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Today, American Commercial Lines is more than 3,000 employees strong and growing. A leading barge-

ey transpommon prov1dcr, and manutdcmrer ACL has been operatmg since 1915 on the Um ted States‘Inland £
- -~ Walenway:, System which consists of the Mlsslssxppx River System its eonnecung waterways and the Gulf - -
Intracoastal Waterways. Our two primary businesses are Transportation and Manufacturing.

. ~_ Qurmission .~ .7 UL . S g
- =7 ACL wili deliver premlum trmspommon serwees, soldtions and equ1pment to accommodate the evolvmg - -
_ needs of its customers, We will do so with integrity and superior service, exceeding industry standards
. .- and customer expecta}ions. - o PR - e o U
- -z oz e Lz oz = -z = - .
Our value proposition '
- - ACL is a customer-focused company that delivers the safest, cleanest, most c0st-eft'ective and - -
: .~ innovative transportation solutions, tesulting in improved business:for our customers. - 4 .
= o = = A L o o= o= o= o= ~
Our core values
: At ACL, our core values speak to what the compdny stands for: safety, customer focue mnov.mon, _ N )
_ ’ mtegmy and value for ¢ everyone invoived. ACL has made a long-term commltment to these values .md - - <
-7 " makes thém part of everything the Compdny does. We believe this i (o the benefif of our custorhers, - T
. .employees, shareholders and the communities in which we work, .. - -
.f_: ) -f‘ ) 7 f‘,; - A *’ . 4“‘. :'-: b -~
- - =Safety — Never compromisé the safety.of people, the. eﬁ'i*ironmem..prépcrty or equipment. Lz a3 P -
Customer Focus — Provide superior customer service. _ , _ 5 )
E y lnnovat_’jon ~ Set the standard in trar}gpomltion and ;munufaetodgg solutions. - w;, . . .
L= - = Integrity — ﬁilways do the right thing. = z L= o= ‘, = =T .= p
Value — Let the creation of value drive all we do for our shareholders and employees.
U A Our Ieadershlp in Safety <3 : d 5 - = .~ 2 Sl L A
- - Sdfety is foremost in everythmg we dd, As the first of our core vahues, E is an o»erarchmg= Company - -
_tenet. Qur employees live by the principle that all accidents. and injuries can'be prevented, and by the -~ . .
7 motto that.no job is so important and no service so urgent, that we cannol take the:time to perform all L ' .
= "~ Zwork safely. % oz oz S = = Sz e
_ Wetake great pride in the fact that committing ourselves to’continuous iniprovement in safety processes o .
_ - _has once-iiga'm led to our having one of the best safety f'ecords in the industry. Within ACL’s Tmnsﬁc‘artazioo < :
- Z ~'Division, the personal injury incident rate, already the indifsiry’s lowest, Continued to improve throughut - -
2007 and is significantly betier than the industry average, The same is true in our Manufactu;ing Division,
there, even as volume grew {hroughout 2007, our incident rate continued to improve. - ’ ) - i
-~ . P - - o o = -
- = A P T P R

"This repurt includes cenain “forwand-leaking siatements” within the meaning of the: Privale Securities Litigation Report Act of !995 including without limitation the EBITDA margin potential, These foewand-dooking statemients are based on management’s
presens expectztions and beliefs abow future events. As with any projection o firecast, these statements are inberently susceptible to nsks uncertainty &nd changes in circumstance. Tiportant factors could cause actual results w differ nsaterially
from those expressed or implied by the forward-looking statements and should be considered in evatuating ehe cutlook of American Commercial Lines tne. Risks and uncertaintics are detailed from time to time in Amcrican Commercial Lines - '
Inc's and its subsidiaries’ filings with the SEC, including the Form 10-K for the year ended Decesaber 31. 2007, American Commicreial Lines Inc 8 uﬂ-rmdahgaum 1o, ind exwesely disclaims any obhg;mm o, updaleora!r.erlts forward-looking
staemoenis, whether as 3 resul of changes, new information, subsequent events ar otherwise. ~ 3
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befor (he impacs of investing and financing transattions and incame taxes. EBITDA should not beToastrusd s a substitule for net koss or as & better meusie of tiquidity than cash flow fum operating activities, w hich is detenmined in accordance ™
with generally accepled accounting pnmpi: {GAAP). EBITDA exclodes components that am significant in understanding and assessing our resulls of operations and cash ilkows, In akdition, EBITDA is not 2 term defined by GAAP and. as a esult,
our measue of EBITDA might mot be comparuble to simlry tiled measures used by other companies.

However, the Company believes (hat EBITDA is refevant and usefiat information, which is ofien reporled und widehy used by analysts, inveslors and other mlcmslc«d p.mies in our industry. Accmdmgly the CornPJ-"Y is dlxclmmL this lnlm'maum !
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FINANCIAL OVERVIEW

sG] Y6ar e 2003 2004 2005 2006 2007
Income Statement Data
Revenue $594 086 $604,956 $714,941 £942 552 $1,050,360
Operating Income ($2,957) $20,152 $55,669 $152.412 $108,206
Net Income ($61,576) $4,394 $11,813 $92,252 $44,361
Diluted Income Per Share NA NA $0.24 $1.47 $0.77
Balance Sheet Data
Total Assets $512,196 3667677 $623,284 $671,003 $760,811
Long-Term Debt finciuding current pordion) $613,445 $406,433 $200,000 $119,500 $439.760
Stockholders’ Equity (§19,674) $100,098 $253,701 $358,653 $125.391
Net Income
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TO OUR SHAREHOLDERS

Michael P. Rvan
President & CEQ

ACL continued its industry leading record in safety in
2007. Safety is foremost in everything we do. As one of
our core values, our employees live by the principle that
all accidents and injuries can be prevented. We take great
pride in our record of continuous improvement in safety
and proudly maintain one of the best safety records in the
transportation industry.

2007 was a successful year for ACL., in spite of the many
challenges we faced in the global and domestic economy.
Our revenues for the full year 2007 were over $1.0 billion,
with EBITDA of $160 million. This was the second
highest EBITDA level ever achieved by ACL. We felt the
impact of shifting markets in 2007 which challenged our
expectations and forecasting models following an unusually
strong year in 2006. In order to better understand our
results in 2007, it is important to start our review with a
brief look back at 2006.

With tight barge capacity, significant export grain demand,
strong imports and strong domestic coal, ACL enjoyed
record setting revenue and earnings increases in 2006.
While this year over year eamnings growth was impressive,
it was not sustainable in 2007. A primary driver in 2006
growth was the 2005 rollover of export grain after
Hurricane Katrina. As we moved into 2007, the export
grain market for barges became even more competitive.
The weakening U.S. dollar in 2007 significantly decreased
import flows through New Orleans. Barge companies lost
their import product volumes and dispatched their empty
hopper barges north to inland origins to load with export
grain. The excess dry cargo barge capacity in the first half
of 2007, resulting from the reduced import volumes, drove
down barge freight prices for grain and reduced ACL's
share of this market at the same time. This variable left
us with unrealistic grain volume and pricing expectations
in a business segment which comprised approximately

25% of our 2007 revenue portfolio. Late in 2007, we also
faced compounding pressure on our margins from fuel
price increases as they started their meteoric climb to $2.52
per gallon, up 34% from prior year fourth quarter levels.

Even with the reduced grain demands, our transportation
revenues increased $21.3 million, year over year, to just
under $809 million in 2007. We increased revenues in our
liquids business, experienced strong bulk pricing, and
witnessed the beginning of new higher export coal volumes
driven by the weakened U.S. dollar. These were all
positives for our company, though these gains were offset
by a 209% reduction in grain volume. This further validated
our longer term objective and strategy of reducing our
dependence on grain in our portfolio, and complementing
it with more diversified non-grain demand, building a
more ratable book of business.

Capital Expenditures (in mitiions)
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To accelerate our liquids growth we opened our new Liquids
Division Headquarters in Houston, Texas in August. We
also expanded our industry presence in 2007 with strategic
investment in Surmmit Environmental, an environmental
consulting company and acquisition of Elliot Bay Design
Group, a naval engineering and marine architectural
services company. Subsequent to year end we acquired
the remaining ownership interest in Summit. Summit’s
engineering cxpertise will actually position us to work with
customers on the design and development of new barge
shipping site locations. This represents a page {rom my past
with class one railroads when we created a new industrial
development shipping infrastructure with rail customers.
With Summit, we are now in a position to do the same for
new barge customers.

We continued to drive pricing and contract term discipline
into our contracts, selling the value of our transportation
services and manufactured products. In 2007, we repriced




approximately one third of our transportation contract
business with an average fuel neutral increase of
approximately 5% and continued to add inflationary
protection terms as well. Our commercial objective
continues to be to identify and capture new demand.
We will continue to compete for existing inland waterway
tons, though our primary organic growth targets remain
modal conversion of distressed rail volumes for barge
movement, We signed up over $60 million in annual
organic growth (increased and new volume) during 2007.

To more effectively compete for higher margin, land based
tonnage we must present a scheduled service option to
shippers. In February 2007, we initiated a scheduled
service program in our highest freight density lane between
Cairo, Illinois and Baton Rouge, Louisiana. Much like the
railroads did in the late 1980’s and early 1990’s, we started
to move our power and barges on a schedule, selling our
corridor service to fill those barge tows. We believe bringing
new, higher margin business to the water 13 a key long term
solution for achieving ratable, profitable growth for all barge
companies. A new scheduled service alternative is a
value to our customers, one which will position us for
sustainable organic growth.

