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Invitation to 2026 Annual Meeting of Stockholders

Dear Fellow Stockholder:

We are pleased to invite you to join us, our Board of Directors, executive officers, associates and other stockholders at Atmus' 2026 
Annual Meeting of Stockholders. The attached notice of our 2026 Annual Meeting of Stockholders and Proxy Statement, which we 
are providing to stockholders beginning on March 30, 2026, contain details of the stockholder business to be conducted at the 
meeting.

A Year of Strong Performance and Momentum at Atmus
2025 was a defining year for Atmus. We delivered strong performance in the face of challenging global markets, while completing 
our transition to full operational independence and advancing the strategy we set as a newly public company. These results are a 
direct reflection of our people – their expertise, dedication and relentless commitment to delivering premium, trusted filtration 
solutions to our customers every day.

What did we accomplish in 2025?

Delivered strong financial results and executed our growth strategy

· Delivered 5.7% organic growth in 2025, building on the momentum we created in our first full year as an independent public 
company, with the benefits of pricing actions and share gains more than offsetting market headwinds.

· Disciplined execution led to reporting $353.5 million of Adjusted EBITDA, growth of 7.3% compared to prior year. This result 
reflects growth from our customer focus, cost reductions through the continued execution of our supply chain transformation and 
effective mitigation of tariffs by our team.

· Delivered value to shareholders through a consistent and deliberate approach to capital allocation. We invested in growth, both 
organic and inorganic, as our priority. We returned $78 million to shareholders through dividends of $17 million and share 
repurchases of $61 million.

Expansion into Industrial Filtration
· Announced the definitive agreement to acquire Koch Filter in December 2025 and closed the acquisition in early January 2026. As 
part of this acquisition, we entered into an Amended and Restated $1.5 billion Credit Agreement. This acquisition marks a 
significant milestone for Atmus by establishing its industrial air filtration platform and providing access to an existing customer base 
across attractive and growing end markets, including commercial and industrial HVAC, data centers and power generation.

Completed our separation and transformed our supply chain

· Completed our multi-year separation from Cummins and achieved operational independence, gaining direct control of our 
systems, processes and global distribution network so we can serve customers with greater speed, reliability and consistency.

· Continued our supply chain transformation, operating Atmus controlled distribution centers around the world that bring us closer to 
customers, improve product availability and reduce backorders.

· These steps deliver on the third pillar of our strategy – transforming our supply chain – and strengthen our ability to deliver with 
excellence in any market environment.
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Invested in our people, culture and purpose
· In 2025, we continued to embed “The Atmus Way” – how we live and lead at Atmus – bringing our purpose, values and behaviors 
to life through the everyday actions of our people.

· Achieved the milestone of two years without a serious injury and reduced recordable injuries by 35% to achieve a total recordable 
incident rate of 0.67, reflecting our Safety Motivated mindset and our value to show caring for one another. This achievement also 
reinforces just how much safety is embedded in our company culture.

· Expanded leadership development through programs such as our Executive Development Program and Leadership Foundations 
and continued to build an inclusive culture and workplace for our employees around the world.

· Published our first Sustainability Report highlighting the many ways our teams are creating a better future by protecting what is 
important for our people, our customers and our communities.

· Our culture is anchored in our values – Build Trust. Be Inclusive. Have Courage. Show Caring. We believe this people-first 
mindset is essential to unlocking our full potential.

Together, these achievements reflect disciplined execution of our strategy: growing share in first fit in our core markets, accelerating 
profitable growth in the aftermarket, transforming our supply chain and expanding into industrial filtration markets. We believe this 
clear strategy, combined with our strong culture and purpose, positions Atmus well for the years ahead.

Our commitment to governance and shareholder engagement
As we enter the first full year operating under our enhanced governance framework, we are demonstrating that shareholder input 
meaningfully shapes our direction. In our first year as an independent public company, investors expressed clear views regarding 
certain governance provisions. We took that feedback seriously and implemented thoughtful changes in year two to strengthen 
alignment and accountability. This year begins the transition to a fully declassified Board by 2028. We remain committed to evolving 
our governance practices in line with shareholder expectations and recognized best practices, reinforcing our focus on 
transparency, oversight and long-term value creation.

On behalf of the Board of Directors and the entire Atmus leadership team, thank you for your continued investment in and support 
of Atmus. We are proud of what we accomplished together in 2025 and are energized by the opportunities ahead to continue 
creating a better future by protecting what is important.

Steph Disher Steve Macadam
Chief Executive Officer Chair of the Board

*For a reconciliation of non-GAAP performance measures to the most directly comparable financial measures calculated in
accordance with U.S. GAAP, see Appendix A.
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UNITED STATES
SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549

Form 10-K
x Annual Report Pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934 for the fiscal 

year ended December 31, 2025 or
o Transition Report Pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934 for the 

transition period from __________ to __________
Commission File Number: 001-41710

Atmus Filtration Technologies Inc.
(Exact name of registrant as specified in its charter)

Delaware 88-1611079
(State or other jurisdiction of
incorporation or organization)

(I.R.S. Employer
Identification No.)

26 Century Boulevard, Nashville, Tennessee 37214
(Address of principal executive offices) (Zip Code)

Registrant’s telephone number, including area code: (615) 514-7339
Securities registered pursuant to Section 12(b) of the Act:

Title of each class Trading Symbol(s) Name of each exchange on which registered
Common Stock, $0.0001 par value ATMU New York Stock Exchange

Securities registered pursuant to Section 12(g) of the Act: None

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act. x Yes 
o No

Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. o 
Yes x No

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the 
Securities Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was required 
to file such reports), and (2) has been subject to such filing requirements for the past 90 days. x Yes o No
Indicate by check mark whether the registrant has submitted electronically every Interactive Data File required to be 
submitted pursuant to Rule 405 of Regulation S-T (§232.405 of this chapter) during the preceding 12 months (or for such 
shorter period that the registrant was required to submit such files). x Yes o No

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, a 
smaller reporting company, or an emerging growth company. See the definitions of “large accelerated filer,” “accelerated 
filer,” “smaller reporting company,” and “emerging growth company” in Rule 12b-2 of the Exchange Act.

Large accelerated filer x Accelerated filer o

Non-accelerated filer o Smaller reporting company o

Emerging growth company o
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If an emerging growth company, indicate by check mark if the registrant has elected not to use the extended transition 
period for complying with any new or revised financial accounting standards provided pursuant to Section 13(a) of the 
Exchange Act. o 

Indicate by check mark whether the registrant has filed a report on and attestation to its management’s assessment of the 
effectiveness of its internal control over financial reporting under Section 404(b) of the Sarbanes-Oxley Act (15 U.S.C. 
7262(b)) by the registered public accounting firm that prepared or issued its audit report. x

If securities are registered pursuant to Section 12(b) of the Act, indicate by check mark whether the financial statements of 
the registrant included in the filing reflect the correction of an error to previously issued financial statements.  o 

Indicate by check mark whether any of those error corrections are restatements that required a recovery analysis of 
incentive-based compensation received by any of the registrant’s executive officers during the relevant recovery period 
pursuant to §240.10D-1(b).  o 

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Act). o Yes x No

As of June 30, 2025, the last business day of the registrant’s most recently completed second fiscal quarter, the aggregate 
market value of common stock held by non-affiliates of the registrant was $2,992.2 million (based on the closing price of 
$36.42 as reported on the New York Stock Exchange as of that date).

As of January 31, 2026, 81,508,591 shares of the registrant’s common stock, par value $0.0001 per share, were 
outstanding.

Documents Incorporated by Reference

Part III of this Annual Report on Form 10-K incorporates information from certain portions of the registrant’s definitive proxy 
statement relating to the registrant’s 2026 annual meeting of shareholders, which will be filed with the Securities and 
Exchange Commission on Schedule 14A within 120 days after the fiscal year to which this report relates.
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PART I

Item 1. Business

Overview 

Atmus is one of the global leaders of filtration products for on-highway commercial vehicles and off-highway 
agriculture, construction, mining and power generation vehicles and equipment. Atmus designs and 
manufactures advanced filtration products, principally under the Fleetguard brand, that enable lower emissions 
and provide superior asset protection. Atmus estimates that approximately 14% of Atmus’ net sales in 2025 
were generated through first-fit sales to original equipment manufacturers (“OEM”s), where Atmus’ products are 
installed as components for new vehicles and equipment, and approximately 86% were generated in the 
aftermarket, where Atmus’ products are installed as replacement or repair parts, leading to a strong recurring 
revenue base. Building on Atmus’ more than 65-year history, Atmus continues to grow and differentiate itself 
through its global footprint, comprehensive offering of premium products, technology leadership and multi-
channel path to market.

For the year ended December 31, 2025, Atmus generated $1,764.3 million in Net sales, $207.4 million in 
Net income and $353.5 million in Adjusted EBITDA. See “Management’s Discussion and Analysis of Financial 
Condition and Results of Operations - Non-GAAP Measures” in this Annual Report on Form 10-K for a 
description of Adjusted EBITDA and a reconciliation of Adjusted EBITDA to Net income, the most directly 
comparable financial measure calculated in accordance with U.S. GAAP.

Atmus’ Business Strategy

The company has four pillars as part of its strategy to create value for customers and drive profitable 
growth. Below are each of the priorities and areas of focus related to each priority.

Grow share in first-fit in core markets

• Grow market share with leading OEMs.

• Enhanced product content per vehicle.

• Accelerate new product development.

• Support technology transitions with leading OEMs.

Accelerate profitable growth in the aftermarket

• Expand Atmus’ product portfolio.
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• Use analytics to target and capture growth opportunities.

• Expand reach through multi-channel distribution.

• Invest in product technology advantage to enhance value and protect revenue.

Transform Atmus’ supply chain

• Drive services and availability.

• Optimize network.

• Transform cost structure.

• Invest in capabilities for the future.

Expand into Industrial Filtration Markets

• Build sustainable growth by expanding and diversifying into the industrial filtration market.

• Leverage global footprint and existing technical capabilities to open new opportunities for growth.

• Develop capabilities, whether organically or through acquisitions or strategic partnerships, to enter new 
markets with long-term growth prospects.

Atmus’ Global Footprint

Atmus serves end-users globally, with approximately 46% of its Net sales in 2025 from outside of the United 
States and Canada. Atmus believes that it, together with its joint ventures in China and India, has a leading 
position in its core markets, based on Net sales in 2025. Atmus maintains strong global customer relationships, 
supported by an established salesforce with work locations in over 25 countries as of December 31, 2025. Also, 
as of December 31, 2025, Atmus operates through 11 distribution centers, 10 manufacturing facilities and five 
technical facilities plus 10 manufacturing facilities and two technical facilities operated by its joint ventures, 
giving Atmus presence on six continents.
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Atmus’ Premium Products

Atmus offers a full spectrum of filtration solutions that enable lower emissions and provide superior asset 
protection. Atmus’ filtration products provide comprehensive and differentiated solutions, which allow its end-
users to extend service intervals, reduce maintenance costs and increase uptime. Atmus’ products include fuel 
filters, lube filters, air filters, crankcase ventilation, hydraulic filters and coolants and other chemicals. Atmus’ 
broad range of products in each of its core markets enables one-stop shopping, which Atmus believes is a key 
competitive advantage.

