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Minerals Technologies Inc. (MTI) is a leading global resource- and 
technology-based company that develops, produces and markets a broad 
range of specialty mineral, mineral-based and synthetic mineral products 
and supporting systems and services. The company has four reportable 
segments: Performance Materials, Specialty Minerals, Refractories and 
Energy Services. 

The Performance Materials and Specialty Minerals segments, which 
comprise the minerals-based businesses, produce and sell products and 
technologies based upon the minerals bentonite, calcium carbonate, talc 
and leonardite. These minerals are used principally in the metalcasting, 
paper and packaging, automotive, building materials, paints and 
coatings, consumer products, ceramic, polymer, food and pharmaceutical 
industries. 

The Refractories and Energy Services segments, which comprise the 
service-based businesses, produce and market patented technologies, 
products and services. The Refractories segment develops monolithic 
refractory materials and specialty products, services and application 
equipment used primarily by the steel, non-ferrous metal industries, and 
other industrial refractory applications. Energy Services provides a range 
of offshore produced water filtration and well testing services to the 
worldwide oil and gas industry. 

Research and development is a core tenet at MTI and we maintain a 
constant focus on innovation and evolving our product pipeline to benefit 
our customers. By investing in the development of new value-added 
technologies and advanced products, MTI has been able to anticipate and 
satisfy changing customer requirements and to create compelling market 
opportunities for growth.

MINERALS  TECHNOLOGIES

A N N UA L  R E P O R T  2018

MTI AT A GLANCE

12
R&D CENTERS

3,720
EMPLOYEES

158
WORLDWIDE PRODUCTION  
LOCATIONS

35
COUNTRIES

A $1.8 BILLION GLOBAL MINERALS-BASED COMPANY

THE WORLD LEADER IN BENTONITE      

THE WORLD LEADER IN PRECIPITATED CALCIUM CARBONATE (PCC)

A LEADER IN MINERALS-BASED APPLICATION TECHNOLOGY AND 
INNOVATION

STRONG SAFETY AND OPERATIONAL EXCELLENCE FOUNDATION 

Millions of Dollars, 
Except Per Share Data

December 31, 
2018

December 31, 
2017

Net Sales  $1,807.6  $1,675.7 

Performance Materials Segment 828.1 734.8

Specialty Minerals Segment 589.3 584.8

Refractories Segment 311.9 279.4

Energy Services Segment 78.3 76.7

Operating Income 265.1* 263.2*

Diluted Earnings per Share 4.84** 4.59**

Research & Development Expenses 22.7 23.7

Depreciation, Depletion & Amortization 94.3 91.0

Capital Expenditures 75.9 76.7

Net Cash Provided by Operating Activities 203.6 207.6

Number of Shareholders of Record 175 167

Number of Employees 3,720 3,657

* Excludes special items and unallocated corporate expenses

** Excludes special items
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2018 NET SALES BY PRODUCT

Refractory Products
$261.1M

Precipitated Calcium Carbonate
$445.4M

Energy Services
$78.3M

Household & Personal Care
$248.8M

Ground Calcium Carbonate
$91.0M

Metalcasting
$328.9M

Talc
$52.9M

Metallurgical Products
$50.8M

Building Materials
$70.4M

Basic Minerals
$99.7M

Environmental Products
$80.3M

United States
$961.6M

Europe/Africa
$443.4M

Asia
$318.9M

Canada/Latin America
$83.7M

Performance Materials
$828.1M

Specialty Minerals
$589.3M

Refractories
$311.9M

Energy Services
$78.3M

Minerals

Services

2018 NET SALES BY SEGMENT 2018 NET SALES BY GEOGRAPHIC AREA 

* excludes special items and unallocated corporate expenses

53% 46%

24% 33%

18% 17%

5% 4%

2018 OPERATING INCOME BY SEGMENT*  

Performance Materials
$117.3M

Specialty Minerals
$96.1M

Refractories
$45.4M

Energy Services
$6.3M

Minerals

Services

45%

36%

17%

2%

78%
25%

18%

14%

14%

6%

3% 3%

4%

4%
4%

5%



02
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DEAR SHAREHOLDERS:
MTI has a strong growth strategy and a proven 
record of value creation. 2018 was another year 
in which we demonstrated this by delivering 
strong financial and operating performance. We 
generated record-setting sales and earnings 
per share, strengthened positions in core 
product lines while extending further into 
new geographies and introduced many new 
innovative solutions to the market. 

Douglas T. Dietrich | Chief Executive Officer

In my more than eleven years at MTI, I am even more impressed today 
with the strength of our organization and the work we are doing to 
provide innovative minerals-based solutions to our customers around 
the world. Over the past year, I had the opportunity to visit many of our 
facilities globally, and I continue to be encouraged with the high level 
of engagement of our employees and the strong relationships we have 
built with our customers. Through these visits and conversations, I saw 
what truly makes our company unique. It is our people, our culture of 
continuous improvement, our values and our customer-focus that make 
the difference for our business and have enabled our success. 

Our vision is to be the preeminent value-added minerals company 
globally with leadership positions in our key markets, product lines and 
regions. We are achieving this vision through our geographic expansion 
initiatives, robust new product development pipeline and acquisitions, 
each of which we advanced during the year. While executing on our 
strategy, we also focused on deepening our high-performance culture 
and strengthening our sustainability efforts. 

A STRONG YEAR IN A TOUGH ENVIRONMENT
2018 was marked by strong performance across our businesses, 
advancing our growth strategy and tightly managing what was in our 
control. Our initiatives and disciplined execution drove sales growth of 
8% to $1.8 billion and earnings per share of $4.84, a 5% increase over 
last year. Sales in all four of our business segments increased and we 
delivered solid growth across all geographies and the majority of our 
product lines. Additionally, our cash generation remained strong with 
operating cash flow of $204 million. 

Notably, sales in our Minerals businesses, the growth engine for MTI, 
increased 9% to $1.4 billion, driven by higher volumes of greensand 
bonds in Metalcasting in North America and Asia, higher pet care 
revenue and increased European fabric care sales. 

