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Building 
Value

An Integrated Business Model 
We believe that our ability to deliver superior long-term 

financial returns is the cornerstone of establishing 

enduring value for all stakeholders. Strong financial 

performance rewards our shareholders and, at the same 

time, allows us to focus on our broader social and 

environmental responsibilities and contribute to the 

long-term prosperity of our customers, employees, 

suppliers and communities.



Industry-leading potash position

With six potash mines in Canada, we are the world’s largest producer 
by capacity* in an industry characterized by substantial barriers to entry, 
few producers and no known substitutes. We enhance this position 
with strategic investments in four global potash-focused companies.

Access to long-lived, high-quality potash reserves

Our potash facilities have access to decades of reserves and are  
among the lowest-cost potash mines in the world, with well-established 
infrastructure in place. 

Focused positions in phosphate and nitrogen

Our high-quality, long-lived phosphate rock reserves give us the flexibility 
to produce a variety of products to maximize gross margin and reduce 
volatility. In nitrogen, the proximity of our plants to key markets provides 
a delivered cost advantage. 

Financial strength and flexibility 

A strong balance sheet – with what we consider low debt to equity – 
and proven track record of generating robust cash flow help ensure the 
access to capital we need to grow our business. We use this capital to 
invest in our company’s competitive advantages, further enhancing the 
value of our business.

Management team with extensive industry experience

Our experienced management team has deep-rooted knowledge 
and a long track record of leadership in conceiving, developing and 
implementing effective long-term strategies designed to protect and 
increase the company’s value.

Talented and engaged employees

Fair compensation and a commitment to develop and promote from 
within have helped build a workforce focused on using best practices 
to drive efficiency.

Strong supply chain and partnerships

In North America, we leverage our world-class distribution network 
to help us be the supplier of choice to our customers. Offshore, our 
partnership with marketing organizations Canpotex and  
PhosChem enables us to reliably and efficiently meet  
the growing needs of our customers.

Customers

Through regular communication and annual surveys, we work 
to understand how we can best serve the needs of our customers in 
ways that benefit their businesses and ours. We incorporate customer 
feedback to improve our service, products and processes. 

Investors

We strive to communicate and report clearly to build trust with our 
investors, using ongoing engagement and annual surveys to gather 
feedback that improves our strategies and performance. 

Communities

We seek to maximize our positive economic and social impact by building 
strong relationships within our communities, investing time and money 
in development initiatives that benefit the public and eliciting feedback 
through surveys and in-person meetings.

 
Employees

We engage with our employees and gather feedback to enhance their 
satisfaction and motivation. We look for ways to align performance 
with incentives and to cultivate long-term positive relationships with 
our workforce. 

Suppliers and partners

We strive to establish strong relationships and partnerships to 
improve our ability to navigate through the opportunities and risks 
that impact our business. We focus on opportunities that enhance 
growth for our company and our partners.

* See nameplate capacity description on Page 11.

Key Relationships

Key Resources
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We operate with integrity

We seek to treat people fairly and communicate promptly, completely 
and accurately with our stakeholders.

Our overriding concern is safety of people and the environment

We strive to create a “culture of caring” that extends throughout the 
workplace and beyond, constantly seeking ways to improve our safety 
and environmental performance and process. 

We listen to all stakeholders

We engage in ongoing dialogue with all our stakeholders, looking for 
opportunities to strengthen our relationships, understand their needs 
and improve our performance.

We strive for continuing improvement

Through review and implementation of our Best Practices program, we 
focus on making management, safety, environmental and production 
processes more efficient and successful.

We share what we learn

Education is vital to our business. We work to empower all our 
employees to learn and teach, creating leaders within the company 
and our communities. 

We are accessible, accountable and transparent

We establish annual goals and objectives for our fiscal, safety, 
environmental and social performance to help stakeholders 
understand the company’s direction, values and progress. We are 
committed to best practices in stakeholder communication and 
reporting on our performance. 

Global economy

Population growth and improving economic conditions in the 
developing world are the key long-term drivers of the rising demand 
for food and fertilizer, and the performance and growth prospects 
for our company. Macroeconomic factors can affect short-term 
customer behaviors. 

