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ACHIEVING MORE 
WITH LESS 

A lthough we have not yet 

proved it with our 

financial results, we 

achieved a great deal at Abitibi- 

Price in 1991, as we: 

set the pace for much-needed 

industry rationalization in an 

era where supply vastly exceeds 

demand; 

took thc painful decisions to 

close a coating and converting 

hcility at Georgetown and to idle 

a newsprint mill at l 'hunder Bay; 

became leaner - operating with 

fewer pcople and fewer resources 

- and completed the sale of three 

significant non-strategic assets; 

developed a more effective organizatiun slruc- 

ture -aimed at decentralizing and getting 

closer to customers; 

made better use of our working capital, 

improved our cash position with proceeds of 

asset sales, and maintained one of the strongest 

balance sheets in our industry; 

improved pmductivity, with many mills achiev- 

ing their highest efficiency levels ever - even in 

the face of low operating rates; 

reduced operating costs by $43 million by lower- 

ing the cost ofsupplies, improving the quality of 

our raw materials, optimizing our usc of power, 

labour and materials - and realizing lower costs 

per tonne with our improved efficiency; 

became more competitive in 

our successful distribution 

businesses; 

achieved a one-time saving of 

$25 million with our foreign 

exchange hedging program, 

helping to offset the damage to 

profitability caused by the high 

Canadian dollar; 

developed better levels of 

understanding with our unions 

- understanding that \re are all 

in it together; 

'iron- * introduccd important e m  

mental initiatives; 

improved quality and customer 

service. 

It was a year when we accomplished more than 

ever wit11 fewer resources, and we saved more than 

ever - but we lost more money than ever. Quite 

simply, we didn't improve fast enough to offset 

disastrous newsprint markets and the impact of 

the broader husiness recession. WJe were not 

alone. The entire Canadian forest products indus- 

try was challenged by many issues, such as the 

recession, oversupplied markets, environmental 

compliance and changing customer requirements. 

Some of these issues will be resolved when the 

economy improves, while others require a funda- 

mental restructuring of the industry 

So in 1992, we will move faster still. We are 

determined to build on our 1991 achievements - 



achievements that in good markets 

would have led to record earnings 

rather than a record loss. 

There has been a turnaround 

in attitude, as people throughout 

the company have embraced the 

d u e s  that are fundamental to our 

future success -businesslike think- 

ing, continuous learning, urgency 

and velocity, flexibility, and spend- 

ing money wisely. They have 

translated those values into actions 

which have made us a finer and 

more competitive company. 

And we are going to need more 

of those actions in the year ahead. 

Nobody's going to make it any eas- 

ier for us - we have to do it ourselves. And  Ire have 

a very clear set of priorities: 

selling more non.strategic assets - such as our 

hydro facilities, converting businesses and build- 

ing products operations; 

resolving recycling issues - by clarifying our stra- 

tegies and pursuing lower-cost technologies; 

improving customer satisfaction - with further 

improvements to product and service quality; 

meeting our budget, while continuing to make 

improvements to all operations; 

and improving leadership and 

effectiveness as we pursue our 

goal of becoming the finest 

groundwood paper company in 

the world. 

' Our major markets remain 

depressed, but we believe the free 

fall in prices may be near the bot. 

tom. At the same time, we believe 

we can - and will - make further 

improvements to our cost struc- 

tures and our productivity, 

thereby beginning to restore our 

margins. And that means that 

when markets and prices fir~ally 

begin to improve, we will be able 

to prove that we are becoming a 

finer company where it counts - at the bottom line. 

On a personal note, I am very grateful to all 

employees for their extraordinary efforts of the 

past year. And I would like to thank our active, 

involved Board of Directors for their support, 

wisdom and counsel - inchdins Robert C. Gimlin, 

Marcel Belanger and Pierre A. Rinfi-et who retired 

from the Board in 1991 after many years of service. 

On behalf of all the Directors - and on behalf of all 

ernployees - I thank you, our shareholders, for your 

continued faith in Abitibi.Price. 

Ronald Y. Oberlander, President and  Chief Executive Officer 

Fehruary 17. 1992 







E N V I R O N M E T T  

MANAGING ENVIRONMENTK 
CHALLENGES 

A bitibi.Price sees 

new environmental 

challenges emerging 

constantly, with changing 

regulations and changing 

demands of our customers and 

employees. What appeared to be 

responsible practice a decade 

ago - or even a year ago - is not 

good enough today. 

Managing these challenges 

effectively begins with taking 

stock of our activities - and we 

did a lot of stock-taking in 1991. 

We launched a new leading- 

edge environmental manage. 

ment and compliance program throughout rhe 

company, and began the process of auditing all 

our operations - looking for where we need to 

make improvements, and establishing a database 

against which we can measure progress. Through 

our this process, one of our major goals has been 

to heighten environmental awareness and train- 

ing among all our employees and in our 

communities. 

The audits give us a good idea of where we 

stand. We face myriad laws and regulations - gover- 

ning air, water, waste management, and resource 

use - and these regulations vary from province to 

province, state to state, country to country. How are 

we doing with these challenges? We're doing well, 

but must do better. 

Our effluent discharges and ail- 

emissions comply with current 

regulatory requirements; 

our groundwood pulp pro. 

cesses do not use chlorine, 

chlorine dioxide, or sodium 

hypochlorite; 

our high yield pulping pro-- 

cesses don't waste wood fibre; 

we generate energy from other 

waste and through recovery of 

heat produced in thermo- 

mechanical pulping operations; 

and we have a very successful 

forest regeneration program, a 

model for our industry for the past decade. 

But our record is by no means perfect. And 

through improving scientific knowledge, we have 

been developing a better understanding of the 

impact our operations have on the environment. 

We are determined to do  a betterjob. 

During the next several years our primary 

environmental challenge will be meeting changes 

to federal and provincial effluent discharge regu- 

lations in Canada. Last year, we reviewed conven. 

tional and capital intensive compliance tech- 

nologies based on biological treatment of 

large volumes of effluent. We estimated costs for 

these traditional answers to be more than $250 

million over the next few years - a daunting 





amount given our fiuancial 

resources. Regulatory require- 

ments have been accelerating at a 

time when we can least afford 

major capital projects. 