For the year. total manufacturing revenue was $290.1
million and our EBITDA was $21.4 million. Total
manufacturing production volume increased 28% in 2007
versus 2006, with deliveries of 361 dry hopper barges, 41
tank barges and 2 special vessels for a total of 404 units.
In 2007, we built 50 dry hopper barges and 13 tank barges
for ACL use.

We continued to invest in our business at an aggressive pace.
During 2007 we invested $1 10 million to improve the quality
of our barge fleet, shipyards, facilities and work force. As
aresult of our investment over the last several years, the
age of ACL liquid and dry fleet compares favorably to
the industry average.

Outlook for 2008

We ended 2007 with a Transportation revenue portfolio of
25% grain. 27% liquids, 30% bulk, 9% coal and 9% steel.
This compares favorably to our 2006 mix of 32% grain,
24% liquids, 28% bulk, 8% coal and 8% steel. In 2008, we
will continue increasing our liquid revenue and decreasing
our dependence on grain by introducing more dry volume
in coal and other non-grain volumes.

Much like 2007, we expect continued grain volatility, weak
imports and inflation.

In manufacturing, we are planning for modest growth as
we continue 10 improve our efficiency in the shipyard
while working through our legacy contracts. If all the
outstanding legacy contract options are exercised, we
would expect approximately 50-35% of our volume in
2008 to be for legacy agreements. As we move into a
greater non-legacy portfolio period, we expect to sell new
higher margin agreements. This new business, combined
with productivity improvements, will continue to improve
margins at our Jeffboat facility.

In 2008, we will continue to spend capital Lo again
upgrade vesscls, barges, and facilities, and look to increase
our fleet of ACL liquid tank barges.

To keep stakeholders updated, we will provide quarterly
updates on reliable metrics. These metrics will include
data on contract renewals, pricing strength and portfolio
conversion. In manufacturing. we will track our progress in
productivity improvement, profitability improvement and
portfolio enhancement.

The keys to our success remain in building barges, moving
barges, capturing a premium for our services and products,
and reinvesting in our assets and work force, Our growth
engine will be fueled by our new sales, marketing, and
customer service programs. A measure of our success will
include a recap of our wins where we capture ratable and
highly profitable new business contracts. We will continue
to focus on our further development of our scheduled
service offering and maximizing profits in all of our
business lines. We will not stray from our industry feading
focus on safety and environmental stewardship. We have
a great foundation on which 1o continue to build, We will
continue our aggressive pursuit of developing the best
portfolio of transportation business, while at the same time
developing stronger processes and producing greater
margins on the manufacturing sicke of our business.

Jk{ F

Michael P’ Ryan
President & CEO




FOCUS ON TRANSPORTATION

2007 Transportation Cargo Mix

27% Liguid

25% Grain .} 9% Coal

9% Steel

0% Buik

Moving cargo safely and efficiently is the foundation
upon which American Commercial Lines is built.
With transportation as a focal point, we have become
the second largest provider of total dry and liquid
cargo barge transportation on America’s inland

waterway system.

Custom-failored transportation solutions

ACL operates an extensive and versatile fleet of
dry cargo barges, tank barges and towboats.

Our barge operations are complemented by fleet
management, marine repair and maintenance,
cleaning and port services. We also provide
logistics services in partnership with our customers

to supplement our transportation network.

With our fleet and range of support services, we are
untquely positioned to provide custom-tailored
transportation solutions for a wide variety

of shippers.

A diversified mix of commodities

ACL’s primary barging customers include many of
the major industrial and agricultural companies in
the United States. Qur dry cargo barges transport
a variety of bulk and non-bulk commodities
including coal, steel and grain. Through our fleet
of tank barges, we transport chemicals, petroleum,
ethanol and biodiesel fuel, edible oils and other

liquid commodities.




Long-term customer relationships and ACL Trac
ACL continually pursues innovative ways o improve
the services we make available to our customers.
Our sales and customer services teams draw on
all our resources to provide outstanding service
and innovative solutions. We are proud of the
fact that we have maintained strong relationships
with our customers, many of which have been in

place for decades.

Innovation in shipment tracking

ACL has once again brought innovation to shipment
tracking with our proprietary ACLTrac. It is a
state-of-the-art system that provides an online
medium for customers and dock managers to
pinpoint their barges anywhere on the Inland
Waterway System. This enhances our customers’
ability to plan for shipments and enables them to

manage their supply chain more effectively.

The best safety record in the business

ACL is committed to doing our jobs without
compromising the safety of people, the environment,
property or equipment. Every member of our
corporate-wide team receives an in-depth safety
education. That, combined with our continuous
improvement in safety processes, has once again led

to our achieving the best safety record in the industry.

FOCUS ON TRANSPORTATION

Barge - The Green Alfernative
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Equivalent Units OneBarge = 16Railcars = 70 Truck Trailers
Lowest Cost

Cost Per $0.72 $2.24 $26.61
Ton-Mile {cents)

Ton Per Gallon 576 413 155
of Fuel

Cleanest and Greenest*

Carboen Monoxide 0.046 0.064 0.136
Safest

Injury Rate 0.045 5.814 99.044
Availahle Capacity  40-50% ? ?
Reliability

-Industry ? 70-80% 95%+
-ACL 80-90% - -

* Environmentally superior: Barges consume less fuel
per ton mile and emit less nitrogen oxide, carbon
monoxide and particulate matter into the atmosphere
than do trucks or trains.

Best Industry Safety Record
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FOCUS ON MANUFACTURING

2007 Manufacturing Revenue

59%

12% Blue Waler

29% Liguid

ACL has directed tremendous resources toward
manufacturing barges and remains the largest
single-site inland shipbuilding and repair facility

in the United States.

Industry overview

The demand for barge production is in direct
correlation to the industry fleet size and age. Dry
cargo barges have a useful life of 25 to 30 years.
Approximately 20 percent of the current industry
fleet was built prior to 1981, and many of these

barges are now being retired.

The useful life for liquid tank barges is 30 to 35
years. Until the last few years, the pace of new
liquid barge construction was slowed by relatively
unfavorable freight rates and excess capacity.
However, a federal law will take approximately
360 single hull barges, none of which belong to

ACL, out of action by 2015. A reduction in liquid

“ fleet capacity and an aging fleet have resulted in

vastly improved demand for all types of inland

tank barges.

Barge replacement trends

The replacement demand created by the aging barge
fleet and general shortage of capacity is immediate
and projected to be ongoing for the next several years.
New construction orders are placing most inland
shipyards at capacity. This provides an excellent
opportunity for Jettboat, which now has barge

manufacturing contracts scheduled well into 2010.




FOCUS ON MANUFACTURING

Dry Cargo Barges in Operation by Year of Construction
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Investment in equipment, facilities and training
In the last few years, Jeffboat has made a significant
investment in equipment, facilities and employee
training that yield safer, more efficient production.
New buildings and production lines, including a
hopper assembly building, side box lines and a
tanker panel line, are examples of enhancements
that have further improved efficiency in the shipyard.
We also employ lean manufacturing initiatives to

drive efficiency and productivity.

Long-time leadership in marine design

and construction

Jeffboat has a long history of building inland and
blue water vessels of exceptional quality. In addition
to building tanker and dry cargo barges, Jeffboat also

constructs specialty vessels for third party customers.




PROFESSIONAL SERVICES

One highlight of 2007 was the creation of our
Professional Services arm through strategic acquisitions
in environmental consulting, naval engineering and
marine architectural services. ACL now has best-in-class
environmental and marine engineering and architectural

services as part of our portfolio.

Professional Services: Ellioti Bay Design Group
LLC and Summit Contracting LLC.

Elliott Bay Design

Based in Seattle, Washington,

4 EHiott Bay } Elliott Bay Design Group is a
-2 4 Design Group

leading naval architecture and
marine engineering firm. The firm offers state-of-the-art
engineering services backed by extensive experience in
vessel design, shipyard level engineering, production
planning and quality control. Elliott Bay performs all
aspects of vessel engineering, including concept,
preliminary, contract and functional design, vessel

modification and stability analysis.

—

Elliot Bay Design Group will significantly enhance the
design of equipment we build and operate and will
provide a valuable resource to help our customers solve
their transportation issues through new vessel design

and engineering,

Summit Coniracting

— A top environmental

| S——
SUMMIT

ng"

services contractor,

Summit Contracting is
based in Evansville, Indiana and provides emergency
response, environmental remediation, and industrial
and civil construction services. With the addition
of Summit, ACL. is again raising the environmental
and safety standard for barge transportation, which
is already the safest mode of transportation in the

United States.

Strong synergies exist between Summit and ACL,

offering the opportunity to enhance and expand
our service offerings to all customers. This includes
areas such as tank barge cleaning, dock and rail
construction, site selection and best-in-class

environmental services.