Supply/demand drivers

We monitor supply/demand fundamentals for each of our nutrients, 
as they play an integral role in the development of our strategies and 
in the company’s performance. 

Laws and regulations

We operate in multiple jurisdictions and are subject to legal and 
regulatory mandates in all of those areas. We monitor compliance with 
the changing regulatory landscape in all aspects of our business.

Workforce demographics

Competition for skilled labor has increased substantially in recent 
years, particularly in Western Canada. We work continually to 
improve our recruitment and retention efforts to meet the needs of 
our business.

Tax environment

Our assets are located in regions of the world that historically are 
politically stable, with typically fair taxation policies.  

Value begins with determining how we can optimize our key resources and 
relationships within an ever-changing operating environment, always ensuring that 
our strategies and decisions align with our Core Values. Through this integrated 
process, we set and continually refine our goals and strategic priorities, each playing 
an integral role in our ability to create and sustain value as a company.

External Factors

Core Values
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Our Strategic Approach

•		Devise	and	execute	strategies	that	prioritize	
future	earnings	growth	and	reduce	volatility	
across	all	business	segments	

•		Strategically	use	capital	to	build	competitive	
advantages,	especially	in	potash

•		Develop	and	implement	governance	practices	
that	minimize	risk,	maximize	management	
performance	and	ensure	we	operate	with	
integrity	and	transparency	

 
 

Targets 

32	 Total	shareholder	return

32	 Cash	flow	return

33	 Governance	practices	ranking	

Our Strategic Approach

•		Build	our	potash	operational	capability	to	meet	
expected	growth	in	global	demand

•		Invest	in	our	transportation	and	distribution	
system	to	efficiently	meet	our	customers’	needs

•		Establish	standards	for	customer	service	
and	product	quality	that	set	us	apart	from	
our	competitors

 
 
 
 

Targets 

34	 Product	quality	and	service	measurements

35	 Number	of	quality-related 
	 customer	complaints

Our Strategic Approach

•		Contribute	to	economic	growth	by	creating	
direct	and	indirect	jobs,	purchasing	locally,	
attracting	investment	and	paying	our	fair	share	
of	taxes

•		Target	community	investments	in	organizations	
and	projects	that	bring	sustaining	value	in	the	
regions	where	we	operate,	and	more	widely,	
through	corporate	and	site	contributions,	matching	
of	employee	gifts,	in-kind	contributions	and	
employee	volunteerism

•		Participate	in	outreach	projects	to	share	
information	and	best	practices	about	fertilizer	
use,	environmental	matters	and	safety 

Targets 

36	 Community	investments

36	 Local	purchasing

37	 Community	leader	surveys

37	 	Employee	matching	gift	and 
donation	participation

Create superior  
long-term  
shareholder value

GOAL GOAL GOAL

Build strong  
relation ships with 
and improve the  
socioeconomic  
well-being of our 
communities

Be the supplier  
of choice to the 
markets we serve



Our Strategic Approach

•		Contribute	to	economic	growth	by	creating	
direct	and	indirect	jobs,	purchasing	locally,	
attracting	investment	and	paying	our	fair	share	
of	taxes
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and	projects	that	bring	sustaining	value	in	the	
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36	 Community	investments

36	 Local	purchasing

37	 Community	leader	surveys

37	 	Employee	matching	gift	and 
donation	participation

Our Strategic Approach

•		Offer	competitive	compensation	and	provide	
opportunities	for	employee	development	and	
advancement	

•		Promote	from	within	when	qualified	candidates	
are	available	for	open	positions

•		Provide	equal	opportunity	in	hiring,	promotions,	
wages,	benefits,	and	terms	and	conditions	of	
employment

•		Communicate	our	goals	and	expectations	clearly,	
particularly	in	matters	regarding	ethics	and	
workplace	behavior

 