IT IS OUR PEOPLE, OUR CULTURE OF 
CONTINUOUS IMPROVEMENT, OUR VALUES 

AND OUR CUSTOMER-FOCUS THAT MAKE 
THE DIFFERENCE FOR OUR BUSINESS AND 

HAVE ENABLED OUR SUCCESS.
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MTI’s performance in 2018 is a testament to the resiliency of our 
organization and the strength of our culture. Our team demonstrated 
its significant capabilities and ability to adapt to changing market 
conditions as we took decisive steps to mitigate a persistent 
inflationary environment that put significant pressure on our costs.  
Our continuous improvement foundation enables this type of agility and 
the engagement of our employees is critical in driving these efforts.

ADVANCING OUR GROWTH STRATEGY
We continue to make progress on the three pillars of our growth 
strategy, strengthening our position as an industry leader:

• Geographic expansion
• New product development and innovation
• Acquisitions

Paper PCC and Metalcasting Driving Geographic Expansion
Asia remains a very compelling growth region for MTI as we continue to 
capitalize on the large market opportunities to implement our product 
substitution strategies in both Paper PCC and Metalcasting. The 
substitution strategy is driven by the strong value proposition of our 
products which help improve both our customers’ product quality and 
capabilities and reduce their operating costs. 

As the leading producer of precipitated calcium carbonate (PCC) 
worldwide, we are at the forefront of opportunities to drive penetration 
in the Asia paper markets. During the year we signed a contract with 
Chenming Paper for a new satellite PCC plant, which will add 165,000 
tons of capacity to our portfolio. We also began construction on our plants 
in Indonesia and expanded capacity at our India operations.  

In total, we have secured contracts for over 400,000 tons of PCC capacity 
in the past two years, which will drive considerable volume growth in 
2019 and into 2020. When fully operational, these additions will increase 
our global capacity by more than 10%, positioning Asia to surpass North 
America as our largest PCC production region. 

Our penetration strategy for Metalcasting in Asia also progressed 
considerably in 2018, with sales in the region increasing by 7%. We 
continue to leverage our deep technical expertise and value proposition 
in the foundry market to demonstrate the superiority of our product 
formulations and capture new opportunities with foundry customers in 
Asia, as well as other regions. As the world leader in greensand bonds, 
we are well-positioned in large foundry markets to continue our growth 
trajectory through further penetration of our tailored products. 

Our geographic expansion efforts extend beyond Paper PCC and 
Metalcasting. We saw strong demand for our products across our Pet 
Care and Fabric Care product lines, our Refractories business and our 
Environmental Products and Building Materials businesses. This global 
growth led to overall double-digit sales increases in India, Turkey, 
Indonesia and Thailand.

New Product Development Efforts Aligned with Evolving Customer Needs
New product development – a key source of organic growth – is a core 
tenet at MTI and our actions to accelerate new product development 
and drive the pace of commercialization are delivering tangible 
results. In 2018, we increased the speed of development by 21% and 
commercialized 35 new products which have the potential to deliver 
over $100 million in annual revenue. 

+8%

*Excludes special items and unallocated corporate expenses

‘14 ‘15 ‘16 ‘17 ‘18

NET SALES / OPERATING INCOME*

($ in Millions)

1,725 1,798
1,638 1,676

1,808

236

261

265

260

263

Sales Operating Income

RECORD EARNINGS PER SHARE IN 2018*

*EPS from continuing operations, excluding special items

‘14 ‘15 ‘16 ‘17 ‘18

4.00
4.31 4.47 4.59 4.84

+5%

Earnings Per Share
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We completed the acquisition, integrated the business and largely paid 
down the acquisition related-debt – all in 2018. The speed of execution 
and discipline in integrating Sivomatic is a clear demonstration of our 
financial and operating capability to grow inorganically. 

FINANCIAL STRENGTH TO INVEST IN GROWTH OPPORTUNITIES 
In 2018, we maintained our disciplined and balanced approach to 
capital allocation and used our cash flow generation and financial 
strength to invest in the highest return opportunities. We deployed $76 
million in capital expenditures to fund organic growth opportunities in 
our businesses as well as to maintain and improve the performance 
and safety of our facilities. We used another portion of our cash to 
purchase Sivomatic and paid down $80 million of acquisition-related 
debt. In addition, we returned $29 million to our shareholders through 
dividends and share repurchases.   

May-14 ‘14 ‘15 ‘16 ‘17 ‘18

DEBT REPAYMENT AND NET LEVERAGE RATIO

($ in Millions)
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We have a robust pipeline of innovative value-added products across 
each of our businesses that has been strengthened through our close 
alignment with customers and the application of Operational Excellence 
(OE) principles to improve the speed of development. Products such 
as FLUORO-SORB®  adsorbent, ENVIROFIL® PCC and variations of  
NewYield® technology demonstrate how we have adapted our pipeline 
to meet  evolving demands in our current and new markets, which require 
environmental, recycling and remediation solutions.

Acquired Sivomatic, Expanding Global Pet Care Reach
We also executed on the third pillar of our growth strategy in 2018 
through the acquisition of Sivomatic, a vertically integrated mine-to-
market company with leading positions in premium pet litter products in 
Europe. Sivomatic met all of our acquisition criteria and is an excellent 
strategic fit. 

With the addition of Sivomatic, we now have a leading private label pet 
litter position in both North America and Europe. We doubled the size of 
our pet litter business, expanded our global reach, enhanced our portfolio 
of premium pet litter products and increased our bentonite mineral 
reserves. Sivomatic has performed above our expectations and was a 
solid contributor to our Performance Materials business. There are clear 
opportunities to expand our market positions, capitalize on attractive 
customer dynamics and further strengthen our global pet care platform. 

SG&A AS % OF SALES DECLINED, INCLUDING SIVOMATIC OVERHEAD

12.0 11.9
12.4

12.1

11.2



05

CEO LETTER

MTI has entered 2019 with strong alignment on all fronts. We are 
aligned on our strategy, objectives, customer commitments and 
focus on building MTI for the long-term. The coming year will bring 
opportunities to capture and challenges to navigate, but as we 
demonstrated in 2018, our team is well-positioned for both.

Our high-performance culture, growth prospects and strong balance 
sheet positions MTI well for sustained, profitable growth.

Thank you for your continued interest in our company and for  
investing in our future. 