A new opporiunity channel

One example of the advantage Professional Services
brings to ACL is that the combination of our
commercial sales team and Summit’s engineering
expertise has opened a new opportunity channel
for us to work with customers on the design and

development of new shipping site locations,




ENVIRONMENTAL AND REGULATORY LEADERSHIP

ACL is committed to operating beyond regulatory
compliance and leading our industry in environmental,
health, safety and security management. Our first
operating priority is stated plainly, communicated

throughout our organization, and posted on our vessels:

ACL will never compromise the safety of personnel or

the environment.

We make public commitments to operate beyond

compliance by joining such voluntary programs

as these:

* American Chemistry Council’s Responsible
Care® Program

* Responsible Carrier Program of the American
Waterways Operators

« Indiana’s Environmental Stewardship Program
(charter member)

« Kentucky’s Project Excel (charter member)

s ékesponsible Care’
Good Chemistry at Work

Commitment measured by performance

Participation in these programs is based on
commitment measured by performance and subject
to periodic independent third-party assessment.
We do not simply write a check and claim to

be members of these programs. Applications are
competitive and based, in part, on a demonstrated
history of superior regulatory compliance. If ACL
exhibits excellent management systems and

makes the required commitments to perform beyond

compliance, admission is granted. Upon joining, we
g pon j

must advance the cause of excellent environmental,
health, safety and security management. As members of
these organizations, if we do not meet performance
expeclations and commitments, membership will be
revoked. We are members in good standing of these
and other environmental organizations and

demonstrated leaders in our industry.

Environmental leadership

ACL 15 an industry leader in environmental management,
providing customers with reliable transportation that
puts a priority on health and safety and minimizes

environmental impact.

Regulatory compliance

ACL’s philosophy is to operate beyond compliance. We
are an active member of the American Waterways Operators
Responsible Carrier Program, which is committed to
maintaining the highest standards in the health and

safety issues of waterways carriers.

Vendor vetling

ACL maintains a list of preferred vendors that have
been certified via our stringent vetting process. To be
a preferred vendor, a company must meet our criteria
for selection and/or acquire and maintain certification
through American Waterways Operators. ACL performs
due diligence with suppliers to ensure that they meet

regulatory, industry, ACL and customer requirements.
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CAUTIONARY STATEMENT REGARDING FORWARD-LOOKING STATEMENTS

This annual report on Form 10-K includes certain “forward-looking statements” that involve many risks and
uncertainties. When used, words such as “anticipate,” “expect,” “believe,” “intend,” “may be,” *will be” and similar
words or phrases, or the negative thereof, unless the context requires otherwise, are intended to identify forward-
looking statements. These forward-looking statements are based on management’s present expectations and beliefs
about future events. As with any projection or forecast, these statements are inherently susceptible to uncertainty and
changes in circumstances. The Company is under no obligation to, and expressly disclaims any obligation to, update
or alter our forward-looking statements whether as a result of such changes, new information, subsequent events or

otherwise,

Important factors that could cause actual results to differ materially from those reflected in such forward-
looking statements and that should be considered in evaluating our outlook include, but are not limited to, the
following.

+ Freight transportation rates for the Inland Waterways fluctuate from time to time and may decrease.
* An increase in barging capacity may lead to reductions in freight rates.

+ North American crop yields, export quantities and relative freight differentials from available ports as well as
the size and usage of worldwide grain harvests could materially affect demand for our barging services.

* Higher fuel prices, if not recouped from our customers, could increase operating expenses and adversely
affect profitability.

* We are subject to adverse weather and river conditions, including ice, fog and hurricanes.

* The inland barge transportation industry is highly competitive; increased competition could adversely affect
us.

* A significant portion of our barge fleet is nearing retirement, which, if not replaced, could adversely affect
our revenue, carnings and cash flows.

A vpartial failure of the aging infrastructure on the Inland Waterway could lead to increases in our costs and
disrupticn of our operations.

*» Qur transportation business' capital investment and organic growth plans are predicated on efficiency
improvements which we expect to achieve through a variety of initiatives, including reduction in stationary
days, better power utilization and improved fleeting, among others. We may not ultimately be able to drive
efficiency to the level to achieve our current forecast of tonnage without investing additional capital or
incurring additional costs.

+ We may not be successful in our plans to upgrade our production lines in our shipyard and realize increased
levels of capacity and efficiency.

* As pant of the Company’s growth strategy, we may continue to make selective acquisitions, the integration
and consolidation of which may disrupt operations and could negatively impact our business, including our
margins.

* Our cash flows and borrowing facilities may not be adequate for our additional capital needs and, if we incur
additional borrowings, our future cash flow and capital resources may not be sufficient for payments of
interest and principal of our indebtedness.

Increases in prevailing interest rates would increase our interest payment obligations on our floating rate
debt.

* The loss of one or more key customers, or material nonpayment or nonperformance by one or more of our
key customers, could have a material adverse effect on our revenue and profitability.

* The loss of key personf\cl, including highly skilled and licensed vessel personnel, could adversely affect our
business.

See Item 1A “Risk Factors” of this annual report on Form 10-K for a more detailed discussion of the foregoing
and certain other factors that could cause actual results to differ materially from those reflected in such forward-
looking statements and that should be considered in evaluating our outlook.
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ITEM 1. THE BUSINESS

The Company

American Commercial Lines Inc. (“ACL” or the “Company”), a Delaware corporation, is one of the
largest and most diversified marine transportation and service companies in the United States. ACL provides
barge transportation and related services under the provisions of the Jones Act and manufactures barges,
towboats and other vessels, including ocean-going liquid tank barges. During the fourth quarter of 2007, ACL
acquired a naval architecture and marine engineering firm which will continue to provide architecture,
engineering and production support to its many customers in the commercial marine industry, while providing
ACL with expertise in support of its transportation and manufacturing businesses.

Our principal executive offices are located at 1701 East Market Street in Jeffersonville, Indiana. Our
mailing address is P.O, Box 610, Jeffersonville, Indiana 47130,
Information Available on our Website

Our website address is www.aclines.com. All of our filings with the Securities and Exchange Commis-
sion, including our annual report on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K
and amendments to those reports and our recent registration statements can be accessed through the Investor
Relations link on the website.

In addition, the following information is also available on the website.
Committee Charters:

* Audit Committee

» Compensation Committee

+ Nominating and Governance Committee

Govermnance Documents:

* Code of Ethics

» Corporate Governance Guidelines

* Director Stock Ownership Guidelines

» Majority Voting Policy

* Related Party Transaction Policy

Operating Segments

We currently operate in two primary business segments, transportation and manufacturing. We are the
second largest provider of dry cargo barge transportation and liquid cargo barge transportation on the
United States Inland Waterways consisting of the Mississippi River System, its connecting waterways and the
Gulf Intracoastal Waterway (the “Inland Waterways™), accounting for 14.8% of the total inland dry cargo
barge fleet and 13.2% of the total inland liquid cargo barge fieet as of December 31, 2006. We do not believe
that these percentages have varied significantly during 2007, but competitive surveys are normally not
available until March of each year. Our manufacturing subsidiary, Jeffboat LLC (*Jeffboat™), is the second
largest manufacturer of dry cargo and tank barges in the United States. The Company also owns a naval
architecture company which provides services to third-party customers and to the Company’s transportation
and manufacturing businesses. Comparative financial information regarding our transportation, manufacturing
and other business segments is included in both the notes to our consolidated financial statements and in
Management’s Discussion and Analysis of Financial Conditions and Results of Operations.

4




During 2006, in separate transactions, we sold our interests in our Venezuelan operations and the assets
of our Dominican Republic operations, both for net gains. In 2007 we had no remaining continuing operations
outside of the United States. The disposed international operations contributed 2.3% and 6.1%, respectively, of
our combined revenues and consolidated net income in 2006 and 3.6% and 15.3%, respectively, of combined
revenues and consolidated net income in 2005. Collectively, these operations are treated as discontinued in all
income statements presented herein and, unless expressly stated, are excluded from the discussion, analyses
and comparisons, herein.

For the year ended December 31, 2007, we generated revenue of $1.05 billion and net income of
$44.4 million. We generated EBITDA of $159.8 million (See “Selected Consolidated Financial Data” for the
definition of EBITDA and a reconciliation of net income to EBITDA).

2007 Revenues by Source and Commodity

0.2%
Other
Revenue

22.8%
Manufacturing

QOur transportation segment’s revenues in 2007 were $808.6 million or 77% of consolidated revenue. In
2007, our transportation segment transported approximately 39.3 billion ton-miles of cargo under affreightment
contracts and an additional 4.3 billion ton-miles under towing and day rate contracts for a total of 43.6 billion
ton-miles. This was a decrease of 1.5 billion ton-miles or 3.4% compared to 2006. The decreased ton-miles
were produced with a fleet that was 5.6% smaller than the prior year. We believe that ton-miles, which is
computed by the extension of tons by the number of miles transported, is the best available volume
measurement for the transportation business and is a key part of how we measure our performance.

Our operations are tailored to service a wide variety of shippers and freight types. As of December 31,
2007, the 2,828 barges in our fleet included 2,074 covered dry cargo barges, 366 open dry cargo barges and
388 liquid tank barges. We provide additional value-added services to our customers, including third-party
logistics through our BargeLink LLC joint venture, and limited container transportation services between
Chicago and New Orleans. Our operations incorporate advanced fleet management practices and information
technology systems, including our proprietary ACL7rac real-time GPS barge tracking system, which allows us
to effectively manage our fleet. Our barging operations are complemented by our marine repair, maintenance
and port services (e.g. fleeting, shifting, repairing and cleaning of barges and towboats) located strategically
throughout the Inland Waterways.

