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ON THE BACK 
COVER: At SDI’s 
structural and rail 
mill at Columbia 
City, Indiana, newly 
formed rail exits 
the rolling mill as 
a glowing section 
250 feet in length. 
In 2010 the mill 

made its first shipments of AREMA Standard 
Strength rail to America’s Class I railroads.

F I N A N C I A L  H I G H L I G H T S

SELECTED OPERATING DATA 2010 2009 2008 2007 2006

SHIPMENTS 
Steel operations (thousands of tons) 5,296 4,046 5,609  5,550 4,758
Steel fabrication operations (thousands of tons) 164 145 287 277 236
Metals recycling: ferrous (thousands of gross tons) 5,180 3,631 4,959 974 80
Metals recycling: nonferrous (millions of pounds)      961 780 912  137 -
Metals recycling shipments to steel operations 2,161 1,435 2,027 398 75

(thousands of gross tons) 

EMPLOYEES     
Number of full-time employees 6,180 5,990 6,652 5,940   3,490 

OPERATING RATIOS
Operating margin                6% 3% 10% 16% 20%
Operating income* per ton shipped (steel operations segment)   $86 $52 $153 $136 $154

SELECTED FINANCIAL DATA 2010 2009 2008 2007 2006
(millions of dollars) 
Net sales $6,301 $3,959 $8,081 $4,385 $3,239
Operating income 365 120 846 691 659
Net income (loss) attributable to SDI 141 (8) 463 395 397
Cash flow from operations 169 446 770 428 405
Total assets 5,590 5,130 5,254 4,519 2,247
Long-term debt (including current maturities) 2,387 2,223 2,650 2,030 439

EARNINGS PER SHARE     
Net income (loss) per share (diluted) $0.64 $(0.04) $2.38  $2.01  $1.89 
Year-end shares outstanding (thousands) 217,575 216,000 181,820 190,324 193,967

DIVIDENDS     
Cash dividends declared per share $0.30 $0.325 $0.40  $0.30  $0.25

$6.3B

NET SALES
(billions of dollars)

$365M

OPERATING INCOME
(millions of dollars)
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SDI

ON THE COVER:  In the 
top photo, five 240-foot 
rails — totaling more than  
27 tons —are hoisted into 
SDI’s rail-welding operation 
using a radio-controlled 
electromagnetic crane.  
After being welded into 
1,600-foot strings, 50 strings 
are shipped on an L.B. Foster 
rail train, shown here as  
it arrived in New England  
in November 2010. Rail 
train photo courtesy of  
Kevin Burkholder.

FORWARD-LOOKING 
STATEMENTS
This publication contains 
predictive statements 
about future events. These 
statements are intended  
to be made as “forward-
looking” within the safe- 
harbor protections of the 
Private Securities Litigation 
Reform Act of 1995. Reference 
is made to the “risk factors” 
section in SDI’s most recent 
Annual Report on Form 10-K, 
included herein, which 
describes the many factors 
and risks that may cause  
such predictive statements  
to turn out differently. 

Note: See the Form 10-K filing for the year ended December 31, 2010, following page 26, for additional historical data.
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*Operating income excludes profit-sharing costs and amortization related to the operating segment.
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In 2010, Steel Dynamics restored its momentum and 

achieved a substantially stronger performance following  

a very weak 2009. 2010 net sales were $6.3 billion,  

up 59 percent from $4.0 billion in 2009. Net income 

climbed to $141 million for 2010, or $0.64 per diluted  

share, as compared to a net loss of $8 million in 2009,  

or $0.04 per diluted share. 

A YEAR OF PROGRESS

The U.S. economy in 2010 had not yet recovered to a point 

where order entry across all of our divisions generated the 

peak levels of production and shipping volumes we 

enjoyed in 2007–2008. Specifically, the slow recovery took 

its toll on the parts of our business that are construction 

dependent. Nevertheless, 2010 did represent a solid 

year — a year of progress toward regaining our growth 

trajectory, with two of our steel divisions showing 

exceptional strength.

Our Flat Roll Division had an outstanding year. In fact, the 

Butler flat-roll mill set new records for both production and 

shipments, shipping over 2.6 million tons in 2010. I salute 

everyone associated with that achievement, which 

includes not only the significant efforts by the crews of the 

Flat Roll Division, but also the employees of Iron Dynamics, 

Mesabi Nugget, and OmniSource, who shared in providing 

the Butler mill with essential ferrous materials.

Similarly, the Engineered Bar Products Division posted 

excellent results. This division also established new 

production and shipping records, with shipments totaling 

568,000 tons for the year, an 87-percent increase from 

304,000 tons in 2009. The engineered-bar team did an 

outstanding job, ratcheting up production to meet the 

multiplying needs of customers in the machinery and 

energy sectors, and concurrently gaining market share.

Steel Operations
61%

Metals 
Recycling
and Ferrous 
Resources
35%

Steel Fabrication 3% Other 1%

2010 SALES BY BUSINESS SEGMENT
(percent)

KEITH BUSSE, Chairman and Chief Executive Officer

APRIL 7, 2011

T O  O U R  S H A R E H O L D E R S
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Also noteworthy in 2010 was the progress made by  

the Structural and Rail Division’s rail team. During the year, 

the mill’s new second caster successfully began producing 

blooms for light structurals and rail. The team also gained 

certification of Standard Strength rail products by all of 

America’s Class I railroads and Amtrak. We look forward  

to continuing to develop our relationships with these 

railroads. We are quickly ramping up shipments of these 

new products, both as 1,600-foot continuous-welded  

rails and in shorter lengths. Rail will help augment the 

performance of this division, which has suffered from  

weak construction demand for wide-flange beams.