 

Sincerely, 

Douglas T. Dietrich  
Chief Executive Officer

STRENGTHENING OUR HIGH-PERFORMANCE CULTURE
Our culture is a key strategic differentiator for MTI. We promote 
integrity, transparency, accountability and an urgency to succeed. 
We are unwavering in our commitment to the safety of all employees 
with the goal of an injury-free workplace. Our people are the key to our 
success and their engagement and development within MTI is always 
at the forefront. As we continue to drive our growth strategy, we are 
pushing ourselves to be even more agile, more diverse and inclusive, 
more customer centric and more attractive as a company to new talent 
who will carry MTI’s culture far into the future.

BUILDING A SUSTAINABLE BUSINESS
Sustainability is a core value at MTI – everything we do is analyzed 
through this lens. In line with this commitment, during the past year we 
focused on advancing our Environmental, Social and Governance (ESG) 
initiatives and further ingraining sustainability across our organization 
through product innovation, facility management and environmental 
stewardship. In order to take our sustainability efforts to the next level, 
we are developing long-term environmental targets tied to greenhouse 
gas, water and waste reduction that will be published in our next 
Sustainability Report. 

POSITIONED FOR THE FUTURE
Overall, 2018 was a solid year as we achieved record sales and 
earnings and executed on each of the pillars of our growth strategy. We 
leveraged our operating platform, demonstrated strong cost control and 
implemented measures to respond to the challenges we faced across 
our businesses. 

OUR HIGH-PERFORMANCE CULTURE, GROWTH PROSPECTS AND STRONG BALANCE SHEET 
POSITIONS MTI WELL FOR SUSTAINED, PROFITABLE GROWTH.
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2018 A C H I E V E M E N T S

Double digit growth in multiple product lines in 
Asia and other regions, specifically in India,  
Turkey, Indonesia and Thailand

Commissioned new Bleaching Earth Facility in 
Turkey, which will expand production capacity, 
manufacturing capabilities and footprint in 
emerging region

Advanced three Specialty PCC production 
expansions in the U.S. and U.K. that will allow us 
to keep pace with growing customer demand for 
new products

0.16
Lowest Lost Workday 

Injury Rate in  
MTI history

6%
Productivity improvement, 
ninth consecutive year of 

5% or higher

$4.84
Ninth consecutive year 
of record earnings per 

share, up 5% YOY

$1.8B
Record sales in 2018, 

increased 8% YOY

$204M
Strong operating 

cash flow

Refractories segment delivered record operating 
income of $42.3M, driven by commercialization of 
newly developed Hybrid products in North America 
and global reformulation of lower cost products 

Maintained strong balance sheet with $80 
million debt repayment and net leverage ratio 
remaining at 2.2X EBITDA

Acquired and integrated Sivomatic, 
significantly strengthening our global pet care 
platform and driving opportunities to  
expand our reach 

Metalcasting penetration strategy driven by 
greensand bond technology progressed  
with sales in Asia up 7% over last year 

Secured contract for 165,000-ton satellite PCC 
plant in China in 2018, increasing our new paper 
PCC capacity by over 400,000 tons in Asia

Commercialized 35 value-added products with 
the potential to deliver over $100M in 
revenue

Introduced new waste waster and environmental 
remediation technologies, including  
FLUORO-SORB® adsorbent which provides an 
economical process for removing fluorinated 
compounds from contaminated water
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RESPONSIBLE LEADER – MAKING 
A DIFFERENCE WITH OUR PEOPLE 
AND ENVIRONMENT
Creating a Best-in-Class Workplace 

MTI is a dynamic team of nearly 4,000 people with a 
clear understanding of our mission, vision, strategy and 
objectives. MTI’s core values – people, excellence, 
honesty, customer focus and accountability – guide our 
work. All of our employees uphold these values to make us 
a leading supplier of value-added mineral products and 
innovative solutions. 

We also recognize the importance of a diverse and inclusive 
workplace where all employees can contribute, thrive and 
advance. It is this wealth of individual differences and 
unique perspectives that empowers employees, improves 
problem-solving and leads to innovative ideas and better 
decisions for our company and our customers. We have 
heightened our focus on diversity and inclusion through the 
creation of a dedicated Global Inclusion Council that will be 
responsible for determining the overall global diversity and 
inclusion strategy across MTI. 

Strengthening our Sustainable Operations

We take seriously our corporate value to operate as good 
stewards of natural resources and to employ sound 
environmental practices to protect the communities where 
we operate. We recognize that MTI has a responsibility to 
both ensure the needs of our business are met and protect 
the environment for future generations. For us, this means 
addressing waste water disposal, conducting comprehensive 
land reclamation activities and evolving our processes to 
further reduce environmental releases. We also continue to 
grow the number of innovative products in our portfolio with 
a positive sustainability impact.

We have worked to further enhance our sustainability 
framework as we undergo a comprehensive assessment to 
sharpen our focus on those areas that are most important to 
MTI. With this rigor and commitment, we intend to disclose 
meaningful long-term sustainability goals that have a 
strong alignment to our business and communities when we 
issue our 11th Sustainability Report later in 2019. 
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PERFORMANCE MATERIALS -  $828 MILLION REVENUE

BUSINESS OVERVIEW

The Performance Materials segment is the leading producer and 
supplier of bentonite and bentonite-related products. With clay 
reserves located throughout the world, we are fully integrated from 
mine-to-market. Our customers are supported by world renowned 
technical sales and service teams. For over 90 years, we have 
provided superior value to our customers through customized 
technologies and expertise tailored to their needs. 

MARKET LEADERSHIP

#1 WORLDWIDE IN BENTONITE

#1  U.S. METALCASTING BINDERS FOR AUTO AND 
HEAVY EQUIPMENT

#1 WORLDWIDE GREENSAND BOND PRODUCTS

#1 U.S. BULK CLUMPING CAT LITTER

#1 EUROPE PREMIUM CAT LITTER

#1  QUALITY ASSURED WATERPROOF CONCRETE 
STRUCTURES

There are five product lines – Metalcasting; Household and 
Personal Care (HPC); Environmental Products; Building Materials; 
and Basic Minerals. These businesses provide a wide range 
of bentonite-based and synthetic materials for industrial 
and consumer markets and for non-residential construction, 
environmental remediation and infrastructure projects worldwide.