Qur freight contracts are typically matched to the individual requirements of the shipper depending on the
shipper’s need for capacity, specialized equipment, timing and geographic coverage. As a result of the supply
and demand imbalance for barge capacity, average freight rates for commodities moved under term contracts
have increased significantly during the past three years. We expect this trend to continue under new term
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contracts due to the expected retirement of aged barge capacity over the next several years, although we can
make no assurance that they will do so. Spot rates obtained over the same period, primarily grain and to a
lesser extent coal, though generally higher as well, have been and are expected to continue to be more volatile
within and across years. This volatility is based not only on the supply and demand for barges but additionally
weather, crop size, export demand, ocean port freight differentials and producer market timing.

Our dry cargo barges transport a variety of bulk and non-bulk commodities. In 2007, bulk commodities
were our largest class of cargo transported, accounting for 30.6% of our transportation revenue, followed by
grain, steel and coal. The bulk commodities classification contains a variety of cargo segments including salt,
alumina, fertilizers, cement, ferro alloys, ore and gypsum.

We also transport chemicals, petroleum, ethanol, edible oils and other liquid commodities with our fleet
of tank barges, accounting for approximately 27.3% of our 2007 transportation revenue,

Jeffboat, our manufacturing segment, generated almost 23% or $239.9 million of our consolidated revenue
in 2007. Located in Jeffersonville, Indiana, Jeffboat is a large inland single-site shipyard and repair facility,
occupying approximately 68 acres of land and approximately 5,600 feet of frontage on the Ohio River, which
we believe to be the largest inland shipyard in the United States. Jeffboat designs and manufactures barges and
other vessels for inland river service for third-party customers and our transportation business. It also
manufactures equipment for coastal and offshore markets and has long employed advanced inland marine
technology. In addition, it also provides complete dry-docking capabilities and full machine shop facilities for
repair and storage of towboat propellers, rudders and shafts. Jeffboal also offers technically advanced marine
design and manufacturing capabilities for both inland and ocean service vessels. Jeffboat utilizes sophisticated
computer-aided design and manufacturing systems to develop, calculate and analyze all manufacturing and
repair plans.

Historically, our transportation business has been one of Jeffboat’s most significant customers. We believe
the synergy created by our transportation operations and Jeffboat’s manufacturing and repair capabilities is a
competitive advantage. Our vertical integration permits optimization of manufacturing schedules and asset
utilization between internal requirements and sales to third-party customers. Additionaily, Jeffboat’s engineers
have the opportunity to collaborate both with our barge operations and with our naval archiiects on innovations
that enhance towboat performance and barge life.

CUSTOMERS AND CONTRACTS

Transportation. Qur primary customers include many of the major industrial and agricultural companies
in the United States. Our relationships with our top ten customers have been in existence for between five and
30 years. We enter into a wide variety of contracts with these customers, ranging from single spot movements
to renewable one-vear contracts and multi-year extended contracts. In many cases, these relationships have
resulted in multi-year contracts that feature predictable tonnage requirements or exclusivity, allowing us to
plan our logistics more effectively.

In 2007, our largest ten customers accounted for approximately 28% of our revenue with no individual
customer exceeding 10%. We have many long-standing customer relationships, including Cargill, Inc.,
North American Salt Company, the David J. Joseph Company, Consolidated Grain and Barge Company, Bunge
North America, Inc., United States Steel Corporation, Nucor Steel, Alcoa, Inc., Lyondell Chemical Company,
Shell Chemical Company, Koch Industries, DuPont and Nova Chemicals, Inc. We also have a long-standing
contractual relationship, extended during the emergence from bankruptcy of our predecessor company in 2005,
until 2015, with Louisiana Generating LLC, a subsidiary of NRG Energy, Inc. (“LaGen”) and Burlington
Northern Santa Fe Railway (“BNSF”).

In 2008, we anticipate that approximately 65% of our barging revenue will be derived from customer
contracts that vary in duration but generally are one year to three years in length. The average contract
maturity is approximately two years. Our mulii-year contracts are set at a fixed price, although we do have
some multi-year contracts which contain positively stated rate increases along with compounding adjustment
provisions as well for fuel, and, in most cases, labor cost and general inflation, which increases stability of the
contract margins. Generally, contracts that are less than one year are priced at the time of execuotion, which we
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refer to as the spot market. Grain freight is almost entirely priced in the spot market. All of our grain freight
was priced in this manner during 2007 and 2006. In 2007, the transportation segment generated approximately
74% of its revenues under term contracts and spot market arrangements with customers to transport cargoes on
a per ton basis from an origin point to a destination point along the Inland Waterways on the Company’s
barges, pushed primarily by the Company’s towboats. These contracts are referred to as affreightment
contracts. The Company is responsible for tracking and reporting the tonnages moved under such contracts.
Due 1o the pricing attractiveness of dedicated service contracts, the Company continued to deploy more of its
liquid tank fleet to that service in 2007 decreasing by approximately 6% the portion of the transportation
segment’s total revenues generated from affreightment contracts.

The remaining revenues of the transportation segment (collectively “non-affreightment revenues”™) are
generated either by demurrage charges for customers’ delays, beyond contractually allowed days, of our
equipment under affreightment contracts or by one of three other distinct contractual arrangements with
customers: dedicated service contracts, outside towing contracts, or other marine services contracts. Transpor-
tation services revenue for each contract type is summarized in the key operating statistics table contained in
Management’s Discussion and Analysis of Financial Condition and Results of Operations.

Our dedicated service contracts typically provide for dedicated equipment specially configured to meet
the customer’s requirements for scheduling, parcel size and product integrity. The contract may take the form
of a “consecutive voyages” affreightment agreement, under which the customer commits to loading the barges
on consecutive arrivals. Alternatively, the contract may be a “day rate plus towing” agreement under which the
customer essentially charters a barge or set of barges for a fixed daily rate and pays a towing charge for the
movement of the tow to its destination. A *“unit tow” contract provides the customer with a set of barges and a
boat for a fixed daily rate, with the customer paying the cost of fuel. Chemical shippers typically use dedicated
service contracts to ensure reliable supplies of specialized feedstocks to their plants. Petroleum distillates and
fuel oils generaily move under “unit tow” contracts, Many dedicated service customers also seek capacity in
the spot market for peaking requirements. Qutside towing revenue is earned by moving barges for other
affreightment carriers at a specific rate per barge move. Transportation services revenue is earned for fleeting,
shifting and cleaning services provided to third parties. Under charter/day rate contracts, the Company’s boats
and barges are leased to third parties who control the use (loading, unloading, and movement} of the vessels.
During 2007 and 2006 we deployed additional barges to serve customers under charter/day rate contracts due
to strong demand and attractive, available pricing for such service. On average, an additional 33 and 26 liquid
tank barges in 2007 and 2006, respectively, were devoted to these non-affreightment contracts when compared
to the immediately preceding years. This represented redeployment of an additional 9% and 7%, respectively,
of our average liquid tank fleet in those years to this type of service (for an average total of 131 and 98 tank
barges or 35% and 26% of our average liquid tanker fleet in the two years). The pricing attained for this type
of service and the increased number of barges deployed drove charter and day rate revenue up 52% in
2007and 82%in 2006, respectively, in comparison to the immediately preceding years.

Certain contracts that provide for a minimum level of service are generally referred to as fixed volume,
“take or pay.”” A take or pay contract requires the shipper to tender a minimum tonnage over a defined period,
suffering a “dead freight” penalty for failure to meet the minimum volume level. Under take or pay contracts,
we typically provide a fixed amount of equipment and dedicate it to providing the required level of service.
Electric utility companies sometimes use take or pay agreements to ensure an adequate supply of inventory,
These contracts usually run for many years and typically have adjustment clauses for fuel, labor and inflation.



The following chart depicts total transportation revenues, both affreightment and non-affreightment, and
indicates the approximate renewal dates of the term contracts. The chart also displays expected 2008 term
renewals by relative age.

Transportation Portfolio 2008 Renewals

2007 Revenues by Contract Type

2008 Maturities

After 2008
Maturities
38%

$219 Miliion

$809 Miltion

Manufacturing. The primary third-party customers of our barge and other vessel manufacturing subsid-
iary, Jeffboat, are other operators within the inland barging industry. Because barge and other vessel
manufacturing requirements for any one customer are dependent upon the customer’s specific replacement and
growth strategy, and due to the long-lived nature of the equipment manufactured, Jeffboat’s customer base
varies from year-to-year. Our transportation business is a significant customer of Jeffboat. In 2007, our
transportation segment accounted for 17% of Jeffboat’s revenue before intercompany eliminations.

At December 31, 2007, the manufacturing segment’s approximate vessel backlog for external customers
was $429 million compared to $407 million at December 31, 2006. The backlog consists of vessels to be
constructed under signed customer contracts or exercised contract options that have not yet been recognized as
revenue, The backlog excludes our planned construction of internat replacement barges. Approximately 54%
of the backlog is under contract for delivery in 2008. The backlog extends into 2010. In January 2008 a new
contract was signed for approximately $100 miliion in new barge construction including options. Contract
options are not included in the computation of the approximate vessel backlog until signed. The new contract
increased the backlog by approximately $25 million from the year end level.

