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Our Vision

To be the world’s leading provider of safety solutions that
protect workers when life is on the line. We pursue this vision
with an unsurpassed commitment to integrity, customer service
and product innovation that creates exceptional value for all

MSA stakeholders.

Business of MSA

MSA is in the business of developing, manufacturing and
selling innovative products that enhance the safety and health
of workers throughout the world. Critical to MSA’s mission is a
clear understanding of customer processes and safety needs.
MSA dedicates significant resources to research which allows
the company to develop a keen understanding of customer
safety requirements for a diverse range of markets, including
the fire service, law enforcement, construction, public utilities,

mining, chemical, petroleum, HVAC, hazardous materials
remediation, military, and retail. MSA’s principal products, each
designed to serve the needs of these target markets, include

About the Cover

A key element of MSA’s Corporate Strategy focuses on investing in and growing the “Core of MSA” - in other
words concentrating on and investing in the “Core Products” of MSA that provide a distinct and sustainable
competitive advantage. Shown on the cover are our five Core Product Groups: Fall Protection; Portable
Gas Detection and Sensors; Supplied-Air Respirators; Fixed Gas and Flame Detection; and Industrial
Head Protection. In essence, these Core Products represent a set of producss, capabilities, channels, and
geographies that drive growth at MSA, provide economic value for our company and shareholders, and best
leverage our expertise to keep customers sufe. Accordingly, they receive the highest levels of investment and

resources at MSA, because they promise the greatest return for all.

respiratory protective equipment, thermal imaging cameras,
gas and flame detection instruments, ballistic helmets, as well
as head, eye, face, hearing, and fall protection products,

MSA was founded in 1914 by John T. Ryan and George H. Deike,
two mining engineers who had firsthand knowledge of the
terrible human loss that was occurring in underground coal
mines at that time. Their knowledge of the mining industry
provided the foundation for the development of safety
equipment to better protect underground miners, While the
range of markets served by MSA has expanded greatly over
the years, the founding philosophy of understanding customer
safety needs and designing innovative safety equipment
solutions remains unchanged.

MSA is headquartered in Cranberry Township, Pennsylvania,
with operations employing 5,300 associates throughout the
world. A publicly held company, MSA's stock is traded on the
New York Stock Exchange under the symbol MSA.










It's been said on many different occasions that “wherever
people need to be protected, MSA will be there! In 2011
that expression took on greater significance for MSA as
another factor in our success was our ability to advance a
second pillar of our strategy - Investing In and Growing In
Emerging Markets.

Indeed, we are earning business from more customers in
more countries than ever before. In fact, in the pages that
follow, you can read about some of our more recent
successes in these key growth markets. They are all great
stories, and they represent just the tip of the iceberg when
it comes to broadening MSA’s reach in these and other
emerging markets around the globe.

Overall, | believe 2011 for MSA will be remembered as a

year in which we strengthened our company and our brand,
stayed true to our strategy, and established a new foundation
for MSA that will serve us well in the years ahead. Indeed,
2011 was a year with many highlights for MSA, and I'd like to
take the opportunity to share a few of them with you now.

«  Gross margins in North America improved significantly
over last year, due to such factors as improved sourcing
and strategic pricing initiatives.

« Income from our Asia Pacific Zone, which includes China,
Japan and Australia, grew by 400 percent in 2011.

= Our transformational reorganization efforts in Europe
gained solid traction and showed positive results in a still
challenging environment. Operating income in Western
Europe increased 72 percent over 2010 levels. And in
the Middle Eurasian countries, we achieved double-digit
growth in three out of our five Core Product groups in
2011, with Fixed Gas and Flame Detection sales up 41
percent compared to 2010.

» A big part of our effort in Europe involves expanding the
number of distributors and channel partners who carry our
products. We added 158 new channel partners in 2011, which
is helping us to reach more customers in more industries.

We planted a new MSA flag in Moscow and opened two
other regional offices in Russia. We see this as an important
strategic move for MSA as Russia is now the world’s largest
oil producer and the world’s second largest natural gas
producer. MSA is now better positioned to help ensure
that the thousands of oil and gas workers in this region are
working in an environment of optimum safety.

« The global fire service market, long a key business segment

for MSA, has been weak in recent years due to strained
municipal budgets in the U.S. and ongoing economic
uncertainty and related austerity measures elsewhere
around the world. However, that segment started to

come back a bitin 2011. In particular, one key win in Latin
America (highlighted on page 7) was a follow-up two-

year contract to supply 4,000 FireHawk® M7 Air Masks and
related equipment to the Junta Nacional de Bomberos
(JNB) of Chile. The JNB is an institution comprised of

more than 37,000 volunteer firefighters and 307 fire
departments throughout the country. We also had great
competitive fire service wins in Halifax, Nova Scotia; Fresno,
California; and with several other major departments in the
U.S. But lastly, a particularly gratifying win for us was being
selected as the Air Mask supplier for the Pittsburgh Bureau
of Fire (PBF), located near our corporate headquarters,
after a rigorous and thorough evaluation process.
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Another key element of our Corporate Strategy drives us to
Achieve Operational Excellence, and that means optimizing
operations and lowering costs at every possibility. In 2011,
our success in this area was significant. We eliminated
some 18,000 part numbers and reduced our inventories by
more than $3 million. We likewise made meaningful strides
in delivery performance in product lines and geographies
around the world. And our efforts to optimize our global
sourcing are on track to provide additional ongoing
benefits, including greater security of supply.

MSA’s product innovation, the lifeblood of our company,
was especially successful in 2011, with patent applications
increasing 230 percent compared to our base year of 2009.
Chief among these successes was the Altair® 5X serfes of
portable multi-gas detectors with XCell® Sensors - our
2011 Product of the Year. Building even further on last
year’s breakthrough launch of the Altair 4X unit, the new
Altair 5X Detector has increased sales by 48 percent over
the previous generation Altair 5, while delivering greatly
improved gross margins.

Other product launches in a very busy year include:

- The SUPREMA® Touch controller for fixed gas detection
systems, built on a priority basis to successfully meet
changing standards in China;

- The PrimaX IR, a lower price point infrared fixed gas
detection system designed especially for cost-conscious,
but performance-demanding emerging rarkets;
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- Qur Workman Twin Leg Personal Fall Limiter, an
innovation that provides continuous fall protection as
workers at heights move from place to place; and

- An expansion of our flagship V-Gard® head protection
line to include a selection of accessories such as winter
liners, face shields and visors, and the industry’s first
“Debris Control” feature, developed in response to
customer needs.

We successfully divested our ballistic vest business, giving
us greater resources and ability to further focus upon our
Core Product areas.

We raised our dividend to more than $1 per share annually,
the highest level in our history, providing our shareholders
with a return of more than 3.1 percent as of the end of

the year.

We successfully upgraded our SAP system to the state-of-
the-art ECC 6.0 platform. ECC 6.0 positions IT to support
our increasing globalization and even further integration
of our supply chains.

Our largest North America distribution partner, Airgas,
recognized MSA as their top-performing “Supplier of the
Year” for excellence in customer support.

The Pittsburgh Post-Gazette named MSA & "Top Workplace”
in 2011, and our own internal metrics, measured around
the world, identified a similar culture of improving
employee engagement and satisfaction. For example,

a survey sent to all MSA associates in 14 languages showed
a 10 percent increase in favorable employee engagement
levels since the last time we conducted the survey, a level
higher than global manufacturing industry norms.
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fhe year after “The Year of Gene
As you may recall, in 3< letter in last year’s annual report,
I «mﬁm:mn to NoS as .m.,m Year of General §c§8&=

\.mﬂoé Qmw ly, with the ::mmaﬁo: of our
- two companies now complete, combining the capabiliti

Detection (FGFD) technology.

In short, our FGFED line has become one of our hottest and
most active Core Product areas. For instance,

n its 50-year history, with revenues exceeding $86 millic
besting its prior sales record by almost 15 percent. Further,
the profit contribution of those sales exceeded our most
optimistic expectations

Those sales and profits are driven by strategy and innovation.

Working together, MSA and General Monitors launched

_ six cross-branded product platforms in 2011, including the
GM PA4000/MSA Chemgard® instrument and the MSA
Flamegard® 5 Flame Detection System. Cross-branded

- products are the proc one company has that effectively
meet an unmet need within the distribution channel of the

_ other, Very &.3@_«. they represent an efficient way for MSA

and our customers to quickly benefit from the mv\:m@mm of
ur go organizations,

While no one has a crystal ball, | am cautiously optimistic

that 2012 will be another strong year for MSA. While there are
many market influences outside of our 838" I believe MSA
is well positioned for the EE%

By following our Corporate mﬁmﬁm& we are focusing on our

strongest products, we are lowering our operating costs,
we are working hard in profitable new markets, and, overa
we are taking the actions | believe will continue to lead to
sticcess for MSA. .

e to thank each of our more than 5,300
he world, our Board of Directors and
Executive rmmamav_v Team for the outstanding efforts that
helped make this a record year for MSA. Id fike to thank our
shareholders for your continuing cc nfidence in our company.

And lastly, | want to thank our growing ranks of distributors
and customers around the world for “‘choosing to purchase”
M5 A and for placing their trust inour hands lts a
responsibility we take very seriously, and one we will work

‘hard-to earn each and every de %«Qa@roﬁ the 835@ %mmn

andlong beyond.

