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arsco Corporation is one of the

world’s leading diversified industrial
services companies. QOur balanced
portfolio of market-leading businesses
serve fundamental, global industries,
including construction, steel and metals,
energy and railways. QOur operations
encompass more than 400 locations in
50 countries.

Harsce's broad operating balance is
reflected in our performance: more than
65% of Harsco's revenues and nearly
70% of our operating income are
generated outside the United States.
Harsco common stock is listed on the
New York Stock Exchange under the
symbol H3C, and is a component of the
S&P MidCap 400 Index and the Russell
1000 Index.

CORPORATE OFFICERS

Derek C. Hathaway
Chairman

Salvatore D. Fazzolari
CEO

Geoffrey D. H. Butler
President

Mark E. Kimmel
Sr. Vice President, Chief
Administrative Officer,
General Counsel and
Corporate Secretary

Richard C. Neuffer
Sr. Vice President

Stephen J. Schnoor
Sr. Vice President and CFO

Gary J. Findling
Vice President and Treasurer

Scott H. Gerson
Vice President and CIO

Michael H. Kolinsky
Vice President — Taxes

Eugene M. Truett
Vice President — Investor
Relations and Credit

Gerald F. Vinci
Vice President Human
Resources — Americas

Richard M. Wagner
Vice President and Controller

SR. OPERATIONS EXECUTIVES

Access Services and Mill Services
Geoffrey D. H. Butler
CEO

Minerals & Rail Services and
Products
Richard C. Neuffer
President

HSC SRP Michael A. Higgins
Mnca Vice President — Audit
NYSE 400
TABLE OF CONTENTS FORWARD-LOOKING STATEMENTS

1 2007 Financial Highlights

2 Chairman's Letter to Stockholders
4 CEO's Report

8 Access Services

10 Mill Services

12 Minerals & Rail Services and Products

14 Corporate Citizenship
16 Corporate Governance
17 Form 10-K Annual Report

This document contains certain "forward-looking
statements” within the meaning of the Private
Securities Litigation Reform Act of 19395, These
statements are based on management's current
expectations and are subject to changes and
uncertainties that could cause future results to differ
materially. Please refer to the section herein entitled
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TOTAL REVENUES

N 22%

OPERATING INCOME

™ 33%

DILUTED EARNINGS PER SHARE

N 36%

OPERATING MARGIN

AN 100 bps

DECLARED DIVIDENDS PER SHARE

™ 9%

YEAR-END MARKET PRICE OF STOCK

N 68%
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Dollars in thousands, excep! per share amounts 2007 2006 2005 2004 2003

Operating Information

Total revenues from continuing operations $ 3,688,160 $3,025613 $2,396,009 $2,162,973 $ 1,824,551
Operating income from continuing operations 457,805 344,309 251,036 185,456 159,349
Income from continuing operations 255,115 186,402 144,488 104,040 77,1 33i
Ratios
Current ratio 1.5:1 1.4:1 1.51 1.6:1 1.5:1
Retum on average capital 12.2% 10.8% 10.7% 9.2% 7.8%
Retumn on average equity 19.2% 17.2% 15.3% 12.7% 10.9%
Return on average assets 13.0% 12.1% 11.2% 9.9% 8.9%
Debt to total capitalization 40.8% 48.1% 50.4% 40.6% 44.1%
Per Share '
Diluted earnings $ 353 $ 233 $ 1.86 $ 146 $ 113
Diluted earnings frem continuing operations 3.01 221 1.72 1.28 0.94
Book value 18.54 13.64 11.89 11.03 9.51
Cash dividends declared 0.7275 0.665 0.6125 0.5625 0.5313
Other Information ‘
Diluted average shares outstanding (in thousands) 84,724 84,430 84,161 83,196 81,948
Number of employees 21,500 21,500 21,000 18,500 17,500

™ All amounts are based on continuing operations.

Income statement information restated to reflect the Gas Technologies business group as discontinued operations.
Per share information restated to reflect the 2-for-1 stock split effective in March 2007.

2007 REVENUES

(Dollars in milliona}

B Mill Services - $1,522; 41%
O Access Services - $1,416; 39%

B Minerals & Rail Services
and Products - $750; 20%

2007 REVENUE SOURCES
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B Western Europe - 47%
B North America - 34%
B Latin America - 6%

B Middle East and Africa - 5%

{1 Asia/Pacific - 4%
O Eastern Europe - 4%
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To Stockholders

At the conclusion of my service to Harsco and our various stakeholders,
the results of 2007 affirm the success of the long-term strategic plan

execution to which the Harsco team has been committed and which will,
we believe, continue to provide a reliable foundation to Harsco’s future.

Our performance in 2007 established a number of
new high-water marks in the Company's history.
Revenues increased by 22% to a record $3.69 billion,
thus marking our fifth consecutive year of revenue
growth. Income from continuing operations increased
37% to $255.1 million, or $3.01 per diluted share, also
records. Cash flow from operations, a halimark of
Harsco's financial strength, increased 15% over the prior
year, enabling us to invest a record $444 million of
capital in growth projects and the maintenance of our
business. Qur strong performance is the product of a
well-balanced portfolio of substantial industrial services

businesses that are positioned to deliver on Harsco's
growth goals in the coming years.

Harsco’s balance is reflected in the 2007 segment
contributions to operating income. Access Services
accounted for 40%, Minerals & Rail Services and
Products for 31%, and our Mill Services group
accounted for the remaining 29%. Overall operating
margins increased to 12.4% while our return on
average capital from continuing operations improved
to 12.2%. These, too, are records, and relate directly
to our fundamental pursuit of value on behalf of
Harsco stockholders.

2 Harsco Corporation 2007 Annuai Report




Economic Value Added (EVA®) performance once again
achieved record levels in 2007. We would note also that

the year marked our 14th consecutive annual dividend
increase. Itis a cornerstone of Harsco's value
creation and cash generation objectives to

competitive businesses each with substantial leadership

positions in the markets served. Our footprint now

extends to 50 countries throughout the world. Wae serve
large, vital global
industries that wil

provide a consistent and immediate reward to It is our belief that the full continue to play an

stockholders in conjunction with the numerous , . essential role in

other potential calls on our resources. value of Harsco’s poten tial support of the:
remains to be realized. world’s economic

Our business profile at the end of 2007 reflects

all of the essential elements of our stated

strategic objectives. Industrial services

accounted for 86% of our total sales. Revenues
generated outside the United States approximated
70%, clear evidence of our continuing
internationalization efforts. Sales from rapidly
developing economies such as the Middle East and
Latin America accounted for nearly 20% of 2007’s
international sales total. A major component of our
more than decade-long strategic transformation was
the completion of the sale this past December of our
Gas Technologies group manufacturing operations.

It is our belief that the full value of Harsco's potential
remains to be realized. We are a company of modern,

and infrastructure
expansion.

If there is to be a legacy of my tenure as the leader of
our corporation, it is that our stockholders have baen
rewarded for their support, and that Harsco's future is
in such capable hands. Thank you for the opporttf;nity
to serve. '

Derek C. Hathaway Q,K

Chairman

March 3, 2008

Harsco Corporation 2007 Annual Report
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Report

It is an honor and a privilege to begin serving as Harsco’'s CEQO. As we
embark on the next stage of Harsco’s development, | believe it is important
to outline both our strategic roadmap for value creation and our core values.

With Harsco's fundamental transformation to a global
industrial services company now complete, the
next stage of our continuing development and
advancement will take on a broader international focus
and a heightened emphasis on achieving sustainable,
value-creating excellence throughout our operations.

Our strategic roadmap for Harsco's continuing value
creation is centered on three principal tenets:

= Providing strong and disciplined growth-oriented
leadership throughout the organization

+ Geographically expanding our balanced global portfolio
of businesses

« Maintaining our focus on industrial services with a
strong technology underpinning

The salid foundation to all of this is our “core values,” as
exemplified by our value-based management system.
These core values, which underpin everything that we do
and stand for, and the related practices that ensure their
effectiveness, are summarized as follows:

PEOPLE - THE “A TEAM”

For Harsco to continue to compete and win on an
increasingly global scale, we need to ensure that we
have the best people with the best talents. This is not
only necessary in our key positions but also across the
enterprise. | refer to this as our “A Team” initiative.

“A Team” is an across-the-board, systematic approach to
identifying, placing, and supporting the most capable
leaders, managers and employees across the Harsco
organization. To paraphrase the well-known and highly

4 Harsco Corporation 2007 Annual Report




respected business author Jim Collins, you need to have
the right people on the bus, in the right seats, before you
start to drive.

| am convinced that we have this caliber of talent in many
areas throughout Harsco, but we have not yet done
enough to create and build an “A Team” environment.
This will be a high priority for our senior management
team. We've embarked on a three-year action plan to
address specific, key objectives in such areas as
professional growth and development, succession
planning, and performance management. We will be
establishing new training and development initiatives to
ensure that our workforce in critical positions has the
right skills and behaviors for their existing roles, and for
future opportunities as well. We've already begun by
implementing a broad-based executive assessment and
leadership training program for our senior and middie
managers and frontline leaders. We plan to expand the
geographic implementation of this program and introduce
more site- and business-specific training at key operating
locations. We will ensure that our recruitment and
selection processes support our “A Team” objectives

for attracting and retaining top talent in key positions
throughout the organization.

VALUE CREATION DISCIPLINE

Our commitment to Economic Value Added (EVA®) has
been one of our great success stories in terms of value

creation. EVA is deeply ingrained in our culiure, ‘
essentially part of our DNA, ;

EVA measures true economic profit including the costs of
the capital used to create those profits. Our EVA |
performance in 2007 exceeded target by nearly 400%

It's important to note that each year's target is not one we
set ourselves, but rather one set for us by mdependent
EVA experts in conjunction with our Board of Dlrectors
That we have consistently created positive EVA over
each of the past five years speaks directly to our
unrelenting focus on value creation. Virtually all cap:tai
decisions, as well as our management incentive
compensation programs, are rigorously EVA-linkeq.
CONTINUQUS IMPROVEMENT

As we mentioned in last year’s Annual Report, creeting a
culture of continuous improvement is a natural
complement to our EVA discipline, as operating more
efficiently at lower cost contributes directly to the creatlon
of value. '

Growth Value

Strategy 3

Industrial Services and
Geographic Footprint
Development and
Balance

Value-Based
Management

System

CREATING VALUE FOR STOCKHOLDERS

Harsco Corporation 2007 Annual Report
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We will be reinvigorating this objective in 2008 with anew  In optimizing our organization and processes, it is

company-wide continuous process improvement imperative that we also infuse the enterprise with
methodology. Our goal is simple: to identify and enabling technologies. In this regard, | am pleased to
eliminate non-value-adding activity from our core report that we have made significant progress on one of
business processes. Eliminating waste in every area is our most critical initiatives for supporting Harsco's

going to save us money, improve our efficiency, and free growth, which is the global standardization of our

up our people to go after ever-greater and more information technology infrastructure. Over 98% of our
beneficial value-creating activities. | call this optimizing more than 400 worldwide operating locations now share
the enterprise. a common infrastructure. The long-term benefits to our

operating efficiency and our capacity for integrating future

Having completed a detailed fact-finding and evaluation acquisitions and geographic expansion are substantial.

of competing approaches, the path we have chosen is a

combination of Lean and Six Sigma (LeanSigma®) that is In parallel, we have consolidated our financially signifi-
expressly designed to get rapidly to the root causes of cant systems into two High Availability Data Centers
waste and inefficiency. We've begun a worldwide securely located in opposite parts of the globe. These
assessment of several pilot opportunities throughout the two centers give us added assurance that our criical
organization. By this time next year, | expect to provide systems will continue to perform without interruption in
you with a full report on our implementation of a virtually any situation.

sustainable continuous improvement culture throughout ) ) .
© prov 9 The third leg of our information technology strategy has
Harsco. In the same

way that EVA has been to significantly reduce

transformed the HARSCO'S CORE VALUES the number of Enterprise
Resource Planning systems

company, we look for

LeanSigma to People - The Succession Planning that we use throughout the

transform our core “A Team” and Management wortd. ERP systems give us
Development Programs the tools to access essential

s. | firml
processe Y information and data within

believe that EVA i '
Value Creation Economic Value Added our operations, but with

lus LeanSigma equals S . .
g 9 ) q Discipline (EVA®) different locations and
long-term, sustainable

value creation.

Continuous LeanSigma® Process
Improvement Improvement Discipline

Code of Conduct, Harsco
Internal Control and
Management Framework,
Palicies and Procedures

Uncompromising
Integrity and Ethical
Business Practices
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divisions operating on different ERP platforms, our ability
to really drive ERP technology to its maximum value was
severely limited.