Atmus’ Competitive Strengths

Technology leadership and deep industry knowledge enable Atmus to deliver better customer solutions

Atmus combines a culture of innovation with deep-seated experience in its industry to deliver superior 
filtration solutions for its customers. Atmus’ technical team develops a range of filtration technologies, including 
filtration media, filter element formation, filtration systems integration and service-related solutions such as 
remote digital diagnostic and prognostic platforms and analytics. Atmus’ technical team of approximately 350 
engineers, scientists and technical specialists are located in five technical centers around the world, with 
approximately 25% holding advanced technical degrees. Atmus’ team draws on a more than 65-year history 
focused on filtration and media technologies. Atmus has a broad IP portfolio with approximately 1,200 worldwide 
active or pending patents and patent applications and over 650 worldwide trademark registrations and 
applications as of December 31, 2025.
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Atmus has leveraged this expertise not only to develop its cutting-edge filters, filter systems and filtration 
media but also to manufacture a large portion of its proprietary filtration media. This allows Atmus to move 
swiftly from development to application of filtration technologies that protect and enhance the operation of its 
customer’s equipment and machines. StrataPore, NanoNet, NanoForce, NanoNet Plus and most recently, 
NanoNet N3 product families have enabled engines and equipment to meet continually changing emissions and 
performance requirements.

Atmus’ technical team works closely with Atmus’ customers to develop and apply filtration technologies that 
help them improve their operations. Atmus’ technology allows it to deliver performance-enabling and customized 
filtration solutions for its end-users, which creates long-lasting partnerships with its customers.

Iconic Fleetguard brand with premium products

Atmus believes that Fleetguard is a premium, leading brand that is strongly associated with reliability and 
strong performance. Atmus offers a full suite of Fleetguard-branded filtration products. With its broad line of 
high-quality filtration products, Atmus’ Fleetguard brand provides filters for nearly all makes of vehicles and 
equipment in its core markets, which further enhances Atmus’ availability, visibility and brand recognition. Atmus’ 
Fleetguard brand is further supported by a competitive warranty that gives Atmus’ customers and end-users 
high confidence in the performance and durability of its products.

Partnering with leading OEMs

Atmus has a strong history as a supplier to leading OEMs, including Cummins, Daimler, Deere, Doosan, 
Foton, Komatsu, Paccar/DAF, the Traton Group, Stellantis and Volvo. Atmus sells both first-fit and aftermarket 
products to these customers and has been selling to each of them for at least 10 years. These customers in the 
aggregate accounted for approximately 70% of Atmus’ net sales in 2025 and have consistently accounted for 
more than 67% of Atmus’ net sales in each of the last five years. Atmus has written agreements with most of its 
key customers that specify certain purchase parameters, but do not obligate them to specific volumes. Atmus 
invests in its relationships and utilizes its technical strengths to win first-fit business with these OEMs, which 
drives Atmus’ installed base, yielding strong recurring revenue streams in the aftermarket. The OEMs also 
provide Atmus with early insight into technological developments and evolving product requirements within the 
broader engine and industrial application industry, allowing Atmus to be well positioned as the world shifts 
towards more complex modular filtration systems and filtration for other power sources.

Cummins is Atmus’ largest customer and accounted for approximately 18.8% of Atmus’ net sales in 2025. 
This relationship is defined by the first-fit supply agreement and the aftermarket supply agreement. Atmus 
maintains its strong relationship with Cummins, supported by these contractual relationships and due to its 65 
year history embedded with Cummins. This gives Atmus a deep understanding of Cummins needs, which 
enables Atmus to deliver high-quality, higher-performance products that deliver value to Cummins. 

Multi-channel path to diverse global markets

Atmus’ global presence provides a diverse and stable customer base across truck, bus, agriculture, 
construction, mining and power generation vehicles and equipment markets. Atmus’ current core markets are 
on-highway and off-highway, representing approximately 58% and 42% of Atmus’ net sales in 2025, 
respectively.

Atmus estimates that approximately 86% of Atmus’ net sales in 2025 were generated in the aftermarket.

To drive these net sales, Atmus has developed a multi-channel path to global markets that ensures broad 
product availability and provides end-users with choice and flexibility in purchasing. Atmus distributes its 
products through a broad range of OEM dealers, independent distributors, and retail outlets, including truck 
stops.

The dealers of the OEMs are typically the channel preferred by customers in many markets. Atmus’ close 
relationships with the OEMs and strong first-fit installed base position Atmus well with the OEM dealer network 
and large fleet customers. For example, the dealers of four of the largest North America on-highway OEMs 
carry a significant range of Atmus’ products at their dealerships.
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In addition, independent distributors and retailers enable Atmus to reach a broader end-user market and 
create additional points of sale or service. Atmus also works directly with major customers of its channel 
partners (such as large fleets or mining companies), across its end markets, to create strong brand preference, 
which, in turn, leads to strong demand for its products and generates recurring revenue. Atmus continues to 
increase geographic coverage within regions to better serve its customers by investing in distribution expansion.

Atmus typically ships directly from its 11 distribution centers (as of December 31, 2025) worldwide to its 
channel partners, which provides direct connection and detailed understanding of Atmus’ customer and end-
user base. Atmus’ comprehensive distribution and market coverage are vital to maintaining its broad reach, 
global presence and brand recognition.

Experienced leadership team with a proven track record of driving growth

Atmus is led by an energized and experienced senior leadership team with extensive industry experience 
with Cummins and other leading industrial companies. Atmus’ strategic vision and culture are directed by its 
executive leadership team under the leadership of its Chief Executive Officer and President, Stephanie J. 
Disher, its Senior Vice President, Chief Financial Officer and Chief Accounting Officer, Jack M. Kienzler, its 
Senior Vice President and Chief People Officer, Renee M. Swan, its Senior Vice President and President, 
Power Solutions, Charles E. Masters, and its Senior Vice President, Chief Legal Officer and Corporate 
Secretary, Laura Heltebran. Stephanie J. Disher joined Cummins in 2013 and has over 20 years of experience 
in leadership positions, including international assignments in Australia, Asia, and the United States. Prior to her 
current role, Stephanie J. Disher served as Vice President, Cummins and President, Cummins Filtration where 
she has demonstrated a continued track record of strong business performance, innovation and operational 
excellence. Jack M. Kienzler joined Cummins in 2014 and has over 15 years of finance experience. He most 
recently served as the Executive Director of Investor Relations at Cummins, having formerly led the Corporate 
Development team. Renee M. Swan joined Atmus in August 2023 and has over 20 years of experience in 
human resources and talent management. Charles E. Masters joined Cummins in 2003 and has over 20 years 
of experience in global sales and operational leadership roles within Cummins. Laura Heltebran joined Atmus in 
May 2025 and brings over 25 years of legal, ethics and compliance experience with public companies across 
several industries including, technology, hospitality, and aviation. Atmus’ leadership team has the ability to 
develop and execute its strategic vision and aims to create long-term shareholder value. Atmus benefits from its 
team’s industry knowledge and track record of successful product innovation and financial performance. 
Additionally, members of Atmus’ senior leadership team have strong experience executing and integrating 
acquisitions and strategic partnerships to drive accelerated growth and improved profitability.

Supply

The performance of the end-to-end supply chain, extending through to Atmus’ suppliers, is foundational to 
its ability to meet customers’ expectations and support long-term growth. Atmus is committed to having a robust 
strategy for how it selects and manages its suppliers to enable a market focused supply chain. This requires 
Atmus to continuously evaluate and upgrade its supply base, as necessary, as Atmus strives to ensure it is 
meeting the needs of its customers.

Atmus uses a combination of proactive and reactive methodologies to enhance its understanding of supply 
base risks, which guide its development of risk monitoring and sourcing strategies. Atmus’ category sourcing 
strategy process (a process designed to create the most value for the company) supports the review of its long-
term needs and guides decisions on what it makes internally and what it purchases externally. For the items 
Atmus decides to purchase externally, the strategies also identify the suppliers it should partner with long-term 
to provide the best technology, the lowest total cost and highest supply chain performance. Key suppliers are 
managed through long-term supply agreements that secure capacity, delivery, quality and ensure cost 
requirements are met over an extended period.
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Other important elements of Atmus’ sourcing strategy include:

• selecting and managing suppliers to comply with its Supplier Code of Conduct; and

• assuring its suppliers comply with its prohibited and restricted materials policy.

Atmus monitors supply chain disruptions and conducts structured supplier risk and resiliency assessments. 
Atmus performs formal and informal supplier engagements to address potentially impactful supply base 
constraints and enhanced collaboration to develop specific countermeasures to mitigate risks. Atmus’ global 
team, located in different regions of the world, uses various approaches to identify and resolve threats to supply 
continuity.

Supply chain disruptions can impact Atmus’ business as well as its suppliers and customers, resulting in 
longer lead times in some areas of its business. Orders are typically issued as rolling releases with a specific 
lead time. When these orders are on backlog, they are often subject to cancellation on reasonable notice 
without cancellation charges, and therefore are not considered firm.

Materials

The principal materials that Atmus uses directly in manufacturing its products are steel, filter media and 
petrochemical-based products, including plastic, rubber and adhesives products. Atmus expects these materials 
to be available from numerous sources in quantities sufficient to meet our requirements. In 2025, material costs 
represented approximately 60% of Atmus’ cost of sales, compared to 61% of Atmus’ cost of sales in 2024.

Customer Concentration

Atmus has thousands of customers around the world and has developed long-standing business 
relationships with many of them. Cummins is Atmus’ largest customer, accounting for approximately 18.8% of 
Atmus’ net sales in 2025, 17.6% in 2024 and 17.4% in 2023, respectively. In connection with the Separation, 
Atmus entered into a first-fit supply agreement and an aftermarket supply agreement with Cummins for Atmus’ 
first-fit and aftermarket products. These agreements provide for continuation of Atmus’ supply to Cummins for all 
of its first-fit applications that Atmus currently supports, commitment to first-fit supply for certain upcoming 
product launches, and continued supply to Cummins of its full line of aftermarket filtration needs. It does not 
commit a specific volume of filters or related products. The loss of this customer or a significant decline in the 
production level of Cummins engines that use Atmus’ filters would have an adverse effect on Atmus’ business, 
financial condition, results of operations or cash flows.