Steel is the largest component of our raw materials, representing 70% to 90% of the raw material cost,
depending on barge type. We have established relationships with our steel vendors and have not had an issue
with obtaining the quantity or quality of steel required to meet our commitments. The price of steel, however,
varies significantly with changes in supply and demand. All of the contracts in our backlog contain steel price
adjustments. Because of the volatile nature of steel prices, we pass on the cost of steel used in the production
of our customers” barges back to our customers. Therefore, at the time of construction, the actual price of steel
may result in contract prices that are greater than or less than those used to calculate the backlog at the end of
2007. In addition, many of our contracts signed in 2006 and 2007 also contain labor and general inflation
clauses which may also impact the revenue ultimately realized on the construction of the vessels,

We believe demand for dry and liquid tank barges remains strong. A continuing significant driver in this
market is the demand to replace all single-hull tank barges with doubie-hull tank barges. By federal law,
single-hull tank barges will not be allowed to operate after 2015. All of the Company’s tank barges have
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double hulls. In addition to barge demand, we expect that the boat replacement cycle will drive demand for
new boat construction in 2009 and beyond. We have signed contracts to produce five towboats for delivery in
2009 and 2010.

The price we have been able to charge for manufacturing production has fluctuated historically based on
a variety of factors including the cost of raw materials, the cost of labor and the demand for new barge builds
compared to the barge manufacturing capacity within the industry at the time. During 2007, we continued to
increase the pricing on our barges, net of steel costs, in response to increased demand for new barge
construction. We plan to continue increasing the pricing on our barges, net of steel, in conjunction with the
expected additional demand for new barge construction. If demand for new barge construction diminishes
going forward, we may not be able to increase pricing over our current levels or maintain pricing at current
levels. Additionally, at the end of 2007, we have over $200 million related to more than 375 vessels in our
backlog that were priced under contracts or options negotiated at lower estimated margins and with more
aggressive labor estimates than in contracts signed during 2006 and 2007. These will result in sub-optimal
margins as they enter production. Unsigned options in these contracts on nearly 200 additional vessels or more
than $100 million of revenues are expected to extend the margin impact into 2010 and 2011 if the options are
exercised, As a percent of total production, we expect that these vessels will decline in 2008 and beyond as
the underlying vessels are completed.

TRANSPORTATION FLEET

Barges. As of December 31, 2007, our total transportation fleet was 2,828 barges, consisting of
2,074 covered dry cargo barges, 366 open dry cargo barges and 388 tank barges. We operate 531 of these dry
cargo barges and 37 of these tank barges pursuant to charter agreements. The charter agreements have terms
ranging from one to fifteen years. Generally, we expect to be able to renew or replace our charter agreements
as they expire. Qur entire existing tank barge fleet is double-hulled. As of December 31, 2007, the average age
of our covered dry cargo barges was 20 years, and the average age of our tank barges was 23 years, which we
believe is consistent with the industry age profile.

Towboats. As of December 31, 2007, our barge fleet was powered by 137 Company-owned towboats
and 25 additional towboats operated exclusively for us by third parties. The size and diversity of our towboat
fleet aliows us to deploy our towboats to areas of the Inland Waterways where they can operate most
effectively. For example, our towboats with 9.000 horsepower or greater typically operate with tow sizes of as
many as 40 barges along the Lower Mississippi River, where the river channels are wider and there are no
restricting locks and dams. Our 5,600 horsepower towboats predominantly operate along the Ohio, Upper
Mississippi and 1llinois Rivers, where the river channels are narrower and restricting locks and dams are more
prevalent. We also deploy smaller horsepower towboats for shuttle and harbor services. In early 2007 we
acquired 20 towboats that had previously serviced both the Company and other third parties. This acquisition
significantly increased our capacity for Gulf fleeting and canal service.

PORT SERVICES ASSETS

To support our barging fleet, we operate port service facilities. ACL Transportation Services LLC
(*"ACLT™) operates facilities throughout the Inland Waterways that provide fleeting, shifting, cleaning and
repair services for both barges and towboats, primarily for ACL, but also for third-party customers. Effective
January 1, 2007 all of our port service assets were controlled by ACLT which we believe enhances the branded
value of the American Commercial Lines brand. ACLT has port service facilities in the following locations:
Lemont, Illinois; St. Louis, Missouri; Cairo, IHlinois; Louisviile, Kentucky; Baton Rouge, Louisiana; Vacherie,
Louisiana {Armant fleet); Harahan, Louisiana; Marrero, Louvisiana; and Houston, Texas. Its operations consist
of fleets, towboat repair shops, dry docks, scrapping facilities and cleaning operations.

ACLT also operates a coal receiving, storage and transfer facility in St. Louis, Missouri. Together with
BNSF, we also transport coal from mines in the Powder River Basin of Wyoming and Montana to the LaGen
power plant in Louisiana under an agreement with LaGen. Currently these activities account for less than 10%
of our revenue. Our St. Louis terminal also receives and stores coal from third-party shippers who source coal
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on the BNSF and ship to inland utilities on our barges. ACLT’s liquid terminal in Memphis, Tennessee
provides liquid tank storage for third parties and processes oily bilge water from towboats. The oil recovered
from this process is blended for fuel used by ACL’s towboats or is sold to third parties.

THIRD-PARTY LOGISTICS, INTERMODAL SERVICES

Our fleet size, diversity of cargo transported and experience enables us to provide transportation logistics
services for our customers. We own 50% of BargeLink L.LC, a joint venture with MBLX, Inc. (“BargeLink™),
based in New Orleans. BargeLink provides third-party logistics services to international and domestic shippers
who distribute goods primarily throughout the inland rivers. BargeLink provides and arranges for ocean
freight, customs clearance, stevedoring (loading and unloading cargo), trucking, storage and barge freight for
its customers. BargeLink tracks customers’ shipments across multiple carriers using proprietary tracking
software developed by BargeLink.

Additionally, we also initiated container transport in our barging operations in 2004, We are evaluating
other river gateway opportunities going forward. We also provide “stack to stack” service, which includes
local truckers for cargo transport and terminals for container handling. This service makes use of our existing -
fleet of open dry cargo barges and is within the principal operating corridors of our dry and liquid barging
service. This pattern density creates the frequency of service that is valued by intermodal shippers. We expect
to continue to market this kind of service as well as other services that, to date, have been predominantly
served by “off-river” modes of transportation.

At our Lemont Terminal, located approximately 25 mites Southwest of downtown Chicago, we have
direct access to Highways 55, 355 and 294 and a truck delivery radius including lowa, Michigan, Indiana,
Illinois, Wisconsin, and Ohio, From this location we distribute truck-to-barge and barge-to-truck multi-modal
shipments of both northbound and southbound freight from inland river system origins and destinations in
Mexico, Texas, New Orleans, Alabama, Florida, Pennsylvania and points between. We also have 48,000 square
feet of indoor temperature controlled space for product storage in Lemont, as well as 35 acres for outside
storage.

COMPETITION

Transportation. Competition within the barging industry for major commodity contracts is intense, with
a number of companies offering transportation services on the Inland Waterways. We compete with other
carriers primarily on the basis of commodity shipping rates, but also with respect to customer service,
available routes, value-added services (including scheduling convenience and flexibility), information timeli-
ness, quality of equipment, accessorial terms, freight payment terms, free days and demurrage days.

We believe our vertical integration provides us with a competitive advantage. By using our ACLT and
Jeffboat barge and towboat repair facilities, ACLT vessel fleeting facilities and Jeffboat’s shipbuilding
capabilities, we are able to support our core barging business and offer a combination of competitive pricing
and high quality service to our customets. We believe that the size and diversity of our fleet allow us to
optimize the use of our equipment and offer our customers a broad service area, at competitive rates, with a
high frequency of arrivals and departures from key ports.

According to Informa Inc., a private forecasting service (“Informa”), we had the largest covered dry cargo
barge fleet in the industry with almost 21% of the industry capacity. Informa updates annval industry data in
March of each year for the prior calendar year end. We do not expect the 2007 data to be significantly
different. We expect that our concentration in 2008 on expansion of our liquid tank fleet may result in a
reduction of the percentage of industry dry cargo fleet capacity owned by the Company. We believe our large
covered dry cargo fleet gives us a unique position in the marketplace that allows us to service the
transportation needs of customers requiring covered barges to ship their products. It also provides us with the
flexibility to shift covered dry cargo fleet capacity to compete in the open dry cargo barge market simply by
storing the barge covers. This adaptability allows us to operate the barges in open barge trades for a short or
long term period of time to take advantage of market opportunities. Carriers that have barges designed for

10




open dry cargo barge service only cannot easily retrofit their open dry cargo barges with covers without
significant expense, time and effort.

Since 1980, the industry has experienced consolidation as the acquiring companies have moved toward
attaining the widespread geographic reach necessary to support major national customers.