The sum total of all these accomplishments has given us
a solid technology foundation to build upon. Our focus
now will be to leverage our progress for sustainable,
long-term impact. One particularly exciting project is our
global business intelligence initiative, whereby our
managers across the globe will be able to access
sophisticated business intelligence tools like business
scorecards and operational dashboards to make better
informed and more timely management decisions, The
supporting systems that will drive these tools are being
built for transparency and ease of access from the global
level down to the individual site transaction level, thereby
promoting greater visibility into performance-improving
opportunities throughout our operations. We're also
looking at leveraging our strong technology foundation to
pave the way for global shared service centers, which will
enable us to tap into our lower-cost labor locations for
certain non-core business processes. lastly, we are very
excited about the opportunities for meshing our
information technology infrastructure with our LeanSigma
continuous process improvement initiative as we identify
more ways to add streamlining and efficiency to our key
business processes.

UNCOMPROMISING INTEGRITY AND ETHICAL |
BUSINESS PRACTICES
i

Ethical business practices and uncompromising in'ltegrity
have long been a halimark of Harsco. This is reflected in
our core handbooks, including the Harsco Code of
Conduct, the Harsco Internal Control and Management
Framework, and the Harsco Policies and Procedures.
The principles in these books are continuously
emphasized, closely maintained, and strictly enfor‘ced by
the Board of Directors, the Senior Management Tqam,
Corporate Officers, Business Managers, and the Internal
Audit Group. They are translated in numerous Iar;jguages
to reflect the many cultures in which we operate apd to
ensure that we are providing a consistent platform
throughout our organization.

Be assured that | am determined and committed to
putting the best value-creating team on the field, énd

to ensuring that our key strategic initiatives are executed
to continue Harsco’s global growth momentum. |
]

Salvatore D. Fazzolari !
Chief Executive Officer

March 3, 2008

Harsco Corporation 2007 Annual Report T
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Services

Strong end-market demand across virtually all regions produced an
outstanding year for Harsco Access Services, and continues to

support an encouraging outlook.

We continue to add both scale and scope to our
global leadership as one of the world's most
complete full-service providers of total access solutions.
This term describes our scaffolding and powered access
services for new construction and industrial plant
maintenance, as well as our forming and shoring
systems — often referred to as formwark — which are
used extensively on large-scale construction projects to
form and support cast-in-place concrete structures such
as floors, walis and columns. Unlike many of our
competitors in this industry who tend to be largely
concentrated in one area or the other, our unique
breadth of equipment and services, typically furnished to
job sites on a recurring-revenue rental basis, enables us

to serve as a comprehensive, one-stop resource for an
increasingly wide and diverse span of customers and
requirements. A value-enhancing ingredient to all of our
access solutions is our strong engineering expertise,
which ensures that we remain at the forefront of
providing innovative equipment and installation solutions
for even the most complex construction projects. Our
Harsco Access Services business units have a
combined trading history of almost 300 years and a
wealth of knowledge and experience to offer throughout
the globe.

Our principal focus continues to be the non-residential
construction, infrastructure and industrial plant
maintenance sectors, where market conditions remained

8 Harsco Corporation 2007 Annual Report
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especially favorable throughout 2007. Our acquisition of market through our expanded ability to provide multl-

Hinnebeck, which we purchased in November 2005,
has delivered impressive results along with a valuable
expansion of our concrete formwork capabilities and
international footprint. We now have a strong presence
in virtually every major market throughout North

disciplined services. The tightening of health and safety
legislation in many of our markets should also add ;to
our prospects, as new guard railing and edge protection
products become mandatory on jobsites. We enter
2008 armed with a solid portfolio of services, an

America, Europe and the Middle East. Among the major expanding geographic footprint, and a positive global

contracts announced during the year were several new
and highly prestigious projects serving the
ongoing construction boom in Dubai and other
parts of the Middle East, where we have a well-
established and growing presence supporting
some of the region’s largest construction
contractors. We expect to continue to add to our
momentum with further strengthening of our
presence in the developing economies of Eastern
Europe and Latin America, both of which are
making considerable investments in the
madernization and expansion of infrastructure.
Our Chilean operations, the result of a targeted
acquisition completed in 2008, had a strong

first year, while the integration of our Cleton
specialist insulation acquisition, also from 2006,
has enabled us to increase our share of the
European industrial plant maintenance access

market outlook. \

|
I
[
b
"

ACCESS INNOVATION

Described as the most sophisticated building access system evf‘ar seenin
the UK, Harsco Access Services devised an innovative :nstallau]on of

21 Mastclimbing Platforms for the construction of Manchester’s new Civil
Justice Centre, part of the biggest court complex to be built in the UK in
more than 125 years.

Owing to the building's complex cantilevered elevations, our access
configuration involved extensive design and meticulous pre-testing,
including a full size mock-up built
months in advance. The final
installation incorporated an
overhead monorail lifting system
that allowed window installers at
the platform leve! to safely
maneuver and position the
building’s large glass panels,
each weighing up to 1,400
pounds,

Innovative engineering solutions
like this demonstrate why
Harsco's global Access Services
group remains at the top of the
industry for equipment, know-how
and safety.

Harsco Corporation 2007 Annual Report 9
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Services

Harsco’s continuing industry leadership and long-term market
opportunities serving the growing steel and metals industries underpin
our confidence for steady, predictable growth on a global scale.

As the world's number one provider of on-site,
outsourced services to steel mills and other metal
producers, Harsco serves the largest and strongest
companies in the steel and metals industries.

Our contracts range from single-site operations, where
small teams provide select services to specialty steel
producers, to dedicated teams of over 400 personne!
providing a comprehensive range of service programs
across a variety of on-site operations. The value that we
generate as a 24/7 on-site partner delivers increased
productivity, lower costs, improved environmental
compliance, and significant capital relief to each

customer location. And even though we serve over

170 locations in some 35 countries, our total Mill
Services revenues still represent less than five percent
of the worldwide market potential. There is still plenty of
room to continue to grow.

Woe serve a consolidating global steel industry. The past
several years have witnessed a flood of mergers and
restructurings, from massive mega-mergers of steel
industry giants to the smaller yet still significant actions
of regional players and specialty producers. Any seismic
shift is bound to send off shock waves, but where others
see challenges, we see opportunities.

410 Harsco Corporation 2007 Annual Report
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It is our view and experience that large, consclidating
companies tend to outsource more over the long term.

They prefer financially strong, global partners to facilitate

their growth. They want the most reliable service, the
most global experience, and the best value-enhancing
technology they can find. All of that suits us perfecily.

As the metals industries continue to grow on a worldwide

basis, Harsco is well positioned to grow with them.
According to industry reports, world steei production
grew 7.5% in 2007, the fifth consecutive year of
production growth of 7% or more.

We see numerous opportunities throughout our
markets o sustain our momentum, through
service expansion at existing sites, taking on
additional mills within our existing territories, and
through additional geographic expansion. We
signed one of our largest contracts yet in China
during 2007, a 12-year initial agreement to
support an all-new plant that is now underway as
one of China’s largest steelmaking operations.
This opportunity to affiliate ourselves directly from
plant start-up with a modern, world-class
operation such as this fits ideally with our global
strategic objectives.

Returns this past year did not measure up to w
expectations, impacted by some isolated short-terg‘jn mill

production outages, and more particularly by esca%ating
costs in certain areas, notably on-site equipment |

maintenance and fuel. Initiatives to correct this an? well
underway, and our optimism for this business continues
unabated. The value of our long-term mill services
contracts grew by nearly 12 percent in 2007 to end the
year at approximately $5 billion, a new record. ‘

GLOBAL BALANCE

The reenergized steel industry within Eastern Europe is undergoing a
fundamental transformation as new capital and increased markét demand
combine to spur the region’s growth. In 2007, we made a further addition
to our Eastern Europe presence by acquiring Alexander Mill Sefvices
International, a well-established company that provides on-site mill
services to some of the leading steel producers in Poland and Romania,
as well as Greece and :
Portugal. Eastern Europe is
one of several developing
regions, along with the
Middle East and Africa, Asia
Pacific, and Latin America,
that Harsco is targeting for
additional expansion as we
continue to enhance

our broad geographic
balance across the globe.

Harsco Corporation 2007 Annual Report 41
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Services and Proaucts

This group secured its largest contract ever in 2007, and remains on
course to further expand its global reach and market-leading portfolio

in support of Harsco's growth.

H arsco's most diversified business group played a
significant role in our outstanding 2007 performance
by delivering record levels of sales and income. The
group also took on a new identity, renamed as the
Minerals & Rail Services and Products group to reflect
our growing emphasis on minerals-related environmental
services and products.

The largest division in this group is our global railway
track maintenance services and equipment business,
Harsco Track Technologies. Historicaily, North America’s
railways have long been and continue to be our largest
market base for this business, but as maore than 80% of
the world's railway track lies outside the United States,

further internaticnal expansion has also become an
impartant driver of our growth. Our continuing strategies
include targeted growth in key international markets
having substantial railway modernization and expansion
programs. We announced in May 2007 our largest
railway track maintenance equipment contract in
company history, a more than $350 million order to
supply over 40 high-performance rail grinder units to
China over the next four years. Competing and winning
in the international arena is a long and challenging
process, but as this and several other recent wins clearly
demonstrate, we are building an increasingly global
reputation for having the right equipment, technology
and skills to be successful.
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We are equally excited about the future prospects for our  supports the natural gas processing industry as thcj?

minerals business area as an emerging growth platform world’s leading supplier of air-cooled heat exchangers.
for Harsco. We've long been the pioneer in the Qur re-focused industrial grating unit, IKG Industries,
beneficial re-use of slag materials from the steel and completed its strongest year ever on increased demand
metals industries, and our processing of coal combustion  from the industrial and energy plant construction ahd
by-products for use as environmentally responsible refurbishment sector, while our Patterson-Kelley b%:iler
blasting abrasives and roofing granules continues to unit continues to see very positive market acceptapce for
lead that industry as the original “green” recycled its new-technology, high-efficiency commercial and

product. Our acquisition of Excell Minerals in early 2007 institutional heating products. “
has now added to our momentum in the growing f
environmental recycling Isector. ExF:ell recently . TURE'S UP

captured two new material processing contracts in

Europe, including its first-ever in France. We look Pro-circuit golf courses throughout the U.S. are starting to get Ei|ﬂrst-hand

for several of our specialized environmental appreciation for our Excell Minerals division’s turf fertilizer knowh as

. . Excellerator™, Excellerator is a custom-blended, premium fertilizer that
service and product solutions to make an delivers high levels of soluble silicon and other micronutrients to plant
increasingly positive contribution to Harsco's cells. Research from a number of leading universities is confirming
performance in the coming years, amplified by the Excellerator's distinctive ability to yield stronger, healthier turf. -

prospect of further scalability across our broad Excellerator played like a champ at the 2007 U.S. Open at Oakmont,

international footprint. where it was used to strengthen and condition the fairway roughs. The

Our niche products businesses continued to result was more uniform turf that :
stood up beautifully to the week-long :

perform well in their supporting role throughout rigors of one of golf's most
2007, with each contributing strong results and celebrated tournaments.
cash flows while requiring minimal capital
. I, s . Excellerator is one of Harsco's
investment. Market conditions remain especiaily _— -

. . ; growing lines of specialized
upbeat for our Air-X-Changers business, which minerals-based products that show

promising potential in the coming

years to serve a range of global
applications and industries.

Photo; Qakmont Country Club
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HARSCO AND THE ENVIRONMENT

Ever-tightening legislation and the simple economic
and competitive advantages of using more efficient
and readily available recycled materials are both part of
the growing environmental focus in the industries we
serve. Harsco is responding with an increasing menu of
tailored environmental services and solutions that are
contributing directly to our customers’ operations, and to
a cleaner and healthier environment.

The use of scrap in the steel making process is well
established for its energy efficiency and affordability.
Harsco is providing essential on-site scrap management
services around the globe, handling over 20 million tons
of incoming scrap each year at our customers'’
steelmaking operations, and recovering over 11 million
tons of internally-arising scrap for reuse in their
production processes.

We also continue to lead the industry in developing new
technologies and markets for the beneficial reuse of
steeimaking slag and other by-products. Every ton of
steel produced generates approximately 300 pounds of
slag. Harsco's slag processes give our customers
immediate access to high value metallics and other raw
material content, at the same time reducing the costs
and environmental impact of their disposal. In 2007 we
processed over 30 million tons of slag at over 150 sites
throughout the world. We also continue to explore the
deveiopment of new markets for slag re-use in such
applications as cement and concrete, road surfacing,
water treatment, and civil engineering, to name a few.
In total, Harsco markets over 8 million tons per year of
steel aggregates to end user industries in 25 different

414 Harsco Corporation 2007 Annual Report
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countries, helping to reduce the carbon footprint of our
customers and improving the sustainability of the
communities in which we operate.

