



Accounts payable 1,545  1,713  1,234

Accrued expenses 3,340  3,394  3,114
Total current liabilities 4,897  5,350  4,370
Noncurrent liabilities -  -  -
Total stockholders' equity 36,076  35,722  34,368

 

###



EXHIBIT 99.2

On November 3, 2015, inTEST Corporation held its quarterly conference call. The following represents a textual representation of the content of the
conference call and while efforts are made to provide an accurate transcription, there may be errors, omissions or inaccuracies in this transcript. A
recording of the conference call is available for one year on our website at www.intest.com.

Operator:

Welcome to inTEST Corporation's 2015 Third Quarter Financial Results Conference Call. At this time, all participants are in
listen-only mode. Later, we will conduct a question-and-answer session. At that time, if you have a question, you will need to press
star one on your push-button phone. As a reminder, this conference is being recorded today. A replay will be accessible at
www.intest.com.

I would now like to turn the call over to Laura Guerrant, inTEST's Investor Relations Consultant.

Laura-Guerrant-Oiye:

Thank you, Jackie, and thank you for joining us for inTEST's 2015 Third Quarter Financial Results Conference Call. With us today
are Robert Matthiessen, President and CEO; Hugh Regan, Treasurer and Chief Financial Officer; Jim Pelrin, Executive Vice
President and General Manager of inTEST's Thermal Products Segment; and Dan Graham, Senior Vice President and General
Manager of inTEST's Electrical and Mechanical Products Segments. Mr. Matthiessen will briefly review highlights from the third
quarter as well as current business trends. Mr. Regan will then review inTEST's detailed financial results and discuss guidance for
the fourth quarter of 2015. We'll then have time for any questions. If you've not yet received a copy of today's release, a copy may
be obtained on inTEST's website, www.intest.com.

Before we begin the formal remarks, the company's attorneys advise that this conference call may contain forward-looking
statements within the meaning of the Private Securities Litigation Reform Act of 1995. These statements do not convey historical
information but relate to predicted or potential future events that are based upon management's current expectations. These
statements are subject to risks and uncertainties that could cause actual results to differ materially from those expressed or implied
by such statements. Such risks and uncertainties include, but are not limited to, our ability to implement and execute the 2015
repurchase plan, changes in business conditions and the economy, changes in the demand for semiconductors, changes in the rates
of and timing of capital expenditures by semiconductor manufacturers, the success of our strategy to diversify our business by
entering markets outside the semiconductor or ATE markets, progress of product development programs, increases in raw material
and fabrication costs associated with our products, and other risk factors set forth from time to time in the company's SEC filings,
including, but not limited to, inTEST's periodic reports on Form 10-K and Form 10-Q. The company undertakes no obligation to
update the information on today's conference call to reflect events or circumstances after the date hereof or to reflect the occurrence
of anticipated or unanticipated events.

And with that, let me now turn the call over to Bob Matthiessen. Please go ahead, Bob.

Robert Matthiessen:

Thanks, Laura. I'd like to welcome everyone to our 2015 third quarter conference call. While Hugh will review the financial results
in detail, I'll review some of the highlights, and we'll then discuss our markets and what we are seeing in our customer base.

Before we review our results for the third quarter, I'd like to take a moment to discuss two very important announcements made
today. First, we announced a couple of changes to our executive staff. Dan Graham, Senior Vice President and General Manager of
our Mechanical and Electrical Products segments, has informed the board of his decision to retire at the end of 2015. I want to
personally thank Dan for his many years of distinguished service. As one of the cofounders of inTEST, he has played an
instrumental role in developing our technologies, and I wish him all the best as he embarks on the next chapter of his life.

Secondly, James Pelrin has been promoted to the position of Executive Vice President. Many of you know Jim and know the
outstanding work he has done as Vice President and GM of our Thermal Products segment, our largest, most profitable and
diversified division, which is providing inTEST with the growth opportunities in the future. Through the strategic diversification of
this segment, we are creating new opportunities in industrial testing and broadening our end-market penetration to electronics test
applications in various growth markets, including automotive, consumer electronics, defense/aerospace, energy, industrial, and
telecommunications. Jim has overseen all aspects of that business, including sales, product management, engineering and
operations and, in his expanded role, will have responsibility for all of our business segments. I look forward to working with Jim
on implementing our long-term objective to grow and evolve inTEST Corporation into a broad-based industrial test company as we
continue to execute our differentiated product strategy.