2018 HIGHLIGHTS 
 +13% sales increase to $828 million

Commercialized 16 new products

Metalcasting
• Overall sales increased 12% to $329 million

• Robust revenue growth in North America

•  Sales growth of 7% in Asia through penetration of  
greensand bonds

•  Commercialized a Low Emission Additrol® formulation – 
helps improve casting quality and reduces  
waste and emissions

Metalcasting
$328.9M

HPC & Specialty Products
$248.8M

Environmental Products
$80.3M

Building Materials
$70.4M

Basic Minerals
$99.7M

2018 NET SALES BY PRODUCT LINE 

40% 

30% 

10% 

8% 

12%

Household & Personal Care
•  Acquired Sivomatic, significantly strengthening pet care 

platform

• Sales increased 47% to $249 million 
  Driven by higher pet care revenue, including the 
acquisition of Sivomatic, and increased European fabric 
care sales

•  Commissioned a new Bleaching Earth facility in Turkey for 
edible oil purification 

Environmental Products
•  Sales rose 19%: strong sales growth in Geosynthetic Clay 

Liners (GCLs) used for industrial, hazardous and municipal 
solid waste landfills and for containment of challenging 
residues

•  Commercialized FLUORO-SORB® adsorbent, a product used for 
treating soil, groundwater, surface water and drinking water 
contaminated with Per-and polyfluoroalkyl substances (PFAS)
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2018 HIGHLIGHTS
Paper PCC
Worldwide PCC sales increased to $446 million  
driven by Asia growth

Strong geographic expansion efforts 
• China: Secured 165,000 tons contract for new satellite 

•  Indonesia: Progressed on construction of satellites 
(~135,000 tons)

• India: Multiple capacity expansions (~50,000 tons)

Progress in new product development
•  Signed agreement for the first commercial installation of 

ENVIROFIL® PCC, a product that allows minerals in recycled 
paper to be recovered and reused 

•  Product enhancements to NewYield® technology gained 
customer traction – solution that converts waste streams 
into a functional pigment for filling paper

MARKET LEADERSHIP

#1 GLOBAL PCC 

#1 NORTH AMERICA SPECIALTY PCC
Paper PCC
$378.5M

Ground Calcium Carbonate 
$91.0M

Specialty PCC 
$66.9M

Talc
$52.9M

2018 NET SALES BY PRODUCT LINE 

64% 16% 

11% 

9%

SPECIALT Y MINERALS -  $589 MILLION REVENUE

BUSINESS OVERVIEW

Paper PCC
MTI is the world’s leading producer of precipitated calcium carbonate 
(PCC), a specialty pigment for filling and coating high-quality paper. 
PCC is the filler of choice for papermakers because it improves 
brightness, opacity and bulk in the paper sheet, while reducing costs. 
We also originated the “satellite” concept where PCC production 
facilities are built on site at paper mills. 

Performance Minerals
This business consists of Specialty PCC (SPCC), ground calcium 
carbonate (GCC) and talc. We are vertically integrated from mine-
to-market with three limestone facilities, two SPCC facilities and 
two talc operations. Markets served include:

• Construction (sealants, plastics and paint/coatings)
• Transportation (automotive sealants, ceramics and plastics)
• Consumer (food, pharmaceutical and packaging)

Performance Minerals
•  Ground calcium carbonate sales grew 4% driven by higher 

volumes in the construction market

•  Progress on capacity expansions at three facilities in  
the U.S. and the U.K. 

•  Commercialized Thixocarb® 600, a highly advanced, 
ultrafine specialty PCC used in sealants for the automotive 
and construction industries 

•  Introduced new Specialty PCC for food and pharmaceutical 
applications 
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REFRACTORIES -  $312 MILLION REVENUE

BUSINESS OVERVIEW

MTI is the North American leader in the application of monolithic 
refractories for iron and steel making. The segment consists of 
engineered monolithic refractory lining systems, metallurgical 
wire products, bulk calcium and calcium alloy products, refractory 
measurement systems, and advanced carbon products.  

2018 HIGHLIGHTS

• Sales increased by 12% driven by strong steel market conditions  

•  Record operating income of $45.4 million driven by a strong operating performance and growth through 

valued-added product substitutions for customers

•  Strong R&D efforts:

 Commercialized 7 new products

  Commercialized 17,500 metric tons of newly developed high-performance Hybrid products in  

North America and global reformulation of lower cost products 

• Strong sales of our high-tech laser measurement systems used for measuring refractory lining thickness 

•  First Ferrotron commissioning of the LACAM® Li Emersion Laser, an extremely accurate laser scanning 

system that measures the refractory lining thickness from the interior of a hot iron or steel ladle

MARKET LEADERSHIP

#1  NORTH AMERICA MONOLITHIC 

REFRACTORIES

#1  NORTH AMERICA AND EUROPE IN 

SOLID CORE CALCIUM WIRE

#1  GLOBALLY IN REFRACTORY LASER 

MEASUREMENT SYSTEMS

Refractories
$261.1M

Metallurgical Products 
$50.8M

2018 NET SALES BY PRODUCT LINE 

We have over 100 years of steel industry experience with an 
extensive production, commercial and R&D network globally. 
The Ferrotron unit is the market leader in laser profile 
measurement technology for the refractory and  
steel industries.

84% 

16% 
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ENERGY SERVICES -  $78 MILLION REVENUE

2018 HIGHLIGHTS

• Sales increased by 2%    

•  Growth in filtration services and processed water treatment was driven by the Gulf of Mexico,  
North Sea and Southeast Asia markets

• Stronger market for deepwater well testing services

•  Conducted 40 ORCATM surveys, a 30% increase over 2017 (provides analytical services to help customers 
solve produced water problems utilizing process equipment and/or chemical treatment)

• Process equipment sales pipeline grew globally by 80%

BUSINESS OVERVIEW

CETCO® Energy Services offers a comprehensive portfolio of 
products, services, and innovative solutions to handle complex 
fluid challenges in the oil and gas markets, including industrial 
waste water.  With over 20 years of experience in these sectors, 
we provide safe, customized and dependable solutions to our 

customers on a global basis. Our service offerings are 
focused on all the major global offshore basins with Water 
Treatment and Filtration services and select areas for Well 
Testing such as Deepwater Gulf of Mexico, West Africa and 
Saudi Arabia.