Targets 

38	 Employee	engagement	scores

38	 	Senior	staff	internal	promotion	metrics

39	 	External	staff-level	employment 
acceptance	rate

Our Strategic Approach

•		Use	peer-to-peer	behavior-based	process	to	
improve	safety	and	environmental	performance

•		Meet	or	exceed	all	federal,	state,	provincial	and	
local	environmental	and	safety	requirements

•		Use	our	Best	Practices	program	to	pilot	and	
refine	innovative	processes	that	improve	safety	
and	efficiency	and	minimize	water,	waste	and	
emissions

•		Actively	preserve	habitat	and	promote	natural	
biodiversity	in	areas	where	we	operate

 
 

Targets 

40	 	Site	severity	injury	rates	and	 
life-altering	injuries

40	 Greenhouse	gas	emissions

41	 	Reportable	environmental	incidents

41	 Water	usage	per	product	tonne

GOAL GOAL GOAL

Build strong  
relation ships with 
and improve the  
socioeconomic  
well-being of our 
communities

Attract and retain 
talented, motivated and 
productive employees 
who are committed to 
our long-term goals

Achieve no harm to 
people and no damage 
to the environment
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Creating Value Through Strategy 
In all areas of our business, we set goals and design 

strategies that focus on delivering sustainable value 

while appropriately balancing stakeholder interests. 

We demonstrate our accountability by tracking and 

reporting our progress against targets related to 

each goal.

Connecting	
Value
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Our Strategic Approach in Potash 
We have followed two clearly defined strategies in our potash 
business for more than two decades, which we believe have 
contributed to our company’s success and served our 
stakeholders well.

Strategy 1: 

Build on our potash position whenever value-enhancing 
opportunities arise. This includes brownfield expansion and 
debottlenecking projects at our existing mines and equity 
investments in other potash-related companies that add to our 
global enterprise and contribute to our bottom line. 

Strategy 2:

Match production to market demand to reduce downside risk 
and conserve the long-term value of our potash resources. 

Potash Priorities

Expand operational capability to meet rising demand

With six mines available to expand and a significant cost advantage 
compared to greenfield projects, we initiated expansion and 
debottlenecking projects at all our facilities beginning in 2003, in 
preparation for rising world demand. At the end of 2011, we had 
completed five of nine projects and approximately 75 percent of 
the projected capital expenditures. 

We expect our expansions still underway will provide approximately 
half of the operational capability that is being added around the 
world by 2015. Our remaining projects are: an expansion to the 
mill at Allan, the second phase of Cory’s debottlenecking and 
expansion project, a larger replacement mine and expanded mill 
at New Brunswick and a mine and mill expansion at Rocanville. 
Construction at Allan and Cory is scheduled for completion in 2012, 
New Brunswick in 2013 and Rocanville in 2014.

After construction is complete, each facility is expected to begin 
a ramp-up period that could take up to two years. All our projects 
are expected to be ramped up by 2015, with the capability to 
produce 17.1 million tonnes of potash. 

PotashCorp’s Strategic Potash Investments

SQM, Chile APC, Jordan Sinofert, China ICL, Israel

Company Profile World’s leading producer 

of specialty plant nutrition 

products, lithium and 

iodine

Potash producer with 

logistical advantage 

in delivering to India 

and certain other Asian 

countries

Largest fertilizer importer and 

distributor in China

Typically distributes more 

than half of the potash used 

in China

Potash producer with 

logistical advantage in 

delivering to India and 

certain other Asian  

countries

Producer of phosphate, 

bromine and magnesium

Potash Capacity* 1.8 million tonnes KCl 2.5 million tonnes KCl No primary potash capacity 6.0 million tonnes KCl

PotashCorp 

Ownership

32 percent 28 percent 22 percent 14 percent 

Board  

Representation

Right to designate three 

of eight board members

Right to designate three 

of 13 board members and 

the top four management 

positions

Right to designate two of 

seven board members

No board members

Market Value** US $4.4 billion US $1.4 billion US $0.4 billion US $1.8 billion

* Based on reported capacity on December 31, 2011

** Market value of PotashCorp investment as at December 31, 2011

Source: Fertecon, CRU, Bloomberg, public filings, PotashCorp

Potash
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Our expansion program includes increases in our compaction 
capability so we can produce more granular product. By 2015, 
we expect to increase this production capability by almost 
75 percent from 2010 levels.