M7e are determined to find 

ways of doing more with less. To 

find more cost effective alterna- 

tives, we established a twenty- 

person Environmental Techno. 

logy Research and Development 

team in 1991, based in our 

research centre in Mississauga, 

Ontario. 

This team -with other teams 

at our mills - has been exploring 

innovative technologies focused on n o ~ l  n1etl1- 

ods of reducing water usage, which in turn will 

reduce effluent volumes at a substantially lower 

cost than con\.entional controls. Initial indica- 

tions are encouraging. In fact, they are so posi- 

tive, the Canadian government has awarded us a 

multi-million dollar research grant to support 

our efforts. 

We are also working on ways of doing more 

for less in the area ofrecycling - an important 

marketing goal, as well as an environmental goal 

A new proprietary recycling technique is ena- 

bling us to increase recycled content less expen. 

sively than with conventional deinking tech- 

nology. With this method, we are 

already producing newsprint 

using recycled fibre at Fort Wil- 

liam and Chandler, and we have 

plans for Iroquois Falls. These 

initiatives will prove to be a cost 

effective complement to our full 

scale newsprint deinking facility 

in Georgia (now producing 

375,000 tonnes of recycled news- 

print a year), and our planned 

prnject in Alabama. 

For our technological 

advances to mature and become 

environmental breakthroughs 

in the nineties we need a 

co l la l~ora t i~e  effort from our governments - 

cooperation not confrontation, especially in 

these daunting economic times. Harmoniza- 

tion of federal and provincial regulations 

would be a helpful step forward - a move that 

would result in substantial savings with n o  sac- 

rifice of environmental benefits - less red tape, 

more value. 

The need to show environmental stewardship 

extends far beyond our manufiacturing opera- 

tions; it extends to our very roots - the forests. 

Our successful forest regeneration program is 

based soundly on the belief of our foresters 

that the best forest management results are 



achieved through silvicultural 

operations that mimic natural 

forest cycles. Following the pat. 

terns of nature enhances success 

and conserves biodiversity 

Our  forest management pro- 

cedures stand u p  to closc scru- 

tiny. We seek public involvement 

during the planning phase; we 

are carefully regulated by govern- 

ments; arid we audit ourselves 

and are audited by governments 

and action groups. The audits 

show that our  record and prac. 

tices are sound. 

Our  responsibility does not 

end with sound practices for harvesting and 

renewing the timber supply We recognize all of 

society - including aboriginal peoples, local entre- 

preneurs, recreationalists and environmentalists - 

owns a stake in the fbrests. We are developing ways 

of working M-ith all stakeholders to accommodate 

broader uses of our  woodlands. Thesc may range 

from fishing and camping to the development of 

non-timber forest crops - such as hlueherries o r  

wild rice. We welcome the federal government's 

"Model Forests" program, which was established 

to encourage diverse use of our forests. We have 

made applications r o  participate in Manitoba, 

Ontario, Quebec and Newfoundland. 

One  aspect of forest manage- 

ment which is increasingly 

important to Canadians is pres- 

ervation o f  wildlife, and this has 

hecome one of our  research 

priorities. We are participating 

in a number of impel-tant studies 

with provinces arid environmen- 

tal groups, including a forestry1 

wildlife study in Manitoba; a 

study of a salmon spawning river 

in Chicontimi, Quebec; a study 

of the impact of forestry opera- 

tions on  upland caribou at  our  

Newfoundland operations; and - 

in an interesting twist - a  study 

of the dam;~ge that a thriving moose population 

is causing in parts of our  newly regenerated for- 

est in Grand Falls, Newfbundland. Our  foresters 

are helping to redefine sustainable forest 

management. 

We continue to facc nrany environmental 

challenges. That goes with the territory of 

resource and  manufacturing companies. But 

with the hreakthroughs in technology that we are 

beginning to see, and  with heightened awareness 

of the importance of responsible stewardship 

throughout the company, we are confident of' 

achieving a n  environmental record that is second 

to none. 







BECOMING MORE 
COMPETITIVE 

'ewsprint margins were 

slashed in 1991 as too 

much supply chased 

shrinking demand and led to 

brutal price wars: consumption 

in North America fell by 676, and 

prices fell by as much as 13%. In 

that kind of environment, no 

operation can survive for long if 

it is unable to be competitive. 

That made our goal for the year 

very clear -channelling our 

resources to the operations 

which stood the best chance of 

meeting the competitive chal- 

lenge. So we made some tough 

choices - starting with the idling of Thunder Kay 

where we took two machines out of operation. 

1'0 reduce costs, boost productivity, and 

improve customer responsiveness, we decentral- 

ized, redesigned and streamlined the manage- 

ment structure at our mills - and integrated mill 

operations with logging operations to improve 

efficiency of fibre supply - all with the cooperation 

or our unions. Measu~~able improvements were 

evident by year-end: at Augusta, we improved 

daily production by 4% over the course of the 

year while reducing manufacturing costs by 9%;  

at Fort William, productivity improved by 3% 

and we maintained costs per tonne at budgeted 

levels, despite taking over 100 days of downtime. 

Prices fell faster than costs in 

1991, and there is no guarantee 

that prices have bottomed out. 

Rut mill management and 

employees have made a commit- 

ment to improve the cost struc- 

ture even further. 

To hold markets, we have 

been fighting with more than 

costs and pricing - we have been 

fighting with quality and product 

choice. We no longer see news- 

print as a commodity item. Every 

customer pressroom has unique 

requirements, and we have been 

providing better products to 

achieve cusromer satisfaction. To this end, our 

specialties machines are proving to he an advan- 

tage, as is the understanding by employees who 

know that being rated as a preferred supplier hy 

customers is critical to the future of each mill. 

Demand for recycled newsprint is growing 

and we believe we can compete profitably in a 

number of markets. To complement our state.of- 

the-art facility in Augusta,we are plall~rirrg LIJ 

move ahead with full deinking facilities at 

Alabama River. And we have introduced modi- 

fied, lower-cost recycling facilities at Pine Falls 

and Fort William, with Iroquois Falls to follow. 

Our markets are unlikely to improve much 

this year - so we must. 



Paper Mill Location Products 

Iroquois Falls 1ruqouir Falls, Ontario Sewsprint inanufi~rtul-e and 
distributiori olstimd:ird and specialty 

Fort TZ'illiam I h o n d c r  Ray. 0nt;irio 
grades for daily newspnprrs, . . 