I'd also like to talk about our capital allocation priorities. It is always the goal of inTEST to allocate capital to our best
opportunities for profitable growth. And to this end, we have identified three main priorities -- first, maintaining sufficient working
capital for our growing business; second, M&A that is inorganic growth opportunities; and third, share repurchases, which we have
announced today. 

Our top strategic initiatives include the growth of our annual revenues and the further diversification into other markets through our
Thermal Products segment to mitigate the cyclical and seasonal demand levels inherent in the semiconductor capital equipment
industry. As we have discussed, in order to achieve these goals, we will need to acquire another business with revenues in the $15
million to $25 million range to augment the organic growth of revenues we currently anticipate in our existing businesses. 

We have a strong track record of integrating businesses that expand either our market share or offerings, and our current M&A
search is highly focused on providing us the means to meet these goals. We constantly review all transactions that would create
shareholder value. Because of the relatively small galaxy of purely thermal-related businesses that fit our financial capabilities,
over the year, we have widened our search parameters considerably. We are mainly interested in processes, things like test and
assembly, and/or products that would be components and systems that incorporate electrical, mechanical and/or thermal elements,



either singularly or in some combination.

Our initial interest was primarily thermal, but this is proven to be highly restrictive, thus, our widening of search parameters. From
a financial perspective, we are looking for a target that is profitable, that has no turnaround story, immediately accretive, with
revenues in the $15 million to $25 million range and valued at a reasonable multiple of EBITDA. We will continue to leverage our
considerable financial flexibility if suitable inorganic growth opportunities arise.

Finally, earlier this afternoon, we announced that our board had authorized the company's first share repurchase program of $5
million, demonstrating our commitment to creating and returning value to our stockholders. We remain committed to our goal of
diversified growth through acquisition, and we'll continue our search for opportunities.

Now let's take a look at the results. While the third quarter reflected normal seasonality that we experienced this time of year, along
with an industry-wide pause, net revenue and net earnings were within guidance, and we delivered our 24th consecutive quarter of
profitability. During the third quarter, results improved in several markets we serve outside of the ATE market, including telecom
and the industrial markets.

Now for a more detailed look at the segments. Thermal segment bookings for the third quarter were $5.6 million compared with
second quarter bookings of $6.1 million. Third quarter Thermal segment revenues were $6.3 million compared with second quarter
Thermal segment revenues of $6.7 million. 

At SEMICON West in July, inTEST Thermal Systems, or ITS, launched two Temptronic families of thermal products, which were
well received. First was the ECO Series of quiet ThermoStreams designed for the laboratory environment, where audible noise and
heat dissipation are of great concern. Product shipment commenced in September. Second were the ThermoSpot benchtop systems
for temperature-testing integrated circuits, including high-watt-emitting devices, creating a highly efficient thermal conductive path
to quickly induce temperatures to the device under test even while powered. We are presently addressing inquiries from several
companies for these products.

Sigma Systems had strong bookings with significant orders from several customers from the industrial sensor market and defense,
along with a large increase in thermal platform bookings used both in the mil/aero market and commercial communications market.
An order was received from a significant customer for inTEST Thermal to design and develop a next-generation thermal chamber
for use in production. The order was for the first article and includes new features to better integrate the chambers into the
manufacturing process and chamber diagnostics to maximize production and minimize downtime.

An order was received for a Thermonics chiller from an OEM to be used in their line of strip test handlers, replacing a competitive
product. The chiller has been accepted by the OEM, shipped to the end user and accepted there. And ThermoStream sales into a
leading domestic handheld device company continue to develop, with sales of about $167,000 during the quarter.

Turning to the Mechanical Products segment. Third quarter Mechanical Product bookings were $1.3 million compared with second
quarter product bookings of $1.9 million. Mechanical sales for the third quarter were $1.3 million compared with $2.5 million in
the second quarter. The reduction in bookings is largely attributable to a slowdown by all three of our largest customers this year. In
fact, our largest customers had a capital freeze this year, although they do continue to make some necessary purchases.

