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is a resource- and technology-based company that develops,
produces and markets worldwide a broad range of specialty mineral, mineral-based and synthetic
mineral products and related systems and services. The Company has two reportable segments:
Specialty Minerals and Refractories. The Specialty Minerals segment produces and sells the synthetic
mineral product precipitated calcium carbonate (PCC) and the processed mineral product quicklime
(lime), and mines, processes and sells other natural mineral products, primarily limestone and talc.
This segment’s products are used principally in the paper, building materials, paint and coatings,
glass, ceramic, polymer, food and pharmaceutical industries. The Refractories segment produces and
markets monolithic and shaped refractory materials and specialty products, services and application

equipment used primarily by the steel, non-ferrous metal and glass industries.
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Dear Shareholders:

In 2008, Minerals Technologies posted the best earnings performance in its history. We were able to
accomplish this because we entered the year stronger, more focused and able to achieve a higher level
of performance for the first three quarters. That is the positive news.

The economic upheaval that occurred in the latter part of

the fourth quarter, and which we continue to face today,
ushered in an entirely different, and perilous, business
environment, one that is fraught with uncertainty. At the
onset of this global recession, we took quick, decisive actions
that will allow us to navigate the crisis. As we continue
through 2009, MTI will continue to take the necessary

actions to maintain our competitiveness.

| believe our company is better positioned to weather this
recession than many other industrial companies because of

the actions we took in 2007; we realigned our operations
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and refocused our strategies on those things that the
company does well. We eliminated underperforming assets,
consolidated some operations and reduced the work force.
These actions, and the continued implementation of our
four major initiatives in 2008-Continuous Improvement,
Safety, Expense Reduction, and Technology-created

a solid foundation to build upon and returned MTl to a
track of sustainable growth and improved return for our
shareholders. These steps, coupled with our strong balance

sheet, make us better equipped going forward.
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2008 PERFORMANCE

From 2000 to 2006, Minerals Technologies’ performance,
in terms of profitable growth and Return on Capital, was
stagnant. Two-thousand seven focused on an intensive
strategic review of all our products, operations and
markets, and the subsequent restructuring to better leverage
our strengths. This paved the way to a more disciplined
execution of company strategies in 2008, which resulted in

an improved earnings trend line through the third quarter.

We have been hit hard by this economic downturn. Our end
markets of the paper, steel, construction and automotive
industries continue to suffer with the lowest production rates
in decades. In the first quarter of 2008, we posted earnings
of $0.93 per share, in the second quarter, $1.02 and in the
third $1.06-a much higher performance track than previous
years. After the fiscal crisis and the precipitous drop in
production in the fourth quarter, our earnings fell to $0.41
per share, a 61-percent decline from the third quarter. This

performance came despite maintaining market share.

Throughout 2008 we continued to make progress in improving
our return on capital, which was a low 6 percent in 2006.
One of my first objectives when | joined the company in

March 2007 was to improve return on capital to at least

our cost of capital, which is approximately 9 percent. At the
end of the third quarter, our ROC annualized rate was 9.4
percent, but because of the drastic downturn in the fourth
quarter, our ROC for the full year fell to 8 percent-still a

significant improvement from the 2006 level.

Our 2008 expense reduction effort, begun in 2007,
continued to provide savings by maintaining overhead
expenses 8 percent below 2007 levels. We also garnered
approximately $30 million in savings in 2008 from the
successful execution of our restructuring the year before.
These savings proved timely and beneficial in light of the
high increase in costs. For example, lime and chemicals,
raw materials used in the production of precipitated
calcium carbonate (PCC), increased more than $15 million.
Additionally, magnesium oxide and bauxite, our primary
raw materials for Refractories, cost $34 million more than in
the previous year. During 2008, we were able to offset these
increased costs through our expense savings efforts, price

increases, operational cost savings and some volume growth.



Sales & Income Performance 2003-2008
(in millions)
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Our operating cash flow for 2008 was $134.2 million, and
over the last two years we have improved our cash position
by $114 million while reducing our debt by $87 million.

