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From aerospace, oil and gas, heavy equipment and mining equipment to solar,
wind and nuclear power generation, most of our customers’ end-use markets
showed increased business activity in 2010. The improving global economic
environment, combined with our strong financial foundation and our strategic
focus on becoming a specialty solutions company, gives us confidence that
we are positioned for growth in 2011 and beyond.

Corporate Profile

Founded in 1890, A. M. Castle & Co. is a global distributor of specialty metal and
plastic products and supply chain services, principally serving the producer durable
equipment sector of the economy. Its customer base includes many Fortune 500
companies as well as thousands of medium and smaller-sized firms spread across

a variety of industries. Within its metals business, it specializes in the distribution of
alloy and stainless steels; nickel alloys; aluminum and carbon. Through its subsidiary,
Total Plastics, Inc., the Company also distributes a broad range of value-added

industrial plastics. Together, Castle and its affiliated companies operate out of
approximately 60 locations throughout North America, Europe and Asia. Its common
stock is traded on the New York Stock Exchange under the ticker symbol “CAS”.




The Year

(amounts in thousands, except per share data) %
For Fiscal Years Ended December 31, 2010 2009 Change
Operating Results
Net sales $943,706 $ 812,638 16.1%
EBITDA 16,896 (15,436) 209.5%
Net loss (5,640) (26,903) 79.0%
Diluted loss per share (0.25) (1.18) 78.8%
Balance Sheet
Total assets 529,352 558,001 -5.1%
Total debt 69,139 89,184 -22.5%
Total equity 313,459 318,208 -1.5%
Weighted average dilutive shares outstanding 22,708 22,862
Selected Ratios
Current ratio 2.7 2.6
Debt-to-capital ratio 18.1% 21.9%

Net Sales
dollars in millions

$1501.0
$1420.4
$1,177.6

$943.7
$812.6

Net (Loss) Income,
as adjusted
dollars in millions

$54.2
$51.2

$41.8*

EBITDA, as adjusted
dollars in millions

$116.2

$110.0
I I $95.2*

$16.9

Debt-to-Capital
in percent

51.2%

25.2%

21.9%
18.3% I I 18.1%

Year End Stock Price
in dollars

$27.19
$25.45

$18.41

$13.69

$10.83 I

06 07 08 09 10

06 07 08 09 10
$(5.6)

$(25.5)

06 07 08 ﬂ 10
$(14.1)*

06 07 08 09 10

06 07 08 09 10

*Excludes non-cash charge of $1,357 and $58,860 for impairment of the carrying value of goodwill in the years 2009 and 2008, respectively.

Non-GAAP financial information provided should be considered supplemental to, and not as a substitute for, or superior to, financial measures calculated
in accordance with GAAP. However, we believe that non-GAAP reporting, giving effect to the adjustments shown in the footnote, provide meaningful
information and therefore we use it to supplement our GAAP guidance. Management often uses this information to assess and measure the performance

of the Company. We have chosen to provide this supplemental information to investors, analysts and other interested parties to enable them to
perform additional analyses of operating results, to illustrate the results of operations giving effect to the non-GAAP adjustments and to provide

an additional measure of performance.

The Company believes that the use and presentation of EBITDA, which is defined by the Company as income before provision for income taxes
(2010: $(3,101); 2009: $(16,264); 2008: $20,690; 2007: $31,294; 2006 $33,330) plus depreciation and amortization (2010: $20,649, 2009: $21,291;
2008: $23,327; 2007: $20,177; 2006: $13,290), and interest expense (2010: $5,189; 2009: $6,603; 2008: $10,214; 2007: $13,299; 2006: $9,402),
less interest income (2010: $201; 2009: $163; 2008: $841; 2007: $400; 2006: $1,100), is widely used by the investment community for evaluation purposes
and provides the investors, analysts and other interested parties with additional information in analyzing the Company’s operating results. The Company
recorded a non-cash goodwill impairment charge in the fourth quarter of 2009 and 2008 relating to its Metals segment. The Company believes that
excluding this charge will provide investors with a basis to compare the Company’s core operating results in different periods without this variability.
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To Our Shareholders

By every measure, 2010 proved to be a significantly better year than we anticipated.
Most of our end-use markets showed increased business activity. The general industrial
markets led the recovery, followed by heavy equipment and mining equipment.

After a flat first half, oil and gas surged in the second half of the year, while aerospace
produced a modest recovery. Notably, we exceeded our 2010 targets for revenue growth,
EBITDA (which is defined by the Company as income before income taxes plus depreciation
and amortization, and interest expense, less interest income), safety and working capital.
We unveiled a comprehensive new initiative to renew and strengthen our commitment to
providing a best-in-class Customer Experience. And we strengthened our financial foundation,
ending the year with reduced debt and significant borrowing capacity. So, with an improved
economic environment and traction from our own initiatives, we believe we are well positioned

for growth in the years to come.
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Michael H. Goldberg

President and Chief Executive Officer

2010 Operating Results

Consolidated net sales were $943.7 million in 2010, 16%
higher than last year's $812.6 million. Metals segment sales,
which accounted for 89% of total reported revenues, rose
16% to $841.1 million. Volume, or average total tons sold per
day, increased approximately 15% from 2009 levels. In total,
2010 reflected a more muted recovery than what we’ve
typically seen in other post-recession years. In the first four
months, we experienced sequential increases in volume,
followed by a mid-year pause and then a pick-up in business
in the last four months of the year. We believe that this unusual
pattern was likely caused by the lack of inventory in the supply
chain, and the resulting restocking process. From a product
perspective, alloy bar, carbon bar, SBQ bar and tubing products
were some of our best performing categories. Pricing across
the majority of our markets strengthened throughout the
year, albeit with the usual volatility as a result of fluctuating
commodity price swings.

Revenues at our Plastics segment, Total Plastics, Inc. (“TPI”),
which comprised the remaining 11% of total reported revenues,
were $102.6 milion, a gain of 19% from last year’s $86.4 million.
TPI saw particular strength in the office furniture, medical
devices and semiconductor markets. TPl exceeded its
inventory and on-time delivery targets in 2010.

Consolidated gross margin was 25.7% for 2010 compared to
24.8% a year ago, reflecting an improved inventory position
throughout the year, and benefits from optimizing our Oracle
enterprise resource planning (ERP) system. One obstacle to

Brian P. Anderson
Chairman of the Board

supply chain improvement was in aerospace heat-treated
aluminum plate, where lead times remained short and
capacity continued to exceed demand. We expect this
imbalance to begin moderating in 2011, based on a better
outlook for commercial aircraft build rates. Historically, our
margins have ranged from 25% at the bottom of the cycle
to 29% at the peak. So, assuming normal inventory levels
and improving market conditions, we would expect our
gross margins to return to close to mid-cycle levels by the
end of 2011.