A large company long known for creating hardware and software tools for engineers has entered the semiconductor production
tester business, and we installed our first Cobal 250 for this new tester in Asia during Q2. We have subsequently installed
manipulators and docking in two more companies for this new tester during Q3. 

We continue to concentrate on ways to lower our production cost, particularly for the manipulator products. Also, we continue to
market our IntelliDOCK to the industry and received evaluation orders from two major customers for use on the Teradyne
UltraFLEX tester. These will ship in Q4.

We are developing a new manipulator in the 400-kilogram class, which will have optimized capability to handle variable loads,
such as when docking plates are attached or removed during the operational day. Based on the seasonality of the past few years, we
do not expect significant business improvement during Q4; however, several of our customers have just recently asked for quotes
after a hiatus of more than a year.

Now let's take a look at the Electrical segment. The third quarter bookings were $1.4 million compared with Q2 bookings of $2.3
million. Third quarter Electrical revenues were $1.7 million compared with Q2 revenues of $2.4 million. Revenues were 5 %
below forecast due mostly to the timing of the orders. It bears noting as always that the sales cycle in the Electrical division is a
lengthy one, upwards to 1.5 years, and we're seeing the benefit of considerable effort and infrastructure we've put in place a few
years ago. Some of those products continue to ship, and we would expect to see continued improvements in Electrical upon the
industry's return to a more favorable environment.

There are several highlights for this group during the quarter. We exhibited at SEMICON Taiwan in Taipei during this September
our inFLEX wafer probe interfaces, where a major family of testers continue to sell well. We are working closely with in
developing interfaces for a new family of testers from a significant newcomer to the semiconductor production test business. We
delivered a new piece of metrology equipment to place a probe card under the mechanical loads encountered in an actual prober
while testing wafers. We delivered a proof-of-concept piece of this hardware to a major automotive parts supplier for the
development of a specialized, very high frequency interface to be used in the testing of radar devices at probe. Test results were
excellent, and we are moving forward to complete the design.

So let me summarize. Before I turn the call over to Hugh, let me wrap up. Our long-term objective is to grow and transform
inTEST into a broad-based thermal test solutions company while continuing to supply our valued customers in the semiconductor
test arena. Leveraging the strength of our semiconductor business, we have increased our footprint within with the evolution of our
non-semi thermal test solutions. And we offer comprehensive product portfolio capable addressing growth markets in both the semi
and non-semi sectors, including automotive, consumer electronics, defense/aerospace, energy, industrial, and telecommunications.
It is our goal to be a recognized authority on extreme temperature environments and provide highly engineered application-specific



thermal solutions with timely delivery and superior quality and reliability and believe the conditions for our long-term success
remain firmly in place.

With that, I'll turn the call over to Hugh to discuss our third quarter results in detail.

Hugh Regan, Jr.:

Thanks, Bob. Third quarter 2015 end-user net revenues were $8.6 million or 93% of net revenues compared with $10.8 million or
93% of net revenues in the second quarter. OEM net revenues were $637,000 or 7% of net revenues, down from $839,000 or 7%
for the second quarter of 2015. Net revenues for markets outside of semiconductor test were $3.1 million or 34% of net revenues
compared with $3 million or 26% of net revenues in the second quarter.

The company's gross margin for the third quarter was $4.3 million or 47% as compared with $5.8 million or 51% in the second
quarter. The reduction in the gross margin was the result of less favorable absorption of our fixed manufacturing costs, which were
relatively unchanged at $1.4 million; but as a percentage of revenue, increased from 13% in Q2 to 16% in Q3. Partially offsetting
this increase was a slight reduction in our consolidated component material costs, which declined from 33.6% in the second quarter
to 33.2% in the third quarter.