Harsco is dedicated to helping our steel and metals
industries clients maximize sustainability and minimize
the environmental impact of their production. Our
proprietary technologies for briquetting and pelletizing
steelmaking dusts, slurries and fines enable these by-
products to be recycled back into steelmaking rather
than sent to landfill for disposal. Our 2007 acquisition of
Performix Technologies has enhanced our capabilities
with a range of proprietary materials that are added
during ladle refining to improve steel quality and
increase steelmaking efficiency. Ladle refining allows
steelmakers to process their molten steel to exact
chemical specifications outside the steelmaking furnace,
thereby freeing up the furnaces for greater production
capacity while decreasing energy consumption and other
costs per ton of steel produced.

Minerals division has been J
recycling coal combustion by- /.

products and minimizing the land SREEN FrROM THE START
filling of coal slag since the 1930s.

The division remains one of the industry leaders for top-
quality, high perfarmance blasting abrasives and roofing
granules. Reed’s original BLACK BEAUTY® product line
is known for its low dusting properties and less than
0.1% free silica content, critical attributes which enhance
worker safety while potentially reducing the costs

associated with special waste handling procedures and
added worker liability insurance.

The steel and metals industries,
however, are only part of our
environmental focus. Our Reed




HARSCO AND OUR COMMUNITIES

We understand that to succeed as a global organiza-
tion, Harsco must continue to earn the public's
trust and support. Harsco's most fundamental values —
our reputation for integrity, commitment to personal per-
formance, and dependability as both a valued partner to
our customers and responsible corporate citizen within
our communities — will be maintained only through con-
sistent and scrupulous adherence to the highest
principles and standards of behavior.

Code of Conduct

Our Harsco Corporation Code of Conduct is issued to all
Harsco directors, officers and employees and outlines
the important principles and policies that everyone
working for Harsco, or on Harsco's behalf, must follow.
The full text of Harsco's Code of Conduct is available on
our website at www.harsco.com, located within the
Corporate Governance section under Investor Retations.
You can also obtain a printed copy by contacting the
Corporate Communications department at the Harsco
corporate office.

{nternal Control and Management Framework

Harsco's system for internal controls and our underlying
principles are summarized in the Harsco Internal Control
and Management Framework booklet, which is
distributed in multiple languages to all employees
throughout Harsco having management or administrative
responsibilities. The full text is available on our website
at www.harsco.com, located within the Corporate
Governance section under Investor Relations. Qur
internal control principles are reinforced by our
Sarbanes-Oxley Section 404 optimization initiative, an
ongoing, Company-wide program overseen by the

Audit Committee of the Board of Directors that is
specifically focused on achieving continuous i‘
improvement in the effectiveness and efficiency of our
controls and ensuring our continuing compliance with
Sarbanes-Oxley provisions. :

Community Support |

Through our separately-administered Harsco !

Corporation Fund giving arm, Harsco provides targeted
financial and other support to charitable, educational,
and cultural activities having wide community application
and support in the communities in which we operate.
Most of these contributions result from requests from
local operating management in annual budgets. The
Fund is not a grant-giving organization in the usual
sense of the word; that is, it seldom makes gifts to
organizations with limited purposes or for spemal
projects that do not receive wide public support. In
2007, the Harsco Corporation Fund awarded close to
$1 million in support of a number of selected initiatives.

In the field of education, Harsco has awarded more than
$3 million in college tuition assistance over the past
three decades to the high-performing children of our
employees to enable them to achieve their career 'goals.
Our 2007 scholarship winners included 21 students from
the following nine countries: Australia, Brazil, Canada,
Chile, Malaysia, Serbia, Slovakia, the United Kingdom
and the United States.

b

CONFIDENTIAL SUBMISSION OF COMPLAINTS OR CONCERNS
RELATING TO ACCOUNTING OR AUDITING MATTERS i

Harsco has several methods available to report comptainl[ts or
concerns relating to our accounting, internal accounting controls, or
other related matters. These methods include;

= Writing to the Harsco corporate office, P.O. Box 8888 Camp
Hill, Pennsylvania 17001-8888, marked to the attention of

Audit Committee Confidential Submission 1‘
+ E-mail to auditcommitteehotline@harsco.com :

= Calling this toll-free telephone number, 800,942, 7726 or
717.612.5651 for international callers k

Contact can also be made with any member of the Company's Audit
Committee. All reports are treated confidentially to the fullest extent
possible, and may be made anonymously. Harsco will not tolerate
any retaliation or harassment against any individual who:in good faith
raises a concemn or reports misconduct.

o o N
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|
 CORPRORE ONVERINANCTE

arsco's Board of Directors held 11 meetings in 2007.

All directors who served during 2007 attended at least
97.8% of the total Board meetings and meetings of the
Committees on which they served.

INDEPENDENCE

Harsco's Board currently comprises 12 members, including
nine independent directors. Terry D. Growcock has joined the
Board effective January 1, 2008. He is the Chairman of The
Manitowoc Company, a diversified industrial company with
operations in over 20 countries that ranks as one of the world's
largest providers of lifting equipment for the global
censtruction industry. Derek C. Hathaway and Joseph P.
Viviano will retire from the Board in April 2008. In his
distinguished service as Chairman and Chief Executive
Officer, Mr. Hathaway has been responsible for leading
Harsco's significant strategic transformation into one of the
world’s premier industrial services companies. Mr. Viviano is
retiring after nine years of service on the Board, having
reached the Board's mandatory retirement age. He has
served with distinction on the Audit and Nominating and
Corporate Governance committees.

Harsco's policy requires that at least two-thirds of the Board be
independent directors as defined by the New York Stock
Exchange and other applicable regulatory requirements.
Harsco's Audit, Management Development and Compensation,
and Nominating and Corporate Governance Committees are all
composed entirely of independent directors.

The independent directors held six meetings during 2007,
These meetings are normally heid without management
present, in connection with the regularly scheduled

Board meetings.

COMMITTEE STRUCTURE

There are currently four standing committees of the Harsco
Board: Executive; Audit; Management Development and
Compensation; and Neminating and Corporate Governance.
Each standing Committee has a written charter which is
approved by the full Board and states the purpose of the
Committee. The full text of each committee charter is
available on the Harsco website at www.harsco.com, within
the Corporate Governance section of Investor Relations.

BOARD COMPENSATION

Harsco's directors are not compensated for services to the
Company beyond normal director fees. The Company does
not pay fees for professional services (as distinguished from
standard per diem director's fees established by the Board for
services rendered in the capacity as directors, e.g., mentoring)
to a director or a director’s firm, including law firms, accounting
firms, investment banks and the like. While the Board
encourages directors to be investors in the Company, the
Board believes it is not appropriate to prescribe a minimum
level of stock ownership. The Board believes that the quality
of a director's contribution is not directly correlated to his or
her personal share ownership.

DIRECTORS
Derek C. Hathaway *

Salvatore D. Fazzolari

Geoffrey D. H. Butler

INDEPENDENT DIRECTORS

Kathy G. Eddy '2+

Terry D. Growcock

Jerry J. Jasinowski 34

D. Howard Pierce 123

Carolyn F. Scanlan 23

James |. Scheiner 273

Andrew J. Sordoni, (Il 134

Joseph P. Viviano 24

Dr. Robert C. Wilburn 4

Chairman
Harsco Corporation
Director since 1991

CEO
Harsco Corporation
Director since 2002

President
Harsco Corporation
Director since 2002

CPA and Founding Partner

McDonough, Eddy, Parsons &
Baylous, AC

Director since 2004

Chairman
The Manitowoc Company
Director since 2008

Former President
The Manufacturing Institute
Director since 1999

Retired President and CEO
ABB Inc.
Director since 2001

President and CEQ

The Hospital & Healthsystem
Association of Pennsyivania

Director since 1998

Chairman
Benatec Associates, Inc.
Director since 1995

Chairman

Sordoni Construction
Services, Inc.

Director since 1988

Retired Vice Chairman
The Hershey Company
Director since 1999

President

The Gettysburg Foundation
Director since 1986

Serves as Lead Director
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UNITED STATES
SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549

FORM 10-K

[X] ANNUAL REPORT PURSUANT TC SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934

For the fiscal year ended December 31, 2007
OR

[ ) TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
For the transition period from o

Commission file number 1-3970

Harsco
HARSCO CORPORATION

{Exact name of Registrant as specified in its Charter)

Delaware 23-1483991
(State or other jurisdiction of (I.R.S. employer identification number}
incorporation or organization)

350 Poplar Church Road, Camp Hill, Pennsylvanla 17011
{Address of principal executive offices) (Zip Code)

Registrant’s telephone number, including area code 717-763-7064

Securities registered pursuant to Section 12(b) of the Act:
Name of each
Title of each class exchange on which registered
Common stock, par value $1.25 per share New York Stock Exchange
Preferred stock purchase rights

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.  YES NO O
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. YES O 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, YES B NO O
Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K (§229.405 of this chapter) is not contained herein,
and will not be contained, to the best of registrant's knowledge, in definitive proxy or information statements incorporated by reference in Part Il
of this Form 10-K or any amendment to this Form 10-K. O ’
Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, or a non-accelerated filer. See definition of “accelerated
filer and large accelerated filer” in Rule 12b-2 of the Exchange Act. (Check one):

Large accelerated filer B Accelerated filer O Non-accelerated filer O
Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Act). YES O NO B
The aggregate market value of the Company's voting stock held by non-affiliates of the Company as of June 30, 2007 was $4,377,365,564.

<
Indicate the number of shares outstanding of each of the registrant’s ctasses of common stock, as of the latest practicable date.

Classes Outstanding at January 31, 2008
Common stock, par value $1.25 per share 84,491,031

DOCUMENTS INCORPORATED BY REFERENCE
Selected portions of the 2008 Proxy Statement are incorporated by reference into Part Il of this Report.

The Exhibit Index (ltem No. 15} located on pages 116 to 121 incorporates several documents by reference as indicated therein.
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HARSCO CORPORATION AND SUBSIDIARY COMPANIES
PART |

(tem 1. Business
(a) General Development of Business

Harsco Corporation {“the Company") is a diversified, multinational provider of market-leading industrial services and
engineered products. The Company's operations fall into two reportable segments: Access Services and Mill Services,
plus an “all other” category labeled Minerais & Rail Services and Products. The Company has focations in 50 countries,
including the United States. The Company was incorporated in 1956.

The Company’s executive offices are located at 350 Poplar Church Road, Camp Hill, Pennsylvania 17011. The
Company’s main telephone number is (717) 763-7064. The Company’s Internet website address is www.harsco.com.
Through this Internet website (found in the “Investor Relations” link) the Company makes available, free of charge, its
Annual Report on Form 10-K, Quarterly Reports on Form 10-Q and Current Reports on Form 8-K and all amendments to
those reports, as soon as reasonably practicable after these reports are electronically filed or fumished to the Securities
and Exchange Commission. Information contained on the Company’s website is not incorporated by reference into this
Annual Report on Form 10-K, and should not be considered as part of this Annual Report on Form 10-K.

The Company’s principal lines of business and related principal business drivers are as follows:

Principal Lines of Business Principal Business Drivers

Scaffolding, forming, shoring and other access-related * Non-residential and infrastructure construction

services, rentals and sales * |ndustrial and building maintenance requirements
* Qutsourced, on-site services to steel mills and other * Global steel mill production and capacity utilization
metals producers * Qutsourcing of services by metals producers

* QOutsourcing of handling and recyciing of industrial co-

* Minerals and recycling technologies product materials

* Global railway track maintenance-of-way capital spending
* Railway track maintenance services and equipment * Qutsourcing of track maintenance and new track
construction by railroads

* Industrial plant and warehouse construction and

* Industrial grating products expansion

¢ Air-cooled heat exchangers * Natural gas compression, transmission and demand

* |ndustrial and infrastructure surface preparation and
* |ndustrial abrasives and roofing granules restoration
* Residential roof replacement

* Commercial and institutional boiler and water heater
requirements
* Pharmaceutical, food and chemical production

* Heat transfer products and powder processing
equipment

The Company reports segment information using the “management approach” in accordance with SFAS No. 131,
“Disclosures about Segments of an Enterprise and Related Information” (“SFAS 131"). This approach is based on the
way management organizes and reports the segments within the enterprise for making operating decisions and assessing
performance. The Company's reportable segments are identified based upon differences in products, services and
markets served. These segments and the types of products and services offered are more fully described in

section (c) below.
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In 2007, 2006 and 2005, the United States contributed sales of $1.2 billion, $1.0 billion and $0.8 billion, equal to 31%,
32% and 35% of total sales, respectively. In 2007, 2006 and 2005, the United Kingdom contributed sales of $0.7 billion,
$0.7 billion and $0.5 bilfion, respectively, equal to 20%, 22% and 23% of total sales, respectively. One customer,
ArcelorMittal, represented 10% or more of the Company’s sales during 2007 and 2006. No customer represented 10% or
more of the Company's sales in 2005. There were no significant inter-segment sales.