Consolidated operating expenses were $252.2 million in 2010
compared with $238.4 million in 2009. Most of the increase
was related to higher shipping volumes. Other factors contrib-
uting to higher costs included 401K benefit reinstatements
and merit salary increases. In the fourth quarter, we consoli-
dated three facilities: our Arlington, Texas facility was relocat-
ed into our Dallas location; our Tri-State operations into our
Cleveland and Twinsburg locations; and facilities in the United
Kingdom were also consolidated. These moves resulted in a
$1.5 million after-tax charge to earnings, including non-cash
lease extrication costs and moving expenses. Beginning in
the first quarter of 2011, these actions will produce annual
operating cost savings of approximately $2 million.

EBITDA was $16.9 million in 2010 compared to an EBITDA
loss of $15.4 million in the prior year. On a net earnings basis,
we ended the year with a loss of $5.6 million, or $0.25 per
diluted share, compared to a net loss of $26.9 million,

or $1.18 per diluted share.
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We've talked often about the late-cycle nature of our
business which classically lags the general economic
cycle by twelve months. As a result, our trough ran from
the second quarter of 2009 through the first quarter of
2010. In the last nine months of 2010, excluding the
consolidation charges discussed above, the Company
returned to profitability.

Turning to our balance sheet, we exceeded our inventory
reduction goals by a significant margin, ending the year with
$130.9 milion compared with $171.0 million at 2009 year-end.
With the exception of aerospace, Days’ Sales in Inventories
(DSI) were close to pre-recession levels. We achieved dramatic
improvement in this key measure, which averaged 143 days
in 2010, compared with 189 days in 2009. We also made
significant improvements in our receivables: our average
Days’ Sales Outstanding (DSO) was 50 days, which were
significantly better than 55 days in 2009.

But having the right strategy and the right products and
services is just part of the equation. It is our execution that
will determine our ultimate success. Toward that end,

we took several more important steps in 2010 to position
our Company for further growth.

In the second quarter, we launched a new customer experience
initiative that reflects how we want to be viewed: by our
customers, as delivering a best-in-class Customer Experience;
by our employees, as providing a work environment with
opportunities for growth and advancement; and by our
shareholders, as generating excellent returns. In terms of
revenue growth, we won important new business, including
a contract extension with Lockheed Martin for the F-35
Joint Strike Fighter (JSF) program for the supply of aluminum
plate and cut-to-size aluminum plate products and various
value-added processing and collaborative supply chain
management services. Based on the JSF program’s current

Strategically, we’ve made significant progress toward our goal of becoming
the foremost global specialty metals provider within our industry focus.

We reduced total debt to $69.1 million at the end of 2010,
from $89.2 million at 2009 year-end. Our debt-to-capital
ratio stood at 18.1% at December 31, 2010, compared
with 21.9% a year earlier. Cash flow from operations was
$34.4 million in 2010 compared to $53.1 million in 2009.

In April 2009, we suspended the dividend to conserve cash
during the recession. We continue to evaluate restoring
the dividend as business conditions warrant.

We continued to be conservative with our use of cash;
capital expenditures in 2010 were $7.6 million versus
$8.7 million in 2009.

A detailed discussion of our financial results can be found
within the Form 10-K of this Report.

Key Accomplishments

During the past several years, we've focused on investing in
global end-use markets with good long-term growth potential
such as oil and gas, aerospace, heavy equipment, mining
equipment, and alternative energy. Strategically, we've

made significant progress toward our goal of becoming the
foremost global specialty metals provider to these industries.
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production schedule, the total potential value of the anticipated
contract extension is estimated to be in the $200 million to
$230 million range over its six-year term. In addition to
Lockheed Martin, we broadened and deepened our
relationships with large global customers in 2010 such as,
Halliburton, United Technologies and Hawker Beechcraft.

We continued to execute our global expansion initiative:
opening a new facility in Edmonton, Alberta; adding processing
capabilities and inventories at our Shanghai facility to serve
the Chinese oil and gas market; and increasing and updating
our processing equipment in the United Kingdom to expand
our capacity and to increase efficiency. We also upgraded
our management capability, hiring a new managing director
for aerospace in Europe and expanding our Asian sales
organization to drive that region’s oil and gas business.

In 2011, we plan to double the size of our facility in
Monterrey, Mexico from 50,000 to 100,000 square feet,

and to further enhance operating productivity in Mexico

and Europe with the rollout of our Oracle ERP system.



Additionally, we strengthened our executive team during
2010. In December, Nick Jones joined us as the new
President of our Oil & Gas Commercial Unit. Nick brings more
than fifteen years of oil and gas experience to Castle, most
recently at Energy Alloys, where as Vice President and
General Manager, Eastern Hemisphere, he was responsible
for three manufacturing and five distribution/service centers
located in four countries. As noted above, we also hired a
new Managing Director in Europe to drive the aerospace
business. Based in Letchworth, England, Brian Austin brings
twenty-seven years of experience with increasing responsibility
in the areas of metals distribution, engineering, international
strategy and supply chain solutions. And early in 2011,
Kevin Glynn joined our Company as Vice President and
Chief Information Officer. Kevin brings more than twenty
years of experience, including eleven years with Oracle
Corporation where he held a number of positions in both
applications and consulting services.

Finally and very significantly we were pleased to reach an
agreement and sign a new contract without any work
stoppage with the United Steel Workers in the third quarter
that covers our Chicago, Cleveland and Kansas City plants.
This contract goes through September 2014 and covers
225 employees.

Board of Directors Update

During 2010, Brian Anderson, former Senior Vice President
and Chief Financial Officer of Baxter International, and a Castle
Board member for six years, succeeded John McCartney

as Chairman. We are pleased that John remains as a
valued member of the Board. In October, we welcomed
James D. Kelly to our Board. Jim has more than thirty-four
years of experience in equipment manufacturing and served

as President of Cummins Engine Business from 2005 through

2010 until his recent retirement. He was instrumental in this
business’ success and transformation over the last two
decades. Jim’s appointment was in anticipation of the
impending retirement in April 2011 of two of our longest
serving Directors, Wiliam K. Hall and Robert S. Hamada.
Bill and Bob will be greatly missed. Their dedication and
expertise have been a constant over the past 26 years,
and we wish them all the best. Following their retirement,
we will have ten directors on our Board, of which nine

are independent.

Outlook for 2011 and Beyond

From a macro-economic perspective, GDP is expected to
grow 2.9% in 2011, up from 2.4% in 2010. The U.S. factory
operating rate moved up to 72.8% in November, its highest
level in more than two years. Additionally, the Purchasing
Manufacturers’ Index remains well above the 50 threshold, the
point at which manufacturing is considered to be expanding,
registering 61.4 in February 2011, the nineteenth consecutive
month that the index was over 50. Within the metals markets,
there are also a number of signs that business is strengthening:
prices are increasing; and delivery lead times are extending.

That said, the pace of this recovery continues to be more
moderate than what we’ve seen out of previous downturns.
We therefore expect a similar revenue growth rate in 2011 to
that of 2010. Longer term, we will continue to take advantage
of the significant opportunities for global growth in our key
end-use markets. On the following pages, you'll find more
information about some of the actions we’re taking to ensure
we are well positioned for growth.