While our consolidated component material costs remained stable sequentially, we saw both increases and decreases within our
product segments. Our Thermal Products segment saw a sequential increase in its component material costs, increasing from
29.2% in Q2 to 31.1% in Q3; while our Mechanical and Electrical Products segments both saw reductions, with our Mechanical
Products segment decreasing from 42.0% to 40.3% sequentially and our Electrical Products segment decreasing from 36.6% in Q2
to 35.6% in Q3. The changes in component material costs were driven by changes in both product and customer mix.

Selling expense was $1.4 million for the third quarter compared to $1.5 million for the second quarter, a decrease of $222,000 or
14% sequentially. The decrease is primarily due to reduced levels of commission expense due to lower revenues. There were also
sequential reductions in travel and warranty expenses during the third quarter.

Engineering and product development expense was $1 million for both Q2 and Q3, and there were no significant changes quarter-
over-quarter.

General and administrative expense for the third quarter was $1.5 million compared to $1.6 million for the second quarter, a
decrease of $58,000 or 4%. Reductions in officer bonus and professional fees were partially offset by increases in consulting fees
related to the implementation of the COSO 2013 framework, which was completed during the third quarter. G&A expenses also
included $21,000 of restructuring costs related to a reduction enforced on our Mechanical Products segment completed at the
beginning of Q3.

Other income was $6,000 for Q3 compared to $21,000 for the second quarter. And the $15,000 sequential reduction was primarily
the result of foreign exchange losses in the third quarter compared to foreign exchange gains in the second quarter.

We accrued income tax expense of $97,000 during the quarter compared to $579,000 booked in the second quarter. Our effective
tax rate declined to 24% in the third quarter compared to 35% in the second quarter. And the reduction in our effective tax rate was
primarily driven by a reduction in the valuation allowance related to our German deferred tax assets and, to a lesser extent, to
ForEx adjustment related to funds we repatriated from our German subsidiary during the third quarter as well as true-ups resulting
from the filing of our income tax returns. At September 30, 2015, our deferred tax assets were $1.2 million, and our remaining net
loss carry forward was $1.1 million for domestic state, primarily California, and $777,000 for foreign-related operations.

Third quarter net income was $310,000 or $0.03 per diluted share compared with second quarter net income of $1.1 million or 10
cents per diluted share. Average shares outstanding were 10,499,000 at September 30.

Amortization and depreciation expense was $181,000 for the third quarter. And EBITDA was $580,000 for the third quarter, down
from $1.8 million in EBITDA for the second quarter. Consolidated headcount at the end June, which includes temporary staff, was
125, down 7 from the level we had at June 30. As previously noted, early in the third quarter, we had a reduction enforced on our
Mechanical Products segment and reduced headcount there by five staff.

I'll now turn to our balance sheet. Cash and cash equivalents at the end of the third quarter were $25.4 million, up $1.9 million
from June 30. We currently expect cash and cash equivalents to increase in the fourth quarter, excluding the impact of the 2015
share repurchase plan announced earlier today. Accounts receivable decreased $1.8 million during the quarter to $5.5 million at
September 30, driven by the reduced level of shipments during the third quarter. And inventory decreased slightly by $217,000 to
$3.8 million at September 30.

Capital expenditures during the third quarter were $160,000, down from $206,000 in the second quarter, primarily representing
additions to leased systems in our Thermal Products segment. Bob provided consolidated and segment booking data earlier in the
call. And the backlog at the end of September was $3 million, down from $3.8 million at the end of June.

In terms of our financial outlook. As noted in our earnings release, based upon the normal seasonality we see each year in our
business, we expect that net revenue for the quarter ended December 31, 2015, will be in the range of $8 million to $9 million and
that net earnings will range from breakeven to 3 cents per diluted share. We currently expect that our Q4 2015 product mix will be
slightly more favorable than Q3 and that the fourth quarter gross margin will range from 47% to 49%.

Operator, that concludes our formal remarks. We can now take questions.

Operator:

At this time, we'd like to inform everyone, if you would like to ask a question, please press star then the number one on your
telephone keypad. 



Our first question comes from the line of Srini Sundararajan with Summit Research.

Srini Sundararajan:

Hi, guys

Hugh Regan:

Hi, Srini.