MARKET LEADERSHIP

#1 GULF OF MEXICO FLOW-BACK FILTRATION, 

PRODUCED WATER DEEPWATER PROJECTS 

AND HIGH PRESSURE/ HIGH-TEMPERATURE 

WELL TESTING
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GROWTH STRATEGY

WE MADE NOTABLE PROGRESS ACROSS EACH OF OUR THREE STRATEGIC GROWTH PILLARS 
IN 2018, POSITIONING MTI FOR CONTINUED VALUE CREATION OPPORTUNITIES IN 2019 
AND BEYOND. 

GEOGRAPHIC 
EXPANSION

DOUBLE-DIGIT  
SALES GROWTH

+27% EUROPE & 
AFRICA

• SIVOMATIC

GEOGRAPHIC EXPANSION ACROSS PRODUCT LINES AND REGIONS

+21% INDONESIA
• PAPER PCC

+24% INDIA
• METALCASTING
• REFRACTORIES

+11% THAILAND
• METALCASTING
• HOUSEHOLD &  

PERSONAL CARE

+14% TURKEY
• METALCASTING
• REFRACTORIES

NEW PRODUCT 
DEVELOPMENT ACQUISITIONS

+6% ASIA
• PENETRATION & 

EXPANSION IN 
PAPER PCC AND 
METALCASTING
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METALCASTING 
MTI has a significant and growing position globally 
in the foundry market. In Asia, we see a sizable 
opportunity to leverage our extensive greensand bond 
formulation knowhow and deep foundry technical 
applications expertise to convert foundry customers 
from in-house blends to our engineered pre-blended 
greensand bonds.
Currently about 90 percent of foundries in the U.S. and Europe use a  
pre-mixed greensand bond formulation – similar to that made by MTI –  
to form their castings. The current environment in China, India and other 
countries across Asia is much different. Pre-blended products represent 
about 10 percent or less of the market, with most customers purchasing 
raw materials to formulate their greensand bonds in-house. China and 
India are also the two largest casting markets in the world. 

Reaching 25 percent penetration of pre-blended bonds in these two 
markets represents a $250 million market expansion opportunity. As these 
markets evolve, the opportunity expands to $900 million.

In 2018, we accelerated our penetration efforts, benefiting from increased 
investments in our Metalcasting capabilities in Asia. Overall Metalcasting 
sales in Asia increased by 7 percent over last year and sales were up:

• 64% in India

• 36% in Turkey

• 19% in Thailand 

Our higher value, higher margin greensand bonds business is growing 
rapidly as we make progress demonstrating to customers the quality 
improvements and cost savings realized using our tailored,  
blended products. 

PAPER PCC 
Our penetration strategy is progressing with contracts 
secured in the past two years for new satellites and 
expansions representing over 400,000 tons of Paper 
PCC, 165,000 tons of which were secured in 2018.
Our focus on expansion across Asia in Paper PCC is based upon the 
substantial opportunity to penetrate the paper market by substituting 
MTI’s superior value PCC products in regions with 50 percent or less 
PCC utilization. While North America is 95 percent penetrated with PCC, 
less than 50 percent of the paper produced in China and India uses 
PCC. Based on the current aggregate market, moving to 95 percent 
penetration in these two countries represents approximately 2 million 
incremental tons of potential PCC demand. As the leading producer 
of PCC worldwide with approximately 3 million tons of capacity, MTI 
is well-positioned to capitalize on the significant long-term growth 
potential in China and India.  

Contract wins and expansions in China, India and Indonesia underscore 
how MTI is leveraging our strong customer relationships and 
demonstrating the value of applying superior technologies to secure 
long-term PCC contracts. Within the next two to three years, Asia will 
become our largest PCC production region and we also anticipate our 
PCC tons in India to double over the next three years. 

“ OUR PAPER PCC EXPANSION STRATEGY 
IN ASIA WILL CONTINUE TO BUILD 
MOMENTUM, WITH 300,000 TONS OF 
NEW PCC CAPACITY EXPECTED TO COME 
ONLINE IN 2019, REPRESENTING A PCC 
CAPACITY INCREASE OF 10%.”
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NEW PRODUCT  DEVELOPMENT

NEW PRODUCT DEVELOPMENT AND 
INNOVATION: R&D IS THE LIFEBLOOD 
OF MTI, WITH THE CREATION AND 
COMMERCIALIZATION OF NEW 
TECHNOLOGIES AND PRODUCTS SERVING 
AS A KEY GROWTH CATALYST 
Our innovation pipeline for new product development, supported by our 
continuous improvement initiatives, closely aligning with customers 
and anticipating market trends, was further strengthened in 2018.

We have also instilled more metrics to track our alignment and product 
value proposition, such as customer pull, to ensure that our products 
are helping our customers achieve their objectives. Many of our 35 
products are geared toward meeting our customers’ evolving needs 
for higher value solutions to address their environmental, waste and 
recycling requirements.

ROBUST PIPELINE FROM DEVELOPMENT TO COMMERCIALIZATION 
REPRESENTING OVER $600M POTENTIAL REVENUE

COMMERCIALIZED 35 NEW VALUE-ADDED PRODUCTS IN 2018 

INCREASED SPEED OF DEVELOPMENT BY 21%

AMOUNT OF REVENUE GENERATED FROM OUR NEW PRODUCTS 
INCREASED BY 13% OVER 2017

NUMBER OF NEW PRODUCTS COMMERCIALIZED WITH 

 ASSOCIATED POTENTIAL REVENUE

($ in Millions)

Potential Sales New Products

47
62 62 58

113

‘14 ‘15 ‘16 ‘17 ‘18

11
20

31

26

35
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NEW PRODUCT  DEVELOPMENT

PERFORMANCE MATERIALS
• In our Metalcasting business, we introduced a new Additrol® LE 

additive blend into our greensand bond product offering. It is aligned 
with our customers’ increased focus on reducing emissions during the 
casting process. We saw strong demand for the product in 2018 and 
anticipate further growth going forward. 

• In our Environmental Products business, we leveraged our capabilities 
in water filtration and applied them to large water remediation problems 
with the recently commercialized FLUORO-SORB® adsorbent. This is 
proving to be an effective and economical process in waste water 
cleanup as it removes fluorinated compounds from contaminated water. 
FLUORO-SORB® adsorbent received an NSF/ANSI Standard 61 certification, 
which will help expand our market position in water purification. We have 
a robust pipeline of sales opportunities in 2019 and continue to pursue 
additional trials to demonstrate its efficacy across a variety of projects. 