T h u n d r r  Ray (idled) Thunder  Bay. 0nr;irio commercial printing, and inserts. 

Pine f i l l s  Pine Falls. \fanirol,;t 



MAKING BETTER 
PRODUCTS 

I n 1991, margin erosion was 

not quite as steep for our  

commercial groundwood 

papers as it was for newsprint, 

hut it was very severe. And sales 

fell as the commercial printing 

industry and its customers reeled 

from the recession. 

We therefore hced  a three- 

f i~ld  challenge - we had to 

improve costs at our commercial 

papcr mills, build new markets, 

and  compere better with other 

paper grades fix existing mar- 

kets - by improving quality aud 

developing new products. 

We hale made some progress in all three 

areas. With employee and union cooperation, we 

have been able to restructure and  downsize at  all 

oul- paper mills and woodlands operations - 

reducing staff at all levels by close to 12% in 1991. 

At the same time, each mill has taken ownership 

of its customer relationships, from the marketing 

and service perspective. This is helping us 

become more flexible -which is vital, as we serve 

a market characterized by many more customers 

with smaller individual orders than is the case for 

daily newspapers. 

Furthern~ore, we have been actively develop- 

ing new products, and  recent introductions are 

meeting strong acceptance in the 

marketplace: Abigloss (a super- 

calendered grade for rotogravure) 

has become a preferred product 

for major customers such as 

Reader's Digest and Sears-Roebuck; 

our  supercalendered papers - 

both clay-filled and unfilled - 

have been gaining in popularity 

as indicated by a 5% growth in 

shipments over 1990, despite the 

downturn; REDIRECT - our new 

directory product that conrains 

recycled fibre in line with the 

guidelines approved by the 

Yellow Pages Publishers Associa- 

tion - is of'f'ro an excellent srart; Ahiform - which 

has qualified as a laser printer papcr - is well 

positioned in a growth market; and l'remium 80 

(offered fix both coldser and  heatset ofhet pr-int- 

ing) is rapidly making inroads in the quality 

printing and hook markets - competing effec- 

tively with bond papers. 

To enhance new product capabilities, we are 

making plans to expand our  mill at Ktnogami - 

on  a joint venture basis - as soon as economic 

conditions permit. 

We have gained ground in very adverse condi- 

tions arid we are commitred to pursuing strate- 

gies that will lead to further gains. 





DOING MORE FOR 
GLOBAL CUSTOMERS 

A s the biggest consumer 

of newsprint in the 

world, North America 

sets thv stage for glohal pricing. 

Even thongli demand has not 

shrunk in international markets, 

Sor th  American oversupply has 

ourpaced glol~al  consumptioli. 
w e .  . ,II e now facing the same price 

wars and ferocious competition 

offshore that we havc seen in 

domestic markets. And we face 

the same challenges. We must 

improve margins by reducing 

mill costs. 

In 1991, we made good 

progress with cost rcductions and produrti\ it\ 

improvements a t  both S t e p h e n d l e  and Grand 

Falls: Grand Falls improved efficiency levels hy 

over 1 0 %  in 1991 and should soon be outper- 

fcmning the Canadian industry average; 

Stcphcnvillc -which has long been ahead of the 

average - improved all aspects of mill operations, 

increasing efficiency levels by 374, machine 

speed by 2% and daily output by 5 % ,  while 

reducing fibre losses by 25%. And we believe we 

can achieve more. 

Ti-ansportation costs are another key fictor in 

international markets, and here too, we havc been 

making irr~provernents; we have already cut costs by 

$2 million and IVC have ~argetecl 

ful-ther savings. In these ways, we 

are fighting margin erosion. But 

we are also aiming to fight price 

erosion a n d  huild customer 

loyalty - with ongoing quality and 

service improvements. 

To this end,  we invited several 

of our  rnajor international cus- 

tomers to visit our  mills in 1001 - 

and they told all employees first- 

hand about their quality needs. 

In turn, many of onr  etnployees 

visited customer pressrooms 

around the world, to improve 

our  focus on differing require- 

mellrs. This is particularly important in interna- 

tional markets, as conditions and requirements 

at many of  the pressrooms we serve vary widely 

from North American standards. O u r  objective 

is to achiexe zevo defects and total customer 

satishction. We are making gains. 

PI-icing is unlikely to bounce back in the 

year ahead. But with the improvements we 31-e 

making, we believe wc can maintain Xbitibi's rep- 

utation as a dependable, quality supplier M-hile 

improving margins through cost improvements. 

And rhat will stand us in good stead as global 

consumption of newsprint begins to grow along 

with free markets. 



Pamr Mill Location Products 

GIE{~KI Falls Grand Falls. Scrcpr in t  inanr~licrur-e and 
ZenCoundland d i s t r i h t i o n  oI 'st; tndxd and  s p ~ ~ i a l n  







CAPIT'ALIZING ON 
MARKET LEADERSHIP 

T hrough Inter City Papers 

and  Barber-Ellis Fine 

Papers, we are the undis- 

puted leader in printing paper 

distribution in Canada - notjust 

leaders in market share but lead- 

ers in selection and service. 

That winning formula is 

based first and foremost o n  supe- 

rior pl-oduct knowledge. XI be a 

leader in the competitive fine 

papers ruaskets, we have learned 

what our  customers want, what to 

buy -where  and for how much - 

and what new products to 

request fi-on1 our  suppliers. That 

is hccause we have very expericnced, knowledge- 

able people - both buying and selling. These are 

people who know what's available everywhere in 

the world - people who know what products our  

customers can and should use even beforc our 

customers do. 

As an example of this kind of anticipation and 

rapid response to changing customer demand, 

Inter. (:ity Papers became the first company in 

Canada to supply a custorner with a recycled 

paper product made from the customer's own 

waste papei-. With project "Close the Loop", laser 

printed waste paper from the 

record centre of the Oanadian 

Inlperial Bank of Commerce was 

collected, shipped to a paper mill 

and rccycled for use as custorner 

account inquiry forms for the 

Rank's branches around the 

world. This successful approach is 

sparking the interest of other 

lna,jor corporate customers. 

Along with product knowl- 

edge and our  dependability as a 

supplier, we have focused on 

efficiencies that have helped us 

keep costs down aud prices 

competitive. 