Srini Sundararajan:

Hi, Hugh and Matthiessen. I just wanted to ask you guys, when did you see some softening of Q4? Meaning, like I think earlier in
the year, you had said that it will be a seasonally good quarter, but when did you see this softening? And is it mainly related to
China?

Hugh Regan:

Well, the softness really, Srini, was more attributable to the results of our Mechanical Products segment in the third quarter. That
segment, as Bob talked about, the pause that we're seeing, we saw several of the largest customers of that segment have basically
stopped buying this year. They are satiated for one reason or another. And as a result, that particular operation experienced a more
significant operating loss in the quarter than originally projected, which is one of the reasons we missed our earnings number for
the quarter. 

I think clearly this segment has not performed as we had hoped it would this year, and it's primarily due to customers, such as -
well, I'm not sure that I want to name them, but some of our largest customers being on - well, one is on capital freeze, and two,
other significant ones are just not adding capacity at this current time. And that's really what the products from our Mechanical
Products segment. Our manipulators are sold for every tester sold, and docking hardware is typically sold at the same time the
testers are sold. So that's what's really driven that. And that occurred, I would say, ratably throughout the quarter, although the
deterioration was more possibly from the middle to the end. The quarter started off a little stronger, and we were a little bit more
optimistic, but it did not play out as originally projected.

Srini Sundararajan:

And looking at Q4, I was expecting a slightly higher revenue level. What is the softness in Q4 related to?

Hugh Regan:

It again continues to be driven to some degree by our Mechanical Products segment and concerns about where revenues will go in
the fourth quarter. I mean, seasonally, as you know Srini, I think we've discussed this in prior calls, our first and fourth quarter are
seasonal troughs. Clearly, the third quarter was not as strong as we would typically see at this time of the year. We were softer than
anticipated, and that really was driven by the bookings trend from Q1 to Q2, where you saw a bookings decline instead of increase,
as they traditionally would have. 

We have been softer this year than anticipated. And, again, we attribute that primarily to our Mechanical Products segment and the
fact that these customers have been frozen. We are talking to them fairly regularly, and there are indications that, as Bob mentioned
earlier, we're seeing an increase in quote activity although some of that, to be honest with you, is really attributable to preparation
of budgets as we go into year-end more so than what I would call firm orders. This is a phenomenon we see regularly at the end of
the year as people put their budgets together. 

I think as Bob has said before, we don't see revenue growing again until we probably get into the second quarter of next year when
we'd see the seasonal uptrend that we traditionally do at that time of the year.

Srini Sundararajan:

OK. But you think that this is a temporary phenomenon for this year and next year?

Hugh Regan:

Yes, we do. One of the benefits of broad customer diversification is typically that all your customers don't tend to cycle to the low
end simultaneously. But unfortunately, this particular year, we're seeing most of the customers of our Mechanical segment, at least
the major customers of our Mechanical segment, are not buying significantly and all in unison, which has really impacted that
particular segment.

Srini Sundararajan:

OK. And then if you hazard, I guess, on the end markets, is this related to the automotive end market or is it related to the
smartphone end market? Or just on a broader ...

Hugh Regan:

A broad - or from a semi perspective, that's a great question, Srini, and I hadn't asked my colleagues yet if they have any view into
that. Dan or Bob, I don't know whether you'd have any comment on that for Srini as to what end markets we think we're impacting
the weakening in demand that we ...

Daniel Graham:

Well, the number two tester company in the world attributed the downturn they had in the last six months to decreasing computer
sales in general, but that, I mean the larger workstation computers and China not meeting its mobile phone demand that everyone



expected.

Srini Sundararajan:

OK.

Daniel Graham:

And, of course, going forward, we have the Internet of Things side there, but that's not really up to speed yet. So this tends to be
the nature of our business. One thing goes away, and something else comes along to replace it.

Hugh Regan:

Right. But there's one particular customer of the Mechanical segment, Srini, that's on capital freeze typically represents anywhere
from 25% to 35% of that segment's business in a given period. It, on a consolidated basis, will be usually a greater than 10%
customer for us. So the fact that it's on capital freeze has had a significant impact on this particular operations results this quarter.

Srini Sundararajan:

OK. And in terms of all the mergers that have happened in the semiconductor sector, do you see any impact on inTEST?