To our employees, we sincerely appreciate your commitment
and dedication. To our suppliers, thank you for your responsive
actions. And to our valued customers and shareholders,
thank you for your confidence in Castle. We will always
strive to exceed your expectations.

Sincerely,

Michael H. Goldberg
President and Chief Executive Officer

Z ..

Brian P. Anderson
Chairman of the Board

March 14, 2011
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Our products enable the oil and gas industry to meet
the ever increasing design requirements of today’s
rigorous exploration and production activities.




The combination of an improving global economy, a strong financial foundation, and increasing
demand in our customers’ end-use markets makes us confident that we are positioned for
growth. During the last several years, we've moved aggressively toward becoming a specialty
solutions company, focused not only on providing highly engineered metals and processing
services but also the ability to manage our customers’ procurement needs with value-added
industry-specific solutions. In this section of the Report, we take a closer look at the dynamics
that will drive long-term growth in our target markets and how we plan to take advantage

of that growth.

End-Use Market Dynamics

As noted earlier, many of our target end-use markets experienced increased business activity
in 2010, with oil and gas recording the healthiest gains especially in the second half of the
year. As of this writing, the strength and resiliency of this sector’s recovery continues to gain
momentum. With oil prices pushing upward, we expect to see growing demand for all forms
of energy. In 2010, we opened a new facility in Lafayette, Louisiana to more effectively serve
our Gulf Coast customers in this industry sector. We also added processing capabilities and
inventory to our Shanghai facility to serve the oil and gas market in that region.

Other Machine Tools &
15% General Equip.
15%
Plastics
1% Heavy
\' quipment

Markets Served

E
10%
Oil & Gas/.
o,
10% *—— Power
Generation
5%

Aerospace Military
30% & Defense
4%

We also saw marked improvement in the heavy equipment and mining equipment industries,
which should benefit substantially from the need for increased infrastructure investment

on a global basis. There will be more than $10 trillion invested in infrastructure by 2015,
with a significant portion of this investment directed at emerging markets. Our long-term
relationships with leading global OEMs in this marketplace position us for continued growth
in these end-use markets.

Turning to aerospace, in the commercial aircraft business, airlines are forecasting a pickup in
demand and higher load levels, creating a more positive environment to upgrade their fleets.
With passenger and cargo traffic now surpassing pre-recession levels of early 2008, several
aircraft production rate increases have been announced over the past several months in
response to these improving market conditions. The forecast by the International Air Transport
Association calls for a return to a long-term compound growth rate between 4.5%-5% in air
traffic, driven by the increase in passenger demand, more fuel efficient aircraft and overall
growth in end markets, particularly in underserved markets. We believe that our presence
across a broad range of platforms will pay off as the aerospace recovery continues.

On the defense side, while the U.S. Department of Defense’s spending is declining, the absolute
dollar budget of $549 billion for 2011 still provides substantial opportunities for growth.
Our own defense-related aerospace business remains relatively strong driven by a ramp up

of the F-35 JSF program.
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o With over 70,000 specific products in stock and
a'gdess to virtually every global raw material producer,
we are the recognized leader of high performance

* metals and supply chain solutions to the global

\:_\aircraft, aerospace and defense industries.




Ensuring a Strong Foundation for Growth

Having acted decisively and aggressively to strengthen our financial position and improve
productivity, we have emerged from the recession with a solid financial and operating
foundation. First and foremost, we have a strong balance sheet and significant available
capital allowing us to invest in organic growth initiatives and strategic acquisitions. With an
improving economic outlook, we continue to look for opportunities to increase our invest-
ment in complementary products and services for our targeted markets on a global basis.

From an operating perspective, we took significant actions to improve our inventory position,
reduce costs, enhance our processes geared toward customer service and safety, and
maximize the efficiency of our facilities’ network. These practices will produce important
benefits as the economy continues to improve. Our Oracle ERP system contributed significantly
to enhancing our inventory performance and on-time delivery, and we anticipate further
improvements in 2011. In the aggregate, we re-secured and strengthened our underlying
business model so that we can exert a laser focus on growth.

Aluminum
24%

|

Stainless &
Nickel
23%
e Alloy
21%
Other
3%
Plastics Titanium
3%
1% Carbon ’
15%

Expanding our Global Footprint

Over the next several years, we believe global revenues will account for a growing share
of our total business as growth in China, Southeast Asia and other emerging economies
outpace that of the U.S. To capitalize on this trend, we’ve been expanding our presence
in Singapore and Shanghai in order to serve the region’s aerospace and oil and gas
businesses. In Europe, we expect growth in the aerospace industry, and in the UK,

the nuclear power plant sector.

We are also benefiting from strong longstanding relationships with global OEMs who require
suppliers to meet exacting product and processing specifications as well as provide innovative
supply chain solutions. Our experience with Lockheed Martin is a great example of the
alignment between our specialty focus and our customers’ needs. As a supplier to the JSF
platform from its inception, we were able to demonstrate how our collaborative approach
resulted in quantifiable improvements in everything from total cost, delivery and quality to
ensured supply of constrained specialty metals. As a result, during 2010 we were awarded
a six-year contract extension for the supply of aluminum plate and cut-to-size aluminum
plate products, value-added processing services and supply chain management services.
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Customer Experience Vision

While we see continued improvement in our end-use markets, today’s environment is still one
of the most challenging in our 120-year history, creating an even greater urgency to meet or
exceed our customers’ expectations in everything that we do. This is the driving force behind
our Customer Experience initiative launched in 2010. This comprehensive initiative aligns our
people, products, services and systems to create a best-in-class Customer Experience.

We established five broad action areas to help us reach our goal. First is to focus on the
highest-leverage ‘table stakes’ process improvements. Second is to focus on institutionalizing
highest-leverage aspects of specialized solutions. Third is to achieve clarity on the experience
that current and potential customers want. Fourth is to define our customer experience and
create a roadmap to consistently deliver it. And fifth is to ensure all employees are clear

and able to deliver on the Customer Experience Vision.

In 2010, we gained considerable traction from the roll-out of the first two strategies and

took initial steps toward implementing the remaining three strategies. In commercial terms,
‘table stakes’ imply that a company has the necessary processes in place to be competitively
viable. With respect to ‘table-stakes’, last year we achieved widespread improvement in
on-time delivery, customer responsiveness, inventory management and cost-efficiency.

Customer

The
Needs

Castle Customer
Experience
Vision

Customer Experience

Our second strategy represents a critical way for us to differentiate our brand. We were an
early industry innovator and proponent of solution based selling, which became increasingly
important as we began to implement our specialty focus on a global basis. Now, by institu-
tionalizing and integrating our selling processes and a solution toolbox, we have the opportunity
to add more value to every customer’s experience. In addition to a more formal structure

for solution based selling, every Castle employee with customer interface will receive formal
training in our techniques and solutions.