{b) Financial Information about Segments

Financial information concerning industry segments is included in Note 14, Information by Segment and Geographic Area,
to the Consolidated Financial Statements under Part I, Item 8, “Financial Statements and Supplementary Data.”

(c) Narrative Description of Business

{1) Anarrative description of the businesses by reportable segment is as follows:
Access Services Segment — 39% of consolidated sales for 2007

Harsco's Access Services Segment includes the Company's brand names of SGB Group, Hiinnebeck Group and
Patent Construction Systems Divisions. The Company’s Access Services Segment is a leader in the construction
services industry as one of the world's most complete providers of rental scaffolding, shoring, forming and other
access solutions. The U.K.-based SGB Group Division operates from a network of international branches throughout
Europe, the Middle East and Asia/Pacific; the Germany-based Hlnnebeck Division serves Europe, the Middle East
and South America, while the U.S.-based Patent Construction Systems Division serves North America including
Mexico, Central America and the Caribbean. Major services include the rental of concrete shoring and forming
systems, scaffolding and powered access equipment for non-residential and infrastructure projects; as well as a

variety of other access services including project engineering and equipment erection and dismantling and, to a lesser

extent, access equipment sales.

The Company’s access services are provided through branch locations in over 30 countries plus export sales
worldwide. In 2007, this Segment's revenues were generated in the following regions:

Access Services Segment

2007 Percentage
of Revenues

Region

Western Europe
North America

Middle East and Africa
Eastern Europe
Asia/Pacific

Latin America (a)

(a) Including Mexico.

For 2007, 2006 and 2005, the Access Services Segment's percentage of the Company's consolidated sales was 39%

36% and 33%, respectively.

Mill Services Segment — 41% of consolidated sales for 2007

The Mill Services Segment, which consists of the MultiServ Division, is the world's largest provider of on-site,
outsourced mill services to the global steel and metals industries. MultiServ provides its services on a long-term
contract basis, supporting each stage of the metal-making process from initial raw material handling to post-
production by-product processing and on-site recycling. Working as a specialized, high-valug-added services
provider, MultiServ rarely takes ownership of its customers’ raw materials or finished products. Similar services are
provided to the producers of non-ferrous metals, such as aluminum, copper and nickel. The Company's multi-year
Mill Services contracts had estimated future revenues of $5.0 billion at December 31, 2007. This provides the
Company with a substantial base of long-term revenues. Approximately 61% of these revenues are expected to be
recognized by December 31, 2010. The remaining revenues are expected to be recognized principally between

January 1, 2011 and December 31, 2016.
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MultiServ's geographic reach to over 30 countries, and its increasing range of services, enhance the Company’s
financial and operating balance. In 2007, this Segment’s revenues were generated in the following regions:

Mill Services Segment
2007 Percentage

Region of Revenues
Western Europe 53%
North America 20%
Latin America (a) 11%
Asia/Pacific 7%
Middle East and Africa 6%
Eastern Europe 3%

(a) Including Mexico.

For 2007, 2006 and 2005, the Mill Services Segment's percentage of the Company’s consolidated sales was 41%,
45% and 44%, respectively.

All Other Category - Minerals & Rail Services and Products — 20% of consolidated sales for 2007

The All Other Category includes the Exceli Minerals, Reed Minerals, Harsco Track Technologies, IKG Industries,
Patterson-Kelley and Air-X-Changers Divisions. Approximately 84% of this category's revenues originate in the
United States.

Export sales for this Category totaled $57.1 million, $96.6 million and $116.6 million in 2007, 2006 and 2005,
respectively. In 2007, 2006 and 2005, export sales for the Harsco Track Technologies Division were $21.8 million,
$51.5 million and $80.0 million, respectively, which included sales to Canada, Mexico, Europe, Asia, the Middle East
and Africa. A significant backlog exists at December 31, 2007 in the Harsco Track Technologies Division as a result of
orders received in 2007 from the Chinese Ministry of Railways.

Excell Minerals is a multinational company that extracts high-value metallic content for production re-use on behaif of
leading steelmakers and also specializes in the development of minerals technologies for commercial applications,
including agriculture fertilizers and performance-enhancing additives for cement products.

Reed Minerals’ industrial abrasives and roofing granules are produced from power-plant utility coal slag at a number
of locations throughout the United States. The Company's BLACK BEAUTY® abrasives are used for industrial
surface preparation, such as rust removal and cleaning of bridges, ship hulls and various structures. Roofing
granules are sold to residential roofing shingle manufacturers, primarily for the replacement roofing market. This
Division is the United States’ largest producer of slag abrasives and third largest producer of residential roofing
granules.

Harsco Track Technologies is a global provider of equipment and services to maintain, repair and construct railway
track. The Company’s railway track maintenance services support railroad customers worldwide. The railway track
maintenance equipment product class includes specialized track maintenance equipment used by private and
government-owned railroads and urban transit systems worldwide.

IKG Industries manufactures a varied line of industrial grating products at several plants in North America. These
products include a full range of bar grating configurations, which are used mainly in industrial flooring, and safety and
security applications in the power, paper, chemical, refining and processing industries.

Patterson-Kelley is a leading manufacturer of heat transfer products such as boilers and water heaters for commercial
and institutional applications, and also powder processing equipment such as blenders, dryers and mixers for the
chemical, pharmaceutical and food processing industries.

Air-X-Changers is a leading supplier of custom-designed and manufactured air-cooled heat exchangers for the natural

gas industry. The Company's heat exchangers are the primary apparatus used to condition natural gas during
recovery, compression and transportation from underground reserves through the major pipeline distribution channels.
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For 2007, 2006 and 20085, the All Other Category's percentage of the Company’s consolidated sales was 20%, 19%
and 23%, respectively.

(1) @

(1) (i)

(1) (i)

(1) (iv)

(1 V)

The products and services of the Company include a number of product groups. These product groups are
more fully discussed in Note 14, Information by Segment and Geographic Area, to the Consolidated
Financial Statements under Part Il, Item 8, “Financial Statements and Supplementary Data.” The product
groups that contributed 10% or more as a percentage of consolidated sales in any of the last three fiscal
years are set forth in the following table:

Percentage of Consolidated Sales

Product Group 2007 2006 2005
Access Services 39% 36% 33%
Mill Services 41% 45% 44%,

New products and services are added from time to time; however, in 2007 none required the investment of a
material amount of the Company’s assets.

The manufacturing requirements of the Company's operations are such that no unusual sources of supply
for raw materials are required. The raw materials used by the Company for its limited product manufacturing
include principally steel and, to a lesser extent, aluminum, which are usually readily available. The
profitability of the Company’s manufactured products is affected by changing purchase prices of steel and
other materials and commodities. If steel or other material costs associated with the Company’s
manufactured products increase and the costs cannot be passed on to the Company’s customers, operating
income would be adversely impacted. Additionally, decreased availability of steel or other materials could
affect the Company’s ability to produce manufactured products in a timely manner. If the Company cannot
obtain the necessary raw materials for its manufactured products, then revenues, operating income and cash
flows will be adversely affected. Certain services performed by the Excell Minerals Division resuit in the
recovery, processing and sale of specialty steel scrap concentrate and ferro alloys to its customers. The
selling price of the by-product material is principally market-based and varies based upon the current market
value of its components. Therefore, the revenue amounts recorded from the sale of such by-product
material varies based upon the market value of the commodity components being sold. The Company has
executed hedging instruments designed to reduce the volatility of the revenue from the sale of the by-
products material at varying market prices. However, there can be no guarantee that such hedging
strategies wilt be fully effective in reducing the variahility of revenues from period to period.

While the Company has a number of trademarks, patents and patent applications, it does not consider that
any material part of its business is dependent upon them,

The Company furnishes products and materials and certain industrial services within the Access Services
and the All Other Category that are seasonal in nature. As a result, the Company's sales and net income for
the first quarter ending March 31 are normally lower than the second, third and fourth quarters. Additionally,
the Company has historically generated the majority of its cash flows in the second half of the year. This is a
direct result of normally higher sales and income during the latter part of the year. The Company’s historical
revenue patterns and cash provided by operating activities were as follows:

Historical Revenue from Continuing Operations Patterns

{In millions) 2007 2006 2005 2004 2003
First Quarter Ended March 31 . $ 840.0 $ 6821 $ 5580 $ 4787 $4197
Second Quarter Ended June 30 946.1 766.0 606.0 534.6 466.7
Third Quarter Ended September 30 927.4 773.3 589.5 532.9 456.0
Fourth Quarter Ended December 31 974.6 804.2 632.5 616.8 482.1
Totals $ 3,688.2(a)] $ 3,025.6 $ 2,396.0 $ 2,163.0 $1,824.6 (a)

22 Harsco Corporation 2007 Annual Report




Historical Cash Provided by Operations

(In miliions) 2007 2006 2005 2004 2003
First Quarter Ended March 31 $ 417 $ 698 $ 481 | $ 324 $312
Second Quarter Ended June 30 154.9 114.5 86.3 64.6 59.2
Third Quarter Ended September 30 175.7 94.6 98.1 68.9 64.1
Fourth Quarter Ended December 31 99.4 130.3 82.7 104.6 108.4
Totals $ 4717 5 =409.2 $ 3153(a) $ 2705 _ $ 262.8 (a)

{a) Does not total due to rounding.

(1) (vi) The practices of the Company relating to working capital are similar to those practices of other industrial
service providers or manufacturers servicing both domestic and international industrial services and

commercial markets. These practices include the following:

+ Standard accounts receivable payment terms of 30 days to 60 days, with progress payments required
for certain long-lead-time or large orders. Payment terms are longer in certain international markets.

» Standard accounts payable payment terms of 30 days to 90 days.

« Inventories are maintained in sufficient quantities to meet forecasted demand. Due to the time required
to manufacture certain railway maintenance equipment to customer specifications, inventory levels of
this business tend to increase for an extended time during the production phase and then decline when

the equipment is sold.

(1) (vil) One customer, ArcelorMittal, represented 10% or more of the Company's sales in 2007 and 2006. in 2005,
no single customer represented 10% of its sales. The Mill Services Segment is dependent largely on the
global steel industry, and in 2007 and 2006 there were two customers that each provided in excess of 10%
of this Segment’s revenues under multiple long-term contracts at several mill sites. In 2005, there were
three customers that each provided in excess of 10% of this Segment’s revenues. ArcelorMittal was one of
those customers in 2007, 2006 and 2005. The loss of any one of the contracts would not have a material
adverse effect upon the Company’s financial position or cash flows; however, it could have a material effect
on quarterly or annual results of operations. Additionally, these customers have significant accounts
receivable balances. Further consolidation in the global steel industry is poss;ble Should transactions occur
involving some of the Company's larger steel industry customers, it would result in an increase in
concentration of credit risk for the Company. If a large customer were to experience financial difficulty, or file
for bankruptcy protection, it could adversely impact the Company’s income, cash flows, and asset valuations.
As part of its credit risk management practices, the Company closely monitors the credit standing and
accounts receivable position of its customer base.

(1) (viii) Backlog of manufacturing orders from continuing operations was $448.1 million and $236.5 million as of
December 31, 2007 and 2006, respectively. A significant backlog exists at December 31, 2007 in the Harsco
Track Technologies Division as a result of orders received in 2007 from the Chinese Ministry of Railways. [t
is expected that approximately 55% of the total backlog at December 31, 2007 will not be filled during 2008.
Exclusive of certain orders received by the Harsco Track Technologies Division such as the order from the
Chinese Ministry of Railways, the Company’s backlog is seasonal in nature and tends to follow in the same
pattern as sales and net income which is discussed in section (1) {v) above. Order backlog for scaffolding,
shoring and forming services of the Access Services Segment is excluded from the above amounts. These
amounts are generally not quantifiable due to short order lead times for certain services, the nature and
timing of the products and services provided and equipment rentals with the ultimate length of the rental
period often unknown. Backlog for roofing granules and slag abrasives is not included in the total backlog
because it is generally not quantifiable, due to the short order lead times of the products provided. Backlog
for minerals and recycling technologies is not included in the total backlog amount because it is generally not
quantifiable due to short order lead times of the products and services provided. Contracts for the Mill
Services Segment are also excluded from the total backlog. These contracts have estimated future
revenues of $5.0 billion at December 31, 2007. For additiona! information regarding backlog, see the
Backlog section included in Part It, ltem 7, “Management's Discussion and Analysis of Financial Condition

and Results of Operations.”
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(1) (ix) AtDecember 31, 2007, the Company had no material contracts that were subject to renegotiation of profits
or termination at the election of the U.S. Government.