'I'l~c over-all market declined substantially in 

Canada in 1991, and our  sales were off. But we 

built market share, and we have realistic goals for 

improving efficiencies and cutting costs further - 

by reducing warehousing duplication aud by 

standardizing our  information system to enhance 

inventory controls, order entry and delivery 

schedules. 

We believe we can develop new markets and 

build sales further in 1992 - by capitalizing on  

our  market leadership for the beuefit of our 

customers. 





EXPANDING A 
SUCCESSFUL NICHE 

T he success of our  office 

products husiness - 

which continued to 

build sales and earnings in 1991 

- has been hased on the success- 

ful development of a once 

neglected niche. Computer- 

related supplies and  accessories 

- products like printer ribbons, 

toner cartridges, and diskettes - 

are  not as glamorous as the high 

profile hardware and software 

products of the computer mar- 

ket. But they are  essential to com. 

puter users, and Azerty 

continues to capitalize on its 

ability to make these products available - 

conveniently and competitively. 

We have become the leading distributor in 

our  field by sticking to some straightfor.rvard 

principles: 

we represent only major manufacturers - 

n o  "knock-off" products; 

we offer a broad range of products with 

same-day shipping; 

we operate efficiently with a centralized 

approach and keep overheads down - from 

order receipt through delivery; for example, 

we serve the entire U.S. market 

with one  sales office; 

we are  aggressive direct mark- 

eters - supporting both cus- 

tomers and suppliers with 

innovative marketing cam- 

paigns. 

For these reasons we have 

continued to experience strong 

growth despite the impact of the 

North American recession on the 

business supply market - and we 

are continuing to reduce costs 

through greater efficiencies and 

economies of scale. 

Now we are setting our sights 

on  a broadel- range of office products that lend 

themselves to our successful distrihution approach 

- products like filing supplies, writing instru- 

ments, and desk top accessories. We l~egan to add 

some of these products in 1991, and while we have 

heen moving carefully to ensure that we can niain- 

tain Arerty's high level of service, our  new endeav- 

our  is already profitable. We are also keeping an 

eye on international opportunities - aucl we are 

now in the process of testing our distribution for. 

mula in Europe. We are expanding more than our 

niche - we are expanding our horizons. 





ACHIEVING FOCUS WITH 
A BROAD PRODUCT LINE 

A s merchants ofindus- 

trial products, we lravc 

heco~rie the suppliei- o f  

choice in C h a d a  hecause we can 

hantlle so man\  customer needs 

with one 01-del-. Our  custoniers 

constantly ask us to supply addi- 

tional items, so expanding the 

product Line in a responsive way is 

always a priority With the huge 

11utn11er ofp1-oducts we handle, we 

I I I L I S I  keep 011 top of inventouics, 

market trends, product life cycles, 

quality service, customer dernantls, 

2u1d suppliel. capabilities. Thus, \\-c 

ncecl to constantly upglxdc nran- 

agenient inli)rmation systems, and ~ w e h o u s c  a1111 

rlistl-ibution capabilities; efficiency is the key to 

~rliahilit); which in turn is key to our industry 

Icadcrbhip in customer satisfactio~~. 

OLII- team o r  marketing prorcssionals is 

fi )cuscd very clearly on  identifying and satisfying 

the specific needs of individual customer groups. 

\Ve monitol- the distribution trends co~istantl) so 

t11;1l n(. can of'li-r unique products and sel-\ices to 

ctnerging niclies. Recently, for instance, we 1i;~vc 

Ixxn placi~rg increased emphasis on cleaning 

and maintenance products. I'ack- 

aging is another promising field, 

arid Futul- Pak a new operation 

- specializes in the gl-owing plas- 

tic stretch wrap market. 

Product innovations arc 

requested by our  customers 

daily - and  wc are  quick to 

respond. We see increasing 

opportunities Tor I-ecycling the 

products that we sell - wirh an 

imrnetliare focus on h a m  recy- 

cling lechnology. O u r  ultimate 

goal is to hreak new ground in 

the disposal, retrieval o r  I-ecy- 

cling of all pr-oducts - from 

fi)i1111 to foil, plastic to paper. 

\ h n y  of o u r  custonler groups lrave been 

rocked by the recession - most notably the nianu- 

tacturing sector, the hospitality husiness, and the 

I-etail sales industl-y - and consun~ption for the 

products we supply in those areas has been clown. 

llut with our  constant objective of finding solu. 

tions to customer requircnlents in all nlavket 

segments, we belieye we can gmw further in 1W2. 

And with ever) new product we add - and every 

new customer we seme - we aim to add value. 





O T H E R  R U S I S E S S E S  

REVIEWING OUR 
OTHER BUSINESSES 

F or the past two years, we 

have discussed our  inten- 

tion to sell non-strategic 

assets over time t o  enable us to 

I-aise cash and to consolidate and 

fi~cus our resources on our  two 

core businesses. In 1991, we sold 

three major assets - an  interest in 

Spicers Paper in Australia, the 

US. business of Barber-Ellis Fine 

Papers, and Innova Envelope. 

These moves were beneficial 

to Abitibi-Price, because we were 

able to utilize the $90 milliori we 

raised to repay debt and improve 

the strength of our  balance sheet 

The operations we sold also benefitted 11) hccorn- 

ing part of organizations more focused on  their 

businesses. For instance, Innova Envelope was 

purchased by another envelope maker, and the 

combined operation has the scale and size to 

cornpctc internationally. 

As we pursue our  goal ofdivesting other non- 

strategic assets, enhancing the competitiveness of 

these husinesses is vital. Ultimately, it will make 

then1 more marketable - and in the meantime, it 

will improve their contribution to our bottom line. 

COATED P.4PEKS 

For the past two years, Provincial Papers -which 

produces high grade coated papers - has heen the 

major source of Abitibi-Price's 

operating losses. Early in 1991, 

we seriously contemplated clos- 

ing Provincial Papers, to staunch 

the flow of red ink. However, we 

recognized that the company 

had considerable prospects as 

Canada's only full-line coated 

paper maker - if we could engi. 

neer a turnaround. 