We also moved forward with a baseline survey to ensure that we are clear on what our
current and potential customers want. Completed in December of 2010, we will continue
to update our survey results to ensure that we define our customer experience and to
ensure that we have the right roadmap for our employees to deliver it.
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Officers and Directors

Officers

Corporate

Brian P. Anderson
Non-Executive
Chairman of the Board

Michael H. Goldberg
President and
Chief Executive Officer

Stephen V. Hooks
Executive Vice President and
President, Castle Metals

Scott F. Stephens
Vice President, Treasurer and
Chief Financial Officer
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Vice President, Corporate
Supply Chain

Kevin B. Coughlin
Vice President, Operations

Kevin H. Glynn

Vice President, Chief Information Officer

Kevin P. Fitzpatrick
Vice President, Human Resources

G. Nicholas Jones
Vice President and
President, Castle Metals Oil & Gas

Robert J. Perna
Vice President, General Counsel
and Secretary

Blain A. Tiffany
Vice President and President,
Castle Metals Aerospace

Patrick R. Anderson
Vice President,
Corporate Controller and
Chief Accounting Officer

Metals U.K. Group

lan Griffiths

Managing Director

Total Plastics, Inc.

Thomas L. Garrett

President

Kreher Steel Company, LLC @

Joseph L. Druzak
President and
Chief Executive Officer

(1) A 50% Owned Joint Venture

Directors

Brian P. Anderson

Retired Senior Vice President
and Chief Financial Officer
Baxter International

Thomas A. Donahoe
Retired Vice Chair
Price Waterhouse LLP

Ann M. Drake
Chief Executive Officer
DSC Logistics, Inc.

Michael H. Goldberg
President and Chief Executive Officer
A. M. Castle & Co.
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Robert S. Hamada
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President
Simpson Estates, Inc.

Terrence J. Keating
Retired Chairman and
Chief Executive Officer
Accuride Corporation
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Retired President, Engine Business and
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Pamela Forbes Lieberman
Former President and
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Disclosure Regarding Forward-Looking Statements

Information provided and statements contained in this report that are not purely historical are forward-
looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended
(“Securities Act”), Section 21E of the Securities Exchange Act of 1934, as amended (“Exchange Act”),
and the Private Securities Litigation Reform Act of 1995. Such forward-looking statements only speak as
of the date of this report and the Company assumes no obligation to update the information included in
this report. Such forward-looking statements include information concerning our possible or assumed
future results of operations, including descriptions of our business strategy. These statements often
include words such as “believe,” “expect,” “anticipate,” “intend,” “predict,” “plan,” or similar expressions.
These statements are not guarantees of performance or results, and they involve risks, uncertainties, and
assumptions. Although we believe that these forward-looking statements are based on reasonable
assumptions, there are many factors that could affect our actual financial results or results of operations
and could cause actual results to differ materially from those in the forward-looking statements, including
those risk factors identified in Item 1A “Risk Factors” of this report. All future written and oral forward-
looking statements by us or persons acting on our behalf are expressly qualified in their entirety by the
cautionary statements contained or referred to above. Except for our ongoing obligations to disclose
material information as required by the federal securities laws, we do not have any obligations or intention
to release publicly any revisions to any forward-looking statements to reflect events or circumstances in
the future or to reflect the occurrence of unanticipated events.

INDUSTRY AND MARKET DATA

In this report, we rely on and refer to information and statistics regarding the metal service center industry
and general manufacturing markets. We obtained this information and these statistics from sources other
than us, such as Purchasing magazine and the Institute of Supply Management, which we have
supplemented where necessary with information from publicly available sources and our own internal
estimates. We have used these sources and estimates and believe them to be reliable.

PART I
ITEM 1 — Business

In this annual report on Form 10-K, “the Company,” “we” or “our” refer to A. M. Castle & Co., a Maryland
corporation, and its subsidiaries included in the consolidated financial statements, except as otherwise
indicated or as the context otherwise requires.

Business and Markets

Company Overview

The Company is a specialty metals (89% of net sales) and plastics (11% of net sales) distribution
company serving customers on a global basis. The Company provides a broad range of products and
value-added processing and supply chain services to a wide array of customers, principally within the
producer durable equipment, oil and gas, aerospace, heavy industrial equipment, industrial goods,
construction equipment, retail, marine and automotive sectors of the global economy. Particular focus is
placed on the aerospace and defense, oil and gas, power generation, mining, heavy industrial equipment
manufacturing, marine, office furniture and fixtures, safety products, life sciences applications,
transportation and general manufacturing industries.

The Company’s primary metals service center and corporate headquarters are currently located in
Franklin Park, lllinois. In January 2011, the Company executed a new lease agreement to move the
Company'’s corporate headquarters to Oakbrook, lllinois during the second quarter of 2011. The
Company has 47 operational service centers located throughout North America (43), Europe (3) and
Asia (1). The Company’s service centers hold inventory and process and distribute products to both
local and export markets.



Industry and Markets

Service centers act as supply chain intermediaries between primary producers, which deal in bulk
guantities in order to achieve economies of scale, and end-users in a variety of industries that require
specialized products in significantly smaller quantities and forms. Service centers also manage the
differences in lead times that exist in the supply chain. While original equipment manufacturers (“OEM”)
and other customers often demand delivery within hours, the lead time required by primary producers can
be as long as several months. Service centers also provide value to customers by aggregating
purchasing, providing warehousing and distribution services, and processing material to meet specific
customer needs.

The principal markets served by the Company are highly competitive. Competition is based on service,
quality, processing capabilities, inventory availability, timely delivery, ability to provide supply chain
solutions and price. The Company competes in a highly fragmented industry. Competition in the various
markets in which the Company participates comes from a large number of value-added metals
processors and service centers on a regional and local basis, some of which have greater financial
resources and some of which have more established brand names in the local markets served by the
Company.

The Company also competes to a lesser extent with primary metals producers who typically sell to larger
customers requiring shipments of large volumes of metal.

In order to capture scale efficiencies and remain competitive, many primary metal producers are
consolidating their operations and focusing on their core production activities. These producers have
increasingly outsourced metals distribution and inventory management to metals service centers. This
process of outsourcing allows them to work with a relatively small number of intermediaries rather than
many end customers. As a result, metals service centers, including the Company, are now providing a
range of services for their customers, including metal purchasing, processing and supply chain solutions.

Recent Expansions and Consolidations

During May 2010, the Company opened a new branch in Lafayette, Louisiana to service the Company’s
oil and gas customers in that region.

During the fourth quarter of 2010, the Company consolidated 3 of its facilities into nearby existing
locations in order to effectively manage its operations, reduce operating costs and better serve its
customers.

Procurement

The Company purchases metals and plastics from many producers. Material is purchased in large lots
and stocked at its service centers until sold, usually in smaller quantities and typically with some value-
added processing services performed. The Company's ability to provide quick delivery of a wide variety
of specialty metals and plastic products, along with its processing capabilities, allows customers to lower
their own inventory investment by reducing their need to order the large quantities required by producers
or their need to perform additional material processing services. Some of the Company’s purchases are
covered by long-term contracts and commitments, which generally have corresponding customer sales
agreements.