(1) (x) The Company encounters active competition in all of its activities from both larger and smaller companies
who produce the same or similar products or services, or who produce different products appropriate for the
same uses.

(1) (xi) The expense for product development activities was $3.2 million, $2.8 million and $2.4 million in 2007, 2006
and 2005, respectively. For additicnal information regarding product development activities, see the
Research and Development section included in Part Il, item 7, "Management's Discussion and Analysis of
Financial Condition and Results of Operations.”

(1) (xii) The Company has become subject, as have others, to stringent air and water quality control legislation. In
general, the Company has not experienced substantial difficulty complying with these environmental
regulations in the past, and does not anticipate making any material capital expenditures for environmental
control facilities. While the Company expects that environmental regulations may expand, and that its
expenditures for air and water quality control will continue, it cannot predict the effect on its business of such
expanded regulations. For additional information regarding environmental matters see Note 10,
Commitments and Contingencies, to the Consolidated Financial Statements included in Part |l, ltem 8,
“Financial Statements and Supplementary Data.”

(1) (xiii) As of December 31, 2007, the Company had approximately 21,500 employees.
{(d) Financial Information about Geographic Areas
Financial information concerning foreign and domestic operations is included in Note 14, Information by Segment and
Geographic Area, to the Consolidated Financial Statements under Part {l, ltem 8, “Financial Statements and
Supplementary Data.” Export sales totaled $61.7 million, $99.6 million and $118.8 million in 2007, 2006 and 2005,
respectively.

{e) Available Information

Information is provided in Part |, ltem 1 (a), “General Development of Business.”

item 1A. Risk Factors
Market risk.

In the normal course of business, the Company is routinely subjected to a variety of risks. In addition to the market risk
associated with interest rate and currency movements on outstanding debt and non-U.S. dollar-denominated assets and
liabilities, other examples of risk include collectibility of receivables, volatility of the financial markets and their effect on
pension plans, and global economic and political conditions.

Cyclical industry and economic conditions may adversely affect the Company’s businesses.

The Company's businesses are subject to general economic slowdowns and cyclical conditions in the industries served.
In particular,

* The Company’s Access Services business may be adversely impacted by slowdowns in non-residential or
infrastructure construction and annual industrial and building maintenance cycles;

* The Company's Miill Services business may be adversely impacted by slowdowns in steel mill production, excess
capacity, consolidation or bankruptcy of steel producers or a reversal or slowing of current cutsourcing trends in the
steel industry;

* The railway track maintenance services and equipment business may be adversely impacted by developments in the
railroad industry that lead o lower capital spending or reduced maintenance spending;
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* The industrial abrasives and roofing granules business may be adversely impacted by reduced home resales or
economic conditions that slow the rate of residential roof replacement, or by slowdowns in the industrial and
infrastructure refurbishment industries;

* The industrial grating business may be adversely impacted by slowdowns in non-residential construction and industrial
production;

* The air-cooled heat exchangers business is affected by cyclical conditions present in the natural gas industry. A high
demand for natural gas is currently creating increased demand for the Company'’s air-cooled heat exchangers.
However, a slowdown in natural gas production could adversely affect this business;

* The Excell Minerals business may be adversely impacted by a reduction in the selling price of its materials, which is
market-based and varies based upon the current fair value of the components being sold. Therefore, the revenue
amounts recorded from the sale of such recycled materials vary based upon the fair value of the commodity
components being sold; and

* The Company’s access to capital and the associated costs of borrowing may be adversely impacted by the tightening
of credit markets. Capital constraints and increased borrowing costs may also adversely impact the financial position
and operations of the Company’s customers across all business segments.

The Company’s defined benefit pension expense is directly affected by the equity and bond markets and a
downward trend in those markets could adversely impact the Company’s future earnings.

In addition to the economic issues that directly affect the Company’s businesses, changes in the performance of equity
and bond markets, particularly in the United Kingdom and the United States, impact actuarial assumptions used in
determining annual pension expense, pension liabilities and the valuation of the assets in the Company’s defined benefit
pension plans. If the financial markets deteriorate, it would most likely have a negative impact on the Company’s pension
expense and the accounting for pension assets and liabilities. This could result in a decrease to Stockholders’ Equity and
an increase in the Company's statutory funding requirements.

In response to the adverse market conditions, during 2002 and 2003 the Company conducted a comprehensive global
review of its pension plans in order to formulate a plan to make its long-term pension costs more predictable and
affordable. The Company implemented design changes for most of these plans during 2003. The principal change
invalved converting future pension benefits for many of the Company’s non-union employees in both the United Kingdom
and United States from defined benefit plans to defined contribution plans as of January 1, 2004. This conversion has
made the Company’s pension expense more predictable and less sensitive to changes in the financial markets.

The Company’s pension committee continues to evaluate alternative strategies to further reduce overall pension expense
including: conversion of certain remaining defined benefit plans to defined contribution plans; the on-going evaluation of
investment fund managers’ performance; the balancing of plan assets and liabilities; the risk assessment of all multi-
employer pension plans; the possible merger of certain plans; the consideration of incremental cash contributions to
certain plans; and other changes that are likely to reduce future pension expense volatility and minimize risk.

In addition to the Company’s defined benefit pension plans, the Company also participates in numerous multi-employer
pension plans throughout the world. Within the United States, the Pension Protection Act of 2006 may require additional
funding for multiemployer plans that could cause the Company to be subject to higher cash contributions in the future.
The Company continues to assess any full and partial withdrawal liability implications associated with these plans.

The Company’s global presence subjects it to a variety of risks arising from doing business internationally.
The Company operates in 50 countries, including the United States. The Company's global footprint exposesitto a
variety of risks that may adversely affect results of operations, cash flows or financial position. These include the
following:

* periodic economic downturns in the countries in which the Company does business;
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fluctuations in currency exchange rates;

* customs matters and changes in trade policy or tariff regulations;

* imposition of or increases in currency exchange controls and hard currency shortages;

* changes in regulatory requirements in the countries in which the Company does business;

* higher tax rates in certain jurisdictions and potentially adverse tax consequences including restrictions on repatriating
earnings, adverse tax withholding requirements and “double taxation”;

* longer payment cycles and difficulty in collecting accounts receivable;
* complications in complying with a variety of international Jaws and regulations;

* political, economic and social instability, civil unrest and armed hostilities in the countries in which the Company does
business;

* inflation rates in the countries in which the Company does business;

* laws in various international jurisdictions that limit the right and ability of subsidiaries to pay dividends and remit
earnings to affiliated companies unless specified conditions are met; and,

* uncertainties arising from local business practices, cultural considerations and international political and trade tensions.

If the Company is unable to successfully manage the risks associated with its global business, the Company’s financial
condition, cash flows and results of operations may be negatively impacted.

The Company has operations in several countries in the Middle East, including Bahrain, Egypt, Saudi Arabia, United Arab
Emirates and Qatar, which are geographically close to Iraq, Iran, Israel, Lebanon and other countries with a continued
high risk of armed hostilities. During 2007, 2006 and 2005, the Company's Middle East operations contributed
approximately $44.6 million, $34.8 million and $32.7 million, respectively, to the Company's operating income.
Additionally, the Company has operations in and sales {o countries that have encountered outbreaks of communicable
diseases (e.g., Acquired Immune Deficiency Syndrome (AIDS), avian influenza and others). Should such outbreaks
worsen or spread to other countries, the Company may he negatively impacted through reduced sales te and within those
countries and other countries impacted by such diseases.

Exchange rate fluctuations may adversely impact the Company’s business.

Fluctuations in foreign exchange rates between the U.S. dollar and the over 40 other currencies in which the Company
conducts business may adversely impact the Company’s operating income and income from continuing operations in any
given fiscal period. Approximately 69% and 68% of the Company's sales and approximately 68% and 71% of the
Company'’s operating income from continuing operations for the years ended December 31, 2007 and 2006, respectively,
were derived from operations outside the United States. More specifically, approximately 20% and 22% of the Company's
revenues were derived from operations in the United Kingdom during 2007 and 2006, respectively. Additionally,
approximately 26% and 25% of the Company’s revenues were derived from operations with the euro as their functional
currency during 2007 and 20086, respectively. Given the structure of the Company’s revenues and expenses, an increase
in the value of the U.S. dollar relative to the foreign currencies in which the Company earns its revenues generaliy has a
negative impact on operating income, whereas a decrease in the value of the U.S. dollar tends to have the opposite
effect, The Company's principal foreign currency exposures are to the British pound sterling and the euro.
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Compared with the corresponding period in 20086, the average values of major currencies changed as follows in relation to
the U.S. dollar during 2007, impacting the Company’s sales and income:

s British pound sterling Strengthened by 8%

*  euro Strengthened by 8%
«  South African rand Weakened by 3%

* Brazilian real Strengthened by 1%
» Canadian dollar Strengthened by 5%
* Australian dollar Strengthened by 10%
« Polish zloty Strengthened by 11%

Compared with exchange rates at December 31, 2008, the values of major currencies changed as follows as of
December 31, 2007:

+  British pound sterling Strengthened by 1%

*  euro Strengthened by 10%
*  South African rand Strengthened by 2%

* Brazilian real Strengthened by 17%
» Canadian dollar Strengthened by 15%
»  Australian dollar Strengthened by 10%
+ Polish zloty Strengthened by 15%

The Company's foreign currency exposures increase the risk of income statement, balance sheet and cash flow volatility.
If the above currencies change materially in refation to the U.S. dollar, the Company’s financial position, results of
operations, or cash flows may be materially affected.

To illustrate the effect of foreign currency exchange rate changes in certain key markets of the Company, in 2007,
revenues would have been approximately 5% or $166.9 million less and operating income would have been
approximately 4% or $16.5 million less if the average exchange rates for 2006 were utilized. A similar comparison for
2006 would have decreased revenues approximately 1% or $34.1 million, while operating income would have been
approximately 1% or $3.9 million less if the average exchange rates for 2006 would have remained the same as 2005. If
the U.S. dollar weakens in relation to the eurc and British pound sterling, the Company would expect to see a positive
impact on future sales and income from continuing operations as a result of foreign currency translation. Currency
changes also result in assets and liabilities denominated in local currencies being translated into U.S. dollars at different
amounts than at the prior period end. If the U.S. dollar weakens in relation to currencies in countries in which the
Company does business, the translated values of the related assets and liabilities, and therefore stockholders’ equity,
would increase. Conversely, if the U.S. doliar strengthens in relation to currencies in countries in which the Gompany
does business, the translated values of the related assets, liabilities, and therefore stockholders’ equity, would decrease.

Although the Company engages in foreign currency forward exchange contracts and other hedging strategies to mitigate
foreign exchange risk, hedging strategies may nat be successful or may fail to offset the risk.

In addition, competitive conditions in the Company’s manufacturing businesses may limit the Company’s ability to
increase product prices in the face of adverse currency movements. Sales of products manufactured in the United States
for the domestic and export markets may be affected by the value of the U.S. dollar relative to other currencies. Any long-
term strengthening of the U.S. dollar could depress demand for these products and reduce sales and may cause
translation gains or losses due to the revaluation of accounts payable, accounts receivable and other asset and liability
accounts. Conversely, any long-term weakening of the U.S. dollar could improve demand for these products and increase
sales and may cause translation gains or losses due to the revaluation of accounts payable, accounts receivable and
other asset and liability accounts.

Negative economic conditions may adversely impact the ability of the Company’s customers to meet their
obligations to the Company on a timely basis and impact the valuation of the Company’s assets.

If a downturn in the economy occurs, it may adversely impact the ability of the Company’s customers to meet their
obligations to the Company on a timely basis and could result in bankruptcy filings by them. If customers are unable to
meet their obligations on a timely basis, it could adversely impact the realizability of receivables, the valuation of
inventories and the valuation of long-lived assets across the Company's businesses, as well as negatively affect the
forecasts used in performing the Company's goodwill impairment testing under SFAS No. 142, “Goodwill and Other
fntangible Assets.” If management determines that goodwill or other assets are impaired or that inventories or receivables
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cannot be realized at recorded amounts, the Company will be required to record a write-down in the period of
determination, which will reduce net income for that period. Additionally, the risk remains that certain Mill Services
customers may file for bankruptcy protection, be acquired or consolidate in the future, which could have an adverse
impact on the Company’s income and cash flows.

A negative outcome on personal injury claims against the Company may adversely impact results of
operations and financial condition.