For the year, free cash flow was a strong $118 million in
spite of the need to build up magnesium oxide supplies

for our refractories business due to concern about supply

interruption from China.

Our worldwide sales were $1.1 billion for the year, a
3-percent increase over 2007 with foreign exchange having
a sizeable impact since 47 percent of the company’s sales
are outside of the United States. Our net earnings for the full

year were a record $65.3 million or $3.44 per share.
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CULTURE CHANGE

In the past two years, Minerals Technologies has changed
significantly. We are a more transparent company that
values clear and open communication with employees,
shareholders, customers and other stakeholders. The
organization has also become faster, more focused and
more fundamental in how opportunities and problems are
addressed. In addition, we have eliminated many of the
barriers that had existed between our business units and
functional organizations, better enabling our employees
to work more closely together in cross-functional teams to

improve performance.




Our Technology Lead Team, charged with revitalizing and guiding the company’s Research and
Development, a cornerstone of our success, has improved the focus on developing and commercializing

new and innovative products.

OPERATIONAL EXCELLENCE

Through the guidance of our Operational Excellence Lead
Team and involvement of all employees, we have seen our
efforts in Continuous Improvement gain traction throughout
the company. Sustainable improvement processes like 58,
Total Productive Maintenance (TPM), Daily Management
Control and Problem Solving are beginning to show
positive results through waste elimination in delivering our
products and services. These processes have helped further
stabilize our foundation by establishing efficiencies in our
manufacturing operations as well as throughout the rest of

the company.

ENVIRONMENTAL, HEALTH & SAFETY

In 2008, our initiatives to improve the company’s safety
performance were successful. We experienced the lowest
lost workday injury rate in our history. The rate of .94, which
is less than 1 injury per 200,000 hours worked, resulted in
more than 30-percent fewer serious injuries than in 2007.
However, our long-term goal remains at zero injuries.

Our Environmental, Health & Safety Lead Team continued
to upgrade safety and environmental standards, held
widespread risk reduction training and fatality prevention
programs, fine tuned a self-assessment process and sent

a Safe Workplace Action Team (SWAT) to manufacturing
sites that needed to improve safety and environmental

performance more quickly.

EXPENSE REDUCTION

As | mentioned earlier, the corporation, through the efforts
and involvement of our employees throughout the world,
kept 2008 overhead expenses below those of 2007, which
were about $1 million less than in 2006. This initiative,
begun in 2007, is serving us well in this difficult economic
environment and we plan to leverage it further by continuing
to focus on expanding our shared services, outsourcing
opportunities and reengineering a number of our processes.
Expenses in 2008 were $15 million lower than in 2007 for
all the company’s operations.

TECHNOLOGY & INNOVATION

Our Technology Lead Team, charged with revitalizing

and guiding the company’s Research and Development,

a cornerstone of our success, has improved the focus on
developing and commercializing new and innovative
products. This team, in 2008, established a streamlined
product development process that in the last four months
of the year began the review of 60 new product ideas
submitted by employees. The team continued to review
new technology areas, identify customers for new products,
investigate joint development and licensing opportunities,
benchmark world-class process technologies, and improve
our project management capabilities.
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We will continue our focus on developing our filler-fiber and new formulations of refractory materials that improve
material product to increase the fill rate of PCC for uncoated efficiency and reduce costs for our steel customers.
freesheet paper. This program has been moving forward

through a number of large scale trials with two major CHALLENGING TIMES AHEAD

paper companies in 2008 and discussions with two others There is no doubt that 2009 will be an extremely difficult

about trialing the product. We continue development of: and challenging year for MTI. The worldwide economic
collapse has resulted in what some economists have said

calcium carbonates and talc for use in the production of
biopolymers, which is an emerging market; coating PCC is the worst recession since 1930. Our major customers

products for graphic papers using our satellite model; have limited visibility of future market movement and




consequent production demands, which have a direct
impact on our production. We made a significant reduction
in workforce-380 employees-in response to this dramatic
change in customer demand, and we anticipate further

reductions may be necessary.