Hugh Regan:

Well, the one thing we clearly are seeing is that the number of ATE companies, generally, is shrinking. I think on the tester side, the
consolidation had occurred actually several years ago.

Srini Sundararajan:

Right.

Hugh Regan:

So I don't know that, that impact has been as material for us. On the semis - semiconductor manufacturers have merged, for
instance, TI and National; that actually created an opportunity for us when that merger occurred. Dan or Bob, I don't know if you ...

Daniel Graham:

That one was a little bit further. That was about four years ago. But the more recent ones are NXP and Freescale, which is not yet a
done deal, but they're both customers of ours. So if they find they have excess equipment, for example, it could possibly affect us.
But so far, we're not seeing any of that. There are some other big ones, too, like Avago and Broadcom, I think it was, but they're not
really - they don't have their own fab. So that's a different story.

Hugh Regan:

OK. So I guess the takeaway from what my colleagues are saying to me is that they don't see the currency consolidation at least at
this space at this time having material impact on our results as we see it today.

Srini Sundararajan:

OK. That's all I had. Thank you very much. Thanks for taking the questions. Thank you.

Operator:

Our next question comes from the line of Theodore O'Neill with Litchfield Research.

Theodore O'Neill:

Thanks. Hugh, do you have the numbers for the revenue segments for Thermal, Mechanical and Electrical?

Hugh Regan:

Yes, I do. Revenues for the quarter for Thermal were $6.2 million, and that's down from $6.7 million in Q2. Mechanical Products
was $1.3 million, down from $2.5 million in Q1. And Electrical Products was $1.7 million, down from $2.4 million in Q2.

Theodore O'Neill:

OK. And you've mentioned in your remarks about why the tax rate was lower. What's the outlook for tax rate for Q4?

Hugh Regan:

That's a good question. I think the tax rate for the third quarter will be back in the 35% range again. The fourth quarter is a final
period where we true things up, so it could drip a little lower but I don't anticipate anything like we did. What really drove that this
quarter was taking that valuation allowance into income for our German operation as well as the true-up of the dividend that we
brought back during the year from our German operation as well. And those are - we don't have that to happen again in the fourth
quarter, so...

Theodore O'Neill:

Right. OK. And you also mentioned in your prepared remarks that talking about the acquisition candidates that you're looking at.
Can you give us an idea of how far away from the EBIT multiple you're looking for these companies are, these acquisition targets
are trying to achieve?



Hugh Regan:

Well, the multiples that we're seeing, I can tell you, have been moving. I mean, we were focused, initially, looking at multiples
between if something had moderate to low growth in the 5% to 6%, 5x to 6x range, where if something had stronger growth
opportunities, it was leaning towards the 7x to 8x range. That said, I can tell you, as we've talked about previously on calls, we've
been under letter of intent now several times in the last 12 months. And we are finding, at least on the most recent opportunity, that
we were outbid on for a company that had moderate growth. The deal was done at over 9x.

Theodore O'Neill:

Wow.

Hugh Regan:

Yes, yes, that's what we said. So we're finding, and that's one of the reasons we've not been successful in getting a deal done. It's
not that we haven't had opportunities that made strategic sense for us, we just not were willing to overpay for those opportunities.
That said, we continue to search for things. As Bob mentioned earlier, we're widening our view a little bit. And we do best when
we're not in a bidding situation against others. The problem happens that even when you approach a company that's not in play, and
you get them to think about selling themselves, what typically happens is they decide to put themselves in play and to see what the
market will bear, and that's when - because of basically cheap capital, you get people paying the multiples that they have been
paying. I mean we sort of make a commitment to our investors that we're not going to let daily exuberance get in the way and make
us overpay. 

So we continue to look for opportunities that make sense for us. And quite frankly, that's one of the reasons we've initiated the
buyback is because our own stock, if you look at that as a multiple of our EBITDA, is well below those levels. And we think the
buyback will begin to address that particular issue as we continue to search for inorganic growth opportunities.

Theodore O'Neill:

Hugh, I'm just looking through my numbers, as I go back to, I think, '04, the Mechanical Products segments never had a, hasn't had
a revenue number like that for a decade.