The Company has been named as one of many defendants (approximately 90 or more in most cases) in legal actions
alleging personal injury from exposure to airborne asbestos. In their suits, the plaintiffs have named as defendants many
manufacturers, distributors and repairers of numerous types of equipment or products that may involve asbestos. Most of
these complaints contain a standard claim for damages of $20 miltion or $25 million against the named defendants. If the
Company was found to be liable in any of these actions and the liability was to exceed the Company’s insurance
coverage, results of operations, cash flows and financial condition could be adversely affected. For more information
concerning this litigation, see Note 10, Commitments and Contingencies, to the Consolidated Financial Statements under
Part I, ltem 8, "Financial Statements and Supplementary Data.”

The Company may lose customers or be required to reduce prices as a result of competition.
The industries in which the Company operates are highly competitive.

* The Company’s Access Services business rents and sells equipment and provides erection and dismantling services to
principally the non-residential and infrastructure construction and industrial piant maintenance markets. Contracts are
awarded based upon the Company's engineering capabilities, product availability, safety record, and the ability to
competitively price its rentals and services. If the Company is unable to consistently provide high-quality products and
services at competitive prices, it may lose customers or operating margins may decline due 1o reduced selling prices.

* The Company’s Mill Services business is sustained mainly through contract renewals. Historically, the Company’s
contract renewal rate has averaged approximately 95%. If the Company is unable to renew its contracts at the
historical rates or renewals are at reduced prices, revenue may decline.

* The Company's manufacturing businesses compete with companies that manufacture similar products both
internationally and domestically. Certain international competitors export their products into the United States and sell
them at lower prices due to lower labor costs and government subsidies for exports. Such practices may limit the
prices the Company can charge for its products and services. Additionally, unfavorable foreign exchange rates can
adversely impact the Company’s ability to match the prices charged by international competitors. If the Company is
unable to match the prices charged by international competitors, it may lose customers.

The Company’s strategy to overcome this competition includes enterprise business optimization programs, international
customer focus and the diversification, streamiining and consolidation of operations.

Increased customer concentration and credit risk in the Mill Services Segment may adversely impact the
Company’s future earnings and cash flows.

The Company’s Mill Services Segment (and, to a lesser extent, the All Other Category) has several large customers
throughout the world with significant accounts receivable balances. In December 2005, the Company acquired the
Northern Hemisphere steel mill services operations of Brambles Industrial Services, a unit of the Sydney, Australia-based
Brambles Industrial Limited. This acquisition has increased the Company’s corresponding concentration of credit risk to
customers in the steel industry. Additionally, further consolidation in the global steel industry occurred in 2006 and 2007
and additional consolidation is possible. Should additional transactions occur involving some of the steel industry's larger
companies, which are customers of the Company, it would result in an increase in concentration of credit risk for the
Company. If a large customer were to experience financial difficulty, or file for bankruptcy protection, it could adversely
impact the Company's income, cash flows and asset valuations. As part of its credit risk management practices, the
Company developed strategies to mitigate this increased concentration of credit risk. In the Access Services Segment,
concentrations of credit risk with respect to accounts receivable are generally limited due to the Company's large number
of customers and their dispersion across different geographies.

Increases in energy prices could increase the Company’s operating costs and reduce its profitability.

Worldwide political and economic conditions, an imbalance in the supply and demand for oil, extreme weather conditions,

armed hostilities in oil-producing regions, among other factors, may result in an increase in the volatility of energy costs,

both on a macro basis and for the Company specifically. In 2007, 2006 and 2005, energy costs have approximated 3.7%,
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3.9% and 3.5% of the Company’s revenue, respectively. To the extent that such costs cannot be passed to customers in
the future, operating income and results of operations may be adversely affected.

Increases or decreases in purchase prices (or selling prices) or availability of steel or other materials and
commodities may affect the Company’s profitability.

The profitability of the Company’s manufactured products is affected by changing purchase prices of steel and other
materials and commodities. If raw material costs associated with the Company's manufactured products increase and the
costs cannot be passed on to the Company's customers, operating income would be adversely affected. Additionally,
decreased availability of stee! or other materiais could affect the Company's ability to produce manufactured products in a
timely manner. f the Company cannot obtain the necessary raw materials for its manufactured products, then revenues,
operating income and cash flows will be adversely affected. Certain services performed by the Excell Minerals Division
result in the recovery, processing and sale of specialty steel and other high-value metal by-products to its customers. The
selling price of the by-products material is market-based and varies based upon the current fair value of its components.
Therefore, the revenue amounts recorded from the sale of such by-products material vary based upon the fair value of the
commadity components being sold. The Company has executed hedging instruments designed to reduce the votatility of
the revenue from the sale of the by-products material at varying market prices. However, there can be no guarantee that
such hedging strategies will be fully effective in reducing the variability of revenues from period to period.

The Company is subject to various environmental laws and the success of existing or future environmental
claims against it could adversely impact the Company’s results of operations and cash flows.

The Company’s operations are subject to various federal, state, local and international laws, regulations and ordinances
relating to the protection of health, safety and the environment, including those governing discharges to air and water,
handling and disposal practices for solid and hazardous wastes, the remediation of contaminated sites and the
maintenance of a safe work place. These laws impose penalties, fines and other sanctions for non-compliance and
liability for response costs, property damages and personal injury resulting from past and current spills, disposals or other
releases of, or exposure to, hazardous materials. The Company could incur substantial costs as a result of non-
compliance with or liability for remediation or other costs or damages under these laws. The Company may be subject to
more stringent environmental laws in the future, and compliance with more stringent environmental requirements may
require the Company to make material expenditures or subject it to liabilities that the Company currently does not
anticipate.

The Company is currently involved in a number of environmental remediation investigations and clean-ups and, along with
other companies, has been identified as a “potentially responsible party” for certain waste disposal sites under the federal
“Superfund” law. At several sites, the Company is currently conducting environmental remediation, and it is probable that
the Company will agree to make payments toward funding certain other of these remediation activities. It also is possible
that some of these matters will be decided unfavorably to the Company and that other sites requiring remediation will be
identified. Each of these matters is subject to various uncertainties and financial exposure is dependent upon such
factors as the continuing evolution of environmental laws and regulatory requirements, the availability and application of
technology, the allocation of cost among potentially responsible parties, the years of remedial activity required and the
remediation methods selected. The Company has evaluated its potential liability and the Consolidated Balance Sheets at
December 31, 2007 and 2006 include an accrual of $3.9 million and $3.8 million, respectively, for environmental matters.
The amounts charged against pre-tax earnings related to environmental matters totaled $2.8 million, $2.1 million and $1.4
million for the years ended December 31, 2007, 2006 and 2005, respectively. The liability for future remediation costs is
evaluated on a quarterly basis. Actual costs to be incurred at identified sites in future periods may be greater than the
estimates, given inherent uncertainties in evaluating environmental exposures.

Restrictions imposed by the Company’s credit facilities and outstanding notes may limit the Company'’s
ability to obtain additional financing or to pursue business opportunities.

The Company's credit facilities and certain notes payable agreements contain a covenant requiring @ maximum debt to
capital ratio of 80%. In addition, certain notes payable agreements also contain a covenant requiring a minimum net
worth of $475 million. These covenants limit the amount of debt the Company may incur, which could limit its ability to
obtain additional financing or pursue business opportunities. In addition, the Company’s ability to comply with these ratios
may be affected by events beyond its control. A breach of any of these covenants or the inability to comply with the
required financial ratios could result in a default under these credit facilities. In the event of any default under these credit
facilities, the lenders under those facilities could elect to declare all borrowings outstanding, together with accrued and
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unpaid interest and other fees, to be due and payable, which would cause an event of defauit under the notes. This
could, in turn, trigger an event of default under the cross-default provisions of the Company's other cutstanding
indebtedness. At December 31, 2007, the Company was in compliance with these covenants with a debt to capital ratio
of 40.8%, and a net worth of $1.6 billion. The Company had $395.2 million in cutstanding indebtedness containing these
covenants at December 31, 2007.

Higher than expected claims under insurance policies, under which the Company refains a portion of the risk,
could adversely impact results of operations and cash flows.

The Company retains a significant portion of the risk for property, workers’ compensation, U.K. employers’ liability,
automobile, general and product liability losses. Reserves have been recorded which reflect the undiscounted estimated
liabilities for ultimate losses including claims incurred but not reported. Inherent in these estimates are assumptions that
are based on the Company’s history of claims and losses, a detailed analysis of existing claims with respect to potential
value, and current legal and legislative trends. At December 31, 2007 and 2006, the Company had recorded liabilities of
$112.0 million and $103.4 million, respectively, related to both asserted and unasserted insurance claims. Included in the
balance at December 31, 2007 and 2006 were $25.9 million and $18.9 million, respectively, of recognized liabilities
covered by insurance carriers. If actual claims are higher than those projected by management, an increase to the
Company's insurance reserves may be required and would be recorded as a charge to income in the period the need for
the change was determined. Conversely, if actual claims are lower than those projected by management, a decrease to
the Company's insurance reserves may be required and would be recorded as a reduction to expense in the period the
need for the change was determined.

The seasonality of the Company’s business may cause jts quarterly results to fluctuate.
The Company has historically generated the majority of its cash flows in the second half of the year. This is a direct resuilt
of normally higher sates and income during the second half of the year, as the Company's business tends to follow
seasonal patterns. If the Company is unable to successfully manage the cash flow and other effects of seasonality on the
business, its results of operations may suffer. The Company’s historical revenue patterns and net cash provided by
operating activities are included in Part I, item 1, “Business.”

The Company’s cash flows and earnings are subject to changes in interest rates.
The Company's total debt as of December 31, 2007 was $1.1 billion. Of this amount, approximately 49.2% had variable
rates of interest and 50.8% had fixed rates of interest. The weighted average interest rate of total debt was approximately
6.0%. At current debt levels, a one-percentage increase/decrease in variable interest rates would increase/decrease
interest expense by approximately $5.3 million per year.

The future financial impact on the Company associated with the above risks cannot be estimated.
ltem 1B.  Unresolved Staff Comments

None,

ltem 2. Properties

Information as to the principal plants owned and operated by the Company is summarized in the following table:

Location Principal Products

Access Services Segment
Marion, Ohio Access Equipment Maintenance
Dosthill, United Kingdom Access Equipment Maintenance
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All Other Category - Minerals & Rail
Services and Products

Drakesboro, Kentucky Roofing Granules/Abrasives
Gary, Indiana Roofing Granules/Abrasives
Tampa, Florida Roofing Granules/Abrasives
Brendale, Australia Rail Maintenance Equipment
Fairmont, Minnesota Rait Maintenance Equipment
Ludington, Michigan Rail Maintenance Equipment
West Columbia, South Carolina Rail Maintenance Equipment
Channelview, Texas Industrial Grating Products
Leeds, Alabama Industrial Grating Products
Queretaro, Mexico Industrial Grating Products
East Stroudsburg, Pennsylvania Process Equipment
Catoosa, Oklahoma Heat Exchangers

Sarver, Pennsylvania Minerals and Recycling Technologies

The Company also operates the following plants which are leased:

Location Principal Products

Access Services Segment
DeLimiet, Netherlands Access Equipment Maintenance
Ratingen, Germany Access Equipment Maintenance
All Other Category - Minerals & Rail
Services and Products

Memphis, Tennessee Roofing Granules/Abrasives
Moundsville, West Virginia Roofing Granules/Abrasives
Eastwood, United Kingdom Rail Maintenance Equipment
Tutsa, Oklahoma Industrial Grating Products
Garrett, Indiana Industrial Grating Products
Catoosa, Oklahoma Heat Exchangers

Sapulpa, Oklahoma Heat Exchangers

The above listing includes the principal properties owned or leased by the Company. The Company also operates from a
number of other smaller plants, branches, depots, warehouses and offices in addition to the above. The Company
considers all of its properties at which operations are currently performed to be in satisfactory condition and suitable for
operations. Additionally, the Company has administrative offices in Camp Hill, Pennsylvania and Leatherhead, United
Kingdom.

ltem 3. Legal Proceedings

Information regarding legal proceedings is included in Note 10, Commitments and Contingencies, to the Consolidated
Financial Statements under Part Il, Item 8, “Financial Statements and Supplementary Data.”

ltem 4. Submission of Matters to a Yote of Security Holders

There were no matters that were submitted to a vote of security holders, through the solicitation of proxies or otherwise,
during the fourth quarter of the year covered by this Report.
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Supplementary ltem. Executive Officers of the Registrant (Pursuant to Instruction 3 to
Item 401(b) of Regulation S-K)

Set forth below, as of February 29, 2008, are the executive officers (this excludes six corporate officers who are not
deemed “executive officers” within the meaning of applicable Securities and Exchange Commission regulations) of the
Company and certain information with respect to each of them. S. D. Fazzolari was elected to his new position effective
January 1, 2008. G. D. H. Butler, M. E. Kimmel, S. J. Schnoor and R. C. Neuffer were elected to their respective offices
effective on January 1, 2008. R. M. Wagner was elected to his new position effective January 1, 2008. All terms expire
on April 22, 2008. There are no family relationships between any of the executive officers.