Uncoated freesheet paper, the major market for PCC, our
largest product line, is down about 20 percent below five-
year average levels, and we have been hit by paper mill and
paper machine shutdowns, some of which are permanent.
This business, however, remains the most stable of the
company'’s three business units primarily due to the long-term
contracts we have with papermakers. We are also actively
pursuing new opportunities for satellite PCC facilities in Asia,
paper’s largest growth region. In 2008, we built and started
a new satellite facility in Thailand.

Our Performance Minerals business, which consists of our
three limestone mines and a talc mine in the U.S. and the
Specialty PCC business for non-paper applications, has felt

The Refractory business, with its direct link to the steel
industry, has been the hardest hit of all our businesses.
Refractories have made the largest reduction in force-both
in permanent reductions and temporary layoffs-to deal
with the 50-percent decline in steel production in the United
States from the highs of the summer of 2008.

At this point, the outlook for 2009 and beyond remains
uncertain. | can say, however, that if we had not undertaken
the major realignment in 2007, we would not have as strong
a foundation, and as focused a company, to withstand this
turbulent economic environment. With the dedication of our
employees and the company’s strong values foundation, we
have instilled a stronger sense of discipline and established
a more open communicative culture that allows us to execute
our strategies faster. We will need these attributes to move

quickly and decisively in these troubled times.

We will continue to take the necessary actions to manage

through this period-aggressive cash conservation, cost

We will continue to take the necessary actions to manage through this period-aggressive cash
conservation, cost reduction, market position enhancements, selective repositioning and restructuring will

be our near-term levers.

the brunt of the downturn in the construction and automotive
industries. This business has had a major reduction in
workforce and curtailment of production to manage

through this crisis. We believe, however, that because of the
efficiency improvements we have made at these facilities,

we are better positioned to be more competitive when the

economy improves.

reduction, market position enhancements, selective

repositioning and restructuring will be our near-term levers.
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Our balance sheet and ability to generate cash differentiates
MTI from many other companies facing these same
challenges. At the end of 2008, we had over $190 million of
cash and $157 million of unused credit lines and our debt to
capital ratio is very low at 14 percent, which compares to an
average debt to capital of 35 percent for the S&P 500. With
that solid position, we are targeting to further strengthen

MTI and improve shareholder value by taking advantage of
market opportunities that we expect to be available to us

going forward.

Through the continued commitment and involvement of

all our employees to high performance standards and
continuous improvement in serving our customers, along with
our strong cash position, | believe your company will endure
this economic upheaval and be in a better position to take

advantage of an improved economy when it occurs.

Joseph C. Muscari
Chairman and Chief Executive Officer
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MTI has been committed to providing products;. “%
and services to our customers in a safe apd . li
environmentally responsible manner. We'kke pride
in being a good corporate citizen in the cdrérﬁunities
in which we operate around the world; andw
endeavor to provide value to 6‘6?j§ll1llareho|der ipn a

sustainable manner. A\ . \ -
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This year, MTI will publish its first
Report. We began preparation:for this
review of the three core elements of sustainability -
environmental, social and economic-for the
2006 to 2008. Compilation of this information
provided us with a more detailed understandi
of the impacts of our operations, products and
services, and will serve as a benchmark against
which to evaluate future improvements.
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the preparation of this report, we'not
earned more about the environmental,
social and economic impacts of 'our company,
but we also identified additional opportunities
for meeting the expectations of our employees;
ustomers, shareholders and other stakeholders. The
information and experience we have gained during
the preparation of this initial report will be used to
hel‘: MTI better define what sustainability means
*e@our company and to develop goals for future
improvements in all areas of our operations, The
report will be published’on the MTI webgi:e
ineralstech.com in May.




PAPER PCC: FOCUSING ON EVOLVING MARKETS

After the 2007 restructuring, Paper PCC returned its focus
to its primary core competency—satellite PCC facilities on
site at paper mills around the world—the business model that

drove the company’s growth and profitability.

