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Item 2.02.    Results of Operations and Financial Condition

On November 2, 2011, 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, 2011. 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 9.01.    Financial Statements and Exhibits

A list of the Exhibits which are required by Item 601 of Regulation S-K is set forth in the Exhibit Index immediately following the
signature page, which Exhibit Index is incorporated herein by reference.
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EXHIBIT 99.1

[inTEST News Release Letterhead]

FOR IMMEDIATE RELEASE

inTEST REPORTS 2011 THIRD QUARTER FINANCIAL RESULTS
41% of Bookings and 31% of Revenues Derived from Non-Semiconductor Test;

Gross Margin Increased Sequentially from 49% to 53%;
2011 Revenue and Earnings On Track to Exceed 2010

MOUNT LAUREL, NJ, November 2, 2011 - inTEST Corporation (Nasdaq: INTT), an independent designer, manufacturer and marketer of semiconductor
automatic test equipment (ATE) interface solutions and temperature management products, today announced results for the 2011 third quarter ended September
30, 2011.

2011 Third Quarter Highlights:

Third quarter bookings were $10.5 million, as compared with second quarter 2011 bookings of $13.5 million and third quarter 2010 bookings of $9.8
million. 41% of third quarter 2011 bookings were derived from non-semiconductor test.
Third quarter net revenues were $11.7 million, as compared with second quarter 2011 net revenues of $13.8 million and third quarter 2010 net revenues of
$11.3 million. 31% of third quarter 2011 net revenues were derived from non-semiconductor test.
Third quarter gross margin was $6.1 million, or 53%, as compared with second quarter 2011 gross margin of $6.8 million, or 49%, and third quarter 2010
gross margin of $5.5 million, or 48%. A more favorable product mix in our Mechanical Products segment helped to drive the improvement in gross
margins in the third quarter.
Third quarter net earnings of $5.2 million, or $0.50 per diluted share, increased over second quarter net earnings of $2.7 million, or $0.26 per diluted
share, and third quarter 2010 net earnings of $1.7 million, or $0.17 per diluted share. The substantial increase in third quarter net earnings was driven by
the effect of the reversal of $2.9 million of valuation allowance against our deferred tax assets. The impact of the reversal of the valuation allowance was
an increase in our diluted net earnings per share of $0.28. Absent the reversal of the deferred tax valuation allowance, third quarter net earnings would
have been $0.22 per diluted share, a decrease from the second quarter of 2011, but in excess of our Q3 2011 earnings guidance of $0.13 to $.018 per share,
due to better than expected gross margin and lower than expected operating expenses. Second quarter 2011 net earnings reflect the effect of approximately
$64,000 of non-recurring costs associated with the preparation and filing of the Company's Registration Statement on Form S-3 on May 3, 2011.

Robert E. Matthiessen, inTEST Corporation's President and Chief Executive Officer, commented, "We have strategically diversified our Thermal Products
segment to address growth markets in both the semiconductor and non-semiconductor areas, including aerospace, defense, automotive, telecommunications and
medical pharmaceutical. We began 2011 with non-semiconductor related bookings of 18% for the first quarter and have systematically expanded our product
offerings, with third quarter non-semiconductor related bookings increasing to 41% of consolidated bookings, a testament to the strength of the Company's
diversification strategy. During the third quarter of 2011, nearly 60% of our Thermal Group's bookings came from non-semi customers, driven by orders for
oscillators, nuclear, uranium enrichment, LEDs, and Military / Aerospace applications. Despite the current turbulent macro-economic environment, our
diversified business model places inTEST in a position to somewhat offset the softening order rate that has recently impacted the overall semiconductor industry
and sets us on a path to enhanced profitability, with our results for 2011 on track for both revenue and earnings to exceed 2010 levels." Mr. Matthiessen
concluded, "Although we are experiencing near term softness in demand from our semiconductor customers, our customers continue to strategically increase their
overall test capacity as they seek to meet end market demand for a broad range of products. Accordingly, we are confident that the long-term growth prospects for
inTEST Corporation remain positive."