2010 OPERATING SEGMENT RESULTS

Overall, SDI shipped 5.3 million tons of steel in 2010, 

representing a 31-percent increase in shipments from the 

4.0 million tons shipped in 2009. Our average steel selling 

price rose to $774 per ton compared to $662 in 2009.  

Our average increase in the selling price per ton shipped 

exceeded the increase in the average cost per ton  

of ferrous scrap charged into our furnaces, positively 

impacting our profit margins. This effect, as well as  

cost compression due to higher production volumes, 

accounted for a 3-percent year-over-year improvement  

in our steel segment operating margins.

Net sales for our steel operations reached $4.0 billion in 

2010, increasing from $2.6 billion in 2009. Steel operating 

income* of $451 million was more than double 2009’s 

operating income* of $208 million. Once again, the 

performance of our steel operations was the strongest 

among our domestic steelmaking peers. SDI achieved  

the highest operating income from steel operations,  

the highest ROA, and the highest EBITDA margin.

In our other two business segments, we saw mixed results 

for the year. In the metals recycling and ferrous resources 

segment, we experienced strongly improving results in 

ferrous-scrap recycling and a strong performance by Iron 

Dynamics, coupled with a challenging start-up year for  

the Mesabi Nugget plant. In our steel fabrication segment,  

New Millennium Building Systems faced continued 

headwinds because of persistent recessionary conditions 

in the U.S. commercial construction market.

2010 net sales for OmniSource (including intra-company 

sales) were $3.0 billion, increasing 89 percent from  

RAILMAKING 

The roughed shape then makes three 
passes through a tandem finishing mill; 
rail shaped in its finished cross section 
rolls out 250 feet in length.

*Operating income excludes profit-sharing costs and amortization related to the operating segment.

Rolling of rail begins in a roughing mill 
where a 25-foot rectangular bloom 
passes forward and back nine times  
to be reshaped into what is roughly  
the shape of a rail.

A new $85 million caster at Columbia 
City that began operation in 2010 
produces 10-by-14-inch blooms used  
for rail production. 
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$1.6 billion in 2009. Operating income* increased 

74 percent, from $57 million in 2009 to $99 million  

in 2010. Increased volumes were the primary driver  

of improved profitability. While shipments of nonferrous 

recycled metals were up 23 percent, shipments of ferrous 

scrap were 43 percent higher than in 2009.

The growth in OmniSource’s ferrous-scrap shipments,  

from 3.6 million gross tons in 2009 to 5.2 million gross tons 

in 2010, was the result of the 2010 recovery in U.S. steel 

production related to an improving economy. OmniSource 

supplied 2.2 million gross tons of its ferrous scrap to  

SDI’s steel operations, about 47 percent of the tonnage  

of ferrous scrap purchased by our mills. OmniSource’s 

shipments to our steel mills accounted for 42 percent  

of its total ferrous shipments for 2010, with 58 percent of 

its tonnage sold to other steel companies and to foundries. 

Iron Dynamics continued to perform well, supplying 

226,000 metric tons of iron resources to the Flat Roll 

Division. An increasing proportion was the preferred hot 

liquid that increases the productivity of the flat-roll mill’s 

melt shop. Our Iron Dynamics team has done an excellent 

job in improving 

productivity while 

reducing the 

resource and 

energy costs  

of the process.  

Iron Dynamics 

makes a strong 

contribution  

in allowing us  

to reduce our 

purchases of imported pig iron.

Likewise, our Mesabi Nugget operation holds the promise 

of supplying our mills with iron units in the form of small, 

solid nuggets—potentially in higher volumes and at  

a lower production cost per ton than Iron Dynamics.  

(The Mesabi Nugget plant at Hoyt Lakes, Minnesota,  

is jointly owned with Kobe Steel, Ltd., which holds  

a 19-percent equity interest.)

After the start-up of the Mesabi Nugget plant early in 2010, 

the first shipment of nuggets was made to the flat-roll mill 

CAPITAL EXPENDITURES
(millions of dollars)
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At SDI’s continuous rail-welding 
(CWR) facility, 240-foot rail sections are 
butt-welded together into 1,600-foot 
strings, utilizing a high-precision process.

Up to 72 of these long rail strings are 
loaded for shipment, pushed one at a 
time onto a rail train specially configured 
with rollers and a storage grid.

The rail train departs directly to the site 
where existing rail is to be replaced. In 
this photo, rail delivered by L.B. Foster 
is unloaded in Vermont.
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Structural and Rail Division, Columbia City, Indiana. 

*Operating income excludes profit-sharing costs and amortization related to the operating segment.

RAIL WELDING
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The Techs, GalvTech, Pittsburgh. Roanoke Bar Division, Roanoke, Virginia.

in February. There, the nuggets were successfully used  

as a feedstock in the production of steel, melted along 

with ferrous scrap. During the year, 67,000 metric tons  

of Mesabi nuggets were shipped to our steelmaking 

operations. The purity and superior quality of the  

nuggets has fully met expectations. These nuggets 

promise to be an excellent feedstock for our EAF mini  

mills. Our goal in 2011 is to increase nugget-production 

volume by increasing the plant’s uptime, although  

we do not expect to achieve a monthly production  

rate meeting the plant’s full-capacity utilization rate  

of 500,000 metric tons until late 2011. 

The Mesabi Nugget start-up had an adverse impact  

on SDI’s 2010 results, reducing our pre-tax income by  

$42 million. We expect quarterly losses at Mesabi to continue 

until a much higher level of nugget production is achieved, 

potentially in the second half of 2011. Mesabi Nugget 

losses, of course, offset income from OmniSource in our 

metals recycling and ferrous resources business segment. 