Sincerely,
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In Chile, Protecting the Men and Women
of the Chilean National Firefighters Council

The fire service is a key customer segment for M5A all
around the world. Although recently weakened in'some
regions due to economic challenges, this market began to
show signs Qf_fenewed_gtiéngth in 2011.This was especially
true in Latin America, and perhaps no other 2011 “win”
better symbolizes MSA perseverance than our winning the
confidence of the Chilean National Firefighters Council.

The Chilean National Firefighters Council, a collection

of more than 300 fire departments throughout the
country, had been served exclusively by a safety products
competitor for decades. Nevertheless, MSA's sales team
prepared a very competitive bid emphasizing the many
benefits of a relationship with MSA: an industry-leading
Self-Contained Breathing Apparatus (SCBA) design
with chemical-biological-radiological-nuclear
protection; ongqiﬁg training; and access 1o a responsive
service organizaiiéh’!ei;ated “incountry,” with
engineering expertise to meet the specific needs of fire
service customers. /

I January, the C@ﬁ@:ﬁ announced that M5A had been
granted an order for 1,000 FireHawk® M7 Air Masks. Another
request for proposal later in the year was met with an even

more challenging situation, with the incumbent compet:tor

aggressively fighting for the business.

However, having already seen ﬁrst hand the advantages of
MSA's products and service, the Couacﬂ onceagain selected
MSA, purchasing an add;tmnamaoa Air Masks, as well as
fire helmets and related equipment.

No wonder that MSA Chairman John Ryﬁh 1 who helped
to establish MSA’s presence in Chile back in the 19705,
referred to this as a “breakthrough order” Not only does it
demonstrate the value of persevérahce and the ultimate
reward of a superior offering, it positions MSA well for

: future Gppcnrtumtxes in the emerging Latin America reg
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complementary nature of our

e Detection products giving

The Kuwait Oil Company (KOC), in partnership with SK
Engineering and Construction (SKEC) of South Korea, was in
‘the process of butld!_g new oil and gas "booster station’ i
' Northern Kuwait. As part of this project, there W '
seds for a wide range of gas an :
tect its workers and contr

on third-party offerings to fill

request for proposal, announc c beft}ré’jghe MSA/GM
merger, led both organizations to pl ids independently,
competing against each other nd against other providers.

Although both bids were rg' sonable, each group conceded

that nejther was spectacular, ﬁ'h each rely ny wbstant:a ly

 expanded product portfolio made the difference.
A cOntract valued at $1.2 million was awarded to GM,

In fact the customerwas so S

: that an additional $700, OGO erde

range of emerging, as well as mﬂfe mature markets




In Mexico, Confined Space Expertlse Helps

Protect Steel Workers

While not ofﬁcialiyﬂén M/SA'S list of emerging markets,
Mexico fits that bill in/r’*ﬁahy ways for our North America
business segmem W’th the tariff eliminations of NAFTA
tinuity with the balance of North
America, Mexi icois exper:encmg dramatic growth in
its manufacturmg sector. In fact, MSA was just one of
many American and Canadlan companies to build new
manufacturing facs!mes in the country in recent years,
with our state-of-the-art 77,000 square foot plant (shown
above) opening in Querétaro in late 2007.

i Witﬁ Mexico’s expanding industrial base comesan
_increased need for safety equipment for workers, On of
the many customers served by MSA Mexico in 2011 was
steel producer Ar{cgiKOrMittal, whose 4 milliori tons per
annum facility iﬁfﬂie{ port city of Lazaro Cardenas makes
it the largest manufacturer of steel in the country.

MSA has long served ArcelorMittal facilities in the U.S.
and Europe, but this was our first opportunity to do o
in Mexico. The d e/ the Eaunch of the facility’s confined
space entry pmgram, :

Larqe industrial faci ies often have a large number of
confined space environments. Accordingly, there is a
. need to keep workers safe in any eventuaitt Thi

Respiratory Protection, Portable Gas Detection, and Fall
Protection as workers, for example, descemd steep ladders
into below-grotind conﬁned spac

And, perhaps just as tmpor’tantty, it means training
workers and staff not only in the pmp, se of each piece
of equipment, but also in safe prax:ttces while performing
work in any kind of confined space to ensure full
compliance with all applicable standards.

MISA provides expertise in all of these areas, and our ability -

L zaro Cardenas businessin 2011, It is the kind of vaiue« ;

added service that is helping MSA gain new business in
Mexico, as well as in other markaté 'ghroy.ghout the world.
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China’s oil, gas an”j’petmchemacal industry is booming,
and MSA is right there to support the industry’s workers to
help ensure they work in optimum safety. In one key Core
Product area - Fixed Gas nd Flame Detection - MSA's
sales in China gre b?&iéréfhan 30 percentin 2011,
making China the third ia!gest global market for these
life-saving systems, ﬂ - behind the U.S. and Germany.

One key customer fdr ﬁxédgas and flame detection
products in 2011 was the Sinopec Group, a state- owned
mieum and petrochemical enterprise. Th
s numerous subsidiaries and
erway, and calls on MSA to provid
operations throughout the vast country,

100 MSA 20T ANNUAL REPORT

that currently manufactures moducts ﬁem all ﬂve of MSA's
Core Product lines, and ships many arqund the world.

For example, MSA's new PrimaX GasD gétioh System,
launched in 2011, ships to Europe and other countries

globally, but is manufactured solely at the Suzhuu

'nnovatlve new product was co- develo d

under Pro;ec:t Mageftan is heipmg ensure that all Suzhou
operations are truly world class, ’and will continue to drive

~cost savings and profitability welt’intbj the future.
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Forward-Looking Statements

This report may contain forward-looking statements within the meaning of the Private Securities Litigation
Reform Act of 1995. These statements relate to future events or our future financial performance and involve
known and unknown risks, uncertainties and other factors that may cause our actual results, levels of activity,
performance or achievements to be materially different from any future results, levels of activity, performance or
achievements expressed or implied by these forward-looking statements. These risks and other factors include,
but are not limited to, those listed in this report under “Risk Factors,” “Management’s Discussion and Analysis
of Financial Condition and Results of Operations,” and elsewhere in this report. In some cases, you can identify
forward-looking statements by words such as “may,” “will,” “should,” “expects,” “intends,” “plans,”
“anticipates,” “believes,” “estimates,” “predicts,” “potential” or other comparable words. Actual results,
performance or outcomes may differ materially from those expressed or implied by these forward-looking
statements. Although we believe that the expectations reflected in the forward-looking statements are reasonable,
we cannot guarantee future results, levels of activity, performance or achievements. We are under no duty to
update publicly any of the forward-looking statements after the date of this report, whether as a result of new
information, future events or otherwise.
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PARTI

Item 1. Business

Overview—Mine Safety Appliances Company was incorporated in Pennsylvania in 1914. We are a global
leader in the development, manufacture and supply of products that protect people’s health and safety. Our safety
products typically integrate any combination of electronics, mechanical systems and advanced materials to
protect users against hazardous or life threatening situations. Our comprehensive line of safety products is used
by workers around the world in the fire service, homeland security, oil and gas, construction and other industries,
as well as the military. Our broad product offering includes self-contained breathing apparatus, or SCBAs, gas
masks, gas detection instruments, head protection, respirators, thermal imaging cameras, fall protection and
ballistic helmets. We also provide a broad offering of consumer and contractor safety products through retail
channels.

We dedicate significant resources to research and development, which allows us to produce innovative
safety products that are often first to market and exceed industry standards. Our global product development
teams include cross-geographic and cross-functional members from various functional areas throughout the
company, including research and development, marketing, sales, operations and quality management. Our
engineers and technical associates work closely with the safety industry’s leading standards-setting groups and
trade associations, such as the National Institute for Occupational Safety and Health, or NIOSH, and the National
Fire Protection Association, or NFPA, to develop industry product requirements and standards and to anticipate
their impact on our product lines.

Segments—We tailor our product offerings and distribution strategy to satisfy distinct customer preferences
that vary across geographic regions. We believe that we best serve these customer preferences by organizing our
business into three reportable geographic segments: North America, Europe and International. Segment
information is presented in the note entitled “Segment Information” in Item 8—Financial Statements and
Supplementary Data.

Because our financial statements are stated in U.S. dollars, currency fluctuations may affect our results of
operations and financial position and may affect the comparability of our results between financial periods.

Principal Products—We manufacture and sell a comprehensive line of safety products to protect workers
around the world in the fire service, homeland security, oil and gas, construction and other industries, as well as
the military. We also provide a broad offering of consumer and contractor safety products through retail
channels. Our products protect people against a wide variety of hazardous or life-threatening situations. The
following is a brief description of each of our principal product categories:

Respiratory protection. Respiratory protection products are used to protect against the harmful effects of
contamination caused by dust, gases, fumes, volatile chemicals, sprays, micro-organisms, fibers and other
contaminants. We offer a broad and comprehensive line of respiratory protection products.

»  Self Contained Breathing Apparatus. SCBAs are used by first responders, petrochemical plant workers
and anyone entering an environment deemed immediately dangerous to life and health. SCBAs are also
used by first responders to protect against exposure to chemical, biological, radiological and nuclear, or
CBRN, agents. Our FireHawk®M7 SCBA meets the latest performance requirements adopted by the
NFPA. The FireHawk®M7 Air Mask was the first device of its kind to be certified by the Safety
Equipment Institute, or SEI, as NFPA compliant for both its breathing apparatus and Personal Alert
Safety System, or PASS. The PASS device is an SCBA component that sounds a loud, piercing alarm
when a firefighter becomes disabled or lies motionless for 30 seconds.