Fourth Quarter 2011 Financial Outlook:

The Company expects that net revenue for the fourth quarter ended December 31, 2011 will be in the range of $9.5 million to $10.5 million and that net earnings
will be in the range of $0.03 to $0.10 per diluted share. The fourth quarter 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 2011 Investor Conference Call / Webcast Details:

There will be a conference call with investors and analysts this evening at 5:00 pm EDT to discuss the Company's third quarter 2011 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 p.m. EDT on November 2, 2011 is +1- (480) 629-9665. The Passcode for the conference call is 4482250.
Please reference inTEST Q3 2011 Financial Results Conference Call. A live webcast of the conference call will be available on inTEST's website at
www.intest.com, under the 'Investors' section. 

An archive of the webcast will be available for a period of one year at inTEST's website at www.intest.com, under the 'Investors' section.

About inTEST Corporation

inTEST Corporation is an independent designer, manufacturer and marketer of ATE interface solutions and temperature management products, 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. Specific products include positioner and docking
hardware products, temperature management systems and customized interface solutions. The Company has established strong relationships with semiconductor
manufacturers 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 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, 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; progress of product development
programs; increases in raw material and fabrication costs associated with our products; implementation of restructuring initiatives 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. The Company 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: Investors:
inTEST Corporation Laura Guerrant-Oiye, Principal
Hugh T. Regan, Jr. Guerrant Associates
Treasurer and Chief Financial Officer lguerrant@guerrantir.com
Tel: 856-505-8999 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     
 9/30/2011  9/30/2010  6/30/2011  9/30/2011  9/30/2010  
Net revenues $11,681  $11,305  $13,800  $37,185  $36,094  
Gross margin 6,133  5,452  6,798  18,024  17,357  
Operating expenses:           
    Selling expense 1,461  1,444  1,587  4,433  4,427  
    Engineering and product development expense 809  767  822  2,444  2,255  
    General and administrative expense 1,448  1,555  1,666  4,748  4,689  
Operating income 2,415  1,686  2,723  6,399  5,986  
Other income (expense) 5  8  10  71  (11 )
Earnings before income tax expense (benefit) 2,420  1,694  2,733  6,470  5,975  
Income tax expense (benefit) (2,762 ) 16  78  (2,624 ) 17  
Net earnings 5,182  1,678  2,655  9,094  5,958  
           
Net earnings per share - basic $0.51  $0.17  $0.26  $0.90  $0.60  
Weighted average shares outstanding - basic 10,183  10,033  10,147  10,133  10,011  
           
Net earnings per share - diluted $0.50  $0.17  $0.26  $0.88  $0.59  
Weighted average shares outstanding - diluted 10,297  10,195  10,297  10,287  10,127  

 

Condensed Consolidated Balance Sheets Data:

                    As of:                    
 9/30/2011  6/30/2011  12/31/2010
Cash and cash equivalents $12,064  $ 8,879  $ 6,895
Trade accounts receivable, net 6,816  8,278  6,244



Inventories 4,674  4,267  3,489

Total current assets 24,404  21,590  17,058
Net property and equipment 1,098  1,137  718
Total assets 31,227  26,274  21,408
Accounts payable 1,733  2,105  1,672
Accrued expenses 3,876  3,717  3,445
Total current liabilities 5,786  5,979  5,265
Noncurrent liabilities -  -  39
Total stockholders' equity 25,441  20,295  16,104

###



EXHIBIT 99.2

On November 2, 2011, 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:

Good day, ladies and gentlemen, thank you for standing by. Welcome to inTEST Corporation's 2011 third quarter
financial results conference call.

At this time, all participants are in a listen-only mode. Later we will conduct a question-and-answer session. At that
time, if you have a question, please press the star followed by the one on your Touch-Tone 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. Please go ahead.

Laura Guerrant:

Thank you, Alicia. Joining us today from the company are Robert Matthiessen, President and Chief Executive Officer;
and Hugh Regan, inTEST's Treasurer and Chief Financial Officer. Mr. Matthiessen will briefly review highlights from
the third quarter, as well as current business trends and Mr. Regan will then review inTEST's detailed financial results.
We'll then have time for any questions.

If you've not yet received a copy of today's release, please email me at laura@guerrantir.com, or you can get a copy of
the release 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 and 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, changes in
business conditions in the economy, changes in the demand for semiconductors, changes in the rates of and timing of
capital expenditures by semiconductor manufacturers, progress of product development programs, increases in raw
material and fabrication costs associated with our product, implementation of restructuring initiatives 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.