Orders are primarily filled with materials shipped from Company stock. The materials required to fill non-
stock orders are obtained from other sources, such as direct mill shipments to customers or purchases
from other distributors. Deliveries are made principally by third party logistics providers. Common carrier
delivery is used in areas not serviced directly by the Company's fleet.

Employees

At December 31, 2010, the Company had 1,619 full-time employees. Of these, 284 are represented by
collective bargaining units, principally the United Steelworkers of America and International Brotherhood
of Teamsters.



Business Segments

The Company distributes and performs processing on both metals and plastics. Although the distribution
processes are similar, the customer markets, supplier bases and types of products are different.
Additionally, the Company’s Chief Executive Officer, the chief operating decision-maker, reviews and
manages these two businesses separately. As such, these businesses are considered reportable
segments and are reported accordingly in the Company’s various public filings. Neither of the Company’s
reportable segments has any unusual working capital requirements.

In the last three years, the percentages of total sales of the two segments were as follows:

2010 2009 2008
Metals 89% 89% 92%
Plastics 11% 11% 8%

100% 100% 100%

Metals Segment

In its Metals segment, the Company’s marketing strategy focuses on distributing highly engineered
specialty grades and alloys of metals as well as providing specialized processing services designed to
meet very precise specifications. Core products include alloy, aluminum, stainless, nickel, titanium
and carbon. Inventories of these products assume many forms such as plate, sheet, extrusions,
round bar, hexagon bar, square and flat bar, tubing and coil. Depending on the size of the facility and
the nature of the markets it serves, a service center is equipped as needed with bar saws, plate saws,
oxygen and plasma arc flame cutting machinery, water-jet cutting equipment, stress relieving and
annealing furnaces, surface grinding equipment, and sheet shearing equipment.

The Company’s customer base is well diversified and therefore, the Company does not have
dependence upon any single customer, or a few customers. Our customer base includes many
Fortune 500 companies as well as thousands of medium and smaller sized firms.

The Company’s broad network of locations provides same or next-day delivery to most of the
segment’s markets, and two-day delivery to virtually all of the rest.

Plastics Segment

The Company’s Plastics segment consists exclusively of a wholly-owned subsidiary that operates as
Total Plastics, Inc. (“TPI"), headquartered in Kalamazoo, Michigan, and its wholly-owned subsidiaries.
The Plastics segment stocks and distributes a wide variety of plastics in forms that include plate, rod,
tube, clear sheet, tape, gaskets and fittings. Processing activities within this segment include cut-to-
length, cut-to-shape, bending and forming according to customer specifications.

The Plastics segment’s diverse customer base consists of companies in the retail (point-of-purchase),
marine, office furniture and fixtures, safety products, life sciences applications, transportation and
general manufacturing industries. TPI has locations throughout the upper northeast and midwest
regions of the U.S. and one facility in Florida from which it services a wide variety of users of industrial
plastics.

Joint Venture

The Company holds a 50% joint venture interest in Kreher Steel Co. (“Kreher”), a metals distributor of
bulk quantities of alloy, special bar quality and stainless steel bars, headquartered in Melrose Park,
lllinois. The Company’s equity in the earnings of this joint venture is reported separately in the
Company'’s consolidated statements of operations.

Access to SEC Filings

The Company makes available free of charge on or through its Web site at www.amcastle.com the
annual report on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K and all
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amendments to those reports as soon as reasonably practicable after such material is electronically filed
with or furnished to the U.S. Securities and Exchange Commission (the “SEC”). Information on our
website does not constitute part of this annual report on Form 10-K.

ITEM 1A — Risk Factors

Our business, operations and financial condition are subject to various risks and uncertainties. Current or
potential investors should carefully consider the risks and uncertainties described below, together with all
other information in this annual report on Form 10-K and other documents filed with the SEC, before
making any investment decisions with respect to the Company’s securities.

Our future operating results depend on the volatility of the prices of metals and plastics, which
could cause our results to be adversely affected.

The prices we pay for raw materials, both metals and plastics, and the prices we charge for products may
fluctuate depending on many factors, including general economic conditions (both domestic and
international), competition, production levels, import duties and other trade restrictions and currency
fluctuations. To the extent metals prices decline, we would generally expect lower sales and possibly
lower net income, depending on the timing of the price changes and the ability to pass price changes
onto our customers. To the extent we are not able to pass on to our customers any increases in our raw
materials prices, our operating results may be adversely affected. In addition, because we maintain
substantial inventories of metals in order to meet short lead-times and the just-in-time delivery
requirements of our customers, a reduction in our selling prices could result in lower profitability or, in
some cases, losses, either of which could adversely impact our ability to remain in compliance with
certain financial covenants in our loan facilities, as well as result in us incurring impairment charges.

Disruptions or shortages in the supply of raw materials could adversely affect our operating
results and our ability to meet our customer demands.

Our business requires materials that are sourced from third party suppliers. If for any reason our primary
suppliers of metals should curtail or discontinue their delivery of raw materials to us at competitive prices
and in a timely manner, our operating results could suffer. Unforeseen disruptions in our supply bases
could materially impact our ability to deliver products to customers. The number of available suppliers
could be reduced by factors such as industry consolidation and bankruptcies affecting steel, metals and
plastics producers, or suppliers may be unwilling or unable to meet our demand due to industry supply
conditions generally. If we are unable to obtain sufficient amounts of raw materials from our traditional
suppliers, we may not be able to obtain such raw materials from alternative sources at competitive prices
to meet our delivery schedules, which could have an adverse impact on our operating results. To the
extent we have quoted prices to customers and accepted orders for products prior to purchasing
necessary raw materials, or have existing contracts, we may be unable to raise the price of products to
cover all or part of the increased cost of the raw materials to our customers.

In some cases the availability of raw materials requires long lead times. As a result, we may experience
delays or shortages in the supply of raw materials. If unable to obtain adequate and timely deliveries of
required raw materials, we may be unable to timely supply customers with sufficient quantities of
products. This could cause us to lose sales, incur additional costs, or suffer harm to our reputation.

Increases in freight and eneray prices would increase our operating costs and we may be unable
to pass these increases on to our customers in the form of higher prices, which may adversely
affect our operating results.

We use energy to process and transport our products. The prices for and availability of energy resources
are subject to volatile market conditions, which are affected by political, economic and regulatory factors
beyond our control. Our operating costs increase if energy costs, including electricity, diesel fuel and
natural gas, rise. During periods of higher freight and energy costs, we may not be able to recover our
operating cost increases through price increases without reducing demand for our products. In addition,
we typically do not hedge our exposure to higher freight or energy prices.




We service industries that are highly cyclical, and any downturn in our customers' industries
could reduce our revenue and profitability.