TOP 5 CARRIERS BY FLEET SIZE
(as of December 31, 2006*)

% of Average
Units Barges Age (Yrs)

Dry Cargo Barges **

Ingram Barge Company . ........... ittt 3,633 203% 164
American Commercial Lines . . ... ........... ... .. ..... ... 2,639 148% 204
AEP/MEMCO Barge Line, Inc. .. ......... .. ... . ... .. ... 2,628 147% 109
American River Transportation Company . ..................... 2,061 11.5%  25.7
Cargo CaITIers . ... ...t e i 938 54% 14.8
Top SDry Cammiers . . ... ..o i 11,919 66.6% 17.6
Total Industry . .. .. ..o 17,885 1000% 16.2
Liquid Cargo Barges
Kirby Corporation .. ... .. ... ... . i 912 325% 241
American Commercial Lines .. ... ...................... ... 371 132% 226
Marathon Ashland Petroleum LLC ... ... ... . ... o it 180 6.4% 19.1
Canal Barge Company, Inc. .. ... .. .. i 170 6.1% 123
Ingram Barge Company ... ... ... vt iinniannnans 165 59% 285
Top SLiquid Carriers . ... ... i 1,798 64.0% 22.6
Total Industry . . ... ... e 2,809 100.0% 21.8

*  Source: Informa and Company. Note that annual data is normally not available until March of the following
year.

** Dry Cargo Barges include covered and open dry barges.

Manufacturing. The inland barge and towboat manufacturing industry competes primarily on quality of
manufacture, delivery schedule, design capabilities and price. We consider Trinity Industries, Inc. to be
Jeffboat’s most significant competitor for the large-scale manufacture of inland barges, although other firms
have barge building capability on a smaller scale. We believe there are a number of shipyards located on the
Gulf Coast that compete with Jeffboat for the manufacture of towboats. In addition, certain other shipyards
may be able to reconfigure to manufacture inland barges and related equipment.

SEASONALITY

Our historical revenue stream within any year reflects the variance in seasonal demand, with revenues
earned in the first half of the year historically lower than those earned in the second half of the year.
Additionally, we have generally experienced higher expenses in the winter months, because winter conditions
historically result in higher costs of operation and reduced equipment demand, which permits scheduling major
boat maintenance. Similarly, our manufacturing costs increase in our shipyard with seasonal precipitation, as
extra shifts and lower productivity overtime are required to maintain production schedules.

The transportation of grain in the spot market represented almost 25% of our annual revenues for 2007.
Historically, we have experienced the greatest degree of seasonality in our grain transportation business




compared to all other commodity segments, with demand generally following the timing of the annual harvest.
The demand for grain movement generally begins in the Gulf Coast and Texas regions and the southern
portions of the Lower Mississippi River, or the Delta area, in late summer of each year. The demand for
freight spreads north and east as the grain matures and harvest progresses through the Ohio Valley, the Mid-
Mississippi River area, and the Illinois River and Upper Mississippi River areas. System-wide demand
generally peaks in the mid-fourth quarter. Demand normally tapers off through the mid-first quarter, when
traffic is generally limited to the Ohio River as the Upper Mississippi River normally closes from
approximately mid-December to mid-March, and ice conditions can hamper navigation on the upper reaches
of the Illinois River. Fertilizer movements are timed for delivery prior to annual planting, generally moving
from late August through April. Salt movements are heaviest in the winter, when the need for road salt in cold
weather regions drives demand, and are more ratable throughout the balance of the year as stockpiles are
replaced. Overall demand for other bulk and liquid products delivered by barge is more ratable throughout the
year.

Spot grain movement is generally priced at or near the quoted tariff rate for the particular river section on
which the move occurred. These tariff rates move independently based on weather, harvest timing and other
factors related specifically to that location in addition to the overall supply and demand relationship of
available barges. The differential between peak and trough rates has averaged 123% over the last five years,

Since the beginning of 2006, we have not negotiated term contracts for grain movements and have,
therefore accepted the potentially greater volatility in tariff rates. The average annual rates for the mid-
Mississippi River, which we believe is a fair indicator of the total market, increased over 60% in 2005 over
2004. Rates in 2006 rose an incremental 20% over 2005 levels. Rates in 2007 declined approximately 6%
from the 2006 levels, but remained 15% above 2005 levels. While we believe our decision to move all of our
grain business to spot market pricing favorably impacted 2006 and 2007 when compared to prior years’
pricing levels, it has also exposed vs to greater volatility.

The chart below depicts the seasonal movements in what we believe to be a representative tariff rate over
time for a river segment we track as part of the mid-Mississippi River. We do not track January and Febrvary
for this segment due to significantly reduced volumes on the segment during that time frame.

ACL Mid-Mississippi Tariff Rates By Month By Year
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EXECUTIVE OFFICERS AND KEY EMPLOYEES

The following is a list of our executive officers and key employees as of February 29, 2008 and their
ages as of such date and their positions and offices.

Name Age Position

Mark R. Holden . ... ... 48 Director, President and Chief Executive Officer(1)
Michael P. Ryan .. ... .. 48  Senior Vice President, Sales and Marketing(2)

W. Norbert Whitlock .. .. 66 Executive Vice President, Governmental Affairs
Christopher A. Black. ... 45 Senior Vice President, Chief Financial Officer(3)
Nick C. Fletcher ... .... 47 Senior Vice President, Human Resources

Jerry R. Linzey . ... .... 44  Senior Vice President, Chief Operating Officer
Richard A. Mitchell Jr. .. 42  Senior Vice President, Corporate Sirategy
Michael J. Monahan . ... 49  Senior Vice President, Transportation Services
Kevin S. Boyle . ... .... 34  Vice President, Treasurer

Karl D, Kintzele ... .. .. 57  Vice President, Internal Audit

Tamra L. Koshewa .. ... 39 Vice President, Finance and Corporate Controller
David T. Parker. ... .... 44  Vice President, Investor Relations and Corporate Communications
Douglas C. Ruschman. .. 56  Interim General Counsel and Vice President Legal
William L. Schmidt. . . .. 46  Vice President, Information Technology

Jacques J. Vanier....... 46 Vice President, Manufacturing

(1) On February 18, 2008, Mr. Holden announced his resignation from all executive positions and from the
Board of Directors effective on March 1, 2008.

(2) On February 18, 2008, Mr. Ryan was named President, Chief Executive Officer and a director effective
March 1, 2008,

(3) On September 5, 2007 Mr. Black informed the Company of his plan to leave the Company upon expiration
of his employment agreement on February 22, 2008. In January 2008 the Company entered into an
agreement with Mr. Black to extend his employment through March 1, 2008 and thereafter to serve as a
consultant to the Company until April 30, 2008.

Mark R. Holden was named President and Chief Executive Officer of ACL in January 2005 and has also
served as a director of ACL since that date. Mr. Holden has announced his resignation from all executive
positions and from the Board of Directors effective on March 1, 2008. Prior to joining us in 2005, Mr. Holden
served in the Office of the Chief Executive Officer and as Chief Financial Officer, since May 1995, of Wabash
National Corporation, a large manufacturer of truck trailers. Mr. Holden also served on the board of directors
of Wabash from 1995 to 2003 and on the Executive Commiitee of the Board. Prior to that, Mr. Holden held a
variety of positions of increasing responsibility with Wabash beginning in 1992, Before joining Wabash,

Mr. Holden spent 12 years at an international accounting firm.

Michael P. Ryan was named President and Chief Executive Officer effective March 1, 2008. In addition,
Mr. Ryan was elected to the Board of Directors effective March 1, 2008. He previously served as Senior Vice
President, Sales and Marketing of ACL since November 2005. Mr. Ryan has more than 24 years of combined
experience in logistics, sales, marketing and customer service. He spent approximately 20 years in sales and
marketing positions of increasing responsibility while at Canadian National Railway Company and CSX
Corporation, Inc. and was most recently Senior Vice President and General Manager of McCollister’s
Transportation Systems.

W. Norbert Whitlock was named Executive Vice President, Governmental Affairs of ACL in August
2006. From January 2005 Mr. Whitlock was Senior Vice President, Chief Operating Officer of ACL. Since
April 2004 Mr. Whitlock served as our Chief Operating Officer and served as our President from April 2004
through January 17, 2005. Previously, Mr. Whitlock served as Senior Vice President, Transportation Services
of American Commercial Lines LLC from July 2003 to April 2004, as Senior Vice President, Logistics
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Services for American Commercial Barge Line LLC and LDC from March 2000 to June 2003 and as Senior
Vice President, Transportation Services of American Commercial Barge Line and LDC from 1982 through
March 2000.

Christopher A. Black was named Senior Vice President, Chief Financial Officer of ACL in February
2005. Prior to joining us, Mr. Black served as Vice President and Treasurer of Wabash National Corporation
from October 2001 to July 2004. Prior to that, from September 2000 to October 2001, Mr. Black served as
Senior Vice President — Corporate Banking of US Bancorp. From August 1995 to September 2000, he held
various positions at SunTrust Bank, most recently as Director — Corporate & Investment Banking. Prior to
that, he was employed by PNC Bank and Bank One (now JP Morgan Chase). Mr. Black has resigned from the
Company effective March 1, 2008, but will continue as a consultant to the Company until April 30, 2008.