* Air-purifying respirators. Air-purifying respirators range from the simple, filtering types to powered
full-facepiece versions for many hazardous applications, including:

« full-face gas masks for industrial workers and first responders exposed to known and unknown
concentrations of hazardous gases, chemicals, vapors and particulates;
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* half-mask respirators for industrial workers, painters and construction workers exposed to known
concentrations of gases, vapors and particulates;

» powered-air purifying respirators for industrial, hazmat and remediation workers who have longer
term exposures to hazards in their work environment; and

e dust and pollen masks for maintenance workers, contractors and at-home consumers exposed to
nuisance dusts, allergens and other particulates.

Escape respirators. Escape respirators are used by law enforcement personnel, government workers,
chemical and pharmaceutical workers and anyone needing to escape from unknown concentrations of a
chemical, biological or radiological release of toxic gases and vapors. Escape respirators give users
respiratory protection to help them escape from threatening situations quickly and easily.

Portable and fixed gas detection instruments. Our portable and fixed gas detection instruments are used to
detect the presence or absence of various gases in the air. These instruments can be either hand-held or permanently
installed. Typical applications of these instruments include the detection of the lack of oxygen in confined spaces or
the presence of combustible or toxic gases.

Single- and multi-gas hand-held detectors. Our single- and multi-gas detectors provide portable solutions
for detecting the presence of oxygen, combustible gases and various toxic gases, including hydrogen
sulfide, carbon monoxide, ammonia and chlorine, either singularly or up to six gases at once. Our hand-
held portable instruments are used by chemical workers, oil and gas workers, utility workers entering
confined spaces, or anywhere a user needs to continuously monitor the quality of the atmosphere they are
working in and around. Our ALTAIR® 4X Multigas Detector with XCell® sensor technology provides
faster response times and unsurpassed durability in a tough, easy to operate package.

Multi-point permanently installed gas detection systems. Our comprehensive line of fixed gas detection
systems is used to monitor for combustible and toxic gases and oxygen deficiency in virtually any
application where continuous monitoring is required. Our systems are used for gas detection in pulp and
paper, refrigerant monitoring, petrochemical and general industrial applications. Our SafeSite® Multi-
Threat Wireless Detection System, designed and developed for homeland security applications, detects
and communicates the presence of toxic industrial chemicals and chemical warfare agents at large public
events, in subways or at other facilities.

Flame detectors and open-path infrared gas detectors. Our flame and combustible gas detectors are used
for plant-wide monitoring of toxic gases and for detecting the presence of flames. These systems use
infrared optics to detect potentially hazardous conditions across distances as far as 120 meters, making
them suitable for use in such places as offshore oil rigs, storage vessels, refineries, pipelines and
ventilation ducts. First used in the oil and gas industry, our systems currently have broad applications in
petrochemical facilities, the transportation industry and in pharmaceutical production.

Thermal imaging cameras. Our hand-held infrared thermal imaging cameras, or TICs, are used in the global
fire service market. TICs detect sources of heat in order to locate downed firefighters and other people trapped
inside burning or smoke-filled structures. TICs can also be used to identify “hot spots.” Our Evolution® 5000 series
TICs are unmatched for ease of use and durability. Our Evolution® 5800 TIC, the newest addition to our 5000 series
of TICs, offers state-of-the-art imagery in a high resolution format. Our Evolution® 5600 TIC provides high
resolution and an extended high sensitivity operating range in a rugged, user-friendly and affordable design.

Head, eye, face and hearing protection. Head, eye, face and hearing protection is used in work environments
where hazards present dangers such as dust, flying particles, metal fragments, chemicals, extreme glare, optical
radiation and items dropped from above.

Industrial hard hats. Our broad line of hard hats include full-brim hats and traditional hard hats, available
in custom colors and with custom logos. Hard hats are used by oil, gas and petrochemical workers, plant,
steel and construction workers, and miners.



o  Fire helmets. Our fire service products include leather, traditional, modern and specialty helmets
designed to satisfy the preferences of firefighters across geographic regions. Our CairnsHELMET is
the number one helmet in the North American fire service market based on 2011 sales. Similarly, our
Gallet firefighting helmet has a number one market position in Europe based on 2011 sales.

* Ballistic helmets and communication systems. The Advanced Combat Helmet, or ACH, is used by the
military for ballistic head protection. The ACH was originally designed for the Special Forces of the
U.S. military and has now been designated as the “basis of issue” by the U.S. Army. In recent years,
military forces in Iraq and Afghanistan have trusted MSA'’s battle-tested ACH and related Modular
Integrated Communication Headset, or MICH™, MICH is a light weight and comfortable
communication system that provides superior hearing protection as well as clear radio/intercom
communications. Our commercial version of the ACH, the TC-2000 combat helmet, is used by law
enforcement personnel and first responders.

» Eye, face and hearing protection. Our broad line of hearing protection products, non-prescription
protective eyewear and face shields is used by workers in a wide variety of industries.

Fall protection. Our broad line of fall protection equipment includes confined space equipment, harnesses,
fall arrest equipment, lanyards and lifelines. Fall protection equipment is used by construction and plant workers
and anyone working at height.

Customers—Our customers generally fall into three categories: industrial and military end-users,
distributors and retail consumers. In North America, we make nearly all of our non-military sales through our
distributors. In our European and International segments, we make our sales through both indirect and direct
sales channels. Our U.S. military customers, which are comprised of multiple U.S. government entities, including
the Department of Defense, accounted for approximately 5% of our 2011 sales. The year-end backlog of orders
under contracts with U.S. government agencies (primarily related to Advanced Combat Helmets) was $21.1
million in 2011, $56.0 million in 2010 and $18.3 million in 2009.

Industrial and military end-users—Examples of the primary industrial and military end-users of our core
products are listed below:

Products Primary End-Users
Respiratory Protection First Responders; General Industry Workers; Military Personnel
Gas Detection Oil, Gas, Petrochemical and Chemical Workers; First

Responders; Hazmat and Confined Space Workers

Head, Eye and Face and Hearing Protection Construction Workers and Contractors; First Responders;
General Industry Workers; Military Personnel

Fall Protection Construction Workers and Contractors; Oil, Gas, Petrochemical
and Chemical Workers; General Industry Workers

Sales and Distribution—Our sales and distribution team consists of distinct marketing, field sales and
customer service organizations for our three geographic segments: North America, Europe and International. We
believe our sales and distribution team, totaling over 400 dedicated associates, is the largest in our industry. In
most geographic areas, our field sales organizations work jointly with select distributors to call on end-users and
educate them about hazards, exposure limits, safety requirements and product applications, as well as the specific
performance requirements of our products. In our International segment and Eastern Europe where distributors
are not as well established, our sales associates often work with and sell directly to end-users. We believe that the
development of relationships with end-users is critical to increasing the overall demand for our products.

The in-depth customer training and education provided by our sales associates to our customers are critical
to ensure proper use of many of our products, such as SCBAs and gas detection instruments. As a result of our
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sales associates working closely with end-users, they gain valuable insight into customer preferences and needs.
To better serve our customers and to ensure that our sales associates are among the most knowledgeable and
professional in the industry, we place significant emphasis on training our sales associates with respect to product
application, industry standards and regulations, sales skills and sales force automation.

We believe our sales and distribution strategy allows us to deliver a customer value proposition that
differentiates our products and services from those of our competitors, resulting in increased customer loyalty
and demand.

In areas where we use indirect selling, we promote, distribute and service our products to general industry
through select authorized national, regional and local distributors. Some of our key distributors include Airgas,
W.W. Grainger Inc., Fastenal and Hagemeyer. In North America, we distribute fire service products primarily
through specially trained local and regional distributors who provide advanced training and service capabilities to
volunteer and paid municipal fire departments. In our European and International segments, we primarily sell to
and service the fire service market directly. Because of our broad and diverse product line and our desire to reach
as many markets and market segments as possible, we have over 4,000 authorized distributor locations
worldwide.

Our Safety Works, LLC joint venture provides a broad range of safety products and gloves to the North
American do-it-yourself and independent contractor market through various channels, including distributors such
as Orgill, hardware and equipment rental outlets such as United Rentals, and retail chains such as The Home
Depot, TrueValue and Do-it Best.

Competition—We believe the worldwide personal protection equipment market, including the sophisticated
safety products market in which we compete, generates annual sales in excess of $20 billion. The industry
supplying this market is broad and highly fragmented with few participants offering a comprehensive line of
safety products. Over the long-term, we believe global demand for safety products will be stable or growing
because purchases of these products are non-discretionary since they protect workers in hazardous and life-
threatening work environments and because their use is often mandated by government and industry regulations.
Moreover, safety products industry revenues reflect the need to consistently replace many safety products that
have limited life spans due to normal wear-and-tear or because they are one-time use products by design.

The safety products market is highly competitive, with participants ranging in size from small companies
focusing on a single type of personal protection equipment to a few large multinational corporations that
manufacture and supply many types of sophisticated safety products. Our main competitors vary by region and
product. We believe that participants in this industry compete primarily on the basis of product characteristics
(such as functional performance, agency approvals, design and style), price, brand name recognition and service.

We believe we compete favorably within each of our operating segments as a result of our high quality and
cost-efficient product offerings and strong brand trust and recognition.