On another note, inTEST Corporation management will be participating in the TechAmerica AeA Classic Conference
on November 8th in San Diego and the LD Micro Conference in Los Angeles on December 8th. In addition, we will be
participating in the Needham & Company growth conference, scheduled to take place January 10th through 12th in
New York. We look forward to seeing you at the conferences.

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

Robert Matthiessen:

Thanks, Laura. I'd like to welcome everyone to our 2011 third quarter conference call. The third quarter was another
strong quarter for inTEST Corporation. While Hugh will review the financial results, I'd like to highlight some of our
achievements.

While revenue for the quarter of $11.7 million was slightly below the bottom of our revenue guidance, our net earnings
per share of $0.50 substantially exceeded our EPS guidance. As Hugh will discuss, this includes a non-recurring
adjustment for the reversal of a valuation allowance on inTEST deferred tax assets, which amounted to $0.28 per
diluted share. So, absent the non-recurring adjustment, third quarter earnings were $0.22 per diluted share, which
exceeded our Q3 EPS guidance of $0.13 to $0.18 per share. In addition, gross margin improved from 49% last quarter
to 53% for the third quarter.

While total bookings for the third quarter of $10.5 million declined from Q2 bookings of $13.5 million, we continue to
leverage our Thermal Division and Sigma Systems acquisition and have made significant progress in diversifying our



end market penetration.

Thermal products offer an effective way to expand inTEST's served available market by acquiring non-semiconductor
business, opening the company up to diverse new growth industries, which include automotive, aerospace, medical and
telecommunications.

We began 2011 with non-semiconductor-related bookings of 18% of consolidated bookings and we have systematically
expanded our product offerings with third quarter non-semi-related bookings comprising 41% of consolidated
bookings. We see this trend continuing and expect that non-semiconductor-related products will play an even greater
role in the company's success going forward.

Despite the current turbulent macroeconomic environment, our diversification strategy has somewhat offset the
softening order rate that continues to impact the overall semiconductor industry and sets inTEST Corporation on a path
to enhanced profitability.

In fact, the company is on track for 2011 revenue and earnings to exceed those of 2010. These results are a further
testament to the soundness of our diversification strategy and the dedication and hard work of all of our people.

Now, let me turn to the segments in which we operate and they are Mechanical Products, which include manipulators
and docking hardware; our Electrical Products, which are tester interfaces; and our Thermal Products.

inTEST's mechanical and electrical groups have been selected by a major European-based semiconductor manufacturer
to supply manipulators, docking hardware and interfaces for a new tester platform that the manufacturer has selected.

In the Mechanical Products segment, third quarter bookings were $2.3 million compared with second quarter bookings
of $4.3 million. We have shipped over 100 COBAL 250 manipulators in less than two years since we first introduced
the system. We have had a significant product win for our COBAL 250 manipulator at a major end-user customer and
our COBAL 500 manipulator is ready for beta testing at several sites.

As I have discussed before, it is important to note that while the manipulators do carry lower margins due to the
competitive nature of that business, they are a precursor for future business as their sales mean more testers are being
built and shipped.

For the Electrical Products segment, third quarter bookings were $827,000 as compared to second quarter bookings of
$1.7 million. We continue to make substantial inroads in this segment and during the third quarter we released six new
interface designs and obtained three new customers.

Our Thermal Products Division was again our strongest division with third quarter bookings of $7.4 million, relatively
flat with second quarter bookings of $7.5 million.

Nearly 60% of third quarter bookings for the Thermal Products segment came from non-semiconductor customers,
driven by orders for oscillators, nuclear uranium enrichment, LEDs and military and aerospace applications.

Sigma Systems accounted for 34% of Q3 bookings for the Thermal Products segment, compared to 27% of year to
date bookings and included the first chamber order from a customer in Sweden. In addition, we secured orders for
ThermoStreams in Russia, bringing the total to four for the year, as we begin to open up this new territory for us.

In summary, inTEST delivered another strong quarter. We have continued to make considerable inroads with regard to
our growth initiatives and have established a solid, resilient business. The diversification of our served markets via our
Thermal Group, the company's improved efficiencies and reduced operating cost attributable to our relocation of
facilities are all strengths that we can leverage, going forward.

Looking forward, we see a market with good opportunities, although as many of our peers continue to relate, global
macroeconomic uncertainty is translating into continued conservative plans on the part of our semiconductor
customers. These more conservative plans have caused the semiconductor capex forecast for 2011 to be slightly up to
slightly down, depending on who one asks.