Ernployces quickly grasped 

the urgency of the situation and 

redoubled efforts at all levels to 

restore viahility - through cost- 

cutting, quality improvements, 

intensified marketing efforts and 

targeted product launchcs (such as the new line 

of ECO recycled papers). We restructured mill 

management and downsized by closing the 

Georgetown plant and idling one of our three 

machines at  Thunder Bay. And we worked to 

build new markets in the beleaguered North 

American coated paper marketplace. 

The turnaround of Provincial Papers is by 

no means complete, and  operaliug losses Tor Lhr 

year were steep. But there were strong signs of 

progress hy year end as cash flow improved sig- 

nificantly. Quality production and marketing 

efforts began to pay off; in four of the last five 

months of 1991, the mill sold all it could 

produce. 



O T H E R  R U S I S E S S E S  

We expect soft markets and price pressures to 

continue in the year ahead - hut employees are 

committed to accelerating the pace of improve- 

ment and renewing the viability of Provincial Papers 

CONVERTING BUSINESSES 

Hilroy - a well known name in school and office 

products - had a tough year, as increased global 

competition in a weak market drove selling 

prices down by over 7%.  However, we increased 

volumes and maintained market share in both 

the school and stationery markets. 

Hilroy has been focusing capital expenditures 

on labour-saving equipment to reduce unit costs 

and we plan to consolidate operations of the 

Toronto andJoliette plants to reduce costs further. 

As a result, we will be well positioned to weather 

the storm until market conditions improve. 

Hardest hit by the recession was the office 

products market, where dealers have maintained 

1-ery low inventory levels in the face of lower 

consumption. 

Price Wilson - which produces folding car- 

tons, paper towels, and paper bags, most with high 

recycled content - has encountered soft markets 

and price erosion as demand declined during the 

recession. Price decreases ranged between 10% 

and 2.5% in 1991. But we have managed to build 

market share in bags and towels, through inten~ive 

marketing and by gearing production and recy. 

cled content to customer specifications. Paper 

towelling exports to the U.S. have been growing 

rapidly and we expect to make further inroads in 

the year ahead in that important marketplace. 

Through training programs and a new manu- 

facturing resource planning system, we expect to 

improve both costs and service to customers in 

the coming year. 

BUILDING PRODUCTS 

Our U.S:based building products businesses - 

which produce hardboard siding, interior pan. 

elling, complementary plastic moulding prod- 

ucts, and millwork products including hi-fold 

doors and interior shutters - have been operat- 

ing competitively during a dismal period for the 

industry Housing starts in the U.S. plummeted to 

their lowest level in four decades during 1991, 

and renovation markets also declined. 

Despite lower demand and lower margins, the 

exterior siding operation ran at full capacity and 

generated strong cash flow and earnings. The 

plastic moulding business also held its own - 

successfully introducing new products, and 

targeting the do-it-yourself market. 

The building products sector felt the impact 

of the recession first - and is expected to lead the 

recovery; housing starts are expected to climb 

significantly in the year ahead, with other con- 

struction markets following. So markets should 

begin to rebound in 1992 - markets for the prod. 

ucts, and eventually for the operations themselves. 
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Eileen Mercier. Srnior Vice-Presidmr and  C h i d  Finmcial OKi< el 

SUMMARY 

Abitihi-Price recorded a loss in 1991 of $7.59 million ($1.12 per common sharc), 

21s compared to a loss in I990 of $50.4 million ($0.76 per common share) restated 

fnr a prior period adjustmeut of $5.8 million. Sales declined by 9% from $3.1 
billion in 1990 to S2.8 billion in 1991. The loss from operations of 539.9 million 

in 1991 compares to a restated profit from operations in 1990 of $26.2 million. 

As a result of reduced demand, an oversupply in the market-place of' most of the 

Compauy's products and continued pressure on priccs, each of the Company's 

segments performed less satisfactorily in 1991 than in 1990. 1990 results were 

affected by strikes which shut down six of the Company's Canadian newsprint 

mills and its coated paper mill for a month in the fall. 



Newsprint 

Newsprint sales declined 9% in 1991 to $907.2 mil- 
lion. Sales volume declined to 1.6 million tonnes in 
1991 from 1.8 million tonnes in 1990, and the average 
net sale price at the end of 1991 was approximately 
$80 per tonne lower than at the end of 1990. Approxi. 
mately 68% of the Company's newsprint production is 
sold in the United States, 8% in Canada and the bal- 
ance to other countries. 

lorth American Newsprint Markets 

In the United States, the Company's largest market, 
consumption of newsprint dropped 6% when com- 
pared to 1990. General economic,conditions and con- 
solidation of retailing firms in North America were 
the significant reasons for a drop of 7% in advertising 
linage sold in 1991. 

North American production capacity increased in 
1991 by approximately 600,000 tonnes or the equivalent 
of three new machines. This new production, together 
with the drop in demand for newsprint, led to an 
increase in pricing pressure, and discounting was wide. 
spreaddin the market-place The average US. list price 
was $670 U.S. per tonne in 1990. The U.S. list price 
increase from $685 U.S. to $720 U.S. per tonne which was 
implemented January 1,1991 did not hold, and by the 
end of the year, discounts had reached 30% on average, 
compared to rates of approximately 20% for 1990. 

Industry operating rates in the United States ave. 
aged 96% in 1991, compared to 97% in 1990. These 

Abitibi-Price 
Newsprint Operating Rates 
5 

I Canada .S. 

The outlook for the newsprint indu 
America is not expected to improve app 
1992 unless there is a marked increase in U.S. co 

- 
ates are significantly higher than the operating rates ' most efficient and cost-effective manner possible 
n Canada of 87% and 90% respectively. Operating 
ates are a measure of the ratio of operating time to 

available capacity and reflect current market 
demand. The Company's operating rates in Canada 
averaged 71% in 1991, compared to 86% in 1990. The 

-'Company's profitability is directly affected by reduced 
erating.rates, but any attempt to increase its operat- 
rate, hampered as a result of the cutrent over. 

';r;llpply of newsprint. cnuld result in further reductions 
n product prices 

sumption or further mill or machine closures. Some 
improvement in the markets is expected in 1993 as nc 
further capacity is expected to come onstreak b e f k  
that time. The Canadian industry faces the additiona 
challenges of meeting proposed environmental re* 
lations-(discussed later) and custo 
products containing re6cled fib 
could require substantial capital 
isplanning to meet recycling req 
communities served by its major customers in th 

international Newsprint Market! 