Research and Development—To maintain our position at the forefront of safety equipment technology, we
operate several sophisticated research and development facilities. We believe our dedication and commitment to
innovation and research and development allow us to produce innovative safety products that are often first to
market and exceed industry standards. In 2011, 2010 and 2009, on a global basis, we spent $39.2 million, $32.8
million and $28.8 million, respectively, on research and development. Our primary engineering groups are
located in the United States, Germany, China and, to a lesser extent, France. Our global product development
teams include cross-geographic and cross-functional members from various areas throughout the company,
including research and development, marketing, sales, operations and quality management. These teams are
responsible for setting product line strategy based on their understanding of the markets and the technologies,
opportunities and challenges they foresee in each product area. We believe our team-based, cross-geographic and
cross-functional approach to new product development is a source of competitive advantage. Our approach to the
new product development process allows us to tailor our product offerings and product line strategies to satisfy
distinct customer preferences and industry regulations that vary across our three geographic segments.
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We believe another important aspect of our approach to new product development is that our engineers and
technical associates work closely with the safety industry’s leading standards-setting groups and trade
associations, such as the National Institute for Occupational Safety and Health, or NIOSH, and the National Fire
Protection Association, or NFPA, to develop industry product requirements and standards and anticipate their
impact on our product lines. For example, nearly every consensus standard-setting body around the world that
impacts our product lines has one of our key managers as a voting member. Key members of our management
team understand the impact that these standard-setting organizations have on our new product development
pipeline and devote time and attention to anticipating a new standard’s impact on our sales and operating results.
Because of our technological sophistication, commitment to and membership on global standard-setting bodies,
resource dedication to research and development and unique approach to the new product development process,
we believe we are well-positioned to anticipate and adapt to the needs of changing product standards and gain the
approvals and certifications necessary to meet new government and multinational product regulations.

Patents and Intellectual Property—We own significant intellectual property, including a number of
domestic and foreign patents, patent applications and trademarks related to our products, processes and business.
Although our intellectual property plays an important role in maintaining our competitive position in a number of
markets that we serve, no single patent, or patent application, trademark or license is, in our opinion, of such
value to us that our business would be materially affected by the expiration or termination thereof, other than the
“MSA” trademark. Our patents expire at various times in the future not exceeding 20 years. Our general policy is
to apply for patents on an ongoing basis in the United States and other countries, as appropriate, to perfect our
patent development. In addition to our patents, we have also developed or acquired a substantial body of
manufacturing know-how that we believe provides a significant competitive advantage over our competitors.

Raw Materials and Suppliers—Many of the components of our products are formulated, machined, tooled
or molded in-house from raw materials. For example, we rely on integrated manufacturing capabilities for
breathing apparatus, gas masks, ballistic helmets, hard hats and circuit boards. The primary raw materials that we
source from third parties include rubber, chemical filter media, eye and face protective lenses, air cylinders,
certain metals, electronic components and ballistic resistant and non-ballistic fabrics. We purchase these
materials both domestically and internationally, and we believe our supply sources are both well established and
reliable. We have close vendor relationship programs with the majority of our key raw material suppliers.
Although we generally do not have long-term supply contracts, we have not experienced any significant
problems in obtaining adequate raw materials.

Associates—At December 31, 2011, we had approximately 5,300 associates, approximately 3,200 of whom
were employed by our European and International segments. None of our U.S. associates are subject to the
provisions of a collective bargaining agreement. Some of our associates outside the United States are members of
unions. We have not experienced a work stoppage in over 10 years and believe our relations with our associates
are good.

Available Information—Our internet address is www.MSAsafety.com. We post the following filings on the
Investor Relations page on our website as soon as reasonably practicable after they have been electronically filed
with or furnished to the Securities and Exchange Commission: our annual report on Form 10-K, our quarterly
reports on Form 10-Q, our current reports on Form 8-K and any amendments to those reports filed or furnished
pursuant to Section 13(a) or 15(d) of the Securities Exchange Act of 1934. All such filings on our Investor
Relations web page are available to be viewed on this page free of charge. Information contained on our website
is not part of this annual report on Form 10-K or our other filings with the Securities and Exchange Commission.
The annual report on Form 10-K is also available in print to any shareholder who requests it. Such requests
should be sent to The Chief Financial Officer, 1000 Cranberry Woods Drive, Cranberry Township, PA 16066.



Item 1A. Risk Factors

Unfavorable economic and market conditions could materially and adversely affect our business, results of
operations and financial condition.

We are subject to risks arising from adverse changes in global economic conditions. Although economic
conditions improved in 2011, the global economy remains unstable and we expect economic conditions will
continue to be challenging for the foreseeable future. Adverse changes in economic conditions could result in
declines in revenue, profitability and cash flow due to reduced orders, payment delays, supply chain disruptions
or other factors caused by the economic challenges faced by our customers and suppliers.

A reduction in the spending patterns of government agencies could materially and adversely affect our net
sales, earnings and cash flow.

The demand for our products sold to the fire service market, the homeland security market and to U.S.
government agencies, including the Department of Defense, is, in large part, driven by available government
funding. Approximately 5% of our net sales for the year ended December 31, 2011 were made directly to U.S.
military customers. Government budgets are set annually and we cannot assure you that government funding will
be sustained at the same level in the future. A significant reduction in available government funding could
materially and adversely affect our net sales, earnings and cash flow.

The markets in which we compete are highly competitive, and some of our competitors have greater
financial and other resources than we do. The competitive pressures faced by us could materially and
adversely affect our business, results of operations and financial condition.

The safety products market is highly competitive, with participants ranging in size from small companies
focusing on single types of safety products, to large multinational corporations that manufacture and supply
many types of safety products. Our main competitors vary by region and product. We believe that participants in
this industry compete primarily on the basis of product characteristics (such as functional performance, agency
approvals, design and style), price, brand name trust and recognition and customer service. Some of our
competitors have greater financial and other resources than we do and our business could be adversely affected
by competitors’ new product innovations, technological advances made to competing products and pricing
changes made by us in response to competition from existing or new competitors. We may not be able to
compete successfully against current and future competitors and the competitive pressures faced by us could
materially and adversely affect our business, results of operations and financial condition.

If we fail to introduce successful new products or extend our existing product lines, we may lose our
market position and our financial performance may be materially and adversely affected.

In the safety products market, there are frequent introductions of new products and product line extensions.
If we are unable to identify emerging consumer and technological trends, maintain and improve the
competitiveness of our products and introduce new products, we may lose our market position, which could have
a materially adverse effect on our business, financial condition and results of operations. Although we continue
to invest significant resources in research and development and market research, continued product development
and marketing efforts are subject to the risks inherent in the development of new products and product line
extensions, including development delays, the failure of new products and product line extensions to achieve
anticipated levels of market acceptance and the cost of failed product introductions.

Product liability claims and our inability to collect related insurance receivables could have a materially
adverse effect on our business, operating results and financial condition.

We face an inherent business risk of exposure to product liability claims arising from the alleged failure of
our products to prevent the types of personal injury or death against which they are designed to protect. Although
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we have not experienced any material uninsured losses due to product liability claims, it is possible that we could
experience material losses in the future. In the event any of our products prove to be defective, we could be
required to recall or redesign such products. In addition, we may voluntarily recall or redesign certain products
that could potentially be harmful to end users. A successful claim brought against us in excess of available
insurance coverage, or any claim or product recall that results in significant expense or adverse publicity against
us, could have a materially adverse effect on our business, operating results and financial condition.

In the normal course of business, we make payments to settle product liability claims and for related legal
fees and record receivables for the amounts covered by insurance. Various factors could affect the timing and
amount of recovery of insurance receivables, including: the outcome of negotiations with insurers, legal
proceedings with respect to product liability insurance coverage and the extent to which insurers may become
insolvent in the future. Failure to recover amounts due from our insurance carriers could have a materially
adverse effect on our business, operating results and financial condition.

A failure of our information systems could materially and adversely affect our business, results of
operations and financial condition.

The proper functioning and security of our information systems is critical to the operation of our business.
Our information systems may be vulnerable to damage or disruption from natural or man-made disasters,
computer viruses, power losses, or other system or network failures. In addition, hackers and cybercriminals
could attempt to gain unauthorized access to our information systems with the intent of harming our company or
obtaining sensitive information such as intellectual property, trade secrets, financial and business development
information, and customer and vendor related information. If our information systems or security fail, our
business, results of operations and financial condition could be materially and adversely affected.

Our ability to market and sell our products is subject to existing regulations and standards. Changes in
such regulations and standards or our failure to comply with them could materially and adversely affect
our results of operations.

Most of our products are required to meet performance and test standards designed to protect the health and
safety of people around the world. Our inability to comply with these standards may materially and adversely
affect our results of operations. Changes in regulations could reduce the demand for our products or require us to
reengineer our products, thereby creating opportunities for our competitors. Regulatory approvals for our
products may be delayed or denied for a variety of reasons that are outside of our control. Additionally, market
anticipation of significant new standards can cause customers to accelerate or delay buying decisions.

We have significant international operations and are subject to the risks of doing business in foreign
countries.

We have business operations in over 40 foreign countries. In 2011, approximately half of our net sales were
made by operations located outside the United States. Our international operations are subject to various
political, economic and other risks and uncertainties, which could adversely affect our business. These risks
include the following:

e currency exchange rate fluctuations;

» unexpected changes in regulatory requirements;
» changes in trade policy or tariff regulations;

* changes in tax laws and regulations;

* intellectual property protection difficulties;

« difficulty in collecting accounts receivable;
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» complications in complying with a variety of foreign laws and regulations, some of which may conflict
with U.S. laws;

¢ trade protection measures and price controls;

e trade sanctions and embargos;

¢ nationalization and expropriation;

* increased international instability or potential instability of foreign governments;
* the need to take extra security precautions for our international operations; and

» costs and difficulties in managing culturally and geographically diverse international operations.