In addition to the agreement Atmus entered into with Cummins, Atmus has long-term agreements with many 
of its largest customers. Collectively, Atmus’ net sales from its next four top customers, other than Cummins, 
was approximately 40% of Atmus’ net sales in 2025 and approximately 40% in 2024 and 39% in 2023, 
respectively. Excluding Cummins, two other customers, PACCAR and the Traton Group, accounted for more 
than 10% of Atmus’ net sales in 2025. Atmus’ customer agreements typically contain standard purchase and 
sale agreement terms covering filter pricing, quality and delivery commitments, as well as engineering product 
support obligations. The basic nature of Atmus’ agreements with OEM customers is that they are long-term 
price and operations agreements that provide for the availability of Atmus’ products to each customer through 
the duration of the respective agreements. Where Atmus has such agreements in place, its customers typically 
place purchase orders with it pursuant to these agreements. Agreements with most OEMs contain bilateral 
termination provisions giving either party the right to terminate in the event of a material breach, change of 
control or insolvency or bankruptcy of the other party.

Intellectual Property

Atmus owns or controls a broad range of intellectual property rights, including a significant number of 
patents, trademarks, copyrights, trade secrets and other forms of intellectual property rights in the United States 
and foreign countries. Atmus has a broad IP portfolio with approximately 1,200 worldwide active or pending 
patents and patent applications and over 650 worldwide trademark registrations and applications as of 
December 31, 2025, which were granted and registered over a period of years. Atmus’ leading brand house 
trademark is Fleetguard. Atmus protects its innovations that arise from research and development through 
patent filings, as well as through trade secrets. Although these patents, trademarks and trade secrets are 
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generally considered beneficial to Atmus’ operations, Atmus does not believe any patent, group of patents, 
trademark or trade secret is solely responsible for protecting its products.

Research, Development and Engineering

In 2025, Atmus continued to invest in future critical technologies and products. Atmus will continue to make 
investments to develop new technologies and improve its current products to meet increasing and changing 
emissions and engine performance requirements globally for diesel and hydrocarbon-powered equipment. In 
addition to building on its core technologies, Atmus is making investments in filtration and separation 
technologies required and used by electric powered vehicles, hydrogen production and other industrial systems.

Atmus’ research, development and engineering programs are focused on product improvements, product 
extensions, innovations and cost reductions for its customers. Research, development and engineering 
expenditures include salaries, contractor fees, building costs, utilities, testing, technical IT, administrative 
expenses and allocation of corporate costs and are expensed when incurred. Research, development and 
engineering expenses were $40.7 million, $40.6 million, and $42.5 million for the years ended December 31, 
2025, 2024 and 2023, respectively.

Seasonality

Many of the Company’s end markets are generally stronger in the first half of the Company’s fiscal year. In 
addition, the second half of the fiscal year contains more holiday periods, which typically includes more 
customer closures. Also, individual product lines may experience modest seasonal variation in production, this 
does not, however, have material impact on demand on a quarterly basis.

Competition

Atmus is a leading global participant in the filtration engine products markets. Atmus’ products include fuel 
filters, lube filters, air filters, crankcase ventilation, hydraulic filters and coolants and other chemicals. Key global 
participants in this market include MANN+HUMMEL, Donaldson, Parker and MAHLE. The rest of the market is 
highly fragmented and occupied by various specialized and regional players. Most of the large global players 
serve both first-fit and aftermarket channels, while smaller, regional players tend to focus on the aftermarket. 
The filtration market offers a unique multi-channel path to market, and diversification across first-fit, OEM 
service and aftermarket. The recurring revenue model and mission-critical role of filters drive consistent demand 
across regions and end markets.

Principal methods of competition in the filtration markets are product quality and performance, price, 
geographic and application coverage, availability, customer service, ease of doing business and brand 
reputation. Atmus believes it is a market leader within many of its product lines, including filters in Atmus’ on-
highway and off-highway markets, and that its success in the market is due to its technology, its iconic 
Fleetguard brand, its global footprint, strong customer relationships and the talent within its organization.

Human Capital Resources

As of December 31, 2025, Atmus employed approximately 4,500 persons worldwide. As of December 31, 
2025, approximately 53% of Atmus’ employees worldwide were represented by various unions under collective 
bargaining agreements. Among these collective bargaining agreements, those for the employees in Mexico, 
Brazil and France are renewed annually after compensation negotiations, while the collective bargaining 
agreement for the Cookeville, Tennessee plant typically has a four- to five-year term. Collective bargaining for 
Brazil Annual Profit Sharing will take place on February 19, 2026. Annual term collective bargaining for Mexico 
and France were recently successfully completed. These collective bargaining agreements have terms that will 
expire between December 2026 and February 2027. Contract negotiations at the Cookeville, Tennessee plant 
took place in February of 2024 resulting in a new four year contract that will expire at the end of its four year 
term on February 29, 2028. 

Throughout Atmus’ more than 65-year history, Atmus has always recognized that people are the strength of 
its business and drive its ability to effectively serve its customers and sustain its competitive position. Atmus 
believes that the composition of its workforce gives it advantages relating to cost and capability when compared 
to its peers. Atmus empowers managers and employees to make decisions and generate positive results, 
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increases employee communication and interaction with senior leadership and enhances a work environment 
that is inclusive, transparent, agile and team-oriented.

Purpose and Core Values

Atmus is a purpose-driven company. Atmus’ purpose is ‘Creating a better future by protecting what is 
important.’ Atmus creates and innovates every day. With a forward focus, Atmus never sits still. Atmus realizes 
the world is bigger than it, and it aspires for a better future for shared humanity. Atmus’ products protect its 
customers, their equipment and their livelihoods. Atmus protects what is important to its people, the planet, and 
its customers.

Atmus’ culture is shaped by its core values:

• Build Trust in every relationship every day.

• Have Courage to speak up, take action and shape the future.

• Be Inclusive by embracing differences and building a community where everyone feels valued.

• Show Caring by engaging with kindness and consideration for the wellbeing of others.

Leadership and Talent Management

The capability of Atmus’ people and their ability to work effectively in agile teams is a primary enabler of 
Atmus’ success. Atmus strives to create a leadership culture that is authentic, transparent and approachable. By 
minimizing organizational layers, simplifying its organizational structure and process, Atmus empowers its 
employees to have an increased impact on its results. Atmus’ leaders are tasked with providing their employees 
with the support, development and encouragement needed to be successful. Further, Atmus’ leaders connect 
Atmus’ people and their work to Atmus’ purpose, values, brand promise and strategies. Atmus will continue to 
invest in leadership development. Atmus will maintain the emphasis that the primary role of leaders at all levels 
is to focus on people development, supporting the unique needs of each employee in reaching their greatest 
positive impact at work, in the community and at home.

Atmus’ talent management approach seeks to develop the skills and capabilities of a diverse, global 
workforce and utilize Atmus’ talent to deliver excellent results. Atmus advances and invests in its people based 
on strong performance, demonstration of core values in how work is accomplished and the individual motivation 
to have a larger impact on organization results.

Competitive Pay and Benefits

To attract and retain the best employees, Atmus maintains a positive work environment that is grounded in 
its core values, a leadership culture that supports the development of its people and competitive pay and 
benefits.

When designing its base pay compensation ranges, Atmus completes market analyses to maintain pay 
ranges that are current and related to the work it performs. Atmus also completes annual compensation studies 
to assess market movement for key skills as well as internal pay equity. Atmus incorporates living wage 
assessment into its annual compensation reviews to ensure that current and new hires are not below this 
threshold. Collectively, Atmus’ global wage assessments seek to ensure Atmus is fair, equitable and competitive 
in its ability to attract and retain the best talent. Everywhere possible, individual performance is the primary path 
for Atmus’ employees to advance their earning potential. In addition, all employees also participate in annual 
variable compensation plans that encourage collaboration in the achievement of overall business results.

Atmus’ benefit programs are aligned with Atmus’ values, including health insurance, retirement plans and 
wellness programs. The U.S. medical benefits include a tiered cost-sharing structure based on salary. This is in 
place to make healthcare more affordable for lower income employees and helps to attract and retain talent 
across the organization.
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Employee Safety and Wellness

Atmus has a health, safety and environment commitment to protect what is important - its people, the planet 
and its customers. Every day, Atmus is committed to continually improving the health and safety of its work 
environment, taking action to achieve its goal that nobody gets hurt. 

In pursuit of this goal, Atmus embraces a positive safety culture that encourages its employees to recognize 
potentially unsafe situations, report concerns and work together to remove potential hazards from the work 
environment before incidents occur. Additionally, Atmus’ Global Health and Safety Policy sets the standard for 
Atmus’ facilities based on best practices that often exceed regulatory requirements. Atmus manages its sites 
using the International Standards for Health, Safety and Environment to create a strong framework for risk 
reduction and continual improvement, with certification to ISO45001 and ISO14001.

Atmus encourages its leaders to promote safety through strategic planning, enforcement and accountability, 
fostering the right environment, and influencing employees and other stakeholders. Atmus encourages its 
employees to promote safety through personal accountability, managing risk, and adopting positive behaviors. 
By employing these safety guidelines, Atmus seeks to maintain its goal of zero serious injury fatalities caused 
by machinery safety hazards due to the lack of or failure of safety control measures.

Where Atmus identifies a risk, it ensures that improvement actions are shared across the organization to 
promote a learning-oriented culture where Atmus’ employees are empowered to make their work environment 
safer and better. Using leading indicators of performance, Atmus recognizes the contribution of individuals and 
teams to reinforce safe work behaviors in the workplace, homes and communities.

Inclusion and Diversity

Inclusion and diversity of perspective at all levels of Atmus are critical to its ability to innovate, win in the 
marketplace and create sustainable success. Having inclusive and diverse workplaces allows Atmus to attract 
and retain the best employees to deliver results for its shareholders. Building on a long history that has 
emphasized inclusion and diversity, Atmus will continue to seek opportunities and invest in processes that 
attract, develop and retain diverse talent, globally. Atmus will ensure that all employees can benefit from being a 
part of Atmus. This begins with the leadership team at Atmus. At this time, three out of Atmus’ eight directors are 
female, including its Chief Executive Officer, and two out of its eight directors are ethnically diverse. In addition, 
43% of Atmus’ executive team is female, including its Chief Executive Officer, and 14% is ethnically diverse.

Regulatory Matters

Atmus faces extensive government regulation both within and outside the United States relating to the 
development, manufacture, marketing, sale and distribution of its products, including regulations relating to data 
privacy, trade compliance, anti-corruption and anti-bribery. These are not the only regulations with which Atmus 
must comply. For a description of risks related to the regulations that Atmus is subject to, please refer to the 
section entitled “Risks Related to Government Regulation.”