Name Age

Executive Officers:

S. D. Fazzolari 55
G. D. H. Butler 61
M. E. Kimmel 48
8. J. Schnoor 54

32 Harsco Corporation 2007 Annual Report

Princi ccupation o 0 t

Chief Executive Officer of the Corporation effective January 1, 2008. Served as
President and Chief Financial Officer of the Corporation from October 10, 2007
to December 31, 2007. Served as President, Chief Financial Officer and
Treasurer from January 24, 2006 to October 9, 2007, and Director since
January 2002. Served as Senior Vice President, Chief Financial Officer and
Treasurer from August 24, 1999 to January 23, 2006 and as Senior Vice
President and Chief Financial Officer from January 1998 to August 1999.
Served as Vice President and Controller from January 1994 to December 1997
and as Controller from January 1993 to January 1994, Previously served as
Director of Auditing from 1985 to 1993 and served in various auditing positions
from 1980 to 1885.

President of Harsco Corporation and CEQ of the Access Services and Mill
Services business groups effective January 1, 2008. Served as Senior Vice
President-Operations of the Corporation from September 26, 2000 to December
31, 2007 and Director since January 2002. Concurrently served as President of
the MultiServ and SGB Group Divisions. From September 2000 through
December 2003, he was President of the Heckett MultiServ International and
SGB Group Divisions. Was President of the Heckett MultiServ-East Division
from July 1, 1994 to September 26, 2000. Served as Managing Director -
Eastern Region of the Heckett MultiServ Division from January 1, 1994 to June
30, 1894, Served in various officer positions within MultiServ Intermational, N. V.
prior to 1994 and prior to the Company’s acquisition of that corporation in
August 1993,

Senior Vice President, Chief Administrative Officer, General Counsel and
Corporate Secretary effective January 1, 2008. General Counsel and Corporate
Secretary since January 1, 2004. Served as Corporate Secretary and Assistant
General Counsel from May 1, 2003 to December 31, 2003. Held various legal
positions within the Corporation since he joined the Company in August 2001,
Prior to joining Harsco, he was Vice President, Administration and General
Counsel, New World Pasta Company from January 1, 1999 to July 2001.

Before joining New World Pasta, Mr. Kimmel spent approximately 12 years in
various legal positions with Hershey Foods Corporation.

Senior Vice President and Chief Financial Officer effective January 1, 2008.
Served as Vice President and Controller of the Corporation from May 15, 1998
to December 31, 2007. Served as Vice President and Controller of the Patent
Construction Systems Division from February 1996 to May 1998 and as
Controller of the Patent Construction Systems Division from January 1993 to
February 1996. Previously served in various auditing positions for the
Corporation from 1988 to 1993. Prior to joining Harsco, he served in various
auditing positions for Coopers & Lybrand from September 1985 to April 1988.
Mr. Schnoor is a Certified Public Accountant.




Name

R. C. Neuffer

R. M. Wagner

65

40

incipal Occ tio oyme

Harsco Senior Vice President and Group President for the Company’s Minerals
& Rail Services and Products group effective January 1, 2008. Served as
President of the Minerals & Rail Services and Products business group since
his appointment on January 24, 2006. Previously, he led the Patterson-Kelley,
IKG Industries and Air-X-Changers units as Vice President and General
Manager since 2004. In 2003, he was Vice President and General Manager of
IKG Industries and Patterson-Kelley. Between 1997 and 2002, he was Vice
President and General Manager of Patterson-Kelley. Mr. Neuffer joined Harsco
in 1991.

Vice President and Controller effective January 1, 2008. Mr. Wagner joined
Harsco in 2007 as Assistant Controller. Prior to joining Harsco, he held
management responsibilities for financial reporting at Bayer Corporation. He
previously held a number of financial management positions both in the United
States and internationaily with Kennametal Inc., and also served as an audit
manager with Deloitte & Touche. Mr. Wagner is a Certified Public Accountant.
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PART Hl

Iltem 5. Market for Registrant’'s Common Equity, Related Stockholder Matters and
Issuer Purchases of Equity Securities

Harsco Corporation common stock is listed on the New York Stock Exchange. At the end of 2007, there were 84,459,866
shares outstanding. In 2007, the Company’s common stock traded in a range of $36.90 to $66.51 (on a post-split basis)
and closed at $64.07 at year-end. At December 31, 2007 there were approximately 22,000 stockholders. There are no
significant limitations on the payment of dividends included in the Company’s loan agreements. For additiona! information
regarding Harsco common stock market price and dividends declared, see Dividend Action under Part |l, Item 7,
“Management’s Discussion and Analysis of Financial Condition and Results of Operations,” and the Common Stock Price
and Dividend Information under Part Il, ltem 8, “Financial Statements and Supplementary Data.” For additional
information on the Company’s equity compensation plans see Part lll, Item 11, "Executive Compensation.”

(c) Issuer Purchases of Equity Securities

Total Number of Maximum Number

Total Shares Purchased of Shares that May
Number of Average as Part of Publicly Yet Be Purchased
Shares Price Paid Announced Plans Under the Plans or

Period Purchased per Share or Programs Programs
Qctober 1, 2007 — Cctober 31, 2007 - - - 2,000,000
November 1, 2007 — November 30, 2007 - - - 2,000,000
December 1, 2007 — December 31, 2007 - - - 2,000,000

Total - - -

The Company’s share repurchase program was extended by the Board of Directors in November 2007. The program
authorizes the repurchase of up to 2,000,000 shares of the Company’s common stock and expires January 31, 2009. As
announced in February 2008, the Company plans to begin the repurchase of an undetermined number of shares of the
Company's common stock under the above mentioned stock repurchase authorization. Repurchases will be made in
open market transactions at times and amounts as management deems appropriate, depending on market conditions.
Any repurchase may commence or be discontinued at any time.
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Item 6. Selected Financial D

Five-Year Statistical Summary

(In thousands, except per share, employee Information

ata

and percentages) 2007 (a) 2006 2005 (b) 2004 2003
Income Statement Information (c)
Revenues from continuing operations $ 3,688,160 $3,025,613 $ 2,396,009 $ 2,162,973 $1,824,551
Income from continuing operations 255,115 186,402 144,488 104,040 77,133
Income from discontinued operations 44,377 9,996 12,169 17.171 15,084
Net income 299,492 196,398 156,657 121,211 92,217
Financial Position and Cash Flow Information
Working capital $ 471,367 $ 320,847 $ 352,620 $ 346,768 $ 269,276
Total assets 3,905,430 3,326,423 2,975,804 2,389,756 2,138,035
Long-term debt 1,012,087 864,817 905,859 594,747 584,425
Total debt 1,080,794 1,063,021 1,000,888 625,809 613,531
Depreciation and amortization (including
discontinued operations) 306,413 252,982 198,065 184,371 168,935

Capital expenditures 443,583 340,173 290,239 204,235 143,824
Cash provided by operating activities 471,740 409,239 315,279 270,465 262,788
Cash used by investing activities {386,125) (359,455) {645,185) {209,602) (144,791)
Cash provided {used) by financing activities (77,687) {84,196} 369,325 {56,512) {125,501}
Ratios
Return on sales (d) 6.9% 6.2% 6.0% 4.8% 4.2%
Return on average equity (e) 19.2% 17.2% 15.3% 12.7% 10.9%
Current ratio 1.5:1 1.4:1 1.5:1 1.6:1 1.5:1
Total debt to total capital (f) 40.8% 48.1% 50.4% 40.6% 44 1%
Per Share information (g)
Basic - income from continuing operations $ 3.03 $ 222 5 1.73 3 1.26 $ 095

- Income from discontinued operations 0.53 0.12 0.15 0.21 0.19

- Net income $ 3.56 $ 2.4 $ 1.88 $ 1.47 $ 1.13(h)
Diluted - Income fram continuing operations 3.01 2.21 1.72 1.25 $ 0094

- Income from discontinued operations 0.52 0.12 0.14 0.21 0.18

- Net income | $ 3.53 $ 233 $ 186 $ 146 $ 1.13(h)
Book value ($§ 1854 | § 1364 $ 1189 $ 11.03 $ 951
Cash dividends declared 0.7275 0.665 0.6125 0.5625 0.5313
Other Information
Diluted average number of shares outstanding (g) 84,724 84,430 84,161 83,196 81,946
Number of employees 21,500 21,500 21,000 18,500 17,500
Backlog from continuing operations {i) $ 448,054 $ 236,460 $ 230,584 $ 194,336 $ 156,940

(a) Inciudes Excell Minerals acquired February 1, 2007 (All Cther Category - Minerals & Rail Services and Products).

(b) Includes the Northern Hemisphere mill services operations of Brambles Industrial Services (BISNH) acquired December 29, 2005 (Mill Services) and
Hunnebeck Group GmbH acquired November 21, 2005 (Access Services).

{c) Income statement information restated to reflect the Gas Technologies business group as Discontinued Operations.

{d) “Retum on sales” is calculated by dividing incame from continuing operations by revenues from continuing operations.

{e) “Return on average equity"” is calculated by dividing income from continuing operations by quarterly weighted-average equity.

(i “Total debl to total capital” is calcutated by dividing the sum of debt {short-term borrowings and long-term debt including current maturities) by the

sum of equity and debt.

(g) Per share information restated to reflect the 2-for-1 stock split effective in the first quarier of 2007.

(h) Does not total due to rounding.

(i) Excludes the estimated amount of long-term mill service contracts, which had estimated future revenues of $5.0 billion at December 31, 2007, Also
excludes backlog of Ihe Access Services Segment and the roofing granules and slag abrasives business. These amounts are generally not
quantifiable due to the nature and timing of the products and services provided.
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ltem 7. Management’s Discussion and Analysis of Financial Condition and Results of
Operations

The following discussion should be read in conjunction with the consolidated financial statements provided under Part I,
ltem 8 of this Annual Report on Form 10-K. Certain statements contained herein may constitute forward-looking
statements within the meaning of the Private Securities Litigation Reform Act of 1995. These statements involve a
number of risks, uncertainties and other factors that could cause actual results to differ materially, as discussed more fully
herein.

Forward-Looking Statements

The nature of the Company’s business and the many countries in which it operates subject it to changing economic,
competitive, regulatory and technological conditions, risks and uncertainties. In accordance with the “safe harbor”
provisions of the Private Securities Litigation Reform Act of 1995, the Company provides the following cautionary remarks
regarding important factors which, among others, could cause future results to differ materially from the forward-locking
statements, expectations and assumptions expressed or implied herein. Forward-looking statements contained herein
could include among other things, statements about our management confidence and strategies for performance;
expectations for new and existing products, technologies, and opportunities; and expectations regarding growth, sales,
cash flows, earnings and Economic Value Added (EVA®). These statements can be identified by the use of such terms as .
“may,” “could,” “expect,” “anticipate,” “intend,” “believe,” or other comparable terms.

Factors which could cause results to differ include, but are not limited to: (1) changes in the worldwide business
environment in which the Company operates, including general economic conditions; (2) changes in currency exchange
rates, interest rates and capital costs; (3) changes in the performance of stock and bond markets that could affect, among
other things, the valuation of the assets in the Company’s pension plans and the accounting for pension assets, liabilities
and expenses; (4) changes in governmental laws and regulations, including environmental, tax and import tariff standards;
(5) market and competitive changes, including pricing pressures, market demand and acceptance for new products,
services and technologies; (6) unforeseen business disruptions in one or more of the many countries in which the
Company operates due to political instability, civil disobedience, armed hostilities or other calamities; (7) the seasonal
nature of the business; (8) the successful integration of the Company’s strategic acquisitions; (9) the amount and timing of
repurchases of the Company's common stock, if any; and (10) other risk factors listed from time to time in the Company's
SEC reports. A further discussion of these, along with other potential factors, can be found in Part |, ltem 1A, “Risk
Factors,” of this Form 10-K. The Company cautions that these factors may not be exhaustive and that many of these
factors are beyond the Company’s ability to control or predict. Accordingly, forward-looking statements should not be
relied upan as a prediction of actual results. The Company undertakes no duty to update forward-looking statements
except as may be required by law.

Executive Overview

The Company's record performance in 2007 reflected the continued execution of the Company’s strategy of growth
through increased international diversity and a balanced, industrial services-based portfolio, augmented by selective
strategic acquisitions. The 2007 results were led by the Access Services Segment and All Other Category {(Minerals &
Rail Services and Praducts).

The Company's 2007 revenues were a record $3.7 billion. This was an increase of $662.5 million or 22% over 2006.
Income from continuing operations was a record $255.1 million for 2007 compared with $186.4 million in 2008, an
increase of 37%. Diluted earnings per share from continuing operations were a record $3.01 for 2007, a 36% increase
from 20086.