Nick C. Fletcher was named Senior Vice President, Human Resources of ACL in March 2005. From
February 2004 until joining us, Mr. Fletcher was Vice President of Human Resources for Continental Tire
North America, Inc., a global manufacturer of automotive tires and products, since February 2004. Prior to
that, he provided human resources consulting services from May 2003 to February 2004. From June 1999 until
May 2003, he was employed by Wabash National Corporation as Director of Human Resources and as Vice
President, Human Resources. Throughout his career he has held various human resources positions with
increasing responsibility at TRW Inc., Pilkington Libbey-Owens-Ford Co., Landis & Gyr Inc. and Siemens
Corporation.

Jerry R. Linzey was named Senior Vice President, Chief Operating Officer of ACL in August 2006 after
having served as Senior Vice President, Manufacturing from May 2005 until then. Prior to joining us,
Mr. Linzey served as Vice President and Senior Vice President, Manufacturing of Wabash National Corpora-
tion from 2002 to May 2005. Prior to that, from 2000 to 2002, Mr. Linzey served as Director, North American
Operations of The Stanley Works, a large manufacturer of tools and fasteners. From 1985 to 2000, he held
various positions at Delphi Automotive Systems, most recently as Plant Manager — Radiator and Oil Cooler
Product Lines.

Richard A. Mitchell Jr. was named Senior Vice President, Corporate Strategy of ACL in October 2005.
Prior to joining us, Mr. Mitchell spent over 20 years in various capacities for United Parcel Service, Inc., one
of the world’s largest integrated transportation companies. Most recently, Mr, Mitchell served as Vice President
and Group Head of the UPS Mergers & Acquisitions Group until June 2004, and subsequently served as Vice
President of Corporate Strategy until his departure in October 2005.

Michael J. Monahan was named Senior Vice President, Transportation Services of ACL in September
2004. Prior to joining ACL, Mr. Monahan served as Vice President of TECO Barge Line, a barge
transportation company, from August 2002 until August 2004, where he was responsible for the management
and operation of its river transportation assets. Before joining TECO, Mr. Monahan was Vice President of
Operations Support for Midland Enterprises, Inc., a barge transportation and related service company, from
April 2000 until August 2002.

Kevin 5. Boyle was named Vice President, Treasurer of ACL in December 2005. Prior to joining the
Company, Mr. Boyle was Director of Planning and Development for Great Lakes Transportation, which was
sold to Canadian National Railway Company. From 1998 to 2001, Mr. Boyle was employed by Seabulk
International, where he rose to the position of Treasurer.

Karl D. Kinizele was named Vice President, Internal Audit of ACL in March 2005. From October 2001
until joining us, Mr. Kintzele served as Vice President, Internal Audit of Wabash National Corporation since
October 2001, having been promoted from the position of Director, Internal Audit, which he assumed in
September 1999 upon joining the company. Before joining Wabash, Mr. Kintzele spent 18 years with
Teledyne, Inc., a conglomerate of acrospace, electronics, consumer and specialty metals components, holding
positions of increasing senior management responstbilities within the financial and internal audit functions.

Tamra L. Koshewa was named Vice President, Finance and Corporate Controller of ACL in July 2006,
Prior to joining the Company, Ms. Koshewa worked for ten years at General Electric (“GE”) in several
progressive financial leadership roles, most recently as Manager, Finance — Integration and Quality for GE’s
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Consumer and Industrial division in Louisville, Kentucky. She is also a Certified Public Accountant and
worked for KPMG prior to joining GE,

David T. Parker was named Vice President Investor Relations and Corporate Communications in
December 2007. From November 2006 until joining the Company Mr. Parker was Senior Counsel for Peyron &
Associates from November 2006. From March 2005 to November 2006 Mr. Parker was Vice President,
Investor Relations and Governmental Affairs for Albertsons, Inc. From March 2003 to March 2005, Mr. Parker
had been Director of Strategic Communication and Investor Relations for Micron Technology.

Douglas C. Ruschman was named Vice President Legal in October 2006 and interim General Counsel
and Secretary in January 2008. He had earlier served as Vice President Law and Adminisiration for ACL,
responsible for risk management, insurance and tort litigation. At ACL Mr. Ruschman has also been
responsible for the Human Resources and Benefits Departments. Prior to joining ACL in 1995 Mr. Ruschman
spent twenty years with CSX Transportation, a Class [ Railroad and fully integrated Transportation company.
He held a number of positions there, the last as the General Manager of Litigation.

William L. Schmidt was named Vice President, Information Technology of ACL in April 2005.
Mr. Schmidt served as our Vice President, Corporate Support from October 2003 to April 2005; Vice
President, Purchasing from June 2002 to October 2003; and Assistant Vice President, Logistics from April
2000 to June 2002, Mr. Schmidt joined us in 1995 as a Manager of Liquid Sales before being named Assistant
Vice President, Guif Fleet Services in 1997. Prior to joining us, Mr. Schmidt served as Director — Projects &
Business Development of The Great Lakes Towing Company from 1990 to 1995,

Jacques J. Vanier was named Vice President, Manufacturing of ACL in January 2007. Prior to joining us,
MTr. Vanier served as Vice President of Global Manufacturing and Operations with Alcoa Automotive and
Truck Systems. Mr. Vanier held a variety of positions in operations and management, manufacturing, logistics,
production control and sales throughout a twenty-one year career with Alcoa.

EMPLOYEE MATTERS
EMPLOYEE COUNT

December 31, December 31,

Function 2007 2006
Administration (including Jeffboat). . .. ....... ... ... oL 319 288
Transportation SErVICES . . . oo vt v i c i e e 1,704 1,446
Manufacluring . .. . oot e e 1,320 1,055
1 71 U R 59 6

3402 2795

Collective bargaining agreements. As of December 31, 2007, approximately 1,207, or 35.5%, of our
employees were represented by unions. Approximately 1,188 of these unionized employces are represented by
General Drivers, Warehousemen and Helpers, Local Union No. 89, which is affiliated with the International
Brotherhood of Teamsters, Chauffeurs, Warehousemen and Helpers of America, at our Jeffboat shipyard facility
under a collective bargaining agreement that is set to expire in April 2010. The remainder of our unionized
employees, approximately 20 positions at ACL Transportation Services LLC’s terminal operations in St. Louis,
Missouri, are represented by the International Union of United Mine Workers of America, District 12-Local
2452 (“UMW?™), under a collective bargaining agreement that expired in November 2007. We have been in
negotiations with UMW since October 26, 2007 for a successor agreement covering terms and conditions of
employment for production and maintenance workers at the facility. We expect to continue negotiations in late
February, 2008. We currently cannot predict when or if a new agreement will be reached with UMW.

INSURANCE AND RISK MANAGEMENT

The Company procures and manages insurance policies and provides claims management services for our
subsidiaries internally through our risk management department. The company is exposed to traditional
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hazards associated with its manufacturing and marine transportation operations on the Inland Waterways, A
program of insurance is maintained fo mitigate risk of loss to the Company’s property, vessels and barges, loss
and contamination of cargo and as protection against personal injury to third parties and company employees.
Our general marine liability policy insures against all operational risks for our marine activities. Pollution
liability coverage is maintained as well. The Company has provided for adequate excess liability coverage
above the noted casualty risks. All costs of defense, negotiation and costs incurred in liquidating a claim, such
as surveys and damage estimates, are considered insured costs. Our personnel costs involved in managing
insured claims are not reimbursed. We evaluate our insurance coverage regularly. The company believes that
our insurance coverage is adequate.

GOVERNMENT REGULATION

General. Our business is subject to extensive government regulation in the form of international treaties,
conventions, national, state and local laws and regulations, as well as laws relating to the discharge of
materials into the environment. Because such treaties, conventions, laws and regulations are regularly reviewed
and revised by issuing governments, we are unable to predict the ultimate cost or impact of future compliance.
In addition, we are required by various governmental and quasi-govemnmental agencies to obtain certain
permits, licenses and certificates with respect to our business operations, The types of permits, licenses and
certificates required depend upon such factors as the commeodity transported, the waters in which the vessel
operates, the nationality of the vessel’s crew, the age of the vessel and our status as owner, operator or
charterer. As of December 31, 2007, we had obtained all material permits, licenses and certificates necessary
for operations.

Our transportation operations are subject to regulation by the U.5. Coast Guard, federal laws, state laws
and certain international conventions.

The majority of our inland tank barges carry regulated cargoes. All of our inland tank barges that carry
regulated cargoes are inspected by the U.S. Coast Guard and carry certificates of inspection. Towboats will
soon become subject to U.S. Coast Guard inspection and will be required to camry cenificates of inspection.
Our dry cargo barges are not subject to U.S. Coast Guard inspection requirements.

Additional regulations relating to homeland security, the environment or additional vessel inspection
requirements may be imposed on the barging industry.

Jones Act.  The Jones Act is a federal cabotage law that restricts domestic non-proprietary cargo marine
transportation in the United States to vessels built and registered in the United States. Furthermore, the Jones
Act requires that the vessels be manned by U.S. citizens and owned by U.S. citizens. For a limited liability
company to qualify as a U.S. citizen for the purposes of domestic trade, 75% of the company’s beneficial
equity holders must be U.S. citizens. We cumently meet all of the requirements of the Jones Act for our owned
vessels.

Compliance with U.S. ownership requirements of the Jones Act is very important to our operations, and
the loss of Jones Act status could have a significant negative effect on our business, financial condition and
results of operations. We monitor the citizenship requirements under the Jones Act of our employees, boards
of directors and managers and beneficial equity holders and will take action as necessary to ensure compliance
with the Jones Act.