Available Information

The Company makes its annual reports on Form 10-K, quarterly reports on Form 10-Q, current reports on 
Form 8-K, proxy statements and other information, including amendments to those reports, available free of 
charge through its website at investors.atmus.com, as soon as reasonably practicable after it electronically files 
such material with, or furnishes such material to, the Securities and Exchange Commission (SEC). These filings 
are available on the SEC’s website at www.sec.gov. 
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MANAGEMENT OF ATMUS

Executive Officers

The following table sets forth information, as of February 13, 2026, regarding the individuals who serve as 
Atmus’ executive officers, followed by a biography of each executive officer.

Name Age Positions
Stephanie J. Disher 50 Chief Executive Officer and President
Jack M. Kienzler 40 Senior Vice President, Chief Financial Officer and Chief Accounting Officer
Laura B. Heltebran 61 Senior Vice President, Chief Legal Officer and Corporate Secretary
Charles E. Masters 53 Senior Vice President and President, Power Solutions
Renee M. Swan 45 Senior Vice President and Chief People Officer

Stephanie J. Disher currently serves as Atmus’ Chief Executive Officer and President. Ms. Disher previously 
served as Vice President, Cummins and President, Cummins Filtration. Prior to that role, Ms. Disher served in 
various leadership roles since joining Cummins in 2013, including as Operations Director and Managing 
Director for Cummins in the South Pacific region. Ms. Disher holds a bachelor’s degree in Commerce from the 
University of Western Sydney and a Master of Business Administration from the University of Melbourne.

Jack M. Kienzler currently serves as Atmus’ Senior Vice President, Chief Financial Officer and Chief 
Accounting Officer. Mr. Kienzler previously oversaw the financial activities of Cummins Filtration Inc. as its Chief 
Financial Officer. Mr. Kienzler served in various leadership roles since joining Cummins in 2014. Mr. Kienzler 
holds a Bachelor of Science in Finance and Accounting from Indiana University and a Master of Business 
Administration from the Indiana University Kelley School of Business.

Laura B. Heltebran currently serves as Atmus’ Senior Vice President, Chief Legal Officer and Corporate 
Secretary. Ms. Heltebran previously served as Executive Vice President, Chief Legal Office and Corporate 
Secretary with Wheels Up. Prior to Wheels Up, Ms. Heltebran served as Senior Vice President and Deputy 
General Counsel at Hilton Worldwide. Ms. Heltebran holds a Bachelor of Arts degree from George Mason 
University and a Juris Doctor degree from Antonin Scalia Law School, George Mason University.

Charles E. Masters currently serves as Atmus’ Senior Vice President and President, Power Solutions and 
previously served as Executive Director of Global Sales and Marketing of Cummins Filtration Inc. Prior to that 
role, Mr. Masters served in various leadership roles since joining Cummins in 2003, including as General 
Manager of Eaton Cummins Automated Transmission Technologies from 2018 to 2021 and as President of 
Cummins Western Canada from 2016 to 2018. Mr. Masters holds a Bachelor of Commerce from the University 
of Alberta and a Master of Business Administration from Harvard Business School.

Renee M. Swan currently serves as Atmus’ Senior Vice President and Chief People Officer. Ms. Swan 
previously served as Vice President of Human Resources for the communication systems segment of L3Harris 
Technologies, Inc. Ms. Swan has over two decades of experience in human resources disciplines, having spent 
time with Kennametal, Honeywell International, and Eaton Corporation in progressive human resources 
responsibilities. Ms. Swan has a Master of Professional Studies in Human Resource Management from Cornell 
University, a Master of Business Administration degree from Point Park University and a Bachelor's in 
Communications from the University of Pittsburgh.
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Item 1A. Risk Factors

These risk factors could materially affect our business, financial condition, results of operations and cash 
flows. These risk factors are not exhaustive and investors are encouraged to perform their own investigation 
with respect to the business, financial condition and prospects of our business. You should carefully consider 
the following risk factors in addition to the other information included in this Annual Report on Form 10-K for the 
fiscal-year ended December 31, 2025, and should also carefully consider the matters addressed in the section 
herein entitled “Cautionary Statements and Risk Factor Summary.” We may face additional risks and 
uncertainties that are not presently known to us, or that we currently deem immaterial, which may also impair 
our business, financial condition, results of operation or cash flows. The following discussion should be read in 
conjunction with the “Management’s Discussion and Analysis of Financial Condition and Results of Operations,” 
and our financial statements and notes to the financial statements included herein.

Summary of Risk Factors 

The following summarizes the risks facing our business, all of which are more fully described below. This 
summary should be read in conjunction with the risk factors below and should not be relied upon as an 
exhaustive summary of the material risks facing our business. The order of presentation is not necessarily 
indicative of the level of risk that each factor poses to us.

Risks Related to Our Business Operations

• Significant customer concentration among Cummins, PACCAR, and the Traton Group.

• The loss of a top OEM relationship or changes in the preferences of Atmus' aftermarket end-users.

• Deriving significant earnings from investees that Atmus does not directly control.

• Significant competition in the markets Atmus serves.

• Ability to attract and retain qualified personnel.

• Strategic transactions, such as acquisitions, divestitures, and joint ventures.

• Management of productivity improvements.

• Work stoppages and other labor matters.

• Variability in material and commodity costs.

• Interruptions in the supply of critical materials and components.

• Complexity of supply chain and manufacturing.

• Customers operating in cyclical industries and the current economic conditions in these industries.

• Exposure to potential claims related to warranties and claims for support outside of standard warranty 
obligations.

• Products being subject to recall for performance or safety-related issues.

• Inability or failure to adequately protect and enforce Atmus’ intellectual property rights and the cost of 
protecting or enforcing Atmus' intellectual property rights.

Risks Related to Legal and Regulatory Issues

• Sales of counterfeit versions of products, as well as unauthorized sales of products.

• Statutory and regulatory requirements that can significantly increase costs.

• Changes in international, national and regional trade laws, regulations and policies affecting 
international trade.
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• Unanticipated changes in Atmus' effective tax rate, the adoption of new tax legislation or exposure to 
additional income tax liabilities, as well as audits by tax authorities resulting in additional tax payments 
for prior periods.

• Significant compliance costs and reputational and legal risks imposed by Atmus' global operations and 
the laws and regulations to which these are subject.

• Effects of climate change may cause Atmus to incur increased costs.

• Operations being subject to increasingly stringent environmental laws and regulations as well as to laws 
requiring cleanup of contaminated property.

Risks Related to Cybersecurity and Information Technology Infrastructure

• Potential system or data security breaches or other disruptions.

Risks Related to Finance and Financial Market Conditions

• Foreign currency exchange rate.

• Potential economic downturns that could cause the balances of recorded goodwill to decrease.

Risks Related to Macroeconomic and Geopolitical Conditions

• Increased tariffs or the imposition of other barriers to international trade.

• Political, economic, and social uncertainty in geographies where Atmus has significant operations or 
large offerings of products.

Risks Related to Atmus’ Relationship with Cummins

• Atmus or Cummins fail to perform under various transaction agreements that were executed as part of 
the IPO.

• We may have received better terms from unaffiliated third parties than the terms we received in our 
agreements with Cummins.

Risks Related to Atmus’ Capital Structure

• Changes in capital and credit markets.

• Substantial indebtedness consisting of Atmus’ term loan and revolving credit facility, which may impact 
Atmus' ability to service all its indebtedness and react to changes in the industry.

• Substantially all Atmus' assets pledged as security for its term loan and revolving credit facility. 

Risks Related to Ownership of Atmus Common Stock

• Fluctuations in the price of Atmus common stock.

• Atmus’ stock repurchase program may be suspended or terminated at any time.

• No guarantee of the payment, timing or amount of any dividend.

• Applicable laws and regulations, provisions of Atmus' Second Amended and Restated Certificate of 
Incorporation (the “Charter”) and Atmus' Amended and Restated Bylaws (the “Bylaws”) and certain 
contractual rights granted to Cummins that may discourage takeover attempts and business 
combinations that shareholders might consider in their best interests.

• The designation of the Court of Chancery in the State of Delaware and the federal district courts for the 
District of Delaware as exclusive forums provision in Atmus’ Charter.
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Risks Related to Our Business Operations

We have significant customer concentration, with Cummins, PACCAR and the Traton Group 
respectively accounting for approximately 18.8%, 16.3% and 11.5% of our net sales for the year ended 
December 31, 2025. The loss of such net sales to any of such significant customers would have a 
material and adverse effect on our business, financial condition, results of operations and cash flows.

For the year ended December 31, 2025, net sales to Cummins, our largest customer, accounted for 
approximately 18.8% of our net sales. Sales to Cummins joint ventures and to distributors that Cummins has a 
relationship with also account for a portion of our net sales. A portion of our net sales is dependent upon 
customer acceptance of, and demand for, Cummins’ engines or generators that use our filters. This customer 
concentration increases the risk of fluctuations in our operating results and our sensitivity to any material 
adverse developments experienced by Cummins. While our relationship with Cummins is defined by our first-fit 
supply agreement and aftermarket supply agreement, we may fail in the future to renew these contracts, and, 
moreover, even if renewed, Cummins’ purchasing power may give it the ability to make greater demands on us 
with regard to pricing and contractual terms in general. In addition, Cummins may procure supplemental supply 
of top volume aftermarket products from alternative suppliers for a limited time if we fail to meet certain delivery 
performance requirements or if we do not offer a product or similar product for sale.

Cummins historically did not seek competitive bids for filtration products. However, prior to the completion of 
the IPO, Cummins initiated a competitive process to source a selective group of future first-fit programs and 
associated aftermarket products from its filtration product suppliers, including us. Subsequently, we were 
successful in being awarded this business. In the future, we expect that Cummins will continue to seek 
competitive bids for new filtration products. While we will have a preferred supplier relationship with Cummins, 
we will have to successfully win bids through Cummins’ bidding process in order to maintain or grow our current 
level of sales to Cummins and cannot guarantee that Cummins will always select our products. The loss of, or 
any substantial reduction in sales to, Cummins would have a material adverse effect on our business, financial 
condition, results of operations and cash flows. In addition, our association with Cummins has contributed to the 
relationships we have with certain significant customers due to the relationship those customers had with 
Cummins. We may not be able to attract new customers of Cummins, or retain existing customers, without 
Cummins’ support.

For the year ended December 31, 2025, net sales to PACCAR and the Traton Group accounted for 
approximately 16.3% and 11.5%, respectively, of our net sales. We cannot guarantee that PACCAR or the 
Traton Group will always choose to purchase our products. The loss or substantial reduction of sales to 
PACCAR or the Traton Group could materially and adversely affect our business, financial condition, results of 
operations or cash flows.