Moving to our steel fabrication segment, New Millennium 

Building Systems continues to be impacted by weak 

non-residential construction markets. It reported a 2010 

operating loss of $25 million, including an impairment 

charge of $13 million, on sales of $177 million and 

shipments of 164,000 tons. In October, we closed  

on the $17.6 million asset purchase of three joist plants 

from the Commercial Metals Company, which will allow  

New Millennium to expand quickly into the West and 

Southwest regions of the U.S. We expect long-term strategic 

benefits as the company will now have a national presence. 

The addition of these plants makes New Millennium the 

nation’s second-largest joist-and-deck provider. 

AN AGENDA FOR 2011

For the year 2010, SDI invested $133 million in capital 

projects. We currently have no new major capital projects 

approved that would result in materially larger capital 

outlays in 2011. Our current focus in 2011 will be  

on taking advantage of our highly productive assets  

to generate additional profitability and cash. During  

2010, our liquidity increased by $403 million to  

$1.1 billion.  

A large, efficient distribution center helps our Roanoke Bar 
Division gain high marks for customer service. Here, bundles 
of rebar are loaded for shipment.

A high-speed automated machine using a ribbon of plastic 
wraps a galvanized coil to protect the steel from the elements.
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Steel of West Virginia, Huntington, West Virginia.

1% RAIL Structural and Rail Division
         —— SPECIALTY SHAPES Steel of West Virginia

                           — MERCHANT BAR
                                 Roanoke Bar Division

                                    — SBQ/MBQ STEEL
                                          Engineered Bar Products Division

                                   — STRUCTURAL STEEL
                                         Structural and Rail Division

                    —— The Techs

2010 STEEL SHIPMENTS 
BY TYPE/OPERATING DIVISION

2010 STEEL SHIPMENTS 
BY DISTRIBUTION CHANNEL

— Service centers 
 and distributors

2010 STEEL SHIPMENTS:  5.3 million tons

Steel fabricators 2% —

63%
35%

Flat Roll Division —— 

4%
10%

11%

11%

13%

50%

FLAT ROLLED STEEL 63% —

2010 FLAT ROLLED SHIPMENTS 
BY PRODUCT TYPE 

— Cold-rolled galvanized

— Hot-rolled galvanized

—— 2% Galvalume 

— METALLIC-COATED 43%

Painted —

Pickled —

Cold-rolled —

Hot-rolled —

25%

16%34%

5%

9%

9%

Mining —                                       
  Agriculture —                                      

  Energy —                                     

Heavy equipment —                               

Appliance and HVAC —                   

Other transportation    

2010 STEEL SHIPMENTS
BY END MARKET*

13%

12%

10%

14%
6%

6%
5%

5%

23%

3%
3%

—— Light commercial and
               residential construction

— Heavy construction

— Metal buildings

—— Automotive

Other —
manufacturing      

— CONSTRUCTION 35%

Direct sales  —      

* End-market percentages shown are best estimates. Because nearly two-thirds of our steel shipments go through a distribution channel, and because service centers and distributors 
do not typically provide to us the details of their customer and end-market sales, we have estimated these sales. Our estimates are based on knowledge of types of products sold for specific 
applications and on assessments by the sales and marketing staffs of our steel-product divisions. This accounts for the large percentage of shipments categorized as “other manufacturing,”  
some of which could actually belong in other defined categories.

Engineered Bar Products Division, Pittsboro, Indiana.

Long, freshly rolled round sections of special-bar-quality (SBQ)  
steel rest on a “walking-beam” cooling bed before being sawed  
to length. 

Melt-shop upgrades made in 2010 — a new pulpit and remotely 
controlled oxygen-lance manipulator — improved safety  
and productivity.
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We will continue to focus on liquidity and cash management 

in 2011. Details regarding our financial condition appear  

in the financial discussion following this letter.

As we put the challenges of the past two years behind us, 

we look forward with optimism. We believe significant 

opportunities for sustained growth in the steel business 

and metals recycling lie ahead. We will continue to make 

business plans and decisions that emphasize long-term 

benefits to our shareholders. 

To our investors, customers, suppliers, partners, and,  

most of all, to our dedicated employees, we thank you  

for your ongoing support and your shared commitment  

to Steel Dynamics.

Sincerely,

Keith Busse 

Chairman & CEO

An OmniSource Corporation facility, Indianapolis, Indiana. Mesabi nuggets at Flat Roll Division, Butler, Indiana.

A large  
crane-mounted 
electromagnet  
hoists a “scoop”  
of Mesabi nuggets, 
sending them on the 
way to an electric-arc 
furnace in the Butler 
melt shop.

OmniSource operates more than 400 trucks 
hauling metals for recycling. The company 
also utilizes a fleet of 1,800 railcars.



20107

2010 net sales of $6.3 billion marked the second-

highest level of revenues in our history, second only 

to net sales of $8.1 billion achieved during the height of 

demand in the metals industry in 2008. All of our operating 

segments experienced increased sales volumes and pricing 

when compared to the low levels experienced in 2009.  

The most impactful drivers of both revenue and operating- 

income growth during the year were from our sheet-steel, 

special-bar-quality steel, and metals-recycling operations. 

2010— A YEAR OF IMPROVEMENT 

Liquidity levels reached record heights during the year, 

improving $403 million, attaining a level of $1.1 billion  

at December 31, 2010. The increase in available funds  

was achieved despite a decline of $276 million in cash 

flows from operations, as increases in our trade receivables 

and inventories (due to increased volumes and values) 

more than offset our earnings improvement. The keys  

to our improved liquidity included:

•  A March issuance of $350 million of senior notes 

due 2020. A portion of the net proceeds were used  

to reduce the outstanding balances on our senior  

secured revolving credit facility.

• The receipt of $102 million in tax refunds throughout 

 the year.