Although we are experiencing near-term softness in demand from our semi customers, our customers continue to
strategically increase their overall test capacity as they seek to meet end-market demand for a broad range of products.
Accordingly, we are confident that the long-term growth prospects for inTEST Corporation remain positive.

I'd like to now turn the call over to our CFO for the financial review. Hugh?

Hugh Regan, Jr.:

Thanks, Bob. Net revenue for the quarter ended September 30, 2011, of $11.7 million decreased 15% over second
quarter net revenues of $13.8 million and increased 3% as compared with third quarter 2010 net revenues of $11.3
million.



Third quarter end-user net revenues were $10.6 million or 91% of net revenues, compared with second quarter end-
user net revenues of $11.8 million, or 86% of net revenues. OEM net revenues were $1.1 million or 9% of net
revenues, compared with second quarter OEM net revenues of $2.0 million or 14% of net revenues.

Net revenues from markets outside of semiconductor test were $3.6 million or 31% of net revenues, compared with
$2.6 million or 19% of net revenues in the second quarter.

On a product segment basis, third quarter net revenues for the Mechanical Products segment were $3.2 million or 27%
of net revenues, as compared with second quarter Mechanical Products net revenues of $5.1 million or 37% of net
revenues.

Our Thermal Products segment had net revenues of $7.6 million or 65% of net revenues, as compared with second
quarter Thermal Products net revenue of $6.7 million or 49% of net revenues.

And finally, our Electrical Products segment reported net revenues of $940,000 or 8% of net revenues, as compared
with second quarter Electrical Products net revenue of $2 million or 14% of net revenues.

The company's overall gross margin for the third quarter was $6.1 million or 53%, as compared with $6.8 million or
49% in the second quarter of 2011 and $5.5 million or 48% in the third quarter of 2010. A more favorable product mix
in our Mechanical Products segment helped to drive the improvement in gross margins in the third quarter.

Our consolidated material cost in the third quarter of 2011 was 30.6% compared to 36.6% in the second quarter. The
significant decline in the material cost was primarily driven by two factors in our Mechanical Products segment. First,
the product mix was more favorable, with docking hardware increasing from 57% of this segment's second quarter
revenues to 81% of this segment's third quarter revenues. During the same timeframe, we saw the overall gross margin
on docking hardware increase from 70% in Q2 to 71% in Q3.

These improvements were partially offset by an increase in our fixed manufacturing costs as a percentage of net
revenues from 11% to 13.8% between the second and third quarters of 2011 due to the aforementioned quarter-over-
quarter decline in our net revenues.

The material cost in our Mechanical Products segment was 31.9% for the third quarter, compared to 45.2% in the
second quarter, reflecting the product mix changes I just discussed.

The material cost in our Thermal Products segment was 29.3% for the third quarter, compared to 30.3% in the second
quarter.

Finally, the material cost in our Electrical Products segment was 36.0% for the third quarter, compared to 35.7% in the
second quarter.

I'll now discuss the breakdown of operating expenses. Selling expense for the third quarter was $1.5 million or 13% of
net revenues, compared with $1.6 million or 12% of net revenues for the second quarter, a decrease of $126,000 or 8%.
The decrease was due to reduced sales commissions expense on lower revenues, as well as reduced levels of accrual
for product warranty claims.

Third quarter engineering and product development expense was $809,000, or 7% of net revenues, compared with
$822,000 or 6% of net revenues for the second quarter, essentially flat quarter over quarter.

General and administrative expense for the third quarter was $1.4 million or 12% of net revenues, compared with $1.7
million or 12% of net revenues in the second quarter, a decrease of $218,000 or 13%.

During the second quarter of 2011, we filed an S-3 shelf registration and those costs, which amounted to approximately
$64,000, were non-recurring. In addition, there were lower levels of other professional fees in the third quarter, as well
as reduced accruals for profit-related bonuses due to the reduction in pretax income quarter over quarter.

Other income for the third quarter was $5,000 compared with $10,000 for the second quarter.

And for the third quarter, we recorded an income tax benefit of $2.8 million, compared with income tax expense of
$78,000 for the second quarter. The income tax benefit was the result of the reversal of $2.9 million in valuation
allowances against our net deferred tax assets, which we now believe are more likely than not to be fully utilized after
eight consecutive quarters of earning.