Hugh Regan:

Yes, it really was a bit ...

Theodore O'Neill:

No, actually, no, wait, we got down there but barely, but yes, generally, no.

Hugh Regan:

Well, I was going to say in '08, '09, everything went to that level, but I agree with you that this segment has not seen this type of
falloff. And we were very concerned. I can tell you there was a lot of discussion of this at the board level. And clearly, we're
focused on managing our customer relationships, and we do not believe there, for instance, there's been any loss of market share.
We believe that it's an example of our customers simply not buying at this time. But we continue to work with them and - but
unfortunately, at the time of the year that we are right now, as I said to Srini earlier, we don't anticipate revenues going back to
what we call normal levels. You're at your seasonal trough now, so the fourth quarter is not going to be anything - even if you see
improvement, it's not going to get you to where we need this operation to be. So it's been a disappointing year for Mechanical, but
it's driven by a capital freeze at its, first, largest customers as well as what appears to be a satiated demand at two very other
significant customers.

Theodore O'Neill:

OK, thanks very much.

Hugh Regan:

You're welcome.

 

[Non-material closing remarks omitted]
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inTEST ANNOUCES STOCK REPURCHASE PROGRAM

MOUNT LAUREL, NJ, November 3, 2015 - inTEST Corporation (NYSE MKT: INTT), an independent designer, manufacturer and marketer of thermal
management products and semiconductor automatic test equipment (ATE) interface solutions, today announced that its Board of Directors has authorized the
repurchase of up to $5 million of the Company's common stock from time to time on the open market, in accordance with Rule 10b-18 under the Securities
Exchange Act, or in privately negotiated transactions pursuant to a newly authorized stock repurchase plan (the "2015 Repurchase Plan"). Repurchases may also
be made under a Rule 10b5-1 plan to be entered into with RW Baird & Co, which would permit shares to be repurchased when the Company might otherwise be
precluded from doing so under insider trading laws and the Company's internal trading windows. The timing and amount of any shares repurchased under the
2015 Repurchase Plan will be determined by the Company's management, based on its evaluation of market conditions and other factors. The 2015 Repurchase
Plan does not obligate the Company to purchase any particular amount of common stock and may be suspended or discontinued at any time without prior notice.
The 2015 Repurchase Plan will be funded using the company's operating cash flow or available cash. inTEST Corporation had approximately 10.6 million shares
of common stock outstanding as of September 30, 2015.

About inTEST Corporation
inTEST Corporation is an independent designer, manufacturer and marketer of thermal management products and ATE interface solutions, which are used by
semiconductor manufacturers to perform final testing of integrated circuits (ICs) and wafers. The Company's high-performance products are designed to enable
semiconductor manufacturers to improve the speed, reliability, efficiency and profitability of IC test processes. The Company's products are also sold into the
automotive, consumer electronics, defense/aerospace, energy, industrial and telecommunications markets. Specific products include temperature management
systems, manipulator and docking hardware products and customized interface solutions. The Company has established strong relationships with its customers
globally, which it supports through a network of local offices. For more information visit www.intest.com.

Forward-Looking Statements
This press release includes forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. These statements do not
convey historical information, but relate to predicted or potential future events and financial results that are based upon management's current expectations. These
statements are subject to risks and uncertainties that could cause actual results to differ materially from those expressed or implied by such statements. In addition
to the factors mentioned in this press release, such risks and uncertainties include, but are not limited to, The Company's ability to implement and execute the
2015 Repurchase Plan and other risk factors set forth from time to time in our SEC filings, including, but not limited to, our periodic reports on Form 10-K and
Form 10-Q. inTEST undertakes no obligation to update the information in this press release to reflect events or circumstances after the date hereof or to reflect
the occurrence of anticipated or unanticipated events.

Contacts:  
inTEST Corporation Investors:
Hugh T. Regan, Jr. Laura Guerrant-Oiye, Principal
Treasurer and Chief Financial Officer Guerrant Associates
Tel: 856-505-8999 lguerrant@guerrantir.com
 Tel: 808-882-1467

 