• A $50 million increase in total available funds related 

 to our senior secured revolving credit facility.

Adjusted EBITDA* improved $239 million, or 59%, during 

the year, allowing for improvement in our credit statistics. 

Our first lien leverage, which primarily represents outstanding 

balances on our revolver and letters of credit, was .03x and 

our net debt leverage was 3.4x at the end of 2010. 

As 2011 unfolds, we are optimistic. We are seeing further 

strengthening in certain end-user markets, such as 

automotive, transportation, construction equipment, and 

agriculture. As the opportunity for continued operational 

improvements exists, our financial strategy continues to 

include a commitment to improve our leverage metrics, 

while allowing for long-term sustainable growth and 

maintaining appropriate liquidity levels. This is achieved 

through our unyielding focus on remaining a low-cost, 

highly efficient, innovative metals company—optimizing 

our operational margins and maintaining our rich 

employee culture.

THERESA WAGLER, Executive Vice President and Chief Financial Officer

A  F I N A N C I A L  P E R S P E C T I V E

NET DEBT
Total debt less cash
(billions of dollars)

 RATIO OF NET DEBT  TO 
ADJUSTED EBITDA

(multiple) 
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*
LIQUIDITY

(billions of dollars)
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1.2
$1.1B

20102009200820072006

Available revolver
Cash

* Adjusted EBITDA, represents our earnings before interest, taxes,    
depreciation, amortization, and certain other non-cash items.

Mesabi nuggets at Flat Roll Division, Butler, Indiana.
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STEEL OPERATIONS NET SALES  
AND OPERATING INCOME* 

NET SALES
(billions of dollars)

OPERATING INCOME
(millions of dollars)
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$451M

*

 
heats up  
 

Steelmaking
heats up  
in 2010

*Operating income excludes profit-sharing costs and amortization related to the operating segment.
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DICK TEETS
Executive Vice President for Steelmaking

President and Chief Operating Officer, Steel Operations

As demand for steel rebounded in 2010, our steel 

operations were in position to ramp up quickly  

to meet renewed order strength. Our steel shipments  

for 2010 increased 31 percent to 5.3 million tons—this 

despite the uneven U.S. economic recovery that resulted  

in slower progress for parts of our business.

Higher volumes in 2010 

compressed mill costs, 

enhanced productivity, 

and resulted in greater 

operating margins. 

Operating income* for 

steel operations increased 

to $451 million, more  

than doubling 2009’s 

S T E E L  O P E R A T I O N S

The Engineered Bar Products  
Division recovered strongly in 2010. 
At left, a 7-inch process round bar 
travels from the roughing mill to an 
intermediate mill where the bar will 
be rolled through seven mill stands 
to a smaller final diameter. At right, 
finished, polished SBQ round bars 
ready for shipment.

* Operating income excludes profit-sharing costs and amortization related 
to the operating segment.
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$208 million. Operating income* per ton of steel shipped 

rose to $86 compared to $52 in 2009. Looking at the 

different operating levels of our steel divisions in 2010, 

however, shows the effects of the mixed recovery. 

For flat-rolled steel, which made up 63 percent of the tons 

of steel we shipped in 2010, demand was robust during  

the first half of the year, weakened through the summer 

and fall, but closed the year very strong. The Flat Roll 

Division achieved record annual shipments of more  

than 2.6 million tons, up 28 percent and exceeding  

the past record by more than 100,000 tons. 

The Techs, our wholly owned subsidiary in Pittsburgh that 

operates three galvanizing plants, shipped 716,000 tons. 

Value-added coated products accounted for about  

52 percent of our 2010 flat-rolled steel shipments. In total, 

flat-rolled shipments by the Flat Roll Division and The 

Techs increased 24 percent in 2010 versus 2009. 

The Engineered Bar Products Division showed the most 

dramatic increase in volume, setting records for cast  

and rolled tons in 2010. It shipped a record 568,000 tons 

for the year, up 87 percent from 2009. The Pittsboro team 

capitalized on high demand for SBQ in several key markets 

and won market share with major customers. 

Painted steel coils exit the paint line 
at Butler, Indiana, one of SDI’s two 

coil-coating lines. Steel of this type 
is supplied to customers for a variety 

of products, such as office furniture 
manufactured by HON (at right). 
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5.3M

ANNUAL STEEL SHIPMENTS
(millions of tons)

Flat Roll Division
The Techs

Structural and Rail Division
Engineered Bar Products Division

Roanoke Bar Division
Steel of West Virginia
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Flat Roll Division

72%

88%

Engineered Bar Products Division                                            91%

Roanoke Bar Division                                                      78%

Steel of West Virginia                                                73%

Structural and Rail Division 35%

The Techs                                                                        72%

2010 CAPACITY UTILIZATION
(percent)

* Operating income excludes profit-sharing costs and amortization related 
to the operating segment.
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‘Finding a supplier  
like SDI meant a world  
of difference for us.’  
Perry Littlejohn, Director of Strategic Procurement

HON COMPANY, Muscatine, Iowa

HON is the most-recognized office-furniture brand  
in the United States. HON goes to market through 
wholesalers, some big-box stores, and a dealer  
network. Both painted and unpainted steel sheet  
from Steel Dynamics is used in HON office products.

“Really, it’s all about culture. After all, there’s 

only so much you can do with the price of steel. 

Steel is a commodity. But if the cultures don’t 

mesh, price doesn’t matter. The relationship  

isn’t going to work. 

Believe me, finding a steel supplier like SDI 

meant a world of difference for us. Steel Dynamics 

doesn’t act like other steel mills. They don’t hold 

you at arm’s length. They partner through the 

whole process. 