The loss of a top OEM relationship, or changes in the preferences of our aftermarket end-users, could 
adversely impact the recurring nature of our aftermarket sales.

We supply filtration products to many of the largest OEMs for both first-fit and aftermarket, which results in 
recurring revenue for our products. Our relationships with these OEMs also allow us to be closely attuned to our 
customers' requirements and preferences and react quickly to any changes. The use of our filtration products as 
a standard first-fit component creates a steady demand for that product in the aftermarket, as end-users often 
return to the OEM for aftermarket service for multiple years and may continue to prefer our products as 
replacement or repair parts.

We may not be able to maintain our current top OEM relationships in the future or may not become the 
preferred supplier for additional OEMs. In addition, our channel partners’ and end-users’ preferences for 
replacement or repair filtration products may change in the future. The loss of a top OEM relationship, or 
changes in the preferences of our aftermarket end-users, could adversely impact the recurring nature of our 
aftermarket sales.

We derive significant earnings from investees that we do not directly control.

We earn equity, royalty and interest income from our joint venture in China — Shanghai Fleetguard Filter 
Co. Ltd., where we indirectly hold 50% of the economic interest. We also earn equity, royalty and interest 
income from our joint ventures in India — Fleetguard Filter Private Ltd. (“FFPL”), where we directly hold 
49.491% of the economic interest (and 50% of the voting interest), and Filtrum Fibretechnologies Pvt. Ltd., 
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where we hold, directly or indirectly, 49.75% of the economic interests (25% directly and 24.75% indirectly 
through our proportionate ownership of FFPL’s 50% ownership interest). For the year ended December 31, 
2025, we recognized $33.8 million of equity, royalty and interest income from investees, compared to $34.3 
million for the year ended December 31, 2024 and $33.6 million for the year ended December 31, 2023. 
Although a significant percentage of our net income is derived from these unconsolidated entities, we do not 
unilaterally control their management or their operations, which puts a substantial portion of our net income and 
cash flow through dividend payments at risk from the actions or inactions of these entities. A significant 
reduction in the level of contribution by these entities to our net income would likely have a material adverse 
effect on our business, financial condition, results of operations or cash flows.

We face significant competition in the markets we serve and maintaining a competitive advantage 
requires consistent investment with uncertain returns.

The businesses and product lines in which we participate are very competitive and we risk losing business 
based on a wide range of factors, including price, quality, technological and engineering capability, 
manufacturing and distribution capability, innovation, performance, reliability and availability, geographic 
coverage, delivery and customer service. Our customers continue to seek technological innovation, productivity 
gains and competitive prices from us and our other suppliers. As a result of these and other factors, if we do not 
meet our customers’ expectations, we may not be able to compete effectively. The competitive environment in 
which we operate is also subject to change. There is no guarantee that we will be successful in implementing 
new product expansions, as we may fail to successfully complete product development or achieve the level of 
sales for these products that we expect. There may also be unexpected costs for such new product offerings, 
which would lower our margins.

Additionally, we operate in highly competitive markets and have numerous competitors who are well-
established in those markets. Our competitors include companies that may have greater name recognition or 
financial, technical, operational, marketing or other resources than us. We expect our competitors to continue 
improving the design and performance of their products and to introduce new products that could be competitive 
in both price and performance. We believe that we have certain technological advantages over our competitors 
in the markets in which we operate, but maintaining these advantages requires us to consistently invest in 
research and development, sales and marketing and customer service and support. There is no guarantee that 
we will be successful in maintaining these advantages.

Evolving customer needs and developing technologies may threaten our existing business and growth.

The ongoing energy transition away from fossil fuels and the increased adoption of electrified powertrains in 
some market segments could result in lower demand for current diesel or natural gas engines and components 
and, over time, reduce the demand for related parts and service revenues. Specifically, our core markets may 
be impacted by technology transitions, including the transition to battery-electric vehicles, hydrogen-powered 
internal combustion engines, fuel cell electric vehicles and alternate power sources. Substantially all of our net 
sales are related to internal combustion engine filtration products. Concerns regarding the effects of emissions 
of GHG on the climate have driven (and will likely continue to drive) international, national, regional and local 
legislative and regulatory responses, including those imposing more stringent emissions standards, requiring 
higher fuel efficiency and/or banning sales of gas-powered vehicles in the future. Such responses may generate 
or accelerate changes in technology and in customer and end-user preference, including wider adoption of, and 
preference for, technologies providing alternatives to diesel engines, such as electrification of equipment, which 
could reduce or eliminate the demand for our products.

For example, Cummins, our largest customer, has established 2030 environmental sustainability goals to, 
among other things, reduce its Scope 3 absolute lifetime GHG emissions from newly sold products, and partner 
with its customers to reduce its indirect GHG emissions from its products. These goals may result in Cummins 
preferring products that reduce its direct and/or indirect GHG emissions. As a result of these risks, and as we 
have seen OEMs begin to invest in these new technologies and launch new non internal combustion engines, 
we have been working, and continue to work, to expand our product offerings across industries and application 
types. However, there can be no assurance that we will be successful in doing so, or even if we are successful, 
that such new products will generate the same revenue or margin as internal combustion engine filtration 
products. Some of these technologies, such as battery electric vehicles, may not utilize as much filtration 
content. Additionally, there can be no assurance that our expectations regarding new and developing alternate 
fuel technologies, including with respect to which technologies will prevail and the development of filtration 
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content for those technologies, will prove to be accurate. Such disruptive innovation could create new markets 
for others and displace existing companies and products. If we are unsuccessful in adapting our technologies or 
expanding into adjacent markets, these disruptions could result in significant negative consequences for us. Our 
future growth is dependent on properly addressing future customer and end-user needs and adapting our 
products in line with global technology trends.

Our ability to attract and retain qualified personnel is critical to our success.

Our success depends on the skills, institutional knowledge, working relationships and continued services 
and contributions of qualified personnel, including our executive leadership team. Our ability to achieve our 
operating and strategic goals depends on our ability to identify, hire, train and retain qualified individuals and 
successfully execute management transitions at leadership levels of the Company. We compete with other 
companies, both within and outside of our industry, for talented personnel and we may lose key personnel or fail 
to attract, train and retain other talented personnel. Any such loss or failure could have material adverse effects 
on our business, financial condition, results of operations or cash flows.

Our continued success will depend in part on our ability to retain the talents and dedication of technical 
employees. As of December 31, 2025, we employed approximately 355 total technical employees and 51% of 
our technical employees were employed outside the United States, in India, China and France. If enough 
technical employees terminate their employment or become ill or otherwise cannot work, our business activities 
may be adversely affected and our management team’s attention may be diverted. In addition, we may not be 
able to locate suitable replacements for any technical employees who leave.

We face risks from strategic transactions, such as acquisitions, divestitures, joint ventures and other 
similar arrangements that we may pursue or undertake.

We are actively evaluating potential strategic acquisitions or investment opportunities and consider 
divestitures of non-strategic business lines, and we have historically pursued and undertaken certain of those 
opportunities. For instance, in 2026 we closed the acquisition of a business in the industrial filtration market and 
in 1987 and 1994, we established our joint ventures in India and China, respectively, for our entry into those two 
markets. Acquisitions, joint ventures and strategic investments could negatively impact our profitability and 
financial condition due to operating and integration inefficiencies, the incurrence of debt, contingent liabilities 
and amortization of expenses related to intangible assets. There are also a number of other risks inherent to 
acquisitions, including the potential loss of key customers and suppliers of the acquired businesses or adverse 
effects on relationships with existing customers and suppliers; the inability to identify all issues or potential 
liabilities during due diligence; difficulties or delays in integrating and assimilating the acquired operations and 
products or in realizing projected efficiencies, growth prospects, cost savings and synergies; the loss of key 
employees; the potential increase in exposure to more onerous or costly legal and regulatory requirements and 
the diversion of management’s time and attention away from other business matters, which may prevent us 
from realizing the anticipated return on our investment. Additionally, we may require substantial additional 
capital, which could be raised pursuant to debt or equity financings, to pursue acquisitions and other business 
ventures, if any, in the future. We cannot assure you that we will be able to raise such additional capital on 
commercially reasonable terms, or at all. 

Divestitures may involve significant challenges and risks, such as difficulty separating out portions of our 
business or the potential loss of revenue or negative impacts on margins. Divestitures may also result in 
ongoing financial or legal proceedings, such as retained liabilities, which could have an adverse impact on our 
business, financial condition, results of operations and cash flows. Further, during the pendency of a proposed 
transaction, we may be subject to risks related to a decline in the business, loss of employees, customers or 
suppliers and the risk that the transaction may not close, any of which could adversely impact our business. 
Additionally, because acquisitions, divestitures, joint ventures, strategic partnerships and other similar 
arrangements are inherently risky, any such transaction may not be successful and may, in some cases, harm 
our business, financial condition, results of operations or cash flows. Failure to complete any such planned 
transaction may adversely impact our business, financial condition, results of operations or cash flows.

Our long term performance targets assume certain ongoing productivity improvements; if we do not 
successfully manage productivity improvements, we may not realize the expected benefits.

Our long-term performance targets assume certain ongoing productivity improvements as a key component 
of our business strategy to, among other things, contain operating expenses, increase operating efficiencies 
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and align manufacturing capacity to demand. We may not be able to realize the expected benefits and cost 
savings if we do not successfully execute these plans while continuing to invest in business growth. Factors that 
can cause us to not realize expected benefits or execute our plans for productivity improvements include, but 
are not limited to unforeseen complications arising from leveraging existing filtration technology to new 
industries, global commodities pricing and availability, manufacturing costs and delays, inflationary pressures 
and labor availability. If any of these, or other, difficulties are encountered, expected benefits of such cost 
savings may not otherwise be realized, which could adversely impact our business, financial condition, results 
of operations or cash flows.

We may be adversely impacted by work stoppages and other labor matters.

As of December 31, 2025, we employed approximately 4,500 persons worldwide and approximately 53% 
were represented by various unions under collective bargaining agreements. Agreements covering employees 
in Mexico, Brazil and France are renewed annually following compensation negotiations, which were recently 
completed for Mexico and Brazil and will begin in February 2026 for Brazil, with terms expiring between 
December 2026 and February 2027. The collective bargaining agreement for our Cookeville, Tennessee plant 
was renegotiated in February 2024 and will remain in effect through February 29, 2028. While we have no 
reason to believe that we will be materially impacted by work stoppages or other labor matters, we have 
experienced such issues and there can be no assurance that future issues with our labor unions will be resolved 
favorably or that we will not encounter future strikes, work stoppages, or other types of conflicts with labor 
unions or our employees. Any of these consequences may have an adverse effect on us or may limit our 
flexibility in dealing with our workforce. In addition, many of our customers and suppliers have unionized work 
forces. Work stoppages or slowdowns experienced by us, our customers or suppliers could result in slowdowns 
or closures that would have a material adverse effect on our business, financial condition, results of operations 
or cash flows.