“Having built more than 60 satellite PCC plants and supplied
more than 45 million tons of PCC in the last 16 years,

we know how to bring value to papermakers,” says D.J.
Monagle lll, Senior Vice President and Managing Director,
Paper PCC. “Our primary mission in 2008 and beyond is to
expand further into the evolving markets of Asia and South
America at a rate of growth that eclipses the volume attrition

in the mature markets of the U.S. and Western Europe.”

It is significant that Paper PCC enjoyed some success at
executing that strategy amid the generally uncooperative
business climate of 2008. “Despite the deterioration in our
existing base, in the last 18 months we brought on two new
satellites at Namphong, Thailand, and Guaiba, Brazil,” says
Luke O’Keeffe, Vice President, Global Operations, Paper
PCC. O’Keeffe cites Namphong in particular as “a great
facility delivered both on time and under budget.”

At the end of the year, Paper PCC operated 52 satellites that
were resident at host mills, remaining level with 2007 and
the business unit has high expectations from its aggressive
pursuit of further business in India, China and Latin

America. Looking ahead, Monagle also envisions a more
opportunistic, less geographically restrictive view of satellites
wherein Paper PCC will seize opportunities to improve
capacity utilization through sales to non-host customers.

In Paper PCC, as throughout the MTI system, lean

manufacturing is integral to margin enhancement. “Our

emphasis in the satellite network is incremental optimization

and operational efficiencies,” says Monagle, adding that
these efforts and the push for a safer work place resulted in

a much improved safety performance.

“When you’re a market leader, it's always difficult to grow
those few extra percent in the top line, but if you tighten up
internally—and we’ve done a remarkable job throughout
the system via 5S and other building blocks of Continuous
Improvement—the results appear on the bottom line,”

says O’Keeffe.

This organizational imperative takes on added significance
in light of recent manpower reductions. As the company
increasingly standardizes and redefines job functions, it is
able to achieve greater productivity. Toward that same end,
Paper PCC has automated several of its U.S. plants to the
point where they now can run unattended for more than 12

hours daily.

The same unwavering emphasis on cost-effectiveness that
drives internal procedures increasingly will apply in the
approach to sales and marketing at both the micro and

macro levels.

Micro: Careful review suggested that substantial investments
in R&D earmarked for customer-specific products—sometimes
including dedicated infrastructure—could not always be
counted on to provide the desired Return on Capital. “We're
getting better at broadening the possibilities with our current
asset base,” says Monagle, who illustrates with a situation
that developed last year when a major customer sought
refinements in a particle. “Whereas once we would’ve made
a capital investment to get there, our synthesis group in this
case came up with a way of achieving the desired result by
engineering the particle through chemical means.” While

product and process development remains the lifeblood




of the business, Paper PCC will increase its focus and
dedication to getting a better return from better optimizing
the delivery of existing shapes and sizes.

Macro: Paper PCC is exploring the development model of
satellite facilities themselves, in recognition of competitors
who, says Monagle, “just to secure the business relationship,
have shown a willingness to put in satellites at a return that
MTI shareholders would find unacceptable.” Paper PCC’s
mandate is to redesign the process at lower capital cost
through creative engineering and low-cost country sourcing.
From a product standpoint, filler-fiber composites continue to
offer the greatest potential for top-line growth. “Our belief in
filler-fiber composites is such that in a time when all spending
is under the microscope and the general proviso is to cut,

we plan on increasing our expenditure for the filler-fiber
program,” says Monagle. Customer discussions continue to

progress towards commercialization.

need to refresh that pipeline and we're concentrating on
tapping into the innate creativity in this organization as
well as exploring and experimenting with ideas that come
from outside the company. We are confident that these new
ideas, processed through the creative science for which we
are known, will help us meet the emerging realities of the

marketplace.”

Foremost among the challenges facing Paper PCC going
forward is the slowdown in the paper industry as a result
of the global recession. The worldwide paper industry has
consolidated a great deal in the last few years and further
contractions among current customers cannot be ruled
out. Printing and writing papers are in decline in North
America and Western Europe but are maintaining about a
5-percent growth trend in Asia, where the business unit is
concentrating much of its effort. “Much of our established
customer base is stressed due to the economic downturn,”

We will emerge from this downturn stronger and be able to take advantage of our innovative talents to
assure future growth at a return our shareholders expect.