~bitibi4'rice has sold newsprint in the internatic 
markets for many years. Principal marko 
Europe and South America. The mills at 
and Stephenville, Newfohdland, are the princip 
suppliers of newsprint to these markets. 

Abitibi-Price's export tonnage increased by 4 
1991, despite surges in competing overseas-expor 
newsprint from Canada and U.S. The Company 
expects to maintain this tonnage in 1992. 



M A N A G E M E N T ' S  D I S C U S S I O N  A N D  A N A L Y S I S  

In 1991, increased competition in North Ameri- 
can domestic markets contributed to aggressive price 
discounting in international markets by non. 
traditional suppliers. For 1992, the Company expects 
further price weakness in overseas markets. 

Newsprint Operations 

As a result of reduced demand and lower sales prices, 
the newsprint segment recorded an operating loss of 
$22.4 million in 1991 compared to an operating profit 
of $1.8 million in 1990. 

During the year, the Company embarked on a 
program of focused downtime to address the demand1 
supply imbalance. During the second quarter of 1991, 
the Thunder Bay, Ontario mill was idled, removing 
approximately 170,000 tonnes from production. The 
mill is being maintained in working condition while 
idled, so that it could return to normal production 
with minimum effort. 

In 1991, an operating improvement program was 
initiated at the Company's newsprint manufacturing, 
sales and support locations. These cost reduction and 
efficiency increase programs partially offset the 
impact of the downtime taken during the year. Under 
these programs, savings are being realized as 
improved manufacturing and procurement proce- 
dures are utilized 

Newsprint Joint Ventures 

The Company has investments in threejoint ventures 
- Gaspesia Pulp and Paper Company Ltd., Augusta 
Newsprint Company and Alabama River Newsprint 
Company. Alabama commenced commercial produc- 
tion of newsprint on October 1,1991 and conse. 
quently, operating results, including depreciation and 
amortization of start-up costs, impacted the fourth 
quarter of 1991. Augusta had a profitable year, as a 
result of lower costs and increased production, while 
the other two joint ventures recorded operating losses. 
The Company advanced $7.1 million toward the com- 
pletion of Alabama River during the year, while 
Augusta paid $4.3 million to the Company as a return 
of its share of profits. 

Groundwood Papers 

Sales of uncoated groundwood papers, grades rang 
from speciality newsprint and telephone directory 
through supercalendered grades, declined in 1991 t 
$326.1 million from $344.0 million in 1990. The o p  
ating loss in this segment was $.3 million in 1991, cc 
pared to an operating profit of $.6 million in 1990. 
The decrease in both sales and operating profit is d 
to the business recession in North America in gene, 
and a substantial reduction in advertising expendi. 
Lures in particular. Industry overcapacity in light. 
weight coated papers and newsprint, which provide 
price and quality brackets around these grades, 
resulted in increased pressure on prices. Sales volur 
of uncoated groundwood papers declined by 3.4% I 
1991 from 422,100 tonnes in 1990 to 407,600 tonnes 
however, the Company more than maintained its m; 
ket share in this business segment. For supercalen- 
dered grades, which are used primarily for inserts, 
flyers, magazines and catalogues, sales volume 
increased by 4% to a level of 142,900 tonnes. Sales 
volumes of forms and directory grades declined by 
10,500 tonnes (17%) and 10,600 tonnes (12%) to 
51,100 tonnes and 85,200 tonnes respectively in 199 
compared to 1990. 

The Company's mills in the Province of Quebec 
which are its principal producers of groundwood 
paper products, have achieved significant cost redu, 
tions. 1991 production costs have been reduced by 
approximately $17 million or $42 per tonne. The 
Company continues to review all manufacturing prt 
esses and input costs to ensure increased 
competitiveness. 

During 1991, the Company approved a capital 
expenditure of $1.8 million for the Alma mill. This 
expenditure will enable the mill to produce a recycl 
directory product by May 1, 1992 which will meet cu 
rent Yellow Pages Publishers Association guidelines 
for recycled fibre content. 

The demand for groundwood papers in 1992 is 
expected to remain constant with 1991 or decline 
slightly. If overcapacity persists in this segment, the1 
may be further pressure on prices in the coming 
months. 
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Coated Papers 

Sales of the Company's coated paper products 
declined dramatically in 1991 to $81.6 million from 
$130.1 million in 1990. Provincial Papers, the 
Company's coated paper division, operated at 57% of 
capacity in 1991 (72.5% in 1990) and incurred an 
operating loss of $40.7 million compared to an oper- 
ating loss of $26.3 million in 1990. 

In 1991, 27% of sales were made to the US., com- 
pared with 36% in 1990. Coated freesheet paper (less 
than 10% mechanical pulp content) accounted for 
approximately half of the Company's coated paper 
sales in 1991 and 1990, and is sold primarily to maga- 
zines and commercial printers for use in annual 
reports and catalogues. The average selling price for 
coated freesheet paper declined 15% in 1991 when 
compared to 1990. The Company's volume of coated 
freesheet paper sales in North America decreased 
approximately 32% in 1991 as a result of one paper 
machine being temporarily idled. Pricing was affected 
negatively by an increase of 11% in U.S.. productive 
capacity. 

Magazine publishers and printers, the principal 
users of groundwood coated papers, have been 
affected by general business conditions in 1991, and 
the redirection of advertising expenditures toward 
electronic media. Magazine advertising pages in the 
U.S. declined 8.7% in 1991. In addition, the Canadian 
market for groundwood coated papers has been 
affected by an increase in aggressively priced 
imported paper from Europe. 

The outlook for coated paper will continue to be 
affected by economic conditions, excess capacity and 
increased imports, all of which have eroded net sale 
prices by 20% in 1991. 

Provincial Papers' cost containment program has 
achieved a reduction in costs of 9% per tonne pro- 
duced in 1991. The main emphasis of this program 
has been to reduce manpower (down 20% in 1991 
compared to 1990) and to improve product quality. 
Profitability for this division will depend not only on 
a continuation of these cost and quality efforts, but on 
increased sales and production volumes which will 
more fully utilize plant assets. 