Many of our products are sold to customers in industries that experience significant fluctuations in
demand based on economic conditions, energy prices, consumer demand, availability of adequate credit
and financing, customer inventory levels, changes in governmental policies (including those that would
limit or reduce defense spending) and other factors beyond our control. As a result of this volatility in the
industries we serve, when one or more of our customers' industries experiences a decline, we may have
difficulty increasing or maintaining our level of sales or profitability if we are not able to divert sales of our
products to customers in other industries. We have made a strategic decision to focus sales resources
on certain industries, specifically the aerospace and defense and oil and gas industries. A downturn in
these industries has had, and may in the future continue to have, an adverse effect on our operating
results. We are also particularly sensitive to market trends in the manufacturing sector of the North
American economy.

Our industry is highly competitive, which may force us to lower our prices and may have an
adverse effect on our operating results.

The principal markets that we serve are highly competitive. Competition is based principally on price,
service, quality, processing capabilities, inventory availability and timely delivery. We compete in a highly
fragmented industry. Competition in the various markets in which we participate comes from a large
number of value-added metals processors and service centers on a regional and local basis, some of
which have greater financial resources than we do and some of which have more established brand
names in the local markets we serve. We also compete to a lesser extent with primary metals producers
who typically sell to very large customers requiring shipments of large volumes of metal. Increased
competition could force us to lower our prices or to offer increased services at a higher cost to us, which
could have an adverse effect on our operating results.

Our operating results are subject to the seasonal nature of our customers’ businesses.

A portion of our customers experience seasonal slowdowns. Historically, our revenues in the months of
July, November and December have been lower than in other months because of a reduced number of
shipping days and holiday or vacation closures for some customers. Consequently, our sales in the first
two quarters of the year are usually higher than in the third and fourth quarters. As a result, analysts and
investors may inaccurately estimate the effects of seasonality on our operating results in one or more
future quarters and, consequently, our operating results may fall below expectations.

We may not be able to retain or expand our customer base if the United States manufacturing
industry continues to relocate production operations internationally.

Our customer base primarily includes manufacturing and industrial firms in the United States, some of
which are, or have considered, relocating production operations outside the United States or outsourcing
particular functions to locations outside the United States. Some customers have closed their businesses
as they were unable to compete successfully with foreign competitors. Although we have facilities in
Canada, Mexico, France, the United Kingdom, Singapore and China, the majority of our facilities are
located in the United States. To the extent our customers close or relocate operations to locations where
we do not have a presence, we could lose all or a portion of their business.

General global economic, credit and capital market conditions have had and could continue to
have an adverse impact on our business, operating results and financial condition.

We are susceptible to macroeconomic downturns in the United States and abroad which has had, and in
the future may continue to have, an adverse effect on demand for our products and consequently the
operating results, financial condition and cash flows. Future negative economic conditions, as well as a
slow recovery period, could lead to reduced demand for our products, increased price competition,
reduced gross margins, increased risk of obsolete inventories and higher operating costs as a
percentage of revenue.

Disruption of the capital and credit markets may negatively impact our business, including our ability to
access additional financing at a time when we would like, or need, to access those markets to run or
expand our business. These events may also make it more costly for us to raise capital through the
issuance of our equity securities and could reduce our net income by increasing our interest expense and
other costs of capital. The diminished availability of credit and other capital could also affect the



industries we serve and could result in reduction in sales volumes and increased credit and collection
risks.

We are vulnerable to interest rate fluctuations on our indebtedness, which could hurt our
operating results.

We are exposed to various interest rate risks that arise in the normal course of business. We finance our
operations with fixed and variable rate borrowings. Market risk arises from changes in variable interest
rates. Under our revolving credit facility, our interest rate on borrowings is subject to changes based on
fluctuations in the LIBOR and prime rates of interest. If interest rates significantly increase, we could be
unable to service our debt which could have an adverse effect on our operating results.

We operate in international markets, which expose us to a number of risks.

Although a substantial majority of our business activity takes place in the United States, we serve and
operate in certain international markets, which expose us to political, economic and currency related
risks, including the potential for adverse change in the local political or social climate or in government
policies, laws and regulations, difficulty staffing and managing geographically diverse operations,
restrictions on imports and exports or sources of supply, and change in duties and taxes. We operate in
Canada, Mexico, France, and the United Kingdom, with limited operations in Spain, Singapore and
China. An act of war or terrorism or major pandemic event could disrupt international shipping schedules,
cause additional delays in importing our products into the United States or increase the costs required to
do so. In addition, acts of crime or violence in these international markets could adversely affect our
operating results. Fluctuations in the value of the U.S. dollar versus foreign currencies could reduce the
value of these assets as reported in our financial statements, which could reduce our stockholders’
equity. If we do not adequately anticipate and respond to these risks and the other risks inherent in
international operations, it could have a material adverse effect on our operating results.

We may not be able to realize the benefits we anticipate from our acquisitions.

Some of our growth has been through acquisitions, and we intend to continue to seek attractive
opportunities to acquire businesses in the future. Achieving the benefits of these acquisitions depends on
the timely, efficient and successful execution of a number of post-acquisition events, including our
integration of the acquired businesses. We may not be able to realize the benefits we anticipate from our
acquisitions. Factors that could affect our ability to achieve these benefits include:

. difficulties in integrating and managing personnel, financial reporting and other systems used by
the acquired businesses;

. the failure of the acquired businesses to perform in accordance with our expectations;

. failure to achieve anticipated synergies between our business units and the acquired businesses;

. the loss of the acquired businesses’ customers; and

. cyclicality of business.

The presence of any of the above factors individually or in combination could result in future impairment
charges against the assets of the acquired businesses.

If the acquired businesses do not operate as we anticipate, it could adversely affect our operating results
and financial condition. As a result, there can be no assurance that the acquisitions will be successful or
will not, in fact, adversely affect our business.

Our business could be adversely affected by a disruption to our primary distribution hub.

Our largest facility, in Franklin Park, lllinois, serves as a primary distribution center that ships product to
our other facilities as well as external customers. Our business could be adversely impacted by a major
disruption at this facility due to unforeseen developments occurring in or around the facility, such as:

. damage to or inoperability of our warehouse or related systems;
. a prolonged power or telecommunication failure;
. a natural disaster, environmental or public health issue; or



. an airplane crash or act of war or terrorism on-site or nearby as the facility is located within seven
miles of O’Hare International Airport (a major U.S. airport) and lies below certain take-off and
landing flight patterns.

A prolonged disruption of the services and capabilities of our Franklin Park facility and operation could
adversely impact our operating results.

Damage to or a disruption in our information technology systems could impact our ability to
conduct business and/or report our financial performance.

We are implementing new enterprise-wide resources planning (“ERP”) systems over a period of several
years. While we have completed the conversions of substantially all of the Company’s North American
locations onto the new ERP system, we can provide no assurance that the continued phased-
implementation at the Company’s remaining facilities will be successful or will occur as planned.
Difficulties associated with the design and implementation of the new ERP system could adversely affect
our business, our customer service and our operating results.