Our products are exposed to variability in material and commodity costs.

Our business establishes prices with our customers in accordance with contractual timeframes; however, 
the timing of material and commodity market price increases may prevent us from passing these additional 
costs on to our customers through timely pricing actions, which may lead to an adverse impact on our profit 
margins. Additionally, higher material and commodity costs around the world may offset our efforts to reduce our 
cost structure. In recent years, economies around the world have also generally seen significant inflationary 
pressures. While those inflationary pressures have stabilized, we are still subject to the risk of material and 
commodity cost increases and there can be no assurances that such cost increases do not return. As of the 
date of this Annual Report on Form 10-K, we have not entered into any hedging arrangements or agreements 
with respect to the purchase of the commodities used in our products. While we customarily have contractual 
pricing adjustment mechanisms with our first-fit customers that attempt to address some of these risks (notably 
with respect to steel and resins), there can be no assurance that material and commodity price fluctuations will 
not adversely affect our business, financial condition, results of operations or cash flows. In addition, while the 
use of contractual pricing adjustments may provide us with some protection from adverse fluctuations in 
commodity prices, we potentially forego the benefits that might result from favorable fluctuations in costs. As a 
result, higher material and commodity costs could result in declining margins.

Interruptions in the supply of critical materials and components could materially and adversely affect 
our business.

We source a significant number of parts and raw materials critical to our business operations. Any delay in 
our suppliers’ deliveries may adversely affect our operations at multiple manufacturing locations, forcing us to 
seek alternative supply sources to avoid serious disruptions. Delays may be caused by factors affecting our 
suppliers (including pandemics, capacity constraints, port congestion, labor disputes, economic downturns, 
availability of credit, impaired financial condition and geopolitical turmoil), suppliers’ allocations to other 
purchasers, weather emergencies, natural disasters, acts of government or acts of war or terrorism. In 
particular, if there are extended periods of commercial, transportation or other restrictions we could incur global 
supply disruptions. Any extended delay in receiving critical supplies could impair our ability to deliver products to 
our customers and have a material adverse effect on our business, financial condition, results of operations or 
cash flows.
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Complexity of supply chain and manufacturing could perpetuate the inability to meet demand and result 
in the loss of customers.

Our ability to fulfill customer orders is dependent on our manufacturing and distribution operations. Although 
we forecast demand, additional plant capacity takes significant time to bring online and thus changes in demand 
could result in longer lead times. We cannot guarantee that we will be able to adjust manufacturing capacity, in 
the short-term, to meet higher customer demand. Efficient operations require streamlining processes, which we 
may not be capable of achieving. Unacceptable levels of service for key customers may result if we are not able 
to fulfill orders on a timely basis or if product quality, warranty, or safety issues result from compromised 
production. Due to the complexity of our manufacturing operations, we may be unable to timely respond to 
fluctuations in demand, which could adversely impact our business, financial condition, results of operations or 
cash flows.

A number of our customers operate in similar cyclical industries and economic conditions in these 
industries could impact our sales.

 A substantial portion of our sales is tied to customers that serve highly cyclical end markets, including 
on-highway and off-highway industries such as truck and bus, construction, agriculture, mining, oil and gas, 
power generation and recreational vehicles. Demand in these industries is affected by macroeconomic factors 
such as freight activity, infrastructure investment, commodity prices, and interest rates. As these industries 
experience fluctuations, our customers’ production schedules and purchasing patterns may vary significantly, 
which exposes our business to additional risk based on the economic conditions in the markets our customers 
serve. Any downturn or prolonged softness in the industries in which our customers operate could reduce 
demand for our products and materially and adversely impact our business, financial condition, results of 
operations or cash flows.

Our business is exposed to potential claims related to warranties and claims for support outside of 
standard warranty obligations.

We face an inherent business risk of exposure to warranty claims if our products fail to perform to 
specification, or are alleged to result in property damage. At any given time, we are subject to various and 
multiple warranty claims, any one of which, if decided adversely to us, may have a material adverse effect on 
our business, financial condition, results of operations and cash flows in the period in which our liability with 
respect to any such claim is recognized. This can include customer claims for support outside of standard 
warranty obligations. 

Our products are subject to recall for performance or safety-related issues.

Our products are subject to recall for performance or safety-related issues. Product recalls subject us to 
reputational risk, loss of current and future customers, reduced revenue and product recall costs. Product recall 
costs are incurred when we decide, either voluntarily or involuntarily, to recall a product through a formal 
campaign to solicit the return of specific products due to known or suspected performance or safety issues. Any 
significant product recalls could have material adverse effects on our business, financial condition, results of 
operations and cash flows. Additionally, any significant returns or warranty claims, as well as the timing of such 
returns or claims, could result in significant additional costs to us and could adversely affect our business, 
financial condition, results of operations or cash flows.

Inability or failure to adequately protect or enforce our intellectual property could reduce or eliminate 
any competitive advantage and reduce our sales and profitability and the cost of protecting or enforcing 
our intellectual property may be significant.

Our long-term success depends on our ability to market innovative competitive products. We own a number 
of patents, trade secrets, copyrights, trademarks, trade names and other forms of intellectual property related to 
our products and services throughout the world and the operation of our business, on which we rely to 
distinguish our services and solutions from those of our competitors. Patents have a limited life and, in some 
cases, have expired or will expire in the near future. We also have non-exclusive rights to intellectual property 
owned by others in certain of our markets. For example, some of our products may include components that are 
manufactured by our competitors. Our intellectual property may be challenged, opposed, invalidated, diluted, 
cancelled, declared generic, stolen, circumvented, infringed or otherwise violated upon by third parties or we 
may be unable to maintain, renew or enter into new license agreements with third-party owners of intellectual 
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property on reasonable terms, or at all. In addition, the global nature of our business increases the risk that our 
intellectual property may be subject to infringement, theft or other unauthorized use or disclosure by others. Our 
ability to protect and enforce intellectual property rights, including through litigation or other legal proceedings, 
also varies across jurisdictions. In some cases, our ability to protect or enforce our intellectual property rights by 
legal recourse or otherwise may be limited, particularly in countries where laws or enforcement practices are 
less protective than those in the United States. Our inability to obtain sufficient protection for our intellectual 
property, or to effectively maintain or enforce our intellectual property rights, could lead to reputational harm 
and/or adversely impact our competitive position, business, financial condition, results of operations or cash 
flows.

Competitors and others may also initiate litigation or other proceedings to challenge the scope, validity or 
enforceability of our intellectual property or allege that we infringed, misappropriated or otherwise violated their 
intellectual property. Any litigation or proceedings to defend us against allegations of infringement, 
misappropriation, or other violations of intellectual property rights, regardless of merit, could be costly, divert 
attention of management and may not ultimately be resolved in our favor. If we are unable to successfully 
defend against claims that we have infringed the intellectual property rights of others, we may be prevented 
from using certain intellectual property or offering certain products, or may be liable for substantial damages. 
We may also be required to develop an alternative, non-infringing product that could be costly, time-consuming 
or impossible, or seek a license from a third party, which may not be available on terms that are favorable to us, 
or at all. Any of the foregoing could have a material adverse effect on our business, financial condition, results of 
operations or cash flows.

Unexpected events, including natural disasters, may increase our cost of doing business or disrupt our 
operations.

There could be an occurrence of one or more unexpected events, including a terrorist attack, war or civil 
unrest, a weather event, an earthquake, a pandemic, cyber-attack or other catastrophe in countries in which we 
operate.

Such an event could result in physical damage to and complete or partial closure of one or more of our 
headquarters, manufacturing facilities or distribution centers, as well as disruptions to the transport of our 
products to customers and to our information systems. The insurance coverage we maintain, may not provide 
protection for all costs that may arise from any such event. Any disruption in our operations could have an 
adverse impact on our ability to meet customer needs or require us to incur additional expenses to produce 
sufficient inventory. Certain unexpected events could adversely impact our business, financial condition, results 
of operations or cash flows.

Risks Related to Legal and Regulatory Issues

Sales of counterfeit versions of our products, as well as unauthorized sales of our products, may 
adversely affect our business, financial condition, results of operations or cash flows.

Third parties may illegally make, distribute and sell counterfeit versions of our products that do not meet the 
standards of our design, development, manufacturing and distribution processes. Such counterfeit products 
divert sales from genuine products, often are of lower cost and quality and may pose safety risks. If illegal sales 
of counterfeit products result in adverse product liability or negative consumer experiences, we may be 
associated with negative publicity resulting from such incidents. Although we proactively monitor the existence 
of counterfeit products and initiate actions to seize, remove them from sale or destroy, we may not be able to 
prevent third parties from manufacturing, selling or purporting to sell counterfeit products competing with our 
products, which may negatively impact our sales, brand reputation, business, financial condition, results of 
operations or cash flows.

Our products are subject to statutory and regulatory requirements that can significantly increase our 
costs and could have a material adverse impact on our business, financial condition, results of 
operations or cash flows.

Our products are subject to many laws and regulations in the jurisdictions in which we operate. We routinely 
incur costs to comply with these laws and regulations. We may be adversely impacted by new or changing laws 
and regulations that affect both our operations and our ability to develop and sell products that meet our 
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customers’ requirements. The discovery of noncompliance issues could have a material adverse impact on our 
reputation, brand, business, financial condition, results of operations or cash flows.

Developing products to meet more stringent and changing regulatory requirements, with different 
implementation timelines and requirements, makes developing products efficiently for multiple markets 
complicated and could result in substantial additional costs that may be difficult to recover in certain markets. 
The successful development and introduction of new and enhanced products in order to comply with new 
regulatory requirements are subject to other risks, such as delays in product development, cost overruns and 
unanticipated technical and manufacturing difficulties.

In addition to these risks, the nature and timing of government implementation and enforcement of 
increasingly stringent regulatory standards in our worldwide markets are unpredictable and subject to change. 
Any delays in implementation or enforcement could result in a loss of our competitive advantage and could have 
a material adverse impact on our business, financial condition, results of operations or cash flows.

We operate our business on a global basis and changes in international, national and regional trade 
laws, regulations, and policies affecting and/or restricting international trade could adversely impact the 
demand for our products and our competitive position.