Net Sales by Business Segment 

l Newsprint * 
2 Coated Paper* 

3 Groundwood 
Papers 

4 Building Products 

1 Newsprint -- 

2 Coated Papers 

3 Groundwood 
Papers 4 

4 Building Products 

(millions of Canadian dollars) 1991 1990 

5 Distribution, 
Office Products 
&Converted 
Products 

- G Other 

5 D~rtnbutmn, 
Office Products 
&Converted 
Producw 

- 6 Other 

1 Newsprint 907.2 
2 Coated Papers 81.6 
3 Groundwood Papers 326.1 
4 Building Products 185.0 
5 Distribution, Office Producw & 

Converted Producw 1,237.9 
6 Orher 62.7 

Distribution, Office Products and Converted Products 

Sales of the Diversified Group of operations of 
$1,237.9 million were down $126.9 million from 
$1,364.8 million in 1990. Operating profit declined to 
$25.6 million from $41.3 million in 1990. $59.4 mil- 
lion of the decrease in 1991 sales of $126.9 million was 
the result of divestitures made in the year. 

The Printing Papers Distribution division which 
accounted for 51 % of the Group's sales in both 1990 
and 1991, experienced soft markets throughout 1991. 
While the division maintained its share of the 
Canadian market and significantly reduced costs, the 
lower volume and pricing levels forced earnings below 
1990 results. 
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The Industrial Products Distribution division also 
reported reduced sales and earnings as all three of its 
major markets (retail, foodservice and industrial) 
struggled during the year. 

The Office Products Distribution division's sales 
and earnings exceeded those of last year. Second half 
sales slowed to the 1990 level, as performance was 
impacted by the sluggish U.S. economy. 

The Converted Products Division incurred a loss 
in 1991 as the recession and over.capacity in many of 
the division's markets forced sales volumes and prices, 
in particular, well below last year. 

In 1991, the Company was prepared to receive 
offers to purchase its converted products business 
units. In July, 1991, Innova Envelope was sold for a 
consideration of $39 million. 

During late 1991, management of the Company 
became aware of a misstatement of the operating 
profit and working capital at December 31,1990, of 
the Hilroy business unit. During 1990, management of 
Hilroy misstated the earnings by a total of $10.3 mil- 
lion. After deducting applicable income taxes, the net 
effect of this adjustment was $5.8 million, which has 
been treated as a prior period adjustment in the 1991 
accounts. 

The major divisions of Diversified are affected by 
general economic conditions, and as such the 
Company is not optimistic that the early part of 1992 
will provide significantly improved profitability. 

Building Products 

Sales of this division declined 3.8% from $192.3 mil- 
lion in 1990 to $185.0 million in 1991. Sales of pre- 
finished hardboard panelling and plastic mouldings 
were down from 1990, as a result of reduced market 
demand. Sales of hardboard siding and millwork 
remained level with 1990, hut reduced housing starts 
and increased competition resulted in no increase in 
sales prices in 1991. 

Operating profit declined from income of $6.8 
million in 1990 to an operating loss of $2.7 million in 
1991. While sales prices remained static, manufactur- 
ing and sales costs increased in 1991 - lumber prices 
increased 17% on average - and the business reces- 

sion has contributed to increased losses resulting 
from bankruptcies of building products retailers. 

An improvement in US. economic conditions as 
signalled by increased housing starts is necessary if 
sales prices are to increase in 1992. A stringent cost 
control program is in place to contribute to margin 
improvements. 

Interest Expense 

Interest expense declined from $55.8 million in 1990 
to $47.7 million in 1991. The principal reason for the 
decline was the decrease in short-term interest rates 
experienced in 1991. In addition, as a result of asset 
sales, there was a reduction in the average amount of 
short-term debt outstanding during the year. 

Unusual Items 

Unusual items charges were $44.4 million in 1991 and 
$54.1 million in 1990. These charges relate to deci. 
sions made by management to streamline operations 
in order to meet the new challenges facing the 
Company in the 1990's. The largest single item in this 
category is the cost of the Company's restructuring 
programs, $21.5 million in 1991 and $34.7 million in 
1990. The Company has streamlined newsprint and 
groundwood operations and improved efficiency. 
Each operation has been reviewed and the costs asso- 
ciated with employee severances, including relocation 
assistance, have been recognized. 

Another significant item of $16.5 million in this 
category is the severance and restructuring cost of 
idling the Thunder Bay mill in June of 1991. The 
Company also wrote off costs of $2 million incurred to 
design and finance a de.inking plant which was pro. 
posed to be built at the Fort William, Ontario mill. In 
1990, unusual items also included a charge of $12.9 
million relating to the closure of thdaffe retail office 
products business in Florida. 

Other Income and Expense 

Other income and expense declined to $4.0 million 
from $13.8 million in 1990. In 1991, the Company 
recorded $8.0 million of discount on sale of accounts 



I . receivable to US. and Canadian banks. As the first of previously made with two major us banks. rht 
.:- t h e  sales was made in late December, 1990, compara of the receivables outstanding under these agr 

~. . .%. _ . * <  

'. . ble costs were insignificant in that year.' , menu at the end of 1991 was $202.8 million. The - 

r ;  : The effective tax rate for the inco 
1991 was 41.4% compared with 36.4% in 1990. 

The increase in the recovery rate in 1991 over from Operating Aahrities 

recovery of deferred taws, which have been accumu- 
lated at a historical rate which is higher than the cur- 
rent rate of taxation. In addikion, the Company ' . 

recorded the benefit of a capital loss carry.forw&d 
which was applied against capital gains realized in 
1991. The Large Corporations a x ,  which reduces the 
income tax recovery, is a minimum tax based on the 

The Company's cash position, defined as 
bank indebtdness and commercial papeI; increased 
in 1991 by $100.2 million to a deficit df $54.9 million 
from a deficit of $155.1 million. In 1990, the 
Company's cash position decreased by $5.4 million. 
Cash from operating activities was.$89.4 million less 
in 1991 than in 1990, as a result of the increased loss 
for the F a r  and a reduction in the proceeds from the 
sale of accounts receivable. 

The Company geneqted $90.3 million in cash' 
and a profit of $1.6 million (before income taxes) in 
1991 from the sales of its equity interest in Spicers 
F'ae Limited and the Barber-Ellis (US) and Innova 
Envelope business units. There were no comparable 
sales in 1990. These asscts were sold as they no longer 
formed pan of the strategic direction of the Company. 