Enhance transportation and distribution capability

Our ability to serve our customers efficiently and reliably requires 
transportation and distribution infrastructure that matches our 
rising operational capability. As part of our expansion program, 
we have enhanced storage and loadout capability at our mines 
to move our potash to market more quickly and consistently.

We serve the North American market with approximately 4,200 
potash railcars (owned or leased) – including 1,000 high-capacity 
cars purchased in 2010 and 2011 to upgrade our fleet and increase 
product volumes per train load. We announced plans to build a 
136,000-square-foot regional distribution center in Hammond, 
Indiana that will reduce the delivery time and cost to serve key 
potash markets in the US Midwest. 

To support expected growth in offshore markets, Canpotex 
expects to complete the expansion at its Vancouver terminal in 
2012, increasing its annual capacity to 15 million tonnes. It is 
evaluating plans to build new terminal capacity on Canada’s West 
Coast that would increase its export capacity to approximately 
25 million tonnes.  

Facility
Capacity 

Expansions/
Debottlenecking1

Actual and 
Expected 

Investment  
(CDN$ billions)

Expected 
Remaining 
Spending2  

(CDN$ billions)

Actual and 
Expected  

Construction 
Completion3

Expected 
Operational 
Capability 

Following Ramp-Up

Construction Projects Completed (2005-2011)

Rocanville 0.75 MMT  $0.13 2005

Allan 0.40 MMT  $0.21 2007

Lanigan 1.50 MMT  $0.41 2008 3.6 MMT

Patience Lake 0.36 MMT  $0.11 2009 0.6 MMT

Cory I 1.20 MMT  $0.90 2010

Projects in Progress

Cory II 1.00 MMT  $0.74 $0.03 2012 2.7 MMT

Allan 1.00 MMT  $0.77 $0.25 2012 2.7 MMT

New Brunswick 4 1.20 MMT  $1.66 $0.34 2013 1.8 MMT

Rocanville 2.70 MMT  $2.80 $1.35 2014 5.7 MMT

Total All Projects 10.11 MMT  $7.73 $1.97 17.1 MMT

1  Includes, as applicable, both bringing back previously idled capacity and expansions to capacity and does not necessarily reflect current operational capability
2 After December 31, 2011
3 Construction completion does not include ramp-up time
4 Net capacity increase assuming closure of existing 0.8MMT mine 
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Our competitors for North American phosphate fertilizer sales 
are Mosaic, CF Industries, Mississippi Phosphates, Simplot and 
Agrium, and in offshore markets we compete primarily with Office 
Cherifien des Phosphates (OCP), as well as Russian and Chinese 
producers. We compete with Innophos, ICL and Chinese producers 
for industrial sales, and with Mosaic, Simplot, Chinese and 
Russian producers for feed sales.

Our Strategic Approach in Phosphate
Our strategy in phosphate is to produce the industry’s most 
diversified mix of products to maximize returns and provide 
earnings stability. We have built our position in the historically 
more stable feed and industrial businesses, which benefit from 
having fewer global producers than the fertilizer segment. To 
support the long-term viability of our operations, we focus on 
initiatives that preserve habitat and promote natural biodiversity 
in surrounding areas.

Phosphate Priorities

Leverage our lower-cost, high-quality permitted rock supply

As the world’s third largest phosphate producer by capacity, we 
have mines at Aurora, North Carolina and White Springs, Florida, 
and mine 94 percent of our phosphate rock requirements. We 
have permits at Aurora allowing for more than 30 years of mining, 
and a life-of-mine permit at White Springs. We import a specific 
type of rock for our Geismar phosphate facility to meet certain 
customer product requirements. 

The high quality of our rock, particularly at Aurora, allows us to 
produce the most diversified product line in the industry. In 2011, 
59 percent of our solid fertilizers, 68 percent of our liquid 
fertilizers and all of our purified acid were produced at Aurora. 