We manufacture, sell and service products globally and rely upon a global supply chain to deliver the raw 
materials, components, systems and parts that we need to manufacture and service our products. Changes in 
laws, regulations and government policies on foreign trade and investment, including as a result of changes in 
U.S. presidential administration, can affect the demand for our products and services, causing customers and 
end-users to shift preferences toward domestically manufactured or branded products and impact the 
competitive position of our products or prevent us from being able to sell products in certain countries. Our 
business benefits from free trade agreements, such as the United States-Mexico-Canada Agreement, the U.S. 
trade relationships with China, Brazil and France and the Comprehensive Economic Partnership Agreement 
between India and South Korea. Efforts to withdraw from, or substantially modify such agreements or 
arrangements, in addition to the implementation of more restrictive trade policies, such as more detailed 
inspections, higher tariffs (including, but not limited to, additional tariffs on the import of steel or aluminum and 
imposition of new or retaliatory tariffs against certain countries, including based on developments in U.S.-China, 
U.S.-Mexico, U.S.-Canada, U.S.-Russia and EU-Russia relations), import or export licensing requirements, and 
exchange controls or new barriers to entry, could limit our ability to capitalize on current and future growth 
opportunities in international markets, impair our ability to ship media from our plant in South Korea directly to 
our joint venture partners, impair our ability to expand the business by offering new technologies, products, and 
services, and could adversely impact our production costs, customer and end-user demand and our 
relationships with customers and suppliers. Any of these consequences could have a material adverse effect on 
our business, financial condition, results of operations or cash flows.

Embargoes, sanctions and export controls imposed by the U.S. and other governments restricting or 
prohibiting transactions with certain persons or entities, including financial institutions, to certain countries or 
regions, or involving certain products, may limit the sales of our products. Embargoes, sanctions, and export 
control laws are changing rapidly for certain geographies, including with respect to China and Russia. In 
particular, changing U.S. and European export controls and sanctions on China, as well as other restrictions 
affecting transactions involving China and Chinese parties and Russia and Russian parties, could affect our 
ability to collect receivables, provide aftermarket and warranty support for our products, sell products, and 
otherwise impact our reputation and business, any of which could have a material adverse effect on our 
business, financial condition, results of operations or cash flows. Moreover, the enforceability of contracts in 
China, especially with governmental entities, including state-owned enterprises, is relatively uncertain. If 
counterparties repudiated our contracts or defaulted on their obligations, we might not have adequate remedies. 
Such uncertainties or inability to enforce our contracts could materially and adversely affect our business, 
financial condition, results of operations or cash flows.

Unanticipated changes in our effective tax rate, the adoption of new tax legislation or exposure to 
additional income tax liabilities could adversely affect our profitability and cash flow. In addition, audits 
by tax authorities could result in additional tax payments for prior periods.

We are subject to income taxes in the U.S. and numerous international jurisdictions. Our income tax 
provision and cash tax liability in the future could be adversely affected by the adoption of new tax legislation, 
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changes in the amounts or composition of earnings in countries with differing statutory tax rates, changes in the 
valuation of deferred tax assets and liabilities and the discovery of new information in the course of our tax 
return preparation process. Additionally, we have been subject to tax audits. These audits can involve complex 
issues, which may require an extended period of time to resolve and can be highly judgmental. Tax authorities 
may disagree with certain tax reporting positions taken by us and, as a result, assess additional taxes against 
us. We may have to engage in litigation to achieve the results reflected in our tax estimates, and such litigation 
may be time consuming and expensive. We regularly assess the likely outcomes of any audits in order to 
determine the appropriateness of our tax provision. The amounts ultimately paid upon resolution of these or 
subsequent tax audits could be materially different from the amounts previously included in our income tax 
provisions and accruals, which could materially and adversely affect our business, financial condition, results of 
operations or cash flows.

Changes in tax law relating to multinational corporations could adversely affect our tax position.

The U.S. Congress, government agencies in non-U.S. jurisdictions where we and our affiliates do business, 
and the Organisation for Economic Co-operation and Development (“OECD”) have recently focused on issues 
related to the taxation of multinational corporations. One example is in the area of “base erosion and profit 
shifting,” where profits are claimed to be earned for tax purposes in low-tax jurisdictions, or payments are made 
between affiliates from a jurisdiction with high tax rates to a jurisdiction with lower tax rates. The OECD has 
released several components of its comprehensive plan to create an agreed set of international rules for 
addressing base erosion and profit shifting. As a result, the tax laws in the United States and other countries in 
which we do business could change on a prospective or retroactive basis, including as a result of the recent 
change in U.S. presidential administration, and any such changes could adversely affect our business, financial 
condition, results of operations or cash flows.

Our global operations are subject to laws and regulations that impose significant compliance costs and 
create reputational and legal risk.

Due to the international scope of our operations, we are subject to a complex system of commercial 
regulations around the world. Recent years have seen an increase in the development and enforcement of laws 
regarding trade compliance, as well as new regulatory requirements regarding privacy and data protection, such 
as the European Union General Data Protection Regulation. For example, in January 2024, the Tax 
Administration Service in Mexico amended the customs requirements for transactions between a maquiladora in 
Mexico shipping its manufactured goods to a domestic Mexican company resulting in increased costs for our 
Mexican operations. Our foreign subsidiaries and affiliates are governed by laws, rules and business practices 
that differ from those of the U.S. The activities of these entities may not comply with U.S. laws or business 
practices or our Code of Business Conduct. Violations of these laws may result in severe criminal or civil 
sanctions, could disrupt our business and result in an adverse effect on our reputation, business, financial 
condition, results of operations or cash flows. We cannot predict the nature, scope or effect of future regulatory 
requirements, or the ability to obtain any government certification or permit pursuant to any regulatory 
requirement, to which our operations might be subject or the manner in which existing laws might be 
administered or interpreted.

We are subject to national and international anti-corruption laws and regulations laws, such as the U.S. 
Foreign Corrupt Practices Act (“FCPA”), the U.K. Bribery Act (the “Bribery Act”) and export controls and 
economic sanctions programs, including those administered by the U.S. Treasury Department’s Office of 
Foreign Assets Control (“OFAC”), relating to our business and our employees. As part of our business, we deal 
with state-owned business enterprises, the employees of which are considered foreign officials for purposes of 
the FCPA’s prohibition on providing anything of value to foreign officials for the purposes of obtaining or 
retaining business or securing any improper business advantage. In addition, the provisions of the Bribery Act 
extend beyond bribery of foreign public officials and also apply to transactions with individuals that a 
government does not employ. Some of the international locations in which we operate lack a developed legal 
system and have higher than normal levels of corruption.

Our continued expansion outside the United States, including in China, India and developing countries, and 
our development of new partnerships worldwide, could increase the risk of FCPA, OFAC or Bribery Act 
violations in the future. Despite our policies, procedures and compliance programs, our internal control and 
compliance systems may not be able to protect from prohibited acts willfully committed by our employees, 
agents or business partners that would violate such applicable laws and regulations. Additionally, there can be 
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no assurance that our policies and procedures will effectively prevent us from violating these regulations in 
every transaction in which we may engage or provide a defense to any alleged violation. For example, actions 
taken by OFAC in response to the Russia-Ukraine War have included the imposition of export controls and 
broad financial and economic sanctions against Russia, Belarus and specific areas of Ukraine. Any violation or 
alleged violation of these laws and regulations, even if prohibited by our policies, could result in criminal or civil 
sanctions, reputational damage or other substantial costs and penalties, any of which could adversely affect our 
business, financial condition, results of operations or cash flows. In particular, we may be held liable for actions 
that our joint venture partners take inside or outside of the United States, even though our partners may not be 
subject to these laws. Any such improper acts could damage our reputation, subject us to civil or criminal 
judgments, fines or penalties, and could otherwise disrupt our business.

Our operations are also subject to certain antitrust and competition laws in the jurisdictions in which we 
conduct our business, in particular the United States and Europe. These laws prohibit, among other things, 
anticompetitive agreements and practices. If any of our commercial agreements or practices are found to violate 
or infringe such laws, we may be subject to civil and other penalties. We may also be subject to third-party 
claims for damages. Further, agreements that infringe antitrust and competition laws may be void and 
unenforceable, in whole or in part, or require modification in order to be lawful and enforceable. Accordingly, any 
violation of these laws could harm our reputation and could have a material adverse effect on our business, 
financial condition, results of operations or cash flows.

From time to time, we are subject to litigation or other commercial disputes and other legal and regulatory 
proceedings relating to our business, including actual or perceived failure to comply with the laws and 
regulations mentioned above. Due to the inherent uncertainties of any litigation, commercial disputes or other 
legal or regulatory proceedings, we cannot accurately predict their ultimate outcome, including the outcome of 
any related appeals. An unfavorable outcome could materially adversely impact our business, financial 
condition, results of operations or cash flows. Furthermore, as required by U.S. GAAP, we establish reserves 
based on our assessment of contingencies, including contingencies related to legal claims asserted against us. 
Subsequent developments in legal proceedings may affect our assessment and estimates of the loss 
contingency recorded as a reserve and require us to make payments in excess of our reserves, which could 
have an adverse effect on our business, financial condition, results of operations or cash flows.

We may be adversely impacted by the effects of climate change and may incur increased costs and 
experience other impacts due to climate change.

The scientific consensus indicates that emissions of GHG continue to alter the composition of Earth’s 
atmosphere in ways that are affecting, and are expected to continue to affect, the global climate. The potential 
impacts of climate change on our customers and end-users, product offerings, operations, facilities and 
suppliers are accelerating and uncertain, as they will be particular to local, customer-specific circumstances. 
These potential impacts may include, among other things, rising sea levels and the frequency and severity of 
weather events as well as customer and end-user product changes either through preference or regulation.

Concerns regarding climate change may lead to additional international, national, regional and local 
legislative and regulatory responses. For example, enhanced mandatory climate reporting requirements came 
into force in 2019 and again in 2022 in the United Kingdom and broader sustainability reporting requirements 
(including climate) will apply to certain European Union entities on a staged basis from 2024 and to their non-
European Union parent undertakings from 2028. We believe these reporting requirements could increase our 
reporting and compliance costs. Various stakeholders, including legislators and regulators, shareholders and 
non-governmental organizations, are continuing to look for ways to reduce GHG emissions, including limits on 
GHG emissions, bans on future sales of gas-powered vehicles, and measures intended to incentivize GHG 
reduction such as fuel taxes, carbon taxes and subsidies. As the impact of any future GHG legislative or 
regulatory requirements on our global businesses and products is dependent on the timing, scope and design of 
the mandates or standards, we are currently unable to predict the potential impact. Moreover, as discussed in 
“— Risks Related to our Business Operations — Evolving customer needs and developing technologies may 
threaten our existing business and growth”, certain consequences of climate change, such as shifts in customer 
and end-user preferences and the pace and extent to which customers and end-users adopt alternative power, 
including electrified vehicles, could impact demand for our products and could have a material adverse effect on 
our business, financial condition, results of operations or cash flows.
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Our operations are subject to increasingly stringent environmental laws and regulations, and we are 
also subject to laws requiring cleanup of contaminated property.