We currently expect to have an effective tax rate of approximately 5% for the fourth quarter of 2011. We now expect
our effective tax rate will increase to 35% for the first half of 2012. This is dependent upon the State of California not
extending the suspension of the use of NOLs in that state, and then increasing again to 40% for the second half of
2012, when we currently expect most of our deferred tax assets to be fully utilized.



Third quarter net earnings were $5.2 million or $0.50 per diluted share, as compared with second quarter net earnings
of $2.7 million or $0.26 per diluted share. The substantial increase in third quarter net earnings was driven by the effect
of the reversal of the deferred tax asset valuation allowance. The reversal of the valuation allowance on our deferred
tax assets was $2.9 million or $0.28 per share.

Absent the reversal of the deferred tax asset valuation allowance, third quarter earnings were $0.22 per diluted share
and second quarter 2011 net earnings reflect the effect of approximately $64,000 or non-recurring costs, as previously
mentioned.

Consolidated headcount at the end of the third quarter, which included temporary staff, was 139 compared with 141 at
the end of the second quarter. As we have noted before, we closely monitor our resource levels and will adjust as
needed when we see any prolonged softness in demand levels.

I'll now turn to our balance sheet. Cash and cash equivalents at the end of the third quarter were $12.1 million, up $3.2
million from the $8.9 million reported at the end of June. The increase in cash was due to strong cash collections
during the quarter and we currently expect cash will increase to between $14 million and $15 million by the December
31, 2011.

Accounts receivable at the end of the third quarter was $6.8 million, a decrease of $1.5 million from the $8.3 million at
June 30th. The decrease was driven by the reduced level of revenues in the third quarter compared to the second
quarter.

Inventory at the end of the third quarter was $4.7 million compared with $4.3 million at the end of the second quarter.
The increase in inventory was due to purchases of material for shipments scheduled in the fourth quarter.

Capital expenditures during the third quarter were $45,000 compared with second quarter capex of $66,000.

As Bob noted earlier, total bookings for the third quarter were $10.5 million, compared with $13.5 million for the
second quarter and bookings for markets outside of semiconductor test were $4.3 million or 41% of third quarter
bookings. This compares with bookings for markets outside of semiconductor test of $3.8 million or 28% of 2011
second quarter bookings.

The backlog at the end of the third quarter was $6.1 million compared with $7.2 million at the end of the second
quarter of 2011.

In terms of our financial outlook, as noted in our earnings release, we expect that net revenue for the fourth quarter
ended December 31, 2011 will be in the range of $9.5 million to $10.5 million and that net earnings will be in the
range of $0.03 to $0.10 per diluted share.

We currently expect that our Q4 2011 material costs, as a percentage of revenue, will return to a historically normal
range of 34% to 36%. Please note that our outlook is based on the company's current views with respect to the
operating and market conditions and customer forecasts, which are subject to change.

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

Operator:

Thank you. Ladies and gentlemen, as a reminder, if you have a question, please press the star followed by the one on
your Touch-Tone phone. If you would like to withdraw your question, you can press the star followed by the two, and
if you are using speaker equipment today, please lift the handset before making your selection.

Our first question is from the line of Ken Nagy with Zacks Investment Research. Please go ahead.

Ken Nagy:

Hi. Thanks for taking my call. I just wondered if you could expand on the thermal, non-semi business. Do you think
that's in a position now where it could offset any kind of weakness in semi equipment or do you think that's what
you're heading towards?

Robert Matthiessen:

Well, that's the goal, Ken.

Ken Nagy:

Right.

Robert Matthiessen:



And we're getting there. As you can see, it represents 41% of our bookings this time around. So yes, it would hope to
be 50/50 to compensate entirely. But it's growing. It may well become larger than our semiconductor segment. It's hard
to say.

Ken Nagy:

Great. And now the new orders in Sweden and Russia, how long would that typically take to see that transformed into
meaningful revenue?

Robert Matthiessen:

Well, it depends on what these are and I believe these are ThermoStreams and so they should be relatively rapid, you
know, in the span of a month or a month and a half or something like that, they should be converted.

Ken Nagy:

Great. Thank you very much.

Robert Matthiessen:

Thanks, Ken.

Operator:

Thank you. The next question is from the line of Jay Srivatsa with Chardan Capital Markets. Please go ahead.