Any one or more of these risks could have a negative impact on the success of our international operations
and, thereby, materially and adversely affect our business as a whole.

Our future results are subject to availability of, and fluctuations in the costs of, purchased components
and materials due to market demand, currency exchange risks, material shortages and other factors.

We depend on various components and materials to manufacture our products. Although we have not
experienced any difficulty in obtaining components and materials, it is possible that any of our supplier
relationships could be terminated. Any sustained interruption in our receipt of adequate supplies could have a
materially adverse effect on our business, results of operations and financial condition. We cannot assure you that
we will be able to successfully manage price fluctuations due to market demand, currency risks or material
shortages, or that future price fluctuations will not have a materially adverse effect on our business, results of
operations and financial condition.

If we lose any of our key personnel or are unable to attract, train and retain qualified personnel, our
ability to manage our business and continue our growth would be negatively impacted.

Our success depends in large part on the continued contributions of our key management, engineering and
sales and marketing personnel, many of whom are highly skilled and would be difficult to replace. Our success
also depends on the abilities of new personnel to function effectively, both individually and as a group. If we are
unable to attract, effectively integrate and retain management, engineering or sales and marketing personnel, then
the execution of our growth strategy and our ability to react to changing market requirements may be impeded,
and our business could suffer as a result. Competition for personnel is intense, and we cannot assure you that we
will be successful in attracting and retaining qualified personnel. In addition, we do not currently maintain key
person life insurance.

We are subject to various environmental laws and any violation of these laws could adversely affect our
results of operations.

We are subject to federal, state and local laws, regulations and ordinances relating to the protection of the
environment, including those governing discharges to air and water, handling and disposal practices for solid and
hazardous wastes and the maintenance of a safe workplace. These laws impose penalties for noncompliance and
liability for response costs and certain damages resulting from past and current spills, disposals, or other releases
of hazardous materials. We could incur substantial costs as a result of noncompliance with or liability for cleanup
pursuant to these environmental laws. Environmental laws have changed rapidly in recent years, and we may be
subject to more stringent environmental laws in the future. If more stringent environmental laws are enacted,
these future laws could have a materially adverse effect on our results of operations.
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Our inability to successfully identify, consummate and integrate future acquisitions, or to realize
anticipated cost savings and other benefits could adversely affect our business.

One of our operating strategies is to selectively pursue acquisitions. Any future acquisitions will depend on
our ability to identify suitable acquisition candidates and successfully consummate such acquisitions.
Acquisitions involve a number of risks including:

 failure of the acquired businesses to achieve the results we expect;
» diversion of our management’s attention from operational matters;
* our inability to retain key personnel of the acquired businesses;

» risks associated with unanticipated events or liabilities;

e potential disruption of our existing business; and

» customer dissatisfaction or performance problems at the acquired businesses.

If we are unable to integrate or successfully manage businesses that we have recently acquired or may
acquire in the future, we may not realize anticipated cost savings, improved manufacturing efficiencies and
increased revenue, which may result in materially adverse short- and long-term effects on our operating results,
financial condition and liquidity. Even if we are able to integrate the operations of our acquired businesses into
our operations, we may not realize the full benefits of the cost savings, revenue enhancements or other benefits
that we may have expected at the time of acquisition. In addition, even if we achieve the expected benefits, we
may not be able to achieve them within the anticipated time frame, and such benefits may be offset by costs
incurred in integrating the acquired companies and increases in other expenses.

Because we derive a significant portion of our sales from the operations of our foreign subsidiaries, future
currency exchange rate fluctuations may adversely affect our results of operations and financial condition,
and may affect the comparability of our results between financial periods.

For the year ended December 31, 2011, the operations in our European and International segments
accounted for approximately half of our net sales. The results of our foreign operations are reported in the local
currency and then translated into U.S. dollars at the applicable exchange rates for inclusion in our consolidated
financial statements. The exchange rates between some of these currencies and the U.S. dollar have fluctuated
significantly in recent years, and may continue to do so in the future. In addition, because our financial
statements are stated in U.S. dollars, such fluctuations may affect our results of operations and financial position,
and may affect the comparability of our results between financial periods. We cannot assure you that we will be
able to effectively manage our exchange rate risks or that any volatility in currency exchange rates will not have
a materially adverse effect on our results of operations and financial condition.

Our continued success depends on our ability to protect our intellectual property. If we are unable to
protect our intellectual property, our business could be materially and adversely affected.

Our success depends, in part, on our ability to obtain and enforce patents, maintain trade secret protection
and operate without infringing on the proprietary rights of third parties. We have been issued patents and have
registered trademarks with respect to many of our products, but our competitors could independently develop
similar or superior products or technologies, duplicate any of our designs, trademarks, processes or other
intellectual property or design around any processes or designs on which we have or may obtain patents or
trademark protection. In addition, it is possible that third parties may have, or will acquire, licenses for patents or
trademarks that we may use or desire to use, so that we may need to acquire licenses to, or to contest the validity
of, such patents or trademarks of third parties. Such licenses may not be made available to us on acceptable
terms, if at all, and we may not prevail in contesting the validity of third party rights.
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We also protect trade secrets, know-how and other confidential information against unauthorized use by
others or disclosure by persons who have access to them, such as our employees, through contractual
. arrangements. These agreements may not provide meaningful protection for our trade secrets, know-how or other
proprietary information in the event of any unauthorized use, misappropriation or disclosure of such trade
secrets, know-how or other proprietary information. If we are unable to maintain the proprietary nature of our
technologies, our results of operations and financial condition could be materially and adversely affected.

If we fail to meet our debt service requirements or the restrictive covenants in our debt agreements or if
interest rates increase, our results of operations and financial condition could be materially and adversely
affected.

We have a substantial amount of debt upon which we are required to make scheduled interest and principal
payments and we may incur additional debt in the future. A significant portion of our debt bears interest at
variable rates that may increase in the future. Our debt agreements require us to comply with certain restrictive
covenants. If we are unable to generate sufficient cash to service our debt or if interest rates increase, our results
of operations and financial condition could be materially and adversely affected. Additionally, a failure to
comply with the restrictive covenants contained in our debt agreements could result in a default, which if not
waived by our lenders, could substantially increase borrowing costs and require accelerated repayment of our
debt. We were in compliance with the restrictive covenants in our debt agreements as of December 31, 2011.

Item 1B. Unresolved Staff Comments

None.

Item 2. Properties

Our principal executive offices are located at 1000 Cranberry Woods Drive, Cranberry Township, PA 16066
in a 212,000 square-foot building owned by us. We own or lease our primary facilities in the United States and in
a number of other countries. We believe that all of our facilities, including the manufacturing facilities, are in
good repair and in suitable condition for the purposes for which they are used.
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The following table sets forth a list of our primary facilities:

Location

North America
Murrysville, PA
Cranberry Twp., PA

Jacksonville, NC
Queretaro, Mexico
Cranberry Twp., PA
Lake Forest, CA

Corona, CA
Torreon, Mexico
Newport, VT
Bowling Green, KY

Lake Forest, CA
Toronto, Canada

Europe
Berlin, Germany

Chatillon sur Chalaronne, France

Glasgow, Scotland
Milan, Italy
Mohammedia, Morocco
Galway, Ireland
Varnamo, Sweden
Ballerup, Denmark

International
Suzhou, China

Johannesburg, South Africa
Sydney, Australia

Sao Paulo, Brazil

Lima, Peru

Santiago, Chile

Rajarhat, India

Buenos Aires, Argentina

Item 3. Legal Proceedings

Function

Manufacturing

Office, Research and Development and
Manufacturing

Manufacturing

Office, Manufacturing and Distribution

Research and Development

Office, Research and Development and
Manufacturing

Manufacturing

Office

Manufacturing

Office, Research and Development and
Manufacturing

Office

Distribution

Office, Research and Development, Manufacturing
and Distribution

Office, Research and Development, Manufacturing
and Distribution

Office

Office and Distribution

Manufacturing

Office and Manufacturing

Office, Manufacturing and Distribution

Office and Manufacturing

Office, Research and Development, Manufacturing
and Distribution

Office, Manufacturing and Distribution

Office, Manufacturing and Distribution

Office, Manufacturing and Distribution

Office and Distribution

Office and Distribution

Office and Distribution

Office and Distribution

Owned
Square Feet or Leased
295,000 Owned
212,000 Owned
107,000 Owned
77,000 Leased
68,000 Owned
62,000 Leased
19,000 Leased
15,000 Leased
12,000 Leased
7,000 Leased
6,000 Owned
5,000 Leased
340,000 Leased
94,000 Owned
25,000 Leased
25,000 Owned
24,000 Owned
20,000 Owned
18,000 Leased
10,000 Leased
193,000 Owned
74,000 Leased
84,000 Owned
74,000 Owned
34,000 Owned
32,000 Leased
10,000 Leased
9,000 Owned

We categorize the product liability losses that we experience into two main categories, single incident and
cumulative trauma. Single incident product liability claims are discrete incidents that are typically known to us
when they occur and involve observable injuries and, therefore, more quantifiable damages. Therefore, we
maintain a reserve for single incident product liability claims based on expected settlement costs for pending
claims and an estimate of costs for unreported claims derived from experience, sales volumes and other relevant

information. Our reserve for single incident product liability claims was $4.7 million and $5.2 million at

December 31, 2011 and 2010, respectively. Single incident product liability expense during the years ended
December 31, 2011, 2010 and 2009 was $1.5 million, $0.2 million and $0.5 million, respectively. We evaluate
our single incident product liability exposures on an ongoing basis and make adjustments to the reserve as new

information becomes available.
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Cumulative trauma product liability claims involve exposures to harmful substances (e.g., silica, asbestos
and coal dust) that occurred many years ago and may have developed over long periods of time into diseases
such as silicosis, asbestosis or coal worker’s pneumoconiosis. We are presently named as a defendant in 2,321
lawsuits in which plaintiffs allege to have contracted certain cumulative trauma diseases related to exposure to
silica, asbestos, and/or coal dust. These lawsuits mainly involve respiratory protection products allegedly
manufactured and sold by us. We are unable to estimate total damages sought in these lawsuits as they generally
do not specify the injuries alleged or the amount of damages sought, and potentially involve multiple defendants.