Last year also featured a small but meaningful triumph

for Paper PCC’s groundwood program in the form of the
Velacarb® PCC particle, produced for a major customer in
Finland. “Though groundwood paper will constitute a lower
part of our success than our traditional freesheet business,”
says O’Keeffe, “it was still a nice ‘win’ in a niche area we've

worked hard to penetrate.”

Further widening the lens, there is Paper PCC’s commitment
to “technology road mapping”: a matrix that balances
customers’ needs against Paper PCC’s existing capabilities
with the goal of commercializing any untapped opportunities
that arise from areas of intersection. This “road map” also
provides a framework for longer-term R&D initiatives.

“Our goal is to develop better processes that deliver these

incremental wins,” concludes Monagle. “We know we

says Monagle. “And, the horizon for all of these factors to
resolve into a more stable business climate is uncertain. That
said, we are better focused on what we need to do, not only
to manage through this recession, but for the long term. We
are a leaner organization with a more engaged workforce.
We will emerge from this downturn stronger and be able

to take advantage of our innovative talents to assure future

growth at a return our shareholders expect.”
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MINTEQ: ADJUSTING TO TODAY’S REALITIES

For the better part of 2008, Minteq International was well
on its way to a record-breaking year built upon a pivotal
strategy of providing value-added, integrated solutions

to a growing international customer base. Minteq’s fully
integrated service provides people, laser measurement,
application equipment and advanced materials to the

steel industry to maintain its furnaces and molten metal
handling equipment. For the first three quarters of the year,
the worldwide steel industry was on a strong growth track
but came to an abrupt halt in the fourth quarter when the
fiscal crisis and subsequent economic collapse caused steel

production to drop severely.

“In November and December, we experienced production
levels that have not been seen in the steel industry since the
1980s: One million tons of steel a week in the U.S., which

is 50 percent off the highs from August to September,” says
Bill Wilkins, Senior Vice President & Managing Director,
Minteq International. “In Europe, steel production dropped
25 percent both year-to-year and compared to third-quarter
2008. Key steel makers like ArcelorMittal, ThyssenKrupp,
Tata and AK rapidly drew down their inventories in a way
that I've never seen before.” Accordingly, overall refractory
sales in the fourth quarter plummeted to one-half the third
quarter figure, and Minteq ended the year running at less
than 40 percent capacity.

Raw material prices were another challenge Minteq had to
face in 2008. Beginning in the summer, Minteq’s delivered
raw-materials costs jumped by as much as 350 percent,
benchmarked to mid-year 2007 prices. Magnesium oxide,
the primary raw material obtained from China and the

key ingredient in gunning mix formulations, soared to

unprecedented price levels.

Minteq was able to offset its supply issues in large part
through a value pricing strategy that enabled operating
margins to remain at sound levels while also supporting
growth opportunities. Throughout much of 2008, “the weak
dollar created an opportunity for the U.S. to become a net-
exporter of steel,” says Wilkins. “Steel makers optimized
their production runs to make as much steel as possible,
which in turn enabled us to run long campaigns with our

refractory materials and gunning equipment.”

From a product standpoint, the key contributors to
profitability were Minteq’s metallurgical wire and equipment
lines, notably laser units sold in India and Asia as a whole.
Minteq’s wire and laser products are expected to continue
to provide new growth opportunities in emerging economies,
and the business unit is at work on continual refinements to
those lines.

The company’s emphasis on Continuous Improvement also
began to show some results. Through the adoption of 58,
Daily Management Control and Standardized Work, Minteq
saw improvement in defect rates and customer satisfaction
as the year progressed. Hand-in-hand with Continuous
Improvement are the safety gains the business unit has seen.
A heightened level of safety awareness and workforce
training were the major contributing factors to reducing
injury rates in 2008. Lost workday injuries were 1.4 injuries
for 200,000 hours worked compared with a three-year
average of 2.4.