We developed a pre-painted-steel program with 

SDI for use in some of our office products. It was  

a new process for them, so there were lots of long 

meetings and late nights. But SDI stayed at it. They 

continued to improve. Even though we buy SDI 

steel through Coilplus, a service center, SDI has a 

true concern for the end-user.  Our company is the 

same way.  We care and want to understand how to 

best serve our end-users and back up our products. 

Again, that kind of supplier commitment to ensure 

the value of their product is invaluable to us.”

LORI HAHN
Sales Manager
SDI Flat Roll Division 
Butler, Indiana

“Direct interaction  
with end-users allows us to  
produce an improved product  
in support of their specific  
needs. Developing  these  

strong partnerships through the supply chain enables  
us to expand our processes and gain additional  
knowledge for continuous improvement in even more 
market sectors. Better communication establishes  
trust, which results in richer outcomes for all.”



12SDI

SDI’s other two steel-bar divisions also showed  

noteworthy gains in steel volumes in 2010.  

Roanoke Bar Division’s shipments for the year  

totaled 505,000 tons, up 41 percent from 2009.  

Steel of West Virginia experienced stronger  

OEM orders and shipped 234,000 tons,  

up 16 percent over 2009. 

The Structural and Rail Division—our division most  

dependent on non-residential construction, the  

weakest of all our markets—operated at approximately  

35 percent of capacity. While the mill’s 2010 shipments  

of 630,000 tons showed a 32-percent improvement, they  

rose from a very low base. The ramping up of production 

of Standard Strength rail boosted the mill’s rail shipments 

to 55,000 tons, making 2010 a breakthrough year for  

SDI in this new product category. We made our first rail 

shipments to America’s Class I railroads, including our  

first shipments of AREMA Standard Strength rail sections 

and continuous-welded rail made up of 240-foot  

Standard Strength sections.

During 2010, we concluded several projects and  

upgrades to enhance our mills’ production capabilities, 

including the completion and start-up of a second  

caster at our Structural and Rail Division. The new 

An L.B. Foster train loaded with  
continuously welded rail that  

was produced and welded at SDI’s  
Columbia City, Indiana, mill approaches 

its destination in Vermont, where the  
rail is being used to upgrade  

a corridor used by Amtrak.
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‘A great relationship built on 
trust and mutual advantage.’
Stan Hasselbusch, President and CEO

L.B. FOSTER COMPANY, Pittsburgh

PAUL KOTSENAS
Manager of Rail and Special Products
SDI Structural and Rail Division
Columbia City, Indiana

“L.B. Foster helped Steel Dynamics  
get started in rail production. There’s  
a high level of trust between us.  
We’re in constant communication. 
They bring a wealth of expertise  

that takes a big burden from SDI. 
“For example, L.B. Foster works with engineers to get rail 

specified for jobs. They handle legal work, administration 
such as billing and collecting, and logistics. They’re good 
with tariffs. They own and operate their own welded-rail 
trains. They have the ability to route those rail trains and 
then get them unloaded at their destinations.  

“L.B. Foster and SDI complement one another — we 
increase each other’s reach. It’s an excellent relationship.”

In December 2010, Steel Dynamics contracted with L.B. Foster, its 
strategic rail distributor, to provide 28,500 tons —140 miles’ worth — 
of continuous welded rail for installation on the New England Central 
Railroad in Vermont. This is the largest new-rail order L.B. Foster has ever 
placed in its 109-year history. L.B. Foster’s specially equipped rail trains  
have been transporting the product—240-foot lengths welded into 
1,600-foot continuous strings—from SDI’s rail mill to various locations 
throughout Vermont. All rail will be delivered by mid-2011. 

“We’ve always felt very strongly about 

relationships with customers and suppliers. 

We’d noticed SDI’s success, and we were 

impressed. When Dick Teets visited us and 

said SDI wanted to get into rail production, 

we got to know the company. 

We liked their get-up-and-get-at-it 

approach. Our cultures fit well together;   

we’re both cost-conscious. It was a great 

relationship to pursue. 

In the last two years, the relationship 

has really blossomed. We’re out working for 

SDI seven days a week, selling their product. 

We’ve even bought land adjoining SDI’s 

rail-welding operation to process and store 

product. When SDI gets to full capacity with 

rail, we’ll be prepared to be even more of  

a player in their success. 

We believe Steel Dynamics can become  

the primary rail producer in this country, 

which will be a win-win opportunity for both  

of us — a great relationship built on trust and  

mutual advantage.” 
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caster allows us to produce rail more efficiently  

and provides additional casting capacity to support  

the division’s medium-section mill. Additional investments 

to improve productivity and enhance safety were made  

at the Engineered Bar Products Division and Steel of  

West Virginia.

‘We treat customers like  
we’d like to be treated.’

      Parker Arthur, Sales Manager

SDI ROANOKE BAR DIVISION, Roanoke, Virginia

Roanoke has for many years earned a No. 1 ranking in overall  
customer satisfaction among bar and structural mills in the Jacobson 
Customer Satisfaction Survey, a continuous polling of major steel 
customers in the U.S. and Canada. “We make merchant-quality steel,” 
says Parker Arthur. “It’s a standard product, but a quality one,  
delivered on time.” 

“People like doing business where they 

feel comfortable. We offer great continuity. 

We’re a small group with very little 

turnover. We know the customers,  

and they know us. We treat people  

with respect and give them good day-in, 

day-out service. We get them answers  

to their questions quickly. In other words, 

we treat them like we’d like to be treated. 

That’s paid big dividends over the years. 

That, we hope, will help us gain new 

customers and retain existing ones. ”

Stronger markets and our employees’ productive 

performance in 2010 allowed us to make good progress 

toward regaining former levels of production and 

productivity. Our mills remain in an excellent position to 

take advantage of the currently expected higher volumes 

to further compress costs and improve profitability in 2011. 
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‘The basic win for us is taking 
good care of our customers and 
having a great steel supplier.’