User Fees and Fuel Tax. Federal legislation requires that inland marine transportation companies pay a
user fee in the form of a tax assessed upon propulsion fuel used by vessels engaged in trade along the Inland
Waterways. These user fees are designed to help defray the costs associated with replacing major components
of the waterway system, including dams and locks, and to build new projects. Significant portions of the
Inland Waterways on which our vessels operate are maintained by the U.S. Army Corps of Engineers.

We presently pay a federal fuel tax of 20.1 cents per gallon of propulsion fuel consumed by our towboats
in some geographic regions. In the future, user fees may be increased or additional user fees may be imposed
to defray the costs of Inland Waterways infrastructure and navigation support. increases in these taxes are
normally passed through to our customers by contract.
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Homeland Security Requirements. ‘The Maritime Transportation Security Act of 2002 requires, among
other things, submission to and approval by the U.S. Coast Guard of vessel and waterfront facility security
plans (“VSP” and “FSP,” respectively). The regulations required maritime transporters to submit VSP and FSP
for approval no later than December 31, 2003 and to comply with their VSP and FSP by June 30, 2004. Our
VSP and our FSP have been approved. As a result, we are subject to continuing requirements to engage in
training and participate in exercises and drills,

ENVIRONMENTAL REGULATION

Our operations, facilities, properties and vessels are subject to extensive and evolving laws and regulations
pertaining to air emissions, wastewater discharges, the handling and disposal of solid and hazardous materials,
hazardous substances and wastes, the investigation and remediation of contamination, and other laws and
regulations related to health, safety and the protection of the environment and natural resources. As a result,
we are involved from time to time in administrative and legal proceedings related to environmental, health and
safety matters and have incurred and will continue to incur capital costs and other expenditures relating to
such matters.

In addition to environmental laws that regulate our ongoing operations, we are also subject to
environmental remediation liability under the Comprehensive Environmental Response Compensation and
Liability Act (“CERCLA") and analogous state laws, and the Oil Pollution Act of 1990 (“OPA 907). We may
be liable as a result of the release or threatened release of hazardous substances or wastes or other pollutants
into the environment at or by our facilities, properties or vessels, or as a result of our current or past
operations. These laws typically impose liability and cleanup responsibility without regard to whether the
owner or operator knew of or caused the release or threatened release. Even if more than one person may be
liable for the release or threatened release, each person covered by these environmental laws may be held
responsible for all of the investigation and cleanup costs incurred. In addition, third parties may sue the owner
or operator of a site for damages based on personal injury, property damage or other costs, including
investigation and cleanup costs resulting from environmental contamination.

A release or threatened release of hazardous substances or wastes, or other pollutants into the environment
at or by our facilities, properties or vessels, as the result of our current or past operations, or at a facility to
which we have shipped wastes, or the existence of historical contamination at any of our properties, could
result in material lLiability to us. We conduct loading and unloading of dry commodities, liquids and scrap
materials on and near waterways. These operations present a potential that some such material might be spilled
or otherwise released into the environment, thereby exposing us to potential liability.

As of December 31, 2007, we had no reserves for these environmental matters. Any cash expenditures
required to comply with applicable environmental laws or to pay for any remediation efforts will therefore
result in charges to eamings. We may incur future costs related to the sites associated with the environmental
reserves. The discovery of additional sites, the modification of existing or the promulgation of new laws or
regulations, more vigorous enforcement by regulators, the imposition of joint and several liability under
CERCLA or analogous state laws or OPA 90 and other unanticipated events could also result in additional
environmental costs. For more information, see “Legal Proceedings — Environmental Litigation.”

OCCUPATIONAL HEALTH AND SAFETY MATTERS

Our vessel operations are primarily regulated by the U.S. Coast Guard for navigation safety standards.
Our shore operations are subject to the U.S. Occupational Safety and Health Administration regulations. As of
December 31, 2007, we were in material compliance with these regulations. However, we may experience
claims against us for work-related illness or injury as well as further adoption of occupational health and
safety regulations.

We endeavor to reduce employee exposure to hazards incident to our business through safety programs,
training and preventive maintenance efforts. We emphasize safety performance in all of our operating
subsidiaries. We believe that our safety performance consistently places us among the indusiry leaders as
evidenced by what we believe are lower injury frequency levels than those of many of our competitors. We
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have been certified in the American Waterway Operators Respensible Carrier Program, which is oriented to
enhancing safety in vessel operations.

INTELLECTUAL PROPERTY

We register our material trademarks and trade names. We believe we have current intellectual property
rights sufficient 10 conduct our business.

BANKRUPTCY FILING & EMERGENCE

We were formed in 1953 as the holding company for a family of barge transportation and marine service
companies, the oldest of which has an operating history dating back to 1915. In 1984, we were acquired by
CSX Corporation. For several years thereafter we achieved significant growth through acquisitions, including:
SCNO Barge Lines, Inc. in 1988, Hines incorporated in 1991, The Valley Line Company in 1992, and
Continental Grain Company’s barging operations in 1996. In June 1998, we completed a leveraged recapital-
ization in a series of transactions in which the barge businesses of Vectura Group, Inc. and its subsidiaries
were combined with ours. In 2000 we ucquired the assets of Peavey Barge Line, which included the assets of
the inland marine transport divisions of ConAgra, Inc. Late in 2000 we began to experience difficulties in
meeting certain financial covenants set forth in our recapitalized credit facilities. In May 2002 we refinanced
our existing debt obligations with Danielson Holding Corporation (“DHC™). This second recapitalization
resulted in our acquisition by DHC and they remained our parent company until our emergence from
bankruptcy on January 11, 2005, when their ownership interest was extinguished.

During 2002 and through the beginning of 2003 we experienced a decline in barging rates, reduced
shipping volumes and excess barging capacity during a period of slow economic growth and a global
economic recession. Due to these factors our revenue and earnings did not meet expectations and our liquidity
was significantly impaired. We determined that our debt burden was too high and that a restructuring under
Chapter 11 of the Bankruptcy Code offered us the most viable opportunity to reduce our debts while
continuing operations. We therefore filed voluntary petitions seeking relief from our creditors pursuant to
Chapter 11 of the Bankruptcy Code on January 31, 2003. On December 30, 2004, the Bankruptcy Court
entered an order confirming a Plan of Reorganization (“Plan of Reorganization™). We emerged from Chapter 11
protection in Janvary 2005 with a significantly less leveraged consolidated balance sheet. On February 2, 2007
the Bankruptcy Court issued a Final Decree and Order thai the estate has been fully administered and the
Chapter 11 case is closed. References herein to the Company or ACL include the Company’s predecessor.

ITEM 1A. RISK FACTORS

Set forth below is a detailed discussion of risks related to our industry and our business. In addition to
the other information in this document, you should consider carefully the following risk factors. Any of these
Ttisks or the occurrence of any one or more of the uncertainties described below could have a material adverse
effect on our financial condition and the performance of our business.

RISKS RELATED TO OUR INDUSTRY
Freight transportation rates for the Inland Waterways fluctuate from time to time and may decrease.

Freight transportation rates fluctuate from season-to-season and year-to-year. Levels of dry and liquid
cargo being transported on the Inland Waterways vary based on several factors including global economic
conditions and business cycles, domestic agricultural production and demand, international agricultural
production and demand, and foreign exchange rates. Additionally, fluctuation of ocean freight rate spreads
between the Gulf of Mexico and the Pacific Northwest affects demand for barging on the Inland Waterways,
especially in grain movements. Grain, particularly corn for export, has been a significant part of our business.
Since the beginning of 2006, all grain transported by us has been under spot market contracts.

Spot grain contracts are normally priced at, or near, the quoted tariff rates in effect for the river segment
of the move. Spot rates can vary widely from quarter-to-quarter and year-to-year. A decline in spot rates could
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negatively impact our business. The number of barges and towboats available to transport dry and liquid cargo
on the Inland Waterways also varies from year-to-year as older vessels are retired and new vessels are placed
into service. The resulting relationship between levels of cargoes and vessels available for transport affects the
freight transportation rates that we are able to charge,

An oversupply of barging capacity may lead to reductions in freight rates.

Our industry has previously suffered from an oversupply of barges relative to demand for barging
services. Such oversupply may recur due to a variety of factors, including a drop in demand, overbuilding and
delay in scrapping of barges approaching the end of their useful economic lives. Calendar year 2006 was the
first year in eight years that more barges were built than scrapped. We believe that approximately 25% of the
industry’s existing dry cargo barge fleet will need to be retired due to age over the next five years. If that
occurs it will continue to constrain barge capacity. If an oversupply of barges were to occur, it could take
several years before supply growth matches demand due to the variable nature of the barging industry and the
freight transportation industry in general, and the relatively long life of marine equipment. Such oversupply
could lead to reductions in the freight rates that we are able to charge.

Yields from North American and worldwide grain harvests could materially affect demand for our barging
services. '

Demand for dry cargo barging in North America is affected significantly by the volume of grain exports
flowing through ports on the Gulf of Mexico. The volume of grain exports can vary due to, among other
things, crop harvest yield levels in the United States and abroad. Overseas grain shortages increase demand for
U.S. grain, while worldwide over-production decreases demand for U.