There has also been some ground gained with steel makers
in China. Says Wilkins: “Our reputation and value-added
products are beginning to gain traction in the Chinese
marketplace and this year we have had some success at

winning blast-furnace jobs in addition to business in our

customary product lines.”




However, a more orderly and sustainable growth curve
requires a permanent solution to Minteq’s supply-chain
challenges. The goal is to be at least 70-percent self-
sufficient in Europe, and turning to Chinese material only
when no other alternatives are available. The business unit
sees two chief options for achieving this self-sufficiency,

the first being vertical integration. Minteq is optimizing

its ASMAS operation in Turkey, which has on-site mining
deposits, and has commissioned a third kiln, now fully
operational. In addition, Minteq is exploring long-term
supply agreements with other producers. “We are now
mining for magnesium oxide through licenses that we have
acquired,” says Wilkins, “and are continually investigating
acquisitions or key alliances that offer a more sustainable
flow of materials. In all regions where we operate, we are
applying R&D to the challenge of using less magnesium
oxide or developing suitable alternatives. We are focused
on reformulating our refractory products to help reduce cost
while sustaining quality and targeted customer performance

requirements.”

Minteq is better positioned than many competitors, and

in the near term, it will continue to deploy cost-effective
process improvements and aggressively pursue market
share opportunistically but consistent with its long-term
strategic objectives. The business holds a strong position in
North American basic oxygen furnaces, has solid inroads
into emerging markets, and an ideal slate of products for
margin-minded steel makers seeking to minimize equipment
downtime and reduce costs. Minteq will also reap a large
portion of the savings associated with initiating major
personnel reductions in late 2008 as customers reduced
their requirements. In addition, the implementation of rapid
process improvements along with drawing down the business
unit’s inventory will improve working capital in 2009.

Looking ahead, Minteq will continue to execute the
strategies that brought improved results for the first three
quarters of 2008, and will continue to pull the necessary
levers to manage through this recession. “Although 2009,
presents us with many uncertainties and unique challenges,”
says Wilkins. “We need to keep in mind that we serve an

Looking ahead, Minteq will continue to execute the strategies that brought improved results for the first
three quarters of 2008, and will continue to pull the necessary levers to manage through this recession.

That reformulation may extend to the business model itself,
as Minteq continues to evaluate Minteq operations with
an eye toward consolidating capacity or restructuring

as needed to confront today’s realities and adjust to the

demand reductions from our customers.

essential industry, where we supply value-added products
and services. Steel is the core building block of global
business and manufacturing. It's the first to go into recession,

but it’s the first to come out, and we will be well positioned to

take advantage of that upturn.”




PERFORMANCE MINERALS: MINE TO MARKET

Coming off a difficult year in 2007 as a result of weak
construction and automotive markets, Performance
Minerals trimmed it sails to better weather the storm in
those same industries in 2008. Shedding underperforming
businesses and operations that depended upon imported
ore sources, the business unit adopted “mine-to-market” as
its overarching philosophy and strategic intent. This strategy
emphasizes the cost-effective and sustainable use of native
resources such that customer satisfaction begins and ends
with Performance Minerals’ mines. And, it provides the
added benefit of reducing both inventory and trucking costs,

while enhancing customer intimacy.

With housing starts in 2008 at less than half the peak rate
from 2005, and the U.S. auto industry logging its worst year
in decades, it is not surprising the business unit would finish

the year running at 50 percent capacity. “We're tied 75

percent to construction and 10 to15 percent to automotive,”
says Doug Mayger, Vice President and Manager Director,
Performance Minerals. “This resulted in volume declines
throughout the year.”

Even within a generally gray landscape, however, there
were important bright spots. For one, Performance Minerals’
aggressive marketing yielded $3 million in new business.
“When your base business is down 30 percent,” says
Mayger, “it may not seem like much that you’ve won some
market share from your competitors. Still, we feel that's
significant in terms of our competitive position and greater

revenue potential going forward.”