    Les Whitver, Vice President of Operations

MICHIGAN SEAMLESS TUBE, South Lyon, Michigan

“We’re a job shop,” says Les Whitver, “and we make stuff quickly—that’s  
a big competitive edge we have. We have many kinds of customers.  
We make tubes for OEMs, service centers, and the oil patch. We produce 
pressure tubing for nuclear power plants and the nuclear Navy. In fact, 
Michigan Seamless Tube is the only supplier in the country certified for 
this work. We do odd things as well. For example, we made tubes for  
Jay Leno’s 1925 Doble Series E Steam Car. It’s a strange thing to answer  
the phone one day and the guy on the line says, ‘This is Jay Leno. I want 
you to fabricate something for me.’” 

“Steel Dynamics’ Engineered Bar 

Division grew up as we grew up. We  

melded together. SDI learned to make  

the grades and bars we needed—and  

became our No. 1 supplier. They’re great  

on service. 

Why SDI? It was the people. It’s all  

relationships, no matter what business 

you’re in. With SDI and us, it’s always  

been one hand helping the other.  

SDI has taken good care of us, done  

lots of favors for us over the years. 

The basic win for us is taking good  

care of our customers and having a great 

steel supplier. But our steel supplier has  

to have the same devotion to service  

that we do. SDI does. As I said, we grew  

up together. ”

MATT NORTH
Regional Sales Manager
SDI Engineered Bar Products Division
Pittsboro, Indiana

“Dependability of supply and 
production flexibility—Michigan 
Seamless Tube lives and dies  
by these words. We strive to provide 
the products they need when they 

need them. Sometimes meeting customers requirements 
can be challenging, but meeting those demands is what 
keeps the Pittsboro team winning customers.”
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In 2010 our metals recycling business, OmniSource 

Corporation, regained a measure of vigor, rebounding 

from the recessionary scrap markets we saw in 2009.  

Net sales increased to $3.0 billion and operating income* 

to $99 million for the year, compared to net sales of  

$1.6 billion and operating income* of $57 million experienced 

during the downturn in 2009. Our profitability improved 

primarily through increased volumes and improved  

cost compression. 

Ferrous-scrap shipments 

in 2010 were 5.2 million 

gross tons, 43 percent 

higher than shipments  

of 3.6 million gross tons 

in 2009. Nonferrous-scrap 

shipments were  

961 million pounds,  

MARK MILLETT
Executive Vice President for Metals Recycling and Ferrous Resources

President and Chief Operating Officer, OmniSource Corporation

M E TA L S  R E C Y C L I N G
A N D  F E R R O U S  R E S O U R C E S

At left, two OmniSource trucks  
unload obsolete ferrous sheet  
metal as shredder feedstock at  
OmniSource’s Holt Road facility  
in Indianapolis. At right, at a  
nonferrous facility at OmniSource  
in Jackson, Michigan, yellow brass 
wire from a wire manufacturer 
awaits shipment for recycling.

* Operating income excludes profit-sharing costs and amortization related 
to the operating segment.
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Dark areas indicate first-half 2008 shipments  
by Recycle South before acquisition.

up 23 percent from 780 million pounds in 2009.  

(The above figures include shipments between divisions 

within the company.)

When Steel Dynamics bought OmniSource in late October 

2007, we sought both to obtain a secure source of supply 

of ferrous scrap (the primary raw material and largest 

single cost of manufacturing for SDI’s steel mills) and  

to enter a new business platform to generate additional 

profitability, further diversifying our revenue sources. 

Since the acquisition, both OmniSource and SDI’s steel 

mills have benefited from a symbiotic circumstance, with 

OmniSource having a secure customer, and the mills 

having a more “just-in-time,” reliable, high-quality source  

of raw material. OmniSource supplied 2.2 million gross 

tons of ferrous scrap to SDI’s steel mills in 2010 versus  

1.4 million gross tons in 2009, supplying about 47 percent 

of the scrap purchased by the mills. 

Inversely, these shipments only represented 42 percent  

of OmniSource’s 2010 total shipments. The majority  

of OmniSource’s volumes purposely continue to flow  

to external customers, as we also focus on growing our 

metals-recycling presence and market-share participation.    
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‘We’re enhancing and simplifying  
the customer’s experience.’
Clyde Billips, Michigan Division Manager

OMNISOURCE CORPORATION, Jackson, Michigan

In an effort to increase the collection of “obsolete” scrap from  
the public and independent scrap sellers, OmniSource is revamping  
some of its yards and opening new Recycling Centers to cater  
to these customers. 

“At one time, Jackson had more 

screw manufacturers than any other  

city around, and OmniSource got loads  

of industrial scrap. Production was  

the bottom line. Scrap in, scrap out.

We were successful, but then, to  

cut their labor costs, most of the screw 

factories moved offshore. We picked  

up stamping business to get our 

industrial-scrap volumes back, but also 

expanded our focus on obsolete scrap.

We recently have brought retail 

enhancements to our operation: 

hard-surface roads, directional signage, 

covered areas for unloading, trained 

customer-service reps and efficient 

cashiers, free coffee every day, and free 

donuts on Saturdays. We’re already 

seeing increased traffic and have gotten 

lots of positive comments about our new 

Recycling Center. 

I came out of operations, where  

there was an emphasis on production, 

production, production. Now, with retail, 

there’s also an emphasis on being helpful. 