Jay Srivatsa:

Yes, thanks for taking my question. Bob, can you expand on the semiconductor market? You mentioned weakness.
What are you hearing? Are you seeing bottom of the cycle any time soon or is it a little bit out there into the first
quarter or .........

Robert Matthiessen:

I'll tell you what. I've been hearing everything that could possibly happen and like I said, it depends on who you ask.

I guess what we can say for certain is that capacity utilization is down and so there's excess equipment out there.
However, as I mentioned in my comments in the beginning, there are strategic buys going on.

Now, DRAM has a big influence on what the overall picture looks like and DRAM is certainly in a bad position at the
moment and a lot of that excess equipment or under-utilization is in the memory market. Fortunately, we're not
exposed to DRAM very much. That's a very special market that doesn't use the types of equipment that we build, for
the most part. And so our equipment is used more in the telecommunications area, in the telephone handset chips, SOC
chips, and they're doing much better than memory. So, as far as we're concerned, yes, the whole thing's going down
somewhat, but we're in the strongest section of it, probably.

Now in terms of what's going to happen, it seems to me that the consensus out there is that Q1 is going to be the
bottom of the trough. But, you know, that and $10 will get you a cup of coffee at the coffee shop.

So, that's all I can tell you.

Jay Srivatsa:

What's your sense in terms of capex spending at your customer level, especially related to semis? Are you seeing them
pull back quite a bit and holding off until they see a little bit of pickup in demand or are they progressing in some of
the areas that you talked about where you're seeing some strength?

Robert Matthiessen:

Again, it depends on the product and it depends on what products of ours we're talking about. In the manipulator
business, a manipulator is sold every time a tester is sold and many of those manipulators are sold on an OEM basis to
the tester manufacturer. And when a tester manufacturer gets into a soft stretch like this, they really back up on
ordering OEM equipment to go with their testers. They don't want to get anywhere ahead. They don't want to have to
stock that stuff.

So, we see manipulator orders drop off, typically, in a time like this. And we have.

On the other hand, as I said, there are strategic moves being made, specifically to get more test capability out of
existing equipment on the test floors. And often to do that, they will mix the tester lineup they have with various
probers and handlers, which always requires new docking hardware and new electrical interfaces.



And so many times, and we're experiencing some of that in this past quarter, we see a lot of docking hardware being
sold because of the downturn in tester sales. You can relate them together.

So, it's sort of a mixed bag, what's going on. So, we still see buys going on and, in fact, where we are in fourth quarter
is a bit ahead of where we thought we'd be. We're very conservative in our forecasting, if you've ever followed us and
so we're not surprised in what we're seeing. The only surprise we've had so this quarter is that it's been a little stronger
than we thought.

That's not to say it's going to be great. We gave you the guidance, but we're confident in what we're giving you.

Jay Srivatsa:

All right, thank you.

Robert Matthiessen:

Sure.

Operator:

Thank you. The next question is from the line of Tino Cataldo with Sidoti & Company. Please go ahead.

Tino Cataldo:

How are you guys doing?

Robert Matthiessen:

Hi, Tino.

Hugh Regan, Jr.:

Very good, Tino, how are you?

Tino Cataldo:

Good. Just a couple quick things. One, as far as the improvement in gross margin for the third quarter, where do you
guys see gross margin going, you know, for the fourth quarter and beyond in 2012?

Robert Matthiessen:

Hugh, you want to take that?

Hugh Regan, Jr.:

Sure. Thanks, Bob. As we said in my remarks, Tino, I expect the material costs to go back to historically more normal
levels in the fourth quarter. This quarter having a drop as low as it did, to 30.6%, is a substantial drop and that's really
what drove us going $0.04 over the top-end of the range on lower-than-expected revenues and drove our overall gross
margin to over 53%.

So, I think I would expect us to go back to, as I said, that more normal range, which will probably pull us back into the
upper 40s, the 48% to 49% range on the overall gross margin.

Is there a possibility that we could pull off another quarter like we just did, I always say anything is possible in this
business, especially because it's all driven by customer mix. And, as Bob's mentioned, we've seen very significant
docking hardware sales, which are our strongest margin products and we've also seen very strong sales of Sigma
products, which are also one of our strongest margin products. That's probably the strongest margin product in the
Thermal Group.

As Bob said, if you've followed us, we're conservative in our forecasting. So, I think we're confident in our numbers
and I would look for a margin in the upper 40s.