We rely on information technology systems to provide inventory availability to our sales and operating
personnel, improve customer service through better order and product reference data and monitor
operating results. Difficulties associated with upgrades or integration with new systems could lead to
business interruption that could harm our reputation, increase our operating costs and decrease
profitability. In addition, any significant disruption relating to our current or new information technology
systems, whether due from such things as fire, flood, tornado and other natural disasters, power loss,
network failures, loss of data, security breaches and computer viruses, or otherwise, may have an
adverse effect on our business, our operating results and our ability to report our financial performance in
a timely manner.

A portion of our workforce is represented by collective bargaining units, which may lead to work
stoppages.

Approximately 18% of our U.S. employees are represented by unions under collective bargaining
agreements, including hourly warehouse employees at our primary distribution center in Franklin Park,
lllinois. As these agreements expire, there can be no assurance that we will succeed in concluding
collective bargaining agreements with the union to replace those that expire. Although we believe that
our labor relations have generally been satisfactory, we cannot predict how stable our relationships with
these labor organizations will be or whether we will be able to meet union requirements without impacting
our operating results and financial condition. The unions may also limit our flexibility in dealing with our
workforce. Work stoppages and instability in our union relationships could negatively impact the timely
processing and shipment of our products, which could strain relationships with customers and adversely
affect our operating results.

Market volatility could result in future asset impairments, which could have an adverse effect on
our operating results.

We review the recoverability of goodwill annually or whenever significant events or changes occur which
might impair the recovery of recorded costs, making certain assumptions regarding future operating
performance. We review the recoverability of definite lived intangible assets and other long-lived assets
whenever significant events or changes occur which might impair the recovery of recorded costs, making
certain assumptions regarding future operating performance. The results of these calculations may be
affected by the current or further declines in the market conditions for our products, as well as interest
rates and general economic conditions. If impairment is determined to exist, we will incur impairment
losses, which will have an adverse effect on our operating results and our ability to remain in compliance
with certain financial covenants in our loan facilities.

We could incur substantial costs in order to comply with, or to address any violations under,
environmental and employee health and safety laws, which could adversely affect our operating
results.

Our operations are subject to various environmental statutes and regulations, including laws and
regulations governing materials we use. In addition, certain of our operations are subject to international,
federal, state and local environmental laws and regulations that impose limitations on the discharge of
pollutants into the air and water and establish standards for the treatment, storage and disposal of solid




and hazardous wastes. Our operations are also subject to various employee safety and health laws and
regulations, including those concerning occupational injury and iliness, employee exposure to hazardous
materials and employee complaints. Certain of our facilities are located in industrial areas, have a history
of heavy industrial use and have been in operation for many years and, over time, we and other
predecessor operators of these facilities have generated, used, handled and disposed of hazardous and
other regulated wastes. Currently unknown cleanup obligations at these facilities, or at off-site locations
at which materials from our operations were disposed, could result in future expenditures that cannot be
currently quantified but which could have an adverse effect on our operating results.

We may face risks associated with current or future litigation and claims.

From time to time, we are involved in a variety of lawsuits, claims and other proceedings relating to the
conduct of our business. These suits concern issues including contract disputes, employment actions,
employee benefits, taxes, environmental, health and safety, personal injury and product liability matters.
Due to the uncertainties of litigation, we can give no assurance that we will prevail on all claims made
against us in the lawsuits that we currently face or that additional claims will not be made against us in
the future. While it is not feasible to predict the outcome of all pending lawsuits and claims, we do not
believe that the disposition of any such pending matters is likely to have an adverse effect on our financial
condition or liquidity, although the resolution in any reporting period of one of more of these matters could
have an adverse effect on our operating results for that period. Also, we can give no assurance that any
other lawsuits or claims brought in the future will not have an adverse effect on our financial condition,
liquidity or operating results.

Increased requlation associated with climate change and greenhouse gas emissions could
impose significant costs on the operations of our customers and suppliers, which could have a
material adverse impact on our results of operations, financial condition and cash flows.

Climate change regulation or some form of legislation aimed at reducing greenhouse gas, or GHG,
emissions is currently being considered in the United States as well as globally. As a metals and plastics
distributor, our operations do not emit significant amounts of GHG. However, the manufacturing
processes of many of our suppliers and customers are energy intensive and generate carbon dioxide and
other GHG emissions. Any adopted future climate change and GHG regulations may impose significant
costs on the operations of our customers and suppliers and indirectly impact our operations. Until the
timing, scope and extent of any future regulation becomes known, we cannot predict the effect on our
results of operations, financial condition and cash flows.

Ownership of our stock is concentrated, which may limit stockholders’ ability to influence
corporate matters.

Patrick J. Herbert, 1ll, one of our directors, may be deemed to beneficially own approximately 23% of our
common stock. Accordingly, Mr. Herbert and his affiliates may have the voting power to substantially
control the outcome of matters requiring a stockholder vote including the election of directors and the
approval of significant corporate matters. Such a concentration of control could adversely affect the
market price of our common stock or prevent a change in control or other business combinations that
might be beneficial to the Company.

We have various mechanisms in place that may prevent a change in control that stockholders
may otherwise consider favorable.

In addition to the high concentration of insider ownership described above, our charter and by-laws and
the Maryland General Corporation Law, or the MGCL, include provisions that may be deemed to have
antitakeover effects and may delay, defer or prevent a takeover attempt that stockholders might consider
to be in their best interests. For example, the MGCL, our charter and bylaws require the approval of the
holders of two-thirds of the votes entitled to be cast on the matter to amend our charter (unless our Board
of Directors has unanimously approved the amendment, in which case the approval of the holders of a
majority of such votes is required), contain certain advance notice procedures for nominating candidates
for election to our Board of Directors, and permit our Board of Directors to issue up to 10,000,000 shares
of preferred stock.

Furthermore, we are subject to the anti-takeover provisions of the MGCL that prohibit us from engaging in
a “business combination” with an “interested stockholder” for a period of five years after the date of the
transaction in which the person first becomes an “interested stockholder,” unless the business
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combination or stockholder interest is approved in a prescribed manner. The application of these and
certain other provisions of our charter could have the effect of delaying or preventing a change of control
of the Company, which could adversely affect the market price of our common stock.