Cumulative trauma product liability litigation is difficult to predict. In our experience, until late in a lawsuit,
we cannot reasonably determine whether it is probable that any given cumulative trauma lawsuit will ultimately
result in a liability. This uncertainty is caused by many factors, including the following: cumulative trauma
complaints generally do not provide information sufficient to determine if a loss is probable; cumulative trauma
litigation is inherently unpredictable and information is often insufficient to determine if a lawsuit will develop
into an actively litigated case; and even when a case is actively litigated, it is often difficult to determine if the
lawsuit will be dismissed or otherwise resolved until late in the lawsuit. Moreover, even once it is probable that
such a lawsuit will result in a loss, it is difficult to reasonably estimate the amount of actual loss that will be
incurred. These amounts are highly variable and turn on a case-by-case analysis of the relevant facts, which are
often not learned until late in the lawsuit.

Because of these factors, we cannot reliably determine our potential liability for such claims until late in the
lawsuit. We, therefore, do not record cumulative trauma product liability losses when a lawsuit is filed, but
rather, when we learn sufficient information to determine that it is probable that we will incur a loss and the
amount of loss can be reasonably estimated. We record expenses for defense costs associated with open
cumulative trauma product liability lawsuits as incurred.

We cannot estimate any amount or range of possible losses related to resolving pending and future
cumulative trauma product liability claims that we may face because of the factors described above. As new
information about cumulative trauma product liability cases and future developments becomes available, we
reassess our potential exposures.

A summary of cumulative trauma product liability claims activity follows:

2011 2010 2009

Openclaims,January 1 ........... ... ..o i, 1,900 2,480 2,550
New claims . ... ..ottt 479 260 220
Settled and dismissed claims .............. ... i, (58) (840) (290)
Open claims, December 31 .....................c.ciienn. 2,321 1,900 2,480

With some common contract exclusions, we maintain insurance for cumulative trauma product liability
claims. We have purchased insurance policies from over 20 different insurance carriers that provide coverage for
cumulative trauma product liability losses and related defense costs. In the normal course of business, we make
payments to settle product liability claims and for related defense costs. We record receivables for the amounts
that are covered by insurance. The available limits of these policies are many times our recorded insurance
receivable balance.

Various factors could affect the timing and amount of recovery of our insurance receivables, including the
outcome of negotiations with insurers, legal proceedings with respect to product liability insurance coverage and

the extent to which insurers may become insolvent in the future.

Our insurance receivables at December 31, 2011 and 2010 totaled $112.1 million and $89.0 million,
respectively, all of which is reported in other non-current assets.
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A summary of insurance receivable balances and activity related to cumulative trauma product liability
losses follows:

(In millions) 2011 2010 2009
BalanceJanuary 1 ..........covieiiiin e, $ 8.0 $91.7 $60.6
AddIHONS . ..ottt i v ittt e et i e 35.6 30.9 33.1
Collections and settlements ...........c.cvieiinnnnennnn. (12.5) (33.6) 2.0)
Balance December 31 ........ ... it 112.1 89.0 91.7

Additions to insurance receivables in the above table represent insured cumulative trauma product liability
losses and related defense costs. Uninsured cumulative trauma product liability losses during the years ended
December 31, 2011, 2010 and 2009 were $1.1 million, $0.2 million and $1.7 million, respectively.

Our aggregate cumulative trauma product liability losses and administrative and defense costs for the three
years ended December 31, 2011, totaled approximately $102.7 million, substantially all of which was insured.

We believe that the increase in the insurance receivable balance that we have experienced since 2005 is
primarily due to disagreements among our insurance carriers, and consequently with us, as to when their
individual obligations to pay us are triggered and the amount of each insurer’s obligation, as compared to other
insurers. We believe that our insurers do not contest that they have issued policies to us or that these policies
cover cumulative trauma product liability claims. We believe that our ability to successfully resolve our
insurance litigation with various insurance carriers during 2011 and 2010 demonstrates that we had strong legal
positions concerning our rights to coverage.

We regularly evaluate the collectability of the insurance receivables and record the amounts that we
conclude are probable of collection. Our conclusions are based on our analysis of the terms of the underlying
insurance policies, our experience in successfully recovering cumulative trauma product liability claims from our
insurers under other policies, the financial ability of our insurance carriers to pay the claims, our understanding
and interpretation of the relevant facts and applicable law and the advice of legal counsel, who believe that our
insurers are required to provide coverage based on the terms of the policies.

Although the outcome of cumulative trauma product liability matters cannot be predicted with certainty and
unfavorable resolutions could materially affect our results of operations on a quarter-to-quarter basis, based on
information currently available and the amounts of insurance coverage available to us, we believe that the
disposition of cumulative trauma product liability lawsuits that are pending against us will not have a materially
adverse effect on our future results of operations, financial condition, or liquidity.

We are currently involved in coverage litigation with The North River Insurance Company (North River).
We have sued North River in the United States District Court for the Western District of Pennsylvania, alleging
that North River breached one insurance policy by failing to pay amounts owed to us and that its refusal to pay
constitutes bad faith. The case was assigned to the Court’s mandatory Alternative Dispute Resolution program, in
an attempt to resolve the dispute. The mediation was unsuccessful and the case will proceed to trial. We believe
that North River’s refusal to indemnify us under the policy for product liability losses and legal fees paid by us is
wholly contrary to Pennsylvania law and we are vigorously pursuing the legal actions necessary to collect all
amounts.

In April 2010, North River filed a complaint against us and two excess insurance carriers in the Court of
Common Pleas of Allegheny County, Pennsylvania seeking a declaratory judgment concerning their
responsibilities under three additional policies shared with Northbrook Insurance Company. We filed a motion to
dismiss the declaratory judgment claim and a counter claim for breach of contract against North River and the
two excess carriers. The court stayed the declaratory judgment claim and the breach of contract claim is now in
discovery. We believe that Pennsylvania law supports our position that North River has insurance responsibilities
to indemnify us against various product liability losses to the full limits of these policies.
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In May 2010, we resolved coverage litigation with Century Indemnity Company through a negotiated
settlement. As part of this settlement, both parties dismissed all claims against one another under the previously-
filed coverage litigation. The settlement did not have an impact on our operating results.

In July 2010, we resolved coverage litigation with Columbia Casualty Company on some of their policies
through a negotiated settlement. As part of this settlement, both parties dismissed all claims against one another
under the previously-filed coverage litigation. The settlement did not have an impact on our operating results.

In July 2010, we filed a complaint in the Superior Court of the State of Delaware seeking declaratory and
other relief from the majority of our excess insurance carriers concerning the future rights and obligations of MSA
and our excess insurance carriers under various insurance policies. The reason for this insurance coverage action
is to secure a comprehensive resolution of our rights under the insurance policies issued by our insurers.

In December 2010, North River filed a motion to dismiss or stay the Delaware action asserting that the
previously-discussed cases in the United States District Court for the Western District of Pennsylvania and the
Court of Common Pleas of Allegheny County, Pennsylvania were capable of resolving the claims presented in the
Superior Court of the State of Delaware action. In January 2011, the Superior Court of the State of Delaware
granted North River’s motion to stay the Delaware insurance coverage action, pending resolution of the ongoing
actions in the United States District Court for the Western District of Pennsylvania and the Court of Common
Please of Allegheny County, Pennsylvania. We appealed the trial court’s decision to stay this case and our appeal
was denied. We continue to seek removal of the stay.

Item 4. Mine Safety Disclosures
Not applicable.

Executive Officers of the Registrant

The following sets forth the names and ages of our executive officers as of February 22, 2012, indicating all
positions held during the past five years:

Name Age Title

William M. Lambert® .. ... -5? President and Chief Executive Ofﬁcer:nce May 2008.

Joseph A. Bigler® . ........ 62 Vice President and President, MSA North America since May 2007.

Kerry M. Bove® .......... 53 President, MSA International, Asia-Pacific Zone and Africa/Latin America
Zone since November 2011.

Ronald N. Herring, Jr.@ . ... 51 President, MSA International, Western Europe Zone and Middle Eurasia
Zone since November 2011.

Douglas K. McClaine ..... 54 Vice President, Secretary and General Counsel.

Thomas Muschter® . . ... ... 51 Vice President, Global Product Leadership since November 2011.

Paul R. Uhler® . .......... 53  Vice President, Global Human Resources since May 2007.

Markus H. Weber® ... ..... 47 Vice President and Chief Information Officer since April 2010.

Dennis L. Zeitler® ........ 63 Senior Vice President, Chief Financial Officer and Treasurer since June 2007.