Enhance our sulfur and ammonia supply position

We obtain most of our sulfur requirements from North American 
sources and supplement this with imported product. Our offshore 
supply options can be limited because sulfur shipped in the US is 
in molten form while most world trade is in solid form. We are 
reviewing various options to enhance our long-term supply position.  

The cost of delivering ammonia to our phosphate facilities has been 
affected by increased rail carrier rates. To improve our ammonia 
cost position, we are evaluating options to enhance supply from 
our US nitrogen plants. In addition, our product mix flexibility 
could allow us to produce more liquid fertilizer products, which 
are less reliant on ammonia inputs.

Focus on land and water conservation efforts 

Support for our operations from communities, governments and 
other stakeholders is dependent on our good stewardship of 
the environment. We focus on reducing the impact of our mining 
operations on nearby land and water resources. We have a 
commitment to return two acres for every acre disturbed in Aurora 
and a minimum of one acre per acre mined in White Springs. We 
have implemented reclamation and wetland mitigation projects at 
our facilities that cover approximately 20,000 acres. 

We are exploring options to improve on water use efficiency at our 
phosphate facilities, which are the largest users of water among 
our operations.

Daniel Stonebreaker operates one of Aurora’s huge draglines, 
used to mine phosphate rock.
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In the US market, we compete with other domestic producers, 
including CF Industries, Agrium and Koch, and with imported 
product from suppliers in the Middle East, North Africa, Trinidad, 
Russia and China. 

Our Strategic Approach in Nitrogen
We seek to enhance gross margin and earnings stability by 
being a lower delivered cost supplier to the large US nitrogen 
market. We supplement this with an emphasis on sales to 
industrial customers that value long-term, secure supply. As our 
nitrogen operations are the largest contributor to company-wide 
GHG emissions, we focus on initiatives that can reduce their 
environmental impact.

Nitrogen Priorities

Optimize/expand our existing nitrogen production facilities

Supported by competitive US natural gas prices, we are investing 
$158 million to resume ammonia production at our plant in 
Geismar, Louisiana. We anticipate this process will be complete 
in the third quarter of 2012, increasing our ammonia capacity 
by approximately 500,000 tonnes. We are implementing a small 
ammonia expansion project at our Augusta, Georgia facility and 
continue to evaluate opportunities to further increase our US 
nitrogen capacity. Given the historical variability in nitrogen and 
natural gas markets, we are focusing on projects that we believe 
will have short payback periods.

We have four ammonia plants in Trinidad that are an important 
part of our nitrogen success. We produced 61 percent of our 

ammonia in Trinidad in 2011 with natural gas contracts primarily 
indexed to ammonia prices. This supports profitability when 
those prices rise and helps protect margins if they fall. The gas 
contract for our smallest Trinidad plant expired in 2011 and we 
are currently renegotiating it. 

Maintain our supply position to industrial markets

Traditionally, industrial markets have provided more stable 
demand and margins than fertilizer. Industrial customers 
purchased 52 percent of the solid urea and 81 percent of the 
ammonia sold from our US plants in 2011. 

Product reliability and being a lower delivered cost supplier are 
important to maintaining our supply position to the industrial 
market. We benefit from lower transportation and distribution 
costs as we deliver more than half of our US-produced ammonia 
sales volumes by pipeline to industrial customers. We leverage our 
long-term ammonia vessel leases, deepwater US port positions 
and close proximity of our Trinidad facilities to serve industrial 
customers in the US Gulf. 

Reduce direct greenhouse gas emissions and 
improve energy efficiency

Lowering emissions levels from our nitrogen plants is essential to 
meeting our voluntary commitment to reducing company-wide 
GHG emissions per tonne. We installed nitrous oxide controls at 
our largest nitric acid plant and are evaluating the implementation 
of this technology at our other facilities. We have included energy 
efficiency and environmental observation metrics in our short-
term incentive plans at sites, to better align our reward structure 
with environmental performance.

The absorber and stripper towers of the purification section of 
Lima’s ammonia unit stand tall against the Ohio sky.