ITEM 1B — Unresolved Staff Comments

None.
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ITEM 2 — Properties

The Company's principal executive offices are currently located in its Franklin Park, lllinois facility near
Chicago, lllinois. During January 2011, the Company executed a new lease agreement to move the
Company’s corporate headquarters to Oakbrook, lllinois during the second quarter of 2011. All
properties and equipment are sufficient for the Company'’s current level of activities. Distribution centers
and sales offices are maintained at each of the following locations, most of which are leased, except as
indicated:

Approximate Floor Area in

Locations Square Feet

Metals Segment
North America

Arlington, Texas 74,880 (2)
Bedford Heights, Ohio 374,400 (1)
Birmingham, Alabama 76,000 (1)
Blaine, Minnesota 65,200 (1)
Charlotte, North Carolina 116,500 (1)
Edmonton, Alberta 50,553
Fairfield, Ohio 138,000 (2)
Fairless Hills, Pennsylvania 71,600 (1)
Franklin Park, lllinois 522,600 (1)
Gardena, California 117,000
Grand Prairie, Texas 78,000 (1)
Hammond, Indiana (H-A Industries) 243,000
Houston, Texas 109,100 (1)
Kansas City, Missouri 118,000
Kennesaw, Georgia 87,500
Kent, Washington 53,000
Lafayette, Louisiana 5,000 (1)
Mississauga, Ontario 60,000
Orange, Connecticut 57,389
Paramount, California 155,500
Point Claire, Quebec 38,760
Santa Cantarina, Nuevo Leon, Mexico 55,000
Saskatoon, Saskatchewan 15,000
Selkirk, Manitoba 50,000 (1)
Stockton, California 60,000
Twinsburg, Ohio 120,000
Wichita, Kansas 148,800
Worcester, Massachusetts 53,500 (1)
Europe (3)
Blackburn, England 62,139
Letchworth, England 40,000
Montoir de Bretagne, France 38,944
Asia
Shanghai, China 45,700
Sales Offices
Bilbao, Spain (Intentionally left blank)
Fairfield, Ohio

Milwaukee, Wisconsin
Phoenix, Arizona
Singapore

Tulsa, Oklahoma

Total Metals Segment 3,301,065
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Approximate Floor Area in

Locations Square Feet
Plastics Segment
Baltimore, Maryland 24,000
Cleveland, Ohio 8,600
Cranston, Rhode Island 14,990
Detroit, Michigan 22,000
Elk Grove Village, lllinois 22,500
Fort Wayne, Indiana 17,600
Grand Rapids, Michigan 42,500 (1)
Harrisburg, Pennsylvania 13,900
Indianapolis, Indiana 13,500
Kalamazoo, Michigan 81,000
Knoxville, Tennessee 16,530
Maple Shade, New Jersey 12,480
Mt. Vernon, New York 30,000
New Philadelphia, Ohio 15,700
Pittsburgh, Pennsylvania 12,800
Rockford, Michigan 53,600
Tampa, Florida 17,700
Worcester, Massachusetts 2,500
Total Plastics Segment 421,900
GRAND TOTAL 3,722,965

(1) Represents owned facility.

(2) During the fourth quarter of 2010, the Company consolidated these facilities into existing
locations. Therefore, these locations were vacant at December 31, 2010.

3) Upon the termination of the lease for one of the Company’s facilities in England during the
fourth quarter of 2010, such facility was consolidated into an existing location.
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ITEM 3 — Legal Proceedings

The Company is a defendant in several lawsuits arising from the operation of its business. These
lawsuits are incidental and occur in the normal course of the Company’s business affairs. It is the opinion
of management, based on current knowledge, that no uninsured liability will result from the outcome of
this litigation that would have a material adverse effect on the consolidated results of operations, financial
condition or cash flows of the Company.

ITEM 4 — [Removed and reserved]

Executive Officers of The Registrant

The following selected information for each of our current executive officers (as defined by regulations of the

SEC) was prepared as of March 7, 2011.

Name and Title

Age

Business Experience

Michael H. Goldberg
President and Chief Executive
Officer

Stephen V. Hooks
Executive Vice President and
President, Castle Metals

Scott F. Stephens

Vice President,

Chief Financial Officer and
Treasurer

Patrick R. Anderson

Vice President, Corporate
Controller and

Chief Accounting Officer

Albert J. Biemer
Vice President,
Corporate Supply Chain

Kevin B. Coughlin
Vice President,
Operations

57

59

41

39

49

60

Mr. Goldberg was elected President and Chief Executive Officer in
2006. Prior to joining the registrant, he was Executive Vice President
of Integris Metals (an aluminum and stainless steel metal service
center) from 2001 to 2005. From 1998 to 2001, Mr. Goldberg was
Executive Vice President of North American Metals Distribution
Group, a division of Rio Algom LTD.

Mr. Hooks began his employment with the registrant in 1972. He was
elected to the position of Vice President — Midwest Region in 1993,
Vice President - Merchandising in 1998, Senior Vice President—Sales
& Merchandising in 2002 and Executive Vice President of the
registrant and Chief Operating Officer of Castle Metals in 2004. In
2005, Mr. Hooks was appointed President of Castle Metals.

Mr. Stephens began his employment with the registrant in 2008 and
was elected to the position of Vice President, Chief Financial Officer,
and Treasurer. Formerly, he served as the CFO of Lawson Products,
Inc. (a distributor of services, systems and products to the MRO and
OEM marketplace) since 2004, and CFO of The Wormser Company
from 2001 to 2004.

Mr. Anderson began his employment with the registrant in 2007 and
was appointed to the position of Vice President, Corporate Controller
and Chief Accounting Officer. Prior to joining the registrant, he was
employed as a Senior Manager with Deloitte & Touche LLP (a global
accounting firm) where he was employed from 1994 to 2007.

Mr. Biemer began his employment with the registrant in 2001 and was
appointed to the position of Vice President — Supply Chain. He was
appointed Vice President, ERP Business Executive in 2007 and in
2010 was appointed as Vice President — Corporate Supply Chain.
Prior to joining the registrant, he was employed as Vice President —
Logistics for CSC, Ltd (a producer of carbon and alloy bar) since
2000.

Mr. Coughlin began his employment with the registrant in 2005 and
was appointed to the position of Vice President-Operations. Prior to
joining the registrant he was Director of Commercial Vehicle
Electronics and Automotive Starter Motor Groups for Robert Bosch-
North America from 2001 to 2004 and Vice President of Logistics and
Services for the Skill-Bosch Power Tool Company from 1997 to 2000.
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Name and Title

Age Business Experience

Kevin P. Fitzpatrick 46
Vice President,
Human Resources

Thomas L. Garrett 48
Vice President and
President, Total Plastics, Inc.

Kevin H. Glynn 47
Vice President
and Chief Information Officer

G. Nicholas Jones 43
Vice President and

President, Castle Metals

Oil & Gas

Robert J. Perna 47
Vice President,
General Counsel and Secretary

Blain A. Tiffany 52
Vice President and

President, Castle Metals

Aerospace

Mr. Fitzpatrick began his employment with the registrant in 2009 and
was elected to the position of Vice President-Human Resources.
Prior to joining the registrant he was Vice President-North American
Human Resources and Administration for UPM-Kymmene
Corporation (a forest industry company) since 2001.

Mr. Garrett began his employment with Total Plastics, Inc., a wholly
owned subsidiary of the registrant, in 1988 and was appointed to the
position of Controller. In 1996, he was elected to the position of Vice
President and in 2001 was appointed to the position of Vice President
of the registrant and President of Total Plastics, Inc.

Mr. Glynn began his employment with the registrant in October 2010
as the Interim Chief Information Officer. In January 2011 he was
appointed Vice President and Chief Information Officer. Prior to
joining the registrant, he was employed as a Managing Principal at
Laminar Group LLC (a management c