I enjoy that. ”
The Jackson scrap yard has been transformed into a  
more customer-friendly facility with refurbished buildings 
and new signage. Here, a customer chats with cashier 
Melissa Penney.
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Over the past two years, we have taken a number  

of steps to position OmniSource for continued growth  

and improved profitability in a changing scrap 

environment. We began with the streamlining of  

our management structure in 2009 to move to a leaner, 

more efficient organization—focusing on continual cost 

control and improved operational performance. The result 

is a more effective and nimble organization with greater 

flexibility to adjust to changing market conditions. 

Additionally, we are also increasing our focus on the “retail” 

scrap market—representing the purchase of “end-of-use” 

metals, such as used appliances, automobiles, beverage 

cans, etc., from individuals and “scrap peddlers.” We  

are currently in the process of transforming our older  

retail collection sites into more accessible, user-friendly 

environments, and we are also opening new locations. 

These changes are designed to improve our customers’ 

overall experience and to reduce the time required  

to drop off scrap and receive payment.      

In concert with our marketing goals, we are also making 

investments in innovative technologies to maximize  

the value of our ferrous shredded products and  

to substantially improve the recovery of nonferrous  

materials from our shredders. In addition, multiple  

projects are under way to improve our information- 

technology platforms.

We are currently anticipating growth in ferrous-processing 

volumes in 2011 as a result of expected increased demand 

from the steel industry. Given that OmniSource has 

primarily operated in a recessionary setting since  

its acquisition by Steel Dynamics, we are now eager  

to demonstrate the contribution that OmniSource can 

make amid a more normalized economic environment.

FERROUS RESOURCES 

Steel Dynamics currently operates two facilities that 

produce pig iron for use in our steel mills: Iron Dynamics  

in Indiana, and Mesabi Nugget, LLC, in Minnesota.  

Mesabi Nugget is co-owned by Kobe Steel, Ltd., of Japan, 

which owns a 19-percent equity stake. SDI’s ferrous 

resources also include Mesabi Mining, LLC, a wholly owned 

subsidiary whose planned role is to surface-mine and 

process iron ore as feedstock for our Mesabi Nugget plant. 

The mining company is not yet in operation  

as it awaits issuance of operating permits.

At the new metals-recycling center on Meyer Road in Fort Wayne, 
a yard crane unloads ferrous metal from a customer’s pickup truck.

OmniSource is remodeling its facilities and opening new Recycling 
Centers, seeking to increase scrap flow and provide better service  
to customers. 
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Iron Dynamics (IDI) has been successful in providing 

hot-briquetted iron and liquid pig iron directly to our  

Flat Roll Division’s melt shop. In 2010 Iron Dynamics 

supplied 226,000 metric tons of iron to our steel mill,  

of which 79 percent was in the form of higher-value 

molten pig iron. Liquid pig iron has become an essential 

component in facilitating the flat-roll mill’s increased 

productivity and record steel production.  

Mesabi Nugget began production of iron nuggets 

in 2010, making its first shipment of Mesabi nuggets to  

the Flat Roll Division in February. Although the expected 

annual production capacity of the new Mesabi Nugget 

plant is 500,000 metric tons, our first-year nugget 

shipments were 67,000 metric tons. Starting up the  

world’s first commercial plant of this type requires time  

for process refinement and equipment modifications  

in order to maximize the plant’s operational time.  

As we worked through many of these issues in 2010,  

we are optimistic for 2011. As Mesabi Nugget continues  

to increase production, this iron supply, combined with 

Iron Dynamic’s production, should limit the need for 

purchases of imported pig iron, moving toward our goal  

of eventual iron self-sufficiency for our steel mills.  

Mesabi nuggets are shipped by rail from Hoyt Lakes, Minnesota,  
to SDI’s Flat Roll Division in Butler, Indiana, where they become  
feedstock for steel production.
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Fallon, Nevada

Juarez, Mexico

Hope, Arkansas

Butler, Indiana

Salem, Virginia

Lake City, Florida New Millennium added three 
western plants (red) in 2010 with 
the purchase of joist-making 
assets from the Commercial 
Metals Company.
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Demand for New Millennium’s joist-and-decking 

products remained at historic lows in 2010 due  

to a very weak non-residential construction market that 

has persisted in the U.S. since mid-2008. In the face of 

tough market conditions, the team at New Millennium 

took actions to reduce costs, increase our exposure to  

new markets, strengthen 

partnerships with key 

customers, and establish a 

presence in the western U.S. 

Net sales for 2010 were 

$177 million, up 12 percent 

from $158 million in  

2009. Shipments were 

S T E E L  F A B R I C A T I O N

At left, a team of employees at  
New Millennium’s first plant at  
Butler, Indiana, performs the final 
welds to a set of joists. At right, 
similar work is performed by an 
employee at the newly acquired 
joist plant in Juarez, Mexico.

GARY HEASLEY
Executive Vice President of Business Development

President of New Millennium Building Systems
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164,000 tons compared to 145,000 tons in 2009, an 

increase of 13 percent. Operating losses* were $12 million 

(excluding $13 million in impairment charges related  

to the closure of our South Carolina plant), compared  

to an operating loss* of $6 million in 2009. Our operating 

plants’ financial results improved as the year progressed.

In September, we announced the purchase of three  

joist plants plus the joist-making equipment of four  

additional plants from a competitor that had exited  

the business. The plants we purchased and will operate  

are in Hope, Arkansas; Fallon, Nevada; and Juarez,  

Mexico. The other four plants are being dismantled.  

Their equipment will be relocated, sold, or scrapped.  

We believe the $17.6 million we paid for these assets  

was a fair value that will prove over time to be a wise 

investment. Constructing similar new plants today  

would cost $20 million to $25 million each. 

Building on our position as a strong competitor in the 

eastern U.S., New Millennium can now serve customers — 

such as major retailers, structural-steel fabricators, and 

design-build firms — that undertake projects from  

coast to coast. We have expanded our sales force  

to support the new plants in the West and Southwest. 
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In this photo, finished  
steel joists ready for 

shipment from the Salem, 
Virginia, plant. On the  

opposite page, another of  
New Millennium’s main 

products, steel decking.