• In our Pet Care business, we continue to grow our lightweight 
cat litter line, which is half the weight of normal litter, with major 
retailers in North America, and have expanded this product line in 
Asia. Additionally, we are in the process of developing new product 
formulations for our scented and non-scented scoopable litters, as 
well as fragrance boosters, to extend our assortment of litter-related 
products for our major retail partners.

SPECIALTY MINERALS
Paper PCC

Our confidence in our Paper PCC growth strategy lies in our ability to 
leverage our broad portfolio of technologies beyond filler PCC to create 
value for our customers over long-term partnerships. Technologies such as 
the FulFill® platform of products, ENVIROFIL® PCC and enhancements to 
NewYield® PCC are solutions that help address important environmental 
and fiber consumption challenges at the papermill. 

• NewYield® technology cost-effectively converts paper and pulp production 
waste into a functional pigment for filling paper. This technology 
eliminates the cost of environmental disposal and remediation of 
certain waste streams to papermakers. We see compelling value 
creation opportunities for this product, especially in China where most 
papermakers lack alternatives for disposal of this waste stream.  

• ENVIROFIL® PCC is an innovative recycling technology that allows 
papermakers to recover minerals pigments from deinking residue by 
converting from standard PCC to ENVIROFIL® PCC. This improves waste 
paper yield, mitigating solid waste disposal costs and reducing the 
environmental impact of the deinking process.  

• Our FulFill® high-filler technology system allows papermakers to 
increase the amount of PCC in paper, replacing more expensive fiber 
and reducing energy consumed in making paper. 

There are compelling opportunities in our pipeline to extend our Paper PCC 
penetration by implementing each of our technologies as the next level 
technology at existing or new satellite plants. While these opportunities 
are primarily in Asia, we are seeing increased interest in South America 
and Europe. 

Our efforts also extend to the packaging market. White and brown 
packaging demand continues to grow globally, and we have been 
strengthening our development and trials of value-enhancing 
technologies. We have been identifying satellite projects that would  
support our packaging business by enhancing the printability of high end 
white board packaging or improving the cost of commodity brown boxes.

Performance Minerals

Twelve new GCC, talc and Specialty PCC products have been 
commercialized over the last 5 years. During 2018, we made substantial 
progress improving our pipeline. We introduced Thixocarb® 600, a highly 
advanced, ultrafine Specialty PCC that enables unique rheological control 
of specialty technical sealants for the automotive and construction 
industries.

REFRACTORIES
In 2018, the Refractories segment successfully engineered and 
commercialized a new portfolio of high-performance refractory 
maintenance products (Hybrid Technology) for the steel industry. This 
series of products was designed to enable customers to easily apply these 
products in both hot and cold applications of the electric arc and basic 
oxygen furnaces. The technology provides our customers with improved 
application and performance at a lower overall cost per ton of steel.  

We also successfully engineered and commercialized the LACAM® LI 
Explorer, which is a highly precise laser scanning system that measures 
the refractory lining thickness. This technology can be used in conjunction 
with our refractory maintenance programs to deliver a safe, low-cost 
refractory solution. 

ENERGY SERVICES
In Energy Services, our produced water analytical service offering - called 
ORCA™ consulting services - continues to gain traction. This service 
is aimed at solving complex off-shore produced water issues and our 
engagement activity is up 30 percent over last year. 



16

ACQUISIT IONS

ACQUISITION OF SIVOMATIC DEMONSTRATES DISCIPLINED AND FOCUSED M&A 
STRATEGY TO DRIVE NEW GROWTH OPPORTUNITIES 
Acquisitions are also an important component of how we intend to grow. We spend significant time analyzing and assessing potential  
acquisitions and have developed a sizable portfolio of opportunities. Sivomatic was one of those opportunities. Through this 
acquisition, we added a high performing company in the premium pet litter business that has strengthened one of our core product 
lines and extended our pet care reach into Europe. 

MTI Sivomatic

Leading Global 
Private Label Pet 

Litter Position

SIVOMATIC IS A STRATEGIC FIT

• Extends existing pet care business into Europe

• Doubles MTI pet care business

• Expands MTI’s high quality ore reserves in Turkey

• Fits well within existing operating footprint in Europe

-  26 facilities / offices, including 4 plants and  
1 office in Turkey

SIVOMATIC SNAPSHOT 

• Vertically integrated manufacturer of premium  
cat litter in Europe 

• Strong track record of revenue growth  
(8% CAGR last 5 years)

• Leading presence in major European retailers with 
55 private labels and own brand, SivoCat

• Compatible operations footprint; production 
facilities in Netherlands, Austria and Turkey

• Significant mining reserves: bentonite sourced  
primarily from wholly-owned mines in Turkey

M&A CRITERIA

• Minerals-based companies with  
technological differentiation

• Provide additional growth venues  
(geographies, attractive markets)

• Extend existing business positions  
(global reach, technology)

Sivomatic’s Foothold  
in Major Leading 

European Retailers

Growing Presence  
in China and  

Southeast Asia 

MTI’s Strong  
Presence in Major 

North American 
Retailers

SIVOMATIC
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OPERATIONAL  EXCELLENCE

OPERATIONAL EXCELLENCE – A HIGHLY 
DISCIPLINED AND STRUCTURED BUSINESS 
SYSTEM IS INGRAINED IN MTI’S DNA  
We continue to drive more value from our Operational Excellence (OE) 
platform and foster a continuous improvement culture at all levels of the 
organization. The importance of OE was on full display during the past 
year. Our employees demonstrated their deep level of engagement as they 
helped MTI solve the challenges we faced through suggestions to reduce 
costs as well as hosting Kaizen events designed to remove waste and risk 
from our processes – all of which drove productivity improvements and  
expense reduction.

“ Our OE activities and ideas submitted through 
our suggestion system compound each other and 
benefit MTI’s performance over the long-term and 
through changing economic environments. Through 
these improvement initiatives we have accelerated 
our sales growth, driven earnings higher, reduced 
expenses and mitigated the cost pressures we 
experienced during 2018.”

We drove OE deeper into our foundation during 2018:

• Productivity (measured in tons-produced-per hour) rose by 6 percent, 
marking the ninth consecutive year with productivity improvements of  
5 percent or higher.