(a) Prior to his present position, Mr. Lambert held the positions of President and Chief Operating Officer; Vice
President and President, MSA North America; and Vice President and General Manager of the Safety
Products Division.

(b) Prior to his present position, Mr. Bigler was Vice President, primarily responsible for North American Sales
and Distribution.
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(e)

®)

(@

(h)

Prior to his present position, Mr. Bove held the positions of Vice President, Global Operational Excellence;
and Vice President, primarily responsible for Global Manufacturing Operations and Materials Management.

Prior to his present position, Mr. Herring held the positions of Vice President, Global Product Leadership;
and Vice President, primarily responsible for Global Marketing, Research and Engineering and Quality
Assurance.

Prior to his present position, Mr. Muschter held the positions of Director, Research & Development,
International; Director, Research & Development, Europe; and chemist.

Prior to his present position, Mr. Uhler was Vice President, primarily responsible for North American
Human Resources and Corporate Communications.

Prior to joining MSA, Mr. Weber served as Chief Information Officer of Berlin-Chemie AG, an
international research-based pharmaceutical company.

Prior to his present position, Mr. Zeitler was Vice President, Chief Financial Officer and Treasurer.
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PART II

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

Our common stock is traded on the New York Stock Exchange under the symbol “MSA”. Stock price
ranges and dividends declared were as follows:

Price Range of Our
Common Stock
High Low Dividends

Year ended December 31, 2010

First Quarter . . .....ovti et i $28.21 $22.79 $0.24
SecondQuarter ...........c.c.iiiiiiiiiiiiii, 30.93 24.67 0.25
Third Quarter . .. ... ..covivin ettt 27.77 22.40 0.25
FourthQuarter ............c. it .. 32.62 26.28 0.25
Year ended December 31, 2011

First QUarter . . ... ove it iiie ettt $36.98  $29.69 $0.25
Second QUarter .............c..oiiiiiieiineaa, 4091 32.85 0.26
Third QUarter . .. ......viriiie it iieeaenaennn 39.15 25.51 0.26
Fourth Quarter . ........ccuvirvineineunenennennennn 35.74 24.50 0.26

On February 14, 2012, there were 452 registered holders of our shares of common stock.

Issuer Purchases of Equity Securities

Total Number Maximum

of Shares Number of
Purchased as Shares that
Part of May Yet Be

Total Publicly Purchased

Number of Average Announced Under the

Shares Price Paid Plans or Plans or

Period Purchased Per Share Programs Programs
October 1—October 31,2011 ............. _ $— — 1,451,571
November 1—November 30, 2011 ......... — — — 1,382,743
December 1—December 31,2011 .......... — — — 1,470,417

In November 2005, the Board of Directors authorized the purchase of up to $100 million of common stock
from time-to-time in private transactions and on the open market. The share purchase program has no expiration
date. The maximum shares that may yet be purchased is calculated based on the dollars remaining under the
program and the respective month-end closing share price.

We do not have any other share purchase programs.
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Comparison of Five-Year Cumulative Total Return

Set forth below are a line graph and table comparing the cumulative total returns (assuming reinvestment of
dividends) for the five years ended December 31, 2011 of $100 invested on December 31, 2006 in each of Mine
Safety Appliances Company common stock, the Standard & Poor’s 500 Composite Index and the Russell 2000

Index. Because our competitors are principally privately held concerns or subsidiaries or divisions of
corporations engaged in multiple lines of business, we do not believe it feasible to construct a peer group

comparison on an industry or line-of-business basis. The Russell 2000 Index, while including corporations both
larger and smaller than MSA in terms of market capitalization, is composed of corporations with an average

market capitalization similar to us.

COMPARISON OF 5§ YEAR CUMULATIVE TOTAL RETURN*
Among Mine Safety Appliance Company, the S&P 500 Index,
and the Russell 2000 Index

$160 -

$140

$120 -

$100

$20 -

12/06 12/07 12/08 12/09 12110

12111

—8— Mine Safety Appliances Company — & —S&P 500 - -© - -Russell 2000

* $100 invested on 12/13/06 in stock or index, including reinvestment of dividends. Fiscal year ending

December 31.

Copyright®© 2012 S&P, a division of The McGraw-Hill Companies Inc. All rights reserved.

Value at December 31
2006 2007 2008 2009 2010 2011
MSA ............... $100.00 $14421 $68.26 $78.88 $ 96.19 $105.54
S&P500 ............ 100.00 105.49 66.46 84.05 96.71 98.75
Russell 2000 ......... 100.00 98.43 65.18 82.89 105.14 100.75

Copyright © 2012, Standard & Poor’s, a division of The McGraw-Hill Companies, Inc. All rights reserved.
(www.researchdatagroup.com/S&P .htm)
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Item 6. Selected Financial Data

(In thousands, except as noted) 2011 2010@ 2009 2008 2007

Statement of Income Data:

Netsales® ...............ccoiiiiiiann. $1,173,227 $ 976,631 $909,991 $1,134,282 $ 990,252

Net income attributable to Mine Safety

Appliances Company® ................ 69,852 38,104 43,295 70,422 67,588

Earnings per Share Data:

Basic per common share (in dollars)® . ... ... $ 191 $ 106 $ 121 §$ 198 § 1.89

Diluted per common share (in dollars)@® ... .. 1.87 1.05 1.21 1.96 1.86

Dividends paid per common share

(indoMars) ............. ...l 1.03 .99 .96 94 .84

Weighted average common shares

outstanding—basic .................... 36,221 35,880 35,668 35,593 35,651

Balance Sheet Data:

Total @ssets . ........ovvenivinnneenenns $1,115,052 $1,197,188 $875,228 $ 875,810 $1,016,306

Long-termdebt® ....................... 334,046 367,094 82,114 94,082 103,726

Mine Safety Appliances Company

shareholders’ equity ................... 433,666 451,368 436,616 393,766 461,531

(a) Includes General Monitors from the date of acquisition on October 13, 2010.

(b) For discussion of changes between 2011, 2010 and 2009 see Item 7. Management’s Discussion and Analysis
of Financial Condition and Results of Operations. The decrease in sales from 2008 to 2009 was primarily
due to the effects of the economic recession, lower military sales and unfavorable currency translation
effects. The increase in sales from 2007 to 2008 was primarily due to strong military sales and favorable
currency translation effects.

(¢) For discussion of changes between 2011, 2010 and 2009 see Item 7. Management’s Discussion and Analysis
of Financial Conditions and Results of Operations. The decrease in net income for 2008 to 2009 was
primarily related to lower sales. The increase in net income from 2007 to 2008 was primarily related to
higher sales, partially offset by lower gains on sales of property. Net income for 2007 included after tax
gains of $7.7 million on property sales.

(d) See Note 6 to the Financial Statements for the basis of calculating earnings per share.

(e) The increase in long-term debt in 2010 related to the acquisition of General Monitors on October 13, 2010.

Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations

The following discussion and analysis should be read in conjunction with the historical financial statements

and other financial information included elsewhere in this annual report on Form 10-K. This discussion may
contain forward-looking statements that involve risks and uncertainties. The forward-looking statements are not
historical facts, but rather are based on current expectations, estimates, assumptions and projections about our
industry, business and future financial results. Our actual results could differ materially from the results
contemplated by these forward-looking statements due to a number of factors, including those discussed in the
sections of this annual report entitled “Forward-Looking Statements” and “Risk Factors.”
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BUSINESS OVERVIEW

We are a global leader in the development, manufacture and supply of products that protect people’s health
and safety. Our safety products typically integrate any combination of electronics, mechanical systems and
advanced materials to protect users against hazardous or life threatening situations. Our comprehensive lines of
safety products are used by workers around the world in the fire service, oil, gas, and petrochemical, mining,
construction and other industries, as well as the military and homeland security. We are committed to providing
our customers with service unmatched in the safety industry and, in the process, enhancing our ability to provide
a growing line of safety solutions for customers in key global markets.

We tailor our product offerings and distribution strategy to satisfy distinct customer preferences that vary
across geographic regions. We believe that we best serve these customer preferences by organizing our business
into three reportable geographic segments: North America, Europe and International. Each segment includes a
number of operating companies. In 2011, 48%, 24% and 28% of our net sales were made by our North American,
European and International segments, respectively.

North America. Our largest manufacturing and research and development facilities are located in the United
States. We serve our North American markets with sales and distribution functions in the U.S., Canada and
Mexico.

Europe. Our European segment includes companies in most Western European countries and a number of
Eastern European and Middle Eastern locations. Our largest European companies, based in Germany and France,
develop, manufacture and sell a wide variety of products. Operations in other European countries focus primarily
on sales and distribution in their respective home country markets. While some of these companies may perform
limited production, most of their sales are of products that are manufactured in our plants in Germany, France,
the U.S. and China, or are purchased from third party vendors.

International. Our International segment includes companies in South America, Africa and the Asia Pacific
region, some of which are in developing regions of the world. Principal International segment manufacturing
operations are located in Australia, Brazil, China and South Africa. These companies manufacture products that
are sold primarily in each company’s home country and regional markets. The other companies in the
International segment focus primarily on sales and distribution in their respective home country markets. While
some of these companies may perform limited production, most of their sales are of products that are
manufactured in our plants in China, Germany, France and the U.S., or are purchased from third party vendors.