* Operating loss excludes profit-sharing costs and amortization related to 
the operating segment.



201025

These facilities are equipped with the most modern  

joist-making equipment available, making them very 

efficient plants with low cost structures. We began limited 

production at the Juarez plant in November, and as the 

flow of new orders builds, we are prepared to begin  

production at Hope and Fallon. 

As we look ahead, we expect the non-residential  

construction market to gradually improve as the economy 

recovers and as construction financing becomes more 

available. Having experienced two years in a very  

challenging environment, our employees continue  

to aggressively pursue all opportunities to reduce costs 

and develop new business to expand our market share.  

As a result of the New Millennium team’s hard work,  

our steel-fabrication business stabilized and began its  

recovery during 2010, and is now positioned for growth 

and a return to profitability.

“My department handles the 

scheduling of jobs from the beginning. We 

work with customers to determine the end 

result they’re looking for, all the way through 

to delivery. The project is engineered, 

produced, and shipped how they want 

it and when. If necessary, we can modify 

the schedule at any point in the process. 

Customers benefit from our logistics 

experience, our anticipating transportation 

issues along the way, or the details of 

unloading at the job site. We ship a lot  

of loads that are 80 feet or longer. We 

recently shipped joists that were 124 feet 

long. There are a lot of details to work 

out before you send out a load like that. 

In the end, though, it’s all about  

what our customer needs.”

‘We bird-dog everything,  
start to finish.’

Brett Nartker, Traffic Manager

NEW MILLENNIUM BUILDING SYSTEMS, Butler, Indiana
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S E E  S T E E L  D Y N A M I C S  W E B S I T E  
F O R  M O R E  I N F O R M AT I O N

www.steeldynamics.com

A variety of useful investor information appears on our 

corporate website. There, you will find quarterly earnings 

reports as well as all interim news releases. We do not print 

or mail quarterly or interim reports. We encourage you  

to check our website frequently for the latest information 

about Steel Dynamics.  

Our website includes detailed information about the 

company, our operations, and our products, as well as links 

to the OmniSource, New Millennium, and steel-division 

websites. In addition, we provide news and special features 

about various aspects of our business, presented as slide 

shows, photos, and videos.

INVESTOR CENTER. This area provides a wealth of 

information. It includes archives of SEC filings, news 

releases, annual reports, proxy statements, insider-trade 

filings, and conference-call audio replays. An overview for 

investors, copies of recent investor presentations, and 

corporate-governance documents are also found there. 
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ON THE BACK 
COVER: At SDI’s 
structural and rail 
mill at Columbia 
City, Indiana, newly 
formed rail exits 
the rolling mill as 
a glowing section 
250 feet in length. 
In 2010 the mill 

made its first shipments of AREMA Standard 
Strength rail to America’s Class I railroads.

F I N A N C I A L  H I G H L I G H T S

SELECTED OPERATING DATA 2010 2009 2008 2007 2006

SHIPMENTS 
Steel operations (thousands of tons) 5,296 4,046 5,609  5,550 4,758
Steel fabrication operations (thousands of tons) 164 145 287 277 236
Metals recycling: ferrous (thousands of gross tons) 5,180 3,631 4,959 974 80
Metals recycling: nonferrous (millions of pounds)      961 780 912  137 -
Metals recycling shipments to steel operations 2,161 1,435 2,027 398 75

(thousands of gross tons) 

EMPLOYEES     
Number of full-time employees 6,180 5,990 6,652 5,940   3,490 

OPERATING RATIOS
Operating margin                6% 3% 10% 16% 20%
Operating income* per ton shipped (steel operations segment)   $86 $52 $153 $136 $154

SELECTED FINANCIAL DATA 2010 2009 2008 2007 2006
(millions of dollars) 
Net sales $6,301 $3,959 $8,081 $4,385 $3,239
Operating income 365 120 846 691 659
Net income (loss) attributable to SDI 141 (8) 463 395 397
Cash flow from operations 169 446 770 428 405
Total assets 5,590 5,130 5,254 4,519 2,247
Long-term debt (including current maturities) 2,387 2,223 2,650 2,030 439

EARNINGS PER SHARE     
Net income (loss) per share (diluted) $0.64 $(0.04) $2.38  $2.01  $1.89 
Year-end shares outstanding (thousands) 217,575 216,000 181,820 190,324 193,967

DIVIDENDS     
Cash dividends declared per share $0.30 $0.325 $0.40  $0.30  $0.25

$6.3B
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ON THE COVER:  In the 
top photo, five 240-foot 
rails — totaling more than  
27 tons —are hoisted into 
SDI’s rail-welding operation 
using a radio-controlled 
electromagnetic crane.  
After being welded into 
1,600-foot strings, 50 strings 
are shipped on an L.B. Foster 
rail train, shown here as  
it arrived in New England  
in November 2010. Rail 
train photo courtesy of  
Kevin Burkholder.

FORWARD-LOOKING 
STATEMENTS
This publication contains 
predictive statements 
about future events. These 
statements are intended  
to be made as “forward-
looking” within the safe- 
harbor protections of the 
Private Securities Litigation 
Reform Act of 1995. Reference 
is made to the “risk factors” 
section in SDI’s most recent 
Annual Report on Form 10-K, 
included herein, which 
describes the many factors 
and risks that may cause  
such predictive statements  
to turn out differently. 

Note: See the Form 10-K filing for the year ended December 31, 2010, following page 26, for additional historical data.
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*Operating income excludes profit-sharing costs and amortization related to the operating segment.
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