• The number of Kaizen events increased 16 percent to 7,170.

• Our employees made over 59,000 suggestions, a nearly 12 percent 
improvement over last year.

1,908

3,104

3,938

6,161

7,170

KAIZEN EVENTS

(# of Events)

‘14 ‘15 ‘16 ‘17 ‘18

‘14 ‘15 ‘16 ‘17 ‘18

17,842

39,693

45,097

53,118

59,237

GLOBAL SUGGESTION SYSTEM

(# of Suggestions)

‘14 ‘15 ‘16 ‘17 ‘18

6%

9%

7%

6% 6%

PRODUCTIVITY IMPROVEMENT

(Percent Reduction in Hours Worked per Ton Produced)
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SAFETY — WE PUT PEOPLE FIRST AND 
ENSURE THE SAFETY OF OUR EMPLOYEES 
ABOVE ALL ELSE
We recognize that our safety metrics are closely linked to our OE efforts 
and are a key indicator of advancing our continuous improvement culture. 
Our strong safety performance is a result of the hard work and dedication 
of our employees, who hold themselves and each other accountable for 
practicing safe behaviors. Through active engagement and management 
commitment to safety, employees directly participate in identifying safety 
issues and implementing solutions to improve their work areas. 

Although we experienced a year-over-year increase in our Total Recordable 
Injury Rate (TRIR), the severity index of injury cases dropped substantially 
in 2018. Our Lost Workday Injury Rate (LWIR) dropped by nearly 40 percent 
to 0.16. This represents the best performance in MTI’s history and moves 
our company closer to the world class milestone of 0.10. 

Our improved performance follows a close examination of our severe injury 
causes and the introduction of new proactive safety measures, which 
allow our teams to focus on conditions or actions that exist around human 
performance or doing work the “right way.” These engagement activities 
contributed to more than 80 percent of our sites achieving an injury-free 
year in 2018, with five sites reporting more than 25 consecutive years 
without an injury. 

We remain proud of our longstanding position as a leader in safety, 
but continue to reflect upon this performance with a healthy level of 
dissatisfaction as we strive for a zero-injury environment.

SAFETY: HISTORICAL INJURY RATES 

(Injuries/100 Employees)

World Class Recordable Injury Rate

World Class Workday Injury Rate

‘07 ‘08 ‘09 ‘10 ‘11 ‘12 ‘13 ‘14 ‘15 ‘16 ‘17 ‘18

Annual Recordable Injury Rate

Lost Workday Injury Rate

1.16

3.08

2.63

0.94 1.41

0.61

1.67

0.65

1.34

0.38

1.59

0.39

0.97

0.40

1.23

0.40

1.25 1.18 1.28

0.26 0.26 0.16

2.06

0.75
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Metalcasting Products and Markets

Household, Personal Care and Specialty Products Products and Markets



Basic Minerals Products and Markets

Drilling Fluid Additives:

Drilling Products:

Other Industrial: 

Environmental Products Products and Markets



Building Materials Products and Markets

PCC Products and Markets

PCC Products Paper



PCC Markets Paper

Uncoated Wood-Free Printing and Writing Papers North America

Uncoated Wood-Free Printing and Writing Papers Outside North America.

Uncoated Groundwood Paper

Coated Paper

Specialty PCC Products and Markets

Processed Minerals Products and Markets



Refractory Products and Markets



Steel Furnace.

Other Iron and Steel.

Industrial Refractory Systems

Metallurgical Products and Markets

Principal Services

Water Treatment / Filtration

Well Testing: 





Mineral Reserves and Mining Process







Worldwide general economic, business, and industry conditions have had, and may continue to have, an adverse effect on the 
Company’s results.

Our customers’ businesses are cyclical or have changing regional demands. Our operations are subject to these trends and we may
not be able to mitigate these risks.



Our Environmental Products and Building Materials products sales are predominantly derived from the commercial construction 
and infrastructure markets. In addition, our Processed Minerals and Specialty PCC product lines are affected by the domestic 
building and construction markets, as well as the automotive market. 

The Company’s results could be adversely affected if it is unable to effectively achieve and implement its growth initiatives.

Servicing the Company’s debt will require a significant amount of cash. This could reduce the Company’s flexibility to respond to 
changing business and economic conditions or fund capital expenditures or working capital needs. Our ability to generate cash 
depends on many factors beyond our control.

Our senior secured credit facility contains various covenants that limit our ability to take certain actions and our revolving credit 
facility, if used, also requires us to meet financial maintenance tests, failure to comply with which could have a material adverse 
effect on us.



The Company’s sales of PCC could be adversely affected by our failure to renew or extend long term sales contracts for our satellite
operations.

The Company’s sales could be adversely affected by consolidation in customer industries, principally paper, foundry and steel.

The Company is subject to stringent regulation in the areas of environmental, health and safety, and tax, and may incur 
unanticipated costs or liabilities arising out of claims for various legal, environmental and tax matters or product stewardship issues.



Delays or failures in new product development could adversely affect the Company’s operations.

The Company’s ability to compete is dependent upon its ability to defend its intellectual property against inappropriate disclosure 
and infringement.

The Company’s operations could be impacted by the increased risks of doing business abroad.

The Company’s operations are dependent on the availability of raw materials and access to ore reserves at its mining operations.
Increases in costs of raw materials, energy, or shipping could adversely affect our financial results.



The Company operates in very competitive industries, which could adversely affect our profitability.

Production facilities are subject to operating risks and capacity limitations that may adversely affect the Company’s financial
condition or results of operations.

Operating results for some of our segments are seasonal.

Our operations are subject to cyber-attacks that could have a material adverse impact on our business, consolidated results of 
operations, and consolidated financial condition.