Tino Cataldo:

Okay, great. Just one more thing. Can you go into a little bit more detail regarding the increase in tax rate for 2012?

Hugh Regan, Jr.:



Sure. As we've talked about in prior calls, we've had a tax rate this year that's varied due to us burning off various tax
attributes and this quarter we finally did turn around our deferred tax valuation allowances.

For the fourth quarter, I expect a rate somewhere between 4% and 6%, so we're shooting right smack in the middle and
I said 5% in the conference call. We will, basically, though, by the end of this quarter be looking at 2012 with a full
accrual for federal taxes in the first half of the year. State tax in California, as we mentioned, we've got about a $3
million NOL there and if the Governor doesn't extend the moratorium on the usage of that, we expect to use that during
the first half of next year. It may extend a little beyond that, depending on what earnings are in the first half of the year
and where we truly trough and turn around and see revenue growth.

Once we burn through that $3 million of NOL from a state purpose, I would see us going close to 40% and that's why
we've said for the second half of the year we're looking at an effective tax rate of near 40%.

Tino Cataldo:

Okay, great. Thanks, guys.

Hugh Regan, Jr.:

You're welcome.

Operator:

Thank you. The next question is from the line of Dick Ryan with Dougherty & Company. Please go ahead.

Dick Ryan:

Thanks for taking my call. You mentioned fourth quarter orders a bit ahead of expectations. Is that on the semi side or
non-semi or both?

Robert Matthiessen:

That was on the semi side. On the non-semi side, they're right on target. On the semi side, we've been fairly-- like I
said, very conservative there, because of what we see happening to other, purely semi operations or suppliers, and it's
been a little stronger than we thought it would be, but we're still sticking with the forecast that we have.

Dick Ryan:

Sure. If you look at the Q3 activity for semi, was that linear for orders through the quarter, was it front-end, back-end
loaded?

Robert Matthiessen:

It was--

Hugh Regan, Jr.:

Hey, Bob, I've got that information in front of me and if you look at, in the Mechanical segment and the Electrical
segment, which are pure semi, to be honest with you, it's one versus-- in the Mechanical segment, it was front-end
loaded and in the Electrical segment it was back-end loaded.

Robert Matthiessen:

And you really can't infer much from that.

Hugh Regan, Jr.:

No.

Dick Ryan:

Yes, okay.

Hugh Regan, Jr.:

Right. And Thermal, to be honest with you, it's ratable throughout the quarter. So--

Dick Ryan:

Okay. When you look at the non-semi side, what are the stronger market opportunities in the near term and maybe
longer term?



Robert Matthiessen:

Well, there are so many of them. I'll tell you, what has softened up a little bit is automotive, I think, but in terms of
medical and telecommunications, microwave, these are all strong growth areas and we've identified several hundred
million dollars worth of available market that we can approach and we're only at about, maybe, I don't know, between
6% and 10% of that total market right now. So, the sky is the limit for us in those areas.

Plus the fact that we haven't necessarily identified all of the possible markets out there. Thermal conditioning is used in
the testing of anything that has electronics in it and quite a few things that are purely mechanical.

And so, it's truly a wide-open market for us. We foresee a lot of growth in that area.

Dick Ryan:

Can you achieve your goals or your objectives in the non-semi side organically or do you need to look at some other
acquisitions to further enhance that drive?

Robert Matthiessen:

Well, let me say that we would like to get to $100 million within three years. I don't think we can do that totally
organically as a corporation. If we grow through M&A, I would say it's more likely that it would be in the non-semi
area, although that's not necessarily for certain, because there's always the possibility of a surprise opportunity popping
up in the semi area that makes financial sense to us. But, in general, we are exploring areas that are outside of semi.

Dick Ryan:

Okay. And, Hugh, depreciation, where is that? I don't have the release in front of me. What was depreciation in Q3 and
how should we look at that, going forward?

Hugh Regan, Jr.:

Bear with me one second, Dick. Total depreciation expense was roughly, looking around, $75,000 is the number that
I'm pulling up and going forward, we would see that holding. And I will be sure to add that metric to future conference
call scripts so we don't have to ask that question.

Dick Ryan:

All right. Thank you.

Hugh Regan, Jr.:

You're welcome.

Operator:

Thank you. Our next question comes from the webcast via Laura Guerrant. Please go ahead.