Results for 2007 benefited from continued improved performance in the Access Services Segment and the February 1,
2007 acquisition of Excell Minerals. The improved performance in the Access Services Segment was due to continued
strength in the Company’s global non-residential and infrastructure construction and industrial services markets, and
positive returns from the Company's increased investment in highly engineered formwork rental systems.

Overall, the global markets in which the Company participates, remain strong and the Company has expansion
opportunities to pursue its prudent acquisition strategy of seeking further accretive bolt-on acquisitions, as well as organic
investments in its industrial services platforms. The Company also expects continued strength in its operations in 2008,
particularly from the Access Services Segment, as well as the All Other Category (Minerals & Rail Services and Products).
In addition, the Company expects gradual improvement in 2008 from the Mill Services Segment, as global steel

production levels begin to increase from 2007 levels; the implementation of business optimization initiatives continues;
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nderperforming contracts are exited or renegotiated,; certain low margin businesses are divested, the effects of
estructuring actions are realized; and new contracts are signed and work begins as our geographic expansion strategy in
igh-return regions continues.

uring 2007, the Company had record net cash provided by operating activities of $471.7 million, a 15% increase over the
409.2 million achieved in 2006. The Company expects continued strong cash flows from operating activities in 2008.
he Company's cash flows are further discussed in the Liquidity and Capital Resources section.

The record revenue, income from continuing operations and diluted earnings per share for 2007 reflect the balance and
geographic diversity of the Company's operations. This operating balance and geographic diversity, as well as growth
opportunities in the Company's core services platforms, such as the February 1, 2007 acquisition of Excell Minerals,
provide a broad foundation for future growth and a hedge against normal changes in economic and industrial cycles. In
addition, the Company’s value-based management system continued to deliver significant improvement in Economic
Value Added ("EVA®”} during 2007.

On December 7, 2007, the Company completed the sale of its Gas Technologies business group to Wind Point Partners.
The terms of the sale include a total purchase price of $340 million, including $300 million paid in cash at closing and $40
million in the form of an earnout, contingent on the Gas Technologies business achieving certain performance targets in
2008 or 2009.

Effective in the first quarter of 2007, there was a two-for-one split of the Company’s common stock for which one
additional share of common stock was issued to stockholders as of March 26, 2007.

Segment Overview

The Access Services Segment’s revenues in 2007 were $1.4 billion compared with $1.1 bitlion in 2006, a 31% increase.
Operating income increased by 53% to $183.8 million, from $120.4 million in 2006. Operating margins for the Segment
improved by 190 basis points to 13.0% from 11.1% in 2006. These improvements were due principally to continued
strength in the Company's global non-residential and infrastructure construction and industrial services markets,
particularly in Europe and North America. This Segment accounted for 39% of the Company’s revenues and 40% of the
operating income for 2007.

Mill Services Segment revenues in 2007 were $1.5 billion compared with $1.4 billion in 2006, an 11% increase. Operating
income decreased by 9% to $134.5 million, from $147.8 million in 2006. Operating margins for this Segment decreased
by 200 basis points to 8.8% from 10.8% in 2006. The decrease in operating income and margins was due to higher
operating and maintenance costs, as well as lower steel production in certain regions, particularly North America. The
2007 results include pre-tax restructuring charges of $4.7 million, primarily related to severance costs associated with
initiatives to improve operating results. This Segment accounted for 41% of the Company’s revenues and 29% of the
operating income for 2007.

The All Other Category's revenues in 2007 were $750.0 million compared with $578.2 million in 2006, a 30% increase.
Operating income increased by 84% to $142.2 million, from $77.5 million in 2006. Operating margins increased by 560
basis points to 19.0% in 2007 from 13.4% in 2006. The February 1, 2007 acquisition of Excell Minerals contributed to this
Category’s improved performance. Four of the five other businesses contributed higher revenues, and all five businesses
contributed higher operating income in 2007 compared with 2006. This Category accounted for 20% of the Company's
revenue and 31% of the operating income for 2007,

The positive effect of foreign currency translation increased 2007 consolidated revenues by $166.9 million and pre-tax
income by $13.9 million when compared with 2008.

Outlook Overview

The Company's operations span several industries and products as more fully discussed in Part |, Item 1, “Business.” On
a macro basis, the Company is affected by non-residential and infrastructure construction and industrial maintenance and
capital improvement activities; worldwide steel mill production and capacity utilization; industrial production volume; and
the general business trend towards the outsourcing of services. The overall outlook for 2008 continues to be positive for
most of these business drivers.

Both international and domestic Access Services activity remains strong. Operating performance in 2007 for this
- Segment has benefited, and is expected to continue to benefit in 2008, from increased non-residential and infrastructure
construction spending and industrial services activity in the Company's major markets; selective strategic investments and
acquisitions in existing and new markets and expansion of current product lines; further market penetration from new
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services; service cross-selling opportunities among the markets served; and enterprise business optimization
opportunities including new technology applications, consolidated procurement, logistics and continuous process
improvement initiatives. Further prudent global expansion and market share gains are also expected from this Segment.

Overall, the outlook for the Mill Services Segment for 2008 remains positive. However, margin improvement in this
Segment in 2008 is expected to be gradual as the effects of the margin-improvement plans previously outlined are
realized. During 2007, in order to maintain pricing levels, a more disciplined and consolidated steel industry has been
adjusting production levels to bring inventories in-line with current demand. The Company expects global steel production
and consumption to increase at a sustainable pace in 2008, which would generally have a favorable effect on this
Segment’s revenues. In addition, new contract signings and start-ups, as well as the Company's geographic expansion
strategy, particularly Eastern Europe and the Middle East, are expected to gradually have a positive effect on results in the
longer term. The Company continues to engage in enterprise business optimization initiatives designed to improve
operating results and margins. However, the Company may experience higher operating costs, such as maintenance and
energy; that could have a negative impact on operating margins, to the extent these costs cannot be passed to
customers.

The outlook for the All Other Category (Minerals & Rail Services and Products) remains positive. Excell Minerals is
expected to continue to be accretive to earnings in 2008, as full integration into the Company continues to occur.
Likewise, the railway track maintenance services and equipment business should continue to see improved year-over-
year operating performance in 2008. Contract opportunities for the business remain high (such as the signing of
significant orders from China in 2007}, which also provides confidence to the lenger-term outlook. The remaining
businesses within this group are also expected to continue to operate at their current high levels of operating
effectiveness.

The stable or improved market conditions for most of the Company’s services and products and the significant
investments made recently for acquisitions and growth-related capital expenditures provide the base for achieving the
Company’s stated growth objectives. The record performance for revenue and operating income achieved in 2007
provides momentum for continued improvement in 2008.

Revenues by Region

Total Revenues

Twelve Months Ended Percentage Growth From
December 31 2006 to 2007

{Dollars in millions) 2007 2006 Volume Currency Total
Western Europe $1,758.5 $14727 10.6% 8.8% 19.4%
North America 1,244.9 1,027.4 20.8 0.4 21.2
Latin America {a) 213.5 165.4 21.8 7.3 291
Middle East and Africa 196.4 159.5 24 1 {1.0) 231
Eastern Europe 139.6 92.3 39.0 12.2 51.2
Asia/Pacific 135.3 108.3 13.9 11.1 25.0
Total $3,688.2 $3,025.6 16.4% 5.5% 21.9%

(a) Includes Mexico.

2007 Highlights
The following significant items affected the Company overall during 2007 in comparison with 2006:

Company Wide:

* Continued strong worldwide economic activity, as well as the strong earnings performance of the Excell Minerals
acquisition, benefited the Company in 2007. This included increased access equipment services, especially in North
America, Europe and the Middle East; and increased demand for air-cooled heat exchangers and industrial grating
products.

* As expected, during 2007, the Company experienced higher fuel and energy-related costs, as well as higher
commaodity costs for certain manufacturing businesses. To the extent that such costs cannot be passed to customers
in the future, operating income may be adversely affected.

* Consistent with its overall strategic focus on global industrial services, the Company divested its Gas Technologies
business group on December 7, 2007.

* During 2007, international sales and operating income were 69% and 68%, respectively, of total sales and operating
income. This compares with 2006 levels of 68% of sales and 71% of operating income.
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2007 2006

$1,415.9 $1,080.9
perating income 183.8 1204
perating margin percent 13.0% 11.1%

ccess Services Segment — Significant Impacts on Revenues: {In millions)
Revenues — 2006 $1,080.9
Increased volume and new business 209.3
Impact of foreign currency translation 72.2
isiti 53.2
0.3
Revenues — 2007 _$1.41589

Access Services Segment — Significant Impacts on Operating Income:

* |n 2007, the international access services business, Europe and the Middle East in particular, continued to improve due
to increased non-residential, multi-dwelling residential and infrastructure construction spending. The Company has
also benefited from its recent rental equipment capital investments made in these markets. Equipment rentals,
particularly in the construction sector, are the highest margin revenue source in this Segment.

* Continued strong North American non-residential and infrastructure construction and industrial services markets had a
positive effect on volume which caused overall margins and operating income in North America to improve during
2007.

* The 2006 MyATH {Chile) and Cleton (Northern Europe} acquisitions were accretive to earnings in 2007.

* The impact of foreign currency translation in 2007 increased operating income for this Segment by $7.6 million,
compared with 20086,

Mill Services Segment:

{Dollars in millions) 2007 2006

Revenues $1,522.3 $1,366.5

QOperating income 134.5 147.8

Operating margin percent B8.8% 10.8%

Mill Services Segment — Significant Effects on Revenues: {In millions)
Revenues — 2006 $1,366.5
Impact of foreign currency translation 90.3
Acquisitions 347
Increased volume and new business 30.7
Other 0.1
Revenues — 2007 $1,522.3

Mill Services Segment - Significant Impacts on Operating Income:

* Operating income for 2007 was negatively impacted by increased operating and maintenance expenses as well as
lower steel production in certain regions, particularly North America.

* Operating income for 2007 included higher severance and other restructuring charges of $3.3 million compared with
2006.

* The fourth quarter 2006 acquisition of Technic Gum and the 2007 acquisitions of Alexander Mill Services International
("AMSI"} and Performix increased operating income in 2007 compared to 2006.

* The impact of foreign currency transtation in 2007 increased operating income for this Segment by $9.4 million
compared with 2006.
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o egory - Minerals il Services and Products:
{Dollars in millions) 2007 . 2006
Revenues $750.0 $578.2
Operating income 142.2 77.5
Operating margin percent 19.0% 13.4%

All Other Category - Minerals & Rail Services and Products -

Significant Impacts on Revenues:

(In millions)

Revenues — 2006

Acquisitions — principally Excell Minerals
Air-cooled heat exchangers

Industrial grating products

Boiler and process equipment

Roofing granules and abrasives

Railway track maintenance services and equipment

Impact of foreign currency translation
Other

$578.2
123.7
277
238
1.3
(4.9}
(4.0)
4.4
(0.2)

Revenues — 2007

$750.0

All Other Category - Minerals & Rail Services and Products — Significant Effects on Operating Income:

* The Excell Minerals acquisition was accretive to the Category’s performance in 2007. Excell Minerals had strong
customer demand for its high-value material recycling services, as well as favorable market pricing.

* Operating income for the air-cooled heat exchangers business benefited in 2007 due to increased volume resuiting
from a continued strong natural gas market.

* The increase in 2007 operating income for the industrial grating products business was due principally to strong
demand, as well as lower raw material costs and a gain on the sale of an asset.

* The boiler and process equipment business delivered improved results in 2007 due to increased equipment sales and

favorable product mix.

* Despite lower volume for the roofing granules and abrasives business in 2007, operating income increased due to
price increases, which offset higher costs.

¢ Operating income for the railway track maintenance services and equipment business increased in 2007 compared
with 2006 due to increased volume and reduced operating expenses for contract services, partially offset by the impact
of reduced equipment sales volume. The business also benefited from reduced raw material costs and a gain on the

disposal of an asset.

* The impact of foreign currency translation in 2007 increased operating income by $0.6 million for this Category

compared to 20086.

Outlook, Trends and Strategies

Looking to 2008 and beyond, the following significant items, trends and strategies are expected to affect the Company:

Company Wide:

* The Company will centinue its disciplined focus on expanding its industrial services businesses, with a particular
emphasis on prudently growing the Access Services Segment, especially in emerging economies and other targeted
markets. Growth is expected to be achieved through the provision of additional services to existing customers, new
contracts in both developed and emerging markets, and selective strategic acquisitions, such as the February 2007
acquisition of Excell Minerals and the August 2007 acquisition of Alexander Mill Services International. Additionally,
new higher-margin