Silica and Asbestos Litigation

Environmental Matters















Production margin %

Operating margin %

Effective tax rate





Segment Review



2018 v 2017

2017 v 2016

2018 v 2017



2017 v 2016

2018 v 2017

2017 v 2016

2018 v 2017



2017 v 2016





Revenue Recognition 



Valuation of Long-lived Assets, Goodwill and Other Intangible Assets 

Income Taxes 



Pension Benefits 





Leases

Intangibles – Goodwill and Other

Reclassification of Certain Tax Effects from Accumulated Other Comprehensive Income 

Retirement Benefits

Fair Value Measurement

Adoption of ASU 2014-09 Revenue from Contracts with Customers



Adoption of ASU 2017-07 Compensation - Retirement Benefits:  Improving the Presentation of Net Periodic Pension Cost and 
Net Periodic Postretirement Benefit Cost

Adoption of ASU 2017-12 Derivatives and Hedging (Topic 815):  Targeted Improvements to Accounting for Hedging Activities

Adoption of ASU 2017-01 Business Combinations

Exchange Rate Sensitivity



Interest Rate Sensitivity

Credit Risk

Sovereign Debt Risk



Disclosure Controls and Procedures

Changes in Internal Control Over Financial Reporting

Our Company,  Governance,  Corporate Responsibility Policies
and Charters



Our Company,  Governance, 
Corporate Responsibility Policies and Charters























Balance as of December 31, 2015

Balance as of December 31, 2016

Balance as of December 31, 2017

Balance as of December 31, 2018



Business 

Basis of Presentation 

Use of Estimates 

Cash Equivalents and Short-term Investments 

Trade Accounts Receivable 

Inventories 

Property, Plant and Equipment 



Stripping Costs Incurred During Production 

Accounting for the Impairment of Long-Lived Assets 

Goodwill and Other Intangible Assets 

Investment in Joint Ventures 

Accounting for Asset Retirement Obligations 



Fair Value of Financial Instruments 

Derivative Financial Instruments 

Revenue Recognition 

Foreign Currency 

Income Taxes 



Research and Development 

Accounting for Stock-Based Compensation 

Pension and Post-retirement Benefits 

Environmental 

Earnings Per Share 

Subsequent Events 

Recently Issued Accounting Standards



Leases

Intangibles – Goodwill and Other

Reclassification of Certain Tax Effects from Accumulated Other Comprehensive Income 

Retirement Benefits

Fair Value Measurement

Adoption of ASU 2014-09 Revenue from Contracts with Customers



Adoption of ASU 2017-07 Compensation - Retirement Benefits:  Improving the Presentation of Net Periodic Pension Cost and Net 
Periodic Postretirement Benefit Cost

Adoption of ASU 2017-12 Derivatives and Hedging (Topic 815):  Targeted Improvements to Accounting for Hedging Activities

Adoption of ASU 2017-01 Business Combinations







Impairment of assets

Severance and other employee costs

Other



Stock Options



Restricted Stock











Cash Flow Hedges

Net Investment Hedges

Other





Cash and cash equivalents, short-term investments, accounts receivable and payable

Short-term debt and other liabilities

Long-term debt

Forward exchange contracts

Credit risk



Pension Plans and Other Postretirement Benefit Plans





Additional Information



Plan Assets



U.S. equities

Non-U.S. equities

Fixed income

Real Estate and other



Contributions

Estimated Future Benefit Payments

Investment Strategies

Savings and Investment Plans



Environmental Matters



Capital Stock

Cash Dividends

Stock Award and Incentive Plan













Opinion on the Consolidated Financial Statements

Internal 
Control – Integrated Framework (2013)

Basis for Opinion 



Opinion on Internal Control Over Financial Reporting 

Internal Control – Integrated Framework (2013)
.

Internal Control – Integrated Framework (2013)

Basis for Opinion 

Definition and Limitations of Internal Control Over Financial Reporting 
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BOARD OF DIRECTORS

Duane R. Dunham 
Chairman of the Board 
Former  and Chief  Officer 
Bethlehem Steel Corporation

Douglas T. Dietrich 
Chief Executive Officer

Joseph C. Breunig  
Former Executive Vice President, Chemicals 
Axiall Corporation

John J. Carmola 
Former Segment President 
Goodrich Corporation

Robert L. Clark 
Provost and Senior Vice President for Research 
University of Rochester

Alison A. Deans 
Former Chief Investment Officer 
CRT

Franklin L. Feder 
Former Regional Chief Executive Officer for Latin America 
and the Caribbean  
Alcoa Inc. 

Carolyn K. Pittman 
Former Vice President – Finance and Controller 
Huntington Ingalls Newport News Shipbuilding

Marc E. Robinson 
Senior Vice President, Enterprise Strategy 
Aetna

Donald C. Winter  
Former 74th Secretary of the Navy  
Professor of Engineering Practice at the University of Michigan

CERTIFICATIONS

The Company’s chief executive officer submitted the certification 
required by Section 303A.12(a) of the NYSE Listed Company Manual 
certifying without qualification to the NYSE that he is not aware of 
any violations by the Company of NYSE corporate governance listing 
standards as of June 11, 2018. The Company also filed as an exhibit to 
its Annual Report on Form 10-K for the year ended December 31, 2018, 
the certifications required by Section 302 of the Sarbanes-Oxley Act 
regarding the quality of the Company’s public disclosure.

CORPORATE OFFICERS

Douglas T. Dietrich * 
Chief Executive Officer

Matthew E. Garth * 
Senior Vice President, Finance and Treasury and Chief Financial Officer

Jonathan J. Hastings * 
Group President, Performance Materials

Douglas W. Mayger * 
Senior Vice President and Director, MTI Supply Chain

Thomas J. Meek * 
Senior Vice President, General Counsel, Human Resources, 
Secretary and Chief Compliance Officer

D.J. Monagle III *
Group President, Specialty Minerals and Refractories

Brett Argirakis * 
Vice President and Managing Director, Minteq International Inc.

Andrew M. Jones * 
Vice President and Managing Director, Energy Services

Michael A. Cipolla 
Vice President, Corporate Controller and Chief Accounting Officer

* Member, MTI Leadership Council

STOCK LISTINGS

Minerals Technologies Common Stock is listed on the New York Stock 
Exchange (NYSE) under the symbol MTX.

REGISTRAR AND TRANSFER AGENT

Computershare Trust Company, N.A. 
PO Box 30170 
College Station, TX 77842

INVESTOR RELATIONS

Cindi Buckwalter 
Head of Investor Relations 
Minerals Technologies Inc. 
622 Third Avenue, 38th Floor, New York, NY 10017 
(212) 878-1831

MEDIA INQUIRIES

Michael Landau 
Director of Corporate Communications 
(212) 878-1840
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Firefly Design + Communications Inc. www.fireflydes.com
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