Our plants and operations are subject to increasingly stringent environmental laws and regulations in all of 
the countries in which we operate, including laws and regulations governing air emissions, wastewater and 
storm water discharges and the generation, handling, storage, transportation, treatment and disposal of waste 
materials. While we believe that we are in compliance in all material respects with these environmental laws and 
regulations, there can be no assurance that we will not be adversely impacted by costs, liabilities or claims with 
respect to existing or subsequently acquired operations, under either present laws and regulations or those that 
may be adopted or imposed in the future. We are also subject to laws requiring the cleanup of contaminated 
property, including laws that impose strict liability for contamination at owned property and for hazardous 
materials or wastes generated by our plants and operations or those of our predecessors. If a release of 
hazardous substances occurs at or from any of our (or our predecessors’) current or former properties or at a 
landfill or another location where we or our predecessors have disposed of (or arranged for the disposal of) 
hazardous materials, we may be held liable for the contamination and the amount of such liability could be 
material. We may become subject to additional evolving regulations related to the cleanup of contaminated 
property.

Risks Related to Cybersecurity and Information Technology Infrastructure

Our information technology environment and our products are exposed to potential security or data 
breaches or other disruptions, which may adversely impact our operations.

We rely on the capacity, reliability and security of our information technology environment and data security 
infrastructure in connection with various aspects of our business activities. We also rely on our ability to expand 
and continually update these technologies and related infrastructure in response to the changing needs of our 
business. As we implement new technologies, they may not perform as expected. We face the challenge of 
supporting our older technologies and implementing necessary upgrades. In addition, some of these 
technologies are managed by third-party service providers and are not under our direct control. If we experience 
a problem with an important technology, including during upgrades and/or new implementations of technologies, 
the resulting disruptions could have an adverse effect on our business and reputation. As customers and end-
users adopt and rely on cloud-based digital technologies and services we offer, any disruption of the 
confidentiality, integrity or availability of those services could have an adverse effect on our business and 
reputation.

Our operations routinely involve collecting, receiving, storing, processing and transmitting personal, 
sensitive and other confidential information pertaining to our business, customers, end-users, dealers, suppliers, 
employees and other sensitive matters. The data handled by our technologies is vulnerable to security threats. 
In addition, our products contain interconnected and increasingly complex technologies that monitor and 
transmit data and these technologies are potentially subject to cyber-attacks and disruption. For example, we 
have developed the filtration intelligence technology (FIT) system, which embeds sensors and software within 
the filtration equipment system designed to optimize filtration maintenance and monitor equipment health. In 
addition, we provide opportunities for remote working to our employees, which may pose additional information 
technology risks. The impact of a significant information technology event on either our information technology 
environment or our products could negatively affect the performance of our products, our reputation, and 
competitive position.

While we continually work to safeguard our information technology environment and mitigate potential risks, 
there is no assurance that these actions will be sufficient to timely detect or prevent information technology 
security threats, such as security breaches, computer malware, ransomware attacks and other cyber-attacks, 
which are increasing in both frequency and sophistication, along with power outages or hardware failures. 
These threats could result in unauthorized access, use, modification, disclosure, loss or theft of information, 
including intellectual property, costly investigations, remediation efforts, notification requirements, privacy or 
data protection-related compliance obligations, legal claims or proceedings, government enforcement actions, 
civil or criminal penalties, fines, diversion of management attention, operational changes or other response 
measures, loss of customer confidence in our security measures, loss of business partners, and negative 
publicity that could adversely affect our brand, reputation, business, financial condition, results of operations or 
cash flows. Our cyber insurance policies may not cover, or may cover only a portion of, any potential claims 
related to such events or may not be adequate to indemnify us for all or any portion of liabilities that may be 
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imposed or defense costs incurred. We also cannot be certain that we will be able to maintain insurance 
coverage, on acceptable terms or in amounts sufficient to cover the potentially significant losses that may result 
from a security incident or breach, or that the insurer will not deny coverage of any future claim.

In addition, data we collect, store and process are subject to a variety of U.S. and international laws and 
regulations, such as the European Union's General Data Protection Regulation, which may carry significant 
potential penalties for noncompliance.

A number of our operations depend on information technology infrastructure and assets that are 
increasing in complexity, which are undergoing changes as a result of the Separation.

In order to support the new business processes under the terms of our transition services agreement with 
Cummins, we made significant configuration, process and data changes within many of the information 
technology systems that we use. If our information technology systems and processes were not sufficient to 
support our business and financial reporting functions, or if we failed to properly implement our new business 
processes, manufacturing, shipping, invoicing or other critical operating activities may be interrupted or 
negatively affected, and our financial reporting may be delayed or inaccurate and, as a result, our business, 
financial condition, results of operations or cash flows may be materially adversely affected. Even if we were 
able to successfully configure and change our systems, all technology systems, even with implementation of 
security measures, are vulnerable to disability, failures or unauthorized access. If our information technology 
systems were to fail or be breached, this could materially adversely affect our reputation and our ability to 
perform critical business functions, and sensitive and confidential data could be compromised.

Risks Related to Finance and Financial Market Conditions

We are subject to foreign currency exchange rate and other related risks.

We conduct operations in many areas of the world involving transactions denominated in a variety of 
currencies. We are subject to foreign currency exchange rate risk to the extent that our costs are denominated 
in currencies other than those in which we earn revenues. In addition, since our financial statements are 
denominated in U.S. dollars, changes in foreign currency exchange rates between the U.S. dollar and other 
currencies have had, and will continue to have, an impact on our business, financial condition, results of 
operations or cash flows. For example, 37% of our net sales in 2025 were denominated in a currency other than 
the U.S. dollar. Additionally, the appreciation of the U.S. dollar against foreign currencies has had and could 
continue to have a negative impact on our consolidated results of operations due to translation impacts. We 
currently manage exchange rate and other related risks through the selective use of derivatives, but there can 
be no assurance that fluctuations in exchange rates and other related risks will not have a material adverse 
effect upon our business, financial condition, results of operations or cash flows. 

We have recorded goodwill as a result of prior acquisitions, and an economic downturn could cause 
these balances to become impaired, requiring write-downs that would reduce our operating income.

Goodwill amounted to approximately $84.7 million as of December 31, 2025. As required under current 
accounting rules, we assess goodwill for impairment at least annually and whenever changes in circumstances 
indicate that the carrying amount may not be recoverable from estimated future cash flows. As of December 31, 
2025, management has deemed there is no impairment of our recorded goodwill. However, if future operating 
performance at one or more of our operating units were to fall significantly below forecast levels or if market 
conditions for one or more of our acquired businesses were to decline, we could be required to incur a non-cash 
charge to operating income for impairment. Management will continue to monitor our operating results, our 
market capitalization, and the impact of the economy to determine if there is an impairment of goodwill in future 
periods.

Risks Related to Macroeconomic and Geopolitical Conditions

Increased tariffs or the imposition of other barriers to international trade could impact the cost of our 
products, demand for our products and our competitive position.

Changes to trade protection measures and import or export licensing requirements; the imposition of new, 
additional, or retaliatory tariffs, quotas, exchange controls, sanctions, trade barriers or other restrictions; and the 
withdrawal from or modification of trade agreements or the negotiation of new trade agreements, in countries 
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where we operate, particularly in Mexico, Canada, China, and India, could impact the cost of our products, 
demand for our products and the competitive position of our products. Our largest global manufacturing facility 
is in San Luis Potosi, Mexico, and it supplies products to our U.S. and global markets. There can be no 
assurance that the consequences of these actions, given our global operations, will not have a material adverse 
effect upon our business, financial condition, results of operations or cash flows.

For example, since February 2025, the U.S. presidential administration has announced new and substantial 
tariff increases on imports to the United States from China, Mexico, Canada and India. Since then, various 
modifications and delays to these tariffs have been implemented, with further changes anticipated. These 
modifications include additional sector-specific tariffs or other measures. These actions have prompted a variety 
of tariff responses by countries, which have the potential to affect our business. Several tariff announcements 
have been followed by announcements of temporary pauses and limited exemptions, such as the temporary 
exemption for goods that enter the U.S. as qualifying goods under the United States-Mexico-Canada Agreement 
(“USMCA”), for which the majority of our products from Mexico for the U.S. market are certified compliant, or 
expected to be certified compliant. These temporary exemptions, including those we are availing ourselves to 
under the USMCA, may be reduced or eliminated in the future. The ongoing trade disputes associated with 
these tariff measures and the potential escalation of trade disputes would pose a significant risk to our business 
and would affect our revenue and cost of goods sold. For instance, we have raised the prices of certain of our 
products in response to cost increases we have incurred on purchases of finished and other goods and some 
raw materials due to tariffs. The extent and duration of the tariffs and the resulting impact on general economic 
conditions and our business are uncertain and depend on various factors, such as negotiations between the 
U.S. and affected countries, the responses of other countries or regions, exemptions or exclusions that may be 
granted, availability and cost of alternative sources of supply, and demand for our products in affected markets. 
Further, actions we take to adapt to new tariffs or trade restrictions, including raising the prices of our products 
or shifting supply sourcing or production locations, may cause us to modify our operations, lose customers, 
experience increased costs, or forgo business opportunities.

Political, economic and social uncertainty in geographies where we have significant operations or large 
offerings of our products could significantly change the dynamics of our competition, customer and 
end-user base and product offerings and impact our growth opportunities globally.

Our business is subject to the political, economic and other risks that are inherent in operating in numerous 
countries, including:

• public health crises, including the spread of a contagious disease and other catastrophic events;

• the difficulty of enforcing agreements and collecting receivables through foreign legal systems;

• the imposition of taxes on foreign income and tax rates in certain foreign countries that exceed those in 
the U.S.;

• difficulty in staffing and managing widespread operations and the application of foreign labor 
regulations;

• required compliance with a variety of foreign laws and regulations; and

• changes in general economic and political conditions, including changes in relationship with the U.S. in 
countries where we operate, particularly in Mexico, Canada, China, India and other emerging markets.

As we continue to operate and grow our business globally, our success will depend, in part, on our ability to 
anticipate and effectively manage these and other related risks. There can be no assurance that the 
consequences of these and other factors relating to our multinational operations will not have a material 
adverse effect upon our business, financial condition, results of operations or cash flows.

Risks arising from uncertainty in worldwide and regional market and economic conditions may harm 
our business and make it difficult to project long-term performance.

Our business is sensitive to global macroeconomic conditions. Future macroeconomic downturns may have 
an adverse effect on our business, financial condition, results of operations or cash flows, as well as on our 
distributors, customers, end-users and suppliers, and on activity in many of the industries and markets we 
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