Laura Guerrant:

Thank you. Bob and Hugh, we have a question from Mike Larson of Feltl. He's asked if you can provide any color on
the order activity throughout the quarter, particularly as it relates to semi. Was it flat, increasing? Can you give us any
color on that?

Hugh Regan, Jr.:

Actually, that was a question posed earlier by, I believe it was Dick, who had asked if we had gotten any of that. And
we responded that we saw a little of both. In our Mechanical Products segment we saw a front-end loaded order
scenario and in our Electrical segment we saw a back-end loaded. And in our Thermal it was actually fairly linear. So -
- and that's where, as we know, all of our non-semi business is.

Laura Guerrant:

Okay, thanks. I think we're done then.

Hugh Regan, Jr.:

Wonderful. Any other questions?

Operator:



Ladies and gentlemen, if there are any additional questions, please press the star followed by the one at this time and,
as a reminder, if you are using speaker equipment, please lift the handset before making your selection.

Our next question is from the line of Bob Delean with Red Rock Partners. Please go ahead.

Bob Delean:

Hey, guys, thanks for taking my call. Bob, I had a couple kind of more strategic questions. First, you just addressed
about the $100 million revenue goal that you've talked about on occasion.

The balance sheet's now growing with a nice cash balance. Can you talk about where you are in that process? Have
you identified some targets and what is the timing on something coming to fruition there?

Robert Matthiessen:

Yes, we're working with a boutique shop to identify targets. We've sifted through quite a few of them. We were a little
more aggressive a couple of months ago than we are at the moment, due to the macroeconomic climate. We've pulled
our horns in slightly, in case things get bad, because we want to survive, like everyone else. But, that doesn't mean
we've stopped looking. In fact, we were just involved in something over the past few weeks that I don't think is going
to pan out, but it was an opportunity. So, how should I say it? We're aggressively answering the phone, I guess you
should say right now. But we do, indeed, have a fairly well-defined list of targets and we have been going through
them and I think, depending on how the business looks in the next couple of months I mean, part of our problem, of
course, is our currency. Although the cash is building, our stock is still way too low to be a reasonable currency. And
so that makes it difficult for us to close a deal in these present conditions.

So, if we do find something that's really attractive, that we really want, I guess we're going to have to do a little dance
to try to get it done, but, yeah, I guess the message is, yes, we're looking. Not as aggressively as we were a couple
months ago, but we fully expect to do something as soon as we can.

Bob Delean:

That's great. Thanks for that detail.

I had one other thing. Looking at the structure of the Board, I guess I don't know how to quite put this. You have a very
mature Board. Are there any thoughts to maybe expand the Board with an eye towards adding a few younger
members?

Robert Matthiessen:

I don't know if I can speak for the Board. I would guess that that will happen. Certainly, if we acquire somebody of a
reasonable size, I would expect that we would get Board members in that respect and I think that's probably the way
we're looking at it right now. Rather than just going out to look for somebody at the moment, before we have an
acquisition target, let's wait 'til we have an acquisition target and see if we would get some people along with that
target.

Bob Delean:

All right. Thanks for taking my questions and I just sit here and scratch my head with respect to your comment. You
know, I don't know what it's going to take to get the stock moving ahead. You guys have done a nice job. Obviously,
you're in a sector that, historically, has not gotten the multiple, but it is just kind of perplexing at the valuation the
stock's trading at.

Robert Matthiessen:

Yes, it's perplexing to us and we're working our tails off and we're going to keep doing that. We're not giving up and I
think, my feeling is the more and more that we move outside of semi and redefine who we are, the better things will be
for us.

Bob Delean:

Thanks again.

Robert Matthiessen:

You bet.

Operator:

Thank you. There are no further questions at this time. I will turn it back over to Mr. Matthiessen for any closing
remarks.



Robert Matthiessen:

Well, thank you for your interest in inTEST. In closing, we remain confident in our business prospects. InTEST
occupies a profitable niche space and we have a proven long-term history with customers across the globe and provide
high-quality, mission-critical products that perform in high-stress environments.

We will continue to work with our customers and drive innovations that allow us to continue to be a leader in our target
markets and we thank you again and we look forward to updating you on our progress when we report our fourth
quarter results. Good evening.

Operator:

Ladies and gentlemen, this does conclude the conference call. You may now disconnect and thank you for your
participation.

END