The linkage between internal efficiency and external
performance has never been clearer in Performance
Minerals. Noting that all Performance Minerals’ plants have
now gone at least one year without a lost-time accident,
Mayger emphasizes that safer, cleaner, more efficient
workplaces strip waste from the system and lessen the time
required to get products to market. This streamlining in
2008 also enabled Performance Minerals to break out of
its customary sales radius and cast a wider net from its four

U.S. mines.

Ground calcium carbonate (GCC) for glassmaking is a case
in point. Traditionally sold at a limit of 300 miles from the
home facility, orders are now taken 500 miles out. “We
were successful at offering customers a value equation that
offset the freight charges, even early in the year when those
charges were at their highest,” says Mayger. “As internal
costs go down further, our reach increases.”

Recent moderations in shipping costs now enable the
business unit to extend its geographical reach even
farther, and GCC for glassmaking continues to offer
further opportunities for growth. “There are customers on
both coasts who can derive benefit from our unique and




sophisticated chemistry and particle-size distribution,” says
Mayger. Here again, Performance Minerals has a natural
competitive advantage—in the most literal sense—thanks to
the high quality of its limestone.

“We're very fortunate to have mines that are in excellent
shape with good reserves,” says Mayger. “It becomes easier
to engineer particles and meet customer needs or even
anticipate them, because we control the natural source.
Some of our competitors have to rely on others for this.”

In keeping with that mine-to-market emphasis, much of the
innovation will be focused on getting maximum return from
an existing asset base, either by adding customer value or

reducing the cost of manufacturing.

“We're reacting much more quickly to the market and
incorporating an element of ‘voice of the customer’ to
deliver the product that best suits each customer’s needs,”
says Patrick Wernett, Director of R&D, Performance
Minerals. “And our reduced new product development time

is clearly making an impact.”

enhances the properties of today’s advanced plastics.
“Normally in plastics you get impact resistance or stiffness,”
says Wernett. “EMforce® offers both.”

EMforce® Polyolefin targets petroleum-based plastics
typically used in automotive dashboards and consoles, as
well as in common consumer appliances. EMforce® Bio

is intended for biopolymers, which are often fabricated
from corn or biomass and are the foundation of an

array of consumer products that are manufactured to

be biodegradable. Performance Minerals has had early
interest from niche manufacturers of compostable plates
and garbage bags, and continues to believe that the broad
potential market for EMforce® products will be significant.

People continue to be the lynchpin of this business as the
Operations Excellence initiatives and high-performance

work systems have revolutionized workplace processes by
driving most day-to-day functions to the equipment operators,
thus freeing supervisory personnel to focus on longer-range

planning, customer-trend analysis and needs, and knowledge

EMforce® Polyolefin targets petroleum-based plastics typically used in automotive dashboards and
consoles, as well as in common consumer appliances. EMforce® Bio is intended for biopolymers, which
are often fabricated from corn or biomass and are the foundation of an array of consumer products that

are manufactured to be biodegradable.

New product lines are also designed to capitalize on
today’s eco-friendly initiatives, which place a premium on
renewable/biodegradable products. Performance Minerals
limestone products offer advantages in energy-conserving
roofing and floor tiles; as soil amplifiers or “sun block” for
crops; and as a desulphurization agent to remove sulphur

dioxide (SO2) at coal firing operations such as power plants.

Such uses gain increasing traction with customers as state
governments and Washington build more green standards
into the bid system. Mayger: “Consider cool-roof standards:
If the mandates say a tile has to meet a certain percentage
of renewable resources, a customer won't even get a chance
to bid on a contract if his product isn’t compliant.”

Processed Minerals continues to feel confident about the

prospects for the EMforce® line, which exponentially

sharing. Performance Minerals expects this effort to yield
significant improvements in such metrics as tons-per-employee

and revenue-per-employee hour.

“We will be a much more efficient organization when we
come out of this,” says Mayger. “We'll be ideally positioned

to capitalize on the comeback in our core markets.”
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