ACQUISITIONS

In October 2010, we strengthened our presence in oil, gas and petrochemical markets by acquiring General
Monitors, Inc. (GMI) of Lake Forest, California and its affiliated companies, General Monitors Ireland Limited
(GMIL) and General Monitors Transnational, LLC (GMT), collectively referred to as General Monitors. General
Monitors is a leading innovator and developer of advanced flame and gas detection systems that are used in a
broad range of oil and gas exploration and refining applications and in diverse industrial plant settings. In
addition to providing us with greater access to the global oil and gas market, we believe the acquisition
significantly enhances our long-term corporate strategy in fixed gas detection by providing us with world-class
research and development talent and an industry leading product line.
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RESULTS OF OPERATIONS
Year Ended December 31, 2011 Compared to Year Ended December 31, 2010

Net sales. Net sales for the year ended December 31, 2011 were $1,173.2 million, an increase of $196.6
million, or 20%, from $976.6 million for the year ended December 31, 2010.

Dollar Percent
(Dollars in millions) 2011 2010 Increase Increase
NOrth AMETICA ..o ovt ettt ittt $561.1 $464.0 $97.1 21%
BUurope . .. ..o 286.8 251.1 35.7 14
International .............. . ... ... i, 325.3 261.5 63.8 24

Net sales by the North American segment were $561.1 million for the year ended December 31, 2011, an
increase of $97.1 million, or 21%, compared to $464.0 million for the year ended December 31, 2010. North
American sales for the year ended December 31, 2011 included $60.4 million of General Monitors sales
compared to $12.1 million in the year ended December 31, 2010. During the year ended December 31, 2011, we
saw growing demand in oil and gas and other core industrial markets, resulting in higher shipments of
instruments (excluding General Monitors), head protection and fall protection, up $11.8 million, $6.0 million and
$5.2 million, respectively. Sales of the Advanced Combat Helmet (ACH) were $27.2 million higher in the
current year, as we continued to ship on the current contract.

Net sales of our European segment were $286.8 million for the year ended December 31, 2011, an increase
of $35.7 million, or 14%, from $251.1 million for the year ended December 31, 2010. Net sales in the European
segment included $25.8 million of General Monitor sales for the year ended December 31, 2011, compared to
$4.2 million in the year ended December 31, 2010. Excluding General monitors, local currency sales in Europe
decreased $1.0 million for the year ended December 31, 2011. The decrease occurred primarily in Western
Europe where local currency sales were down $8.6 million reflecting lower shipments of gas masks, fire helmets
and ballistic helmets, partially offset by higher shipments of SCBAs and instruments. Lower local currency sales
in Western Europe were partially offset by a $7.6 million increase in sales in Eastern Europe and the Middle East
due to higher shipments of SCBAs, instruments and ballistic helmets to the fire service, industrial and military
markets. Favorable translation effects of stronger European currencies, particularly the euro, increased current
year European segment sales, when stated in U.S. dollars, by approximately $15.1 million.

Net sales of our International segment were $325.3 million for the year ended December 31, 2011, an increase of
$63.8 million, or 24%, compared to $261.5 million for the year ended December 31, 2010. Local currency sales in the
International segment increased $49.1 million during the year ended December 31, 2011. The increase in sales was due
to strong demand in the mining, fire service and core industrial markets. The sales increase was most notably related to
increased shipments of SCBA’s, head eye and face protection and gas detection products, which increased by $9.3
million, $13.4 million and $8.9 million, respectively. Sales growth was fueled mainly by market growth in Latin
America and China. Currency translation effects increased International segment sales, when stated in U.S. dollars, by
$14.7 million, reflecting a strengthening of the Australian dollar, South African rand and Brazilian real.

Cost of products sold. Cost of products sold was $703.0 million for the year ended December 31, 2011, an
increase of $96.5 million, or 16%, from $606.5 million for the year ended December 31, 2010. The increase was
driven by higher sales. Cost of products sold as a percentage of sales was 59.9% in the year ended December 31,
2011 compared to 62.1% in 2010. Lower cost of products sold as a percentage of sales in the current year was
due to control over manufacturing cost and the addition of General Monitors.

Cost of products sold and operating expenses include net periodic pension benefit costs and credits. Pension
credits, combined with pension costs, resulted in net pension credits for the year ended December 31, 2011 of
$5.0 million, of which credits of $4.0 million, $0.2 million and $0.8 million were included in cost
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of products sold, selling, general and administrative expenses and research and development expenses,
respectively. Pension credits, combined with pension costs, resulted in net pension credits for the year ended
December 31, 2010 of $7.3 million, of which credits of $5.3 million, $1.0 million and $1.0 million were included
in cost of products sold, selling, general and administrative expenses and research and development expenses,
respectively. Future net pension credits can be volatile depending on the future performance of plan assets,
changes in actuarial assumptions regarding such factors as the selection of discount rates and rates of return on
plan assets, changes in the amortization levels of actuarial gains and losses, plan amendments affecting benefit
pay-out levels, and profile changes in the participant populations being valued. Changes in any of these factors
could cause net pension credits to change. To the extent net pension credits decline in the future, our net income
would be adversely affected.

Gross profit. Gross profit for the year ended December 31, 2011 was $470.2 million, an increase of $100.1
million, or 27%, from $370.1 million for the year ended December 31, 2010. The ratio of gross profit to sales
was 40.1% in 2011 compared to 37.9% in 2010. The higher gross profit ratio in 2011 was primarily related to
improved pricing, control over manufacturing costs, and the addition of General Monitors.

Selling, general and administrative expenses. Selling, general and administrative expenses for the year
ended December 31, 2011 were $306.4 million, an increase of $43.5 million, or 17%, from $262.9 million for the
year ended December 31, 2010. Selling, general and administrative expenses were 26.1% of sales in 2011
compared to 26.9% of sales in 2010. North American segment selling general and administrative expenses were
up $25.0 million, including an increase of $14.4 million at General Monitors. The remainder of the increase in
North American segment selling, general and administrative expenses was primarily related to legal fees
associated with our insurance receivable, higher insurance expense due to increased coverage limits and higher
selling expenses to support sales growth. Local currency selling, general and administrative expenses in the
European segment were up $1.3 million, reflecting $2.6 million of additional General Monitors selling, general
and administrative expenses, partially offset by a $1.3 million decrease at other European companies. Local
currency selling, general and administrative expenses in the International segment increased $11.6 million,
primarily to support the increased sales volume. Currency exchange effects increased European and International
segment administrative expenses for the year ended December 31, 2011, when stated in U.S. dollars, by $8.2
million, primarily related to the strengthening of the euro, Australian dollar, South African rand and Brazilian
Real.

Research and development expenses. Research and development expenses were $39.2 million for the year
ended December 31, 2011, an increase of $6.4 million, or 20%, from $32.8 million for the year ended
December 31, 2010. The increase includes $3.3 million of additional General Monitors research and development
expense. The remainder of the increase reflects our ongoing focus on developing innovative new products.

Restructuring and other charges. For the year ended December 31, 2011, we recorded charges of $8.6
million ($5.7 million after tax). European segment charges of $5.8 million for the year ended December 31,
2011, related primarily to staff reductions in Germany, France and Spain and the transfer of certain production
activities to China. North American segment charges for the year ended December 31, 2011 of $1.7 million
included costs associated with the relocation of certain administrative and production activities. International
segment charges for the year ended December 31, 2011 of $1.1 million were related primarily to severance costs
associated with the relocation of our Wuxi, China operations to Suzhou, China.

For the year ended December 31, 2010, we recorded charges of $14.1 million ($9.6 million after tax). North
American segment charges of $3.8 million included stay bonuses and other costs associated with the transfer of
certain production and administrative activities. European segment charges of $8.8 million related primarily to a
focused voluntary retirement incentive program in Germany and severance costs associated with staff reductions.
International segment charges of $1.5 million were primarily for severance costs related to staff reductions in
South Africa and China.
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Interest expense. Interest expense for the year ended December 31, 2011 was $14.1 million, an increase of
$5.4 million, or 62%, from $8.7 million for the year ended December 31, 2010. The increase was primarily due
to higher borrowings associated with the acquisition of General Monitors in October 2010.

Income tax provision. Our effective tax rate for the year ended December 31, 2011 was 33.2% compared to
31.9% for the year ended December 31, 2010. The higher effective tax rate for the year was primarily related to a
lower domestic activities production deduction and research and development tax credit as a percentage of pretax
income, partially offset by the recognition of deferred tax assets on net operating loss carryforwards in Asia.

Net income attributable to Mine Safety Appliances Company. Net income for the year ended December 31,
2011 was $69.9 million, an increase of $31.8 million, or 83%, from net income for the year ended December 31,
2010 of $38.1 million. Basic earnings per share of common stock was $1.91 in 2011 compared to $1.06 in 2010,
an increase of 85 cents per share, or 80%.

North American segment net income for the year ended December 31, 2011 was $57.9 million, an improvement of
$13.3 million, or 30%, from $44.6 million for the year ended December 31, 2010. North American segment net income
includes $9.5 million of General Monitors net income for the year ended December 31, 2011 compared to $0.2 million for
the year ended December 31, 2010. The remainder of the increase in North American segment net income was primarily
related to improved sales and gross profits, partially offset by the previously discussed increase in selling general and
administrative expenses and research and development expense.

European segment net income for the year ended December 31, 2011 was $7.3 million, an improvement of
$12.7 million, from a net loss of $5.4 million for the year ended December 31, 2010. The improvement in
European segment net income includes $6.6 million of General Monitors net income. The remainder of the
improvement in European segment results for the current year was primarily due to