In 1991 the Company entered into an agreement 
with a major Canadian bank which permits it to sell, 
on an ongoing basis, certain Canadian trade accounts 
receivable with minimum recourse, with the Company 
continuing to administer the collection of the receiv- 
bles. This agreement is similar to the two agreements 

Additions to fixed assets in 1991 were $ 3 8 . ~ ~ ~ ~ ~ ~ ~  > ~ . ..... 4 

compared to $105.9 million ia199CJ.:F&f&%& - ~ .  

1991 capital e>Pendituresprogram was o&idrit&@.. ,,$* 
ing normal operations. In the &rent business&. . . : ~ - .  
mate, capital expenditures are being tigbtly controlled. ~. 

Compliance with pending environmental legisla- . ,. 

tion of the Governinent of Canada anathe Province 
. . 

of Ontario and Quebec may require that~qs 
incur capital expenditures of approximately 
million in order to meet the guidelines. Th 
var)iing deadlines for complying %th the; 
tions, with the earliest being January'l, 19 
sions to these implementation dates may 
under certain circumstances,. The Company is 
engaged in exploring alternative metho 
tion in order to meet the environmmtal req 
of the proposed legislation and guidelines at s 
tially reduced capital cost. 



The C.OLLL~BII~'S planned capital expenditures for 
992 amount to $50 million. These expenditures are 

spread throughout the Campany's business, and are 
required in order to maintain aftd improve product 

, 
During the year, the Company reduced long term debt 
by $21.8 million, including $17.3 miIlion of scheduled 
*king f w d  obligations, and a $4.5 million voluntary 
sinking fund payment. 

Lines of credit have been arranged with several 
banks for liquidity purposes, and at the end of 1991 
the Company had a balance of $305 million available. 

As a significant portion of the Company's sales are 
made in U.S. dollars, any movement of the Canadian 
doIlar in relation to the US. dollar could have an 
impact on earnings. To manage foreign exchange, the 
Company has a hedging program which, through the 
use of opubns and forward contracts put in place a . 
year in advance of expected sales, limits the effects of 
changes in US and other foreign currency exchange 
rater 

The Company's management of the risk associ- 
ated with currency exposure in a global market-place 
has benefitted the Company in 1991 by protecting its 
sales rrnnues denominated in US. dollars at an aver- 
age exchange rate of Cdn. $1.1840 against an average 
U.S. dollar spot rate of Cdn. $11457 for 1991. 

In additioq the Company manages its exposure 
floating rate debt through the use of interest rate 
exchange agreements. At the year end the Company 
had U S  $150 million of floating rate debt swapped to 
fixed at an average rate of 8.9% and an additional 
US. $100 million of debt subject to option agreemen 
with the exposure limited to, on average, a high of 
10.696 and a low of 8.1%. 

In 1991, the U.S dollar averaged Cdn. $1.1457. 
down 1.8% from $1.1668 in 1990. 

. - 

In 1991, thi: Company paid four quarterly dividends 
of $0.125 each for a total of $0.50 per common share 
Total cost of these dividends was $34.6 million. 
was no &xnge in the level of common share di 
declared or paid in 1991from 1990. 



The consolidated financial statements and all other infor- 
mation in the Annual Report are the responsibility of man. 

agement and have been approved by the Board of Directors. 
The financial statements have been prepared by manage. 

ment in accordance with accounting principles generally 
accepted in Canada and include some amounts which are 

based on best estimates and judgements. Financial infnrma- 

tion provided elsewhere in the Annual Report is consistent 
with that shown in the financial statements. 

The integrity of the financial statements is supported by 
an extensive and comprehensive system of internal account- 

ing controls and internal audits, the latter being coordi. 
nated with reviews and examinations performed by the 

Ronald Y. Oberlander 

A U D I T O R S  

To the Shareholders of Abitibi-Price Inc 

We have audited the consolidated balance sheets of 
Ahitihi-Price Inc. as at December 31,1991 and 1990 and the 

consolidated statements of earnings, retained earnings and 
changes in cash position for the years then ended. These 

financial statements are the responsibility of the company's 
management. Our responsibility is to express an opinion on 

these financial statements based on our audits. 
We conducted our audits in accordance with generally 

accepted auditing standards. Those standards require that 
we plan and perform an audit to obtain reasonable assur- 

ance whether the financial statements are free of material 
misstatement. An audit includes examining, on a test basis, 

February 17,1992 
Toronto, Ontario 

M A N A G E M E N T ' S  R E P O R T  

pBlliBl-PRICE 

shareholders' auditors in the course of satisfying themselves 
as to the reliability and objectivity of the financial statements. 

The shareholders' and internal auditors have free and 

independent access to the Audit Committee which is com- 
prised of five non-management members of the Board of 

Directors. The Audit Committee which meets regularly 
throughout the year with members of financial manage. 

ment and the shareholders' and internal auditors, reviews 

the consolidated financial statements and recommends 
their approval to the Board of Directors. 

The accompanying consolidated financial statements 

have been examined by the shareholders' auditors, Price 
Waterhouse, whose report follows. 

\ 
Eileen A. Mercier 

R E P O R T  

evidence supporting the amounts and disclosures in the 
financial statements. An audit also includes assessing the 

accounting principles used and significant estimates made 
by management, as well as evaluating the overall financial 

statement presentation. 
In our opinion, these consolidated financial statements 

present fairly, in all material respects, the financial position 
of the company as at December 31,1991 and1990 and the 

results of its operations and the changes in its cash position 
for the years then ended in accordance with generally 

accepted accounting principles. 

Puce, Ici- 
Chartered Accountants 



C O N S O L I D A T E D  E A R N I N G S  

Year ended December 31 
( m d l t m  of Canadtan dollars) 1991 1990 

(note 6) 

Net sales $2,800.5 $3,088.0 

Cost of sales 2,493.6 2,684.5 

Selling and administrative expenses 233.7 264.0 

Depreciation and depletion 113.1 113.3 

2,840.4 3,061.8 

Operating (loss) profit (39.9) 26.2 

Loss from newsprintjoint ventures, before income taxes (note 2) (1.5) (9.4) 

Interest expense - long-term (note 12) (35.0) (34.2) 
- short.term (12.7) (21.6) 

Unusual items (note 3) (44.4) (54.1) 
Other income and expense (note 4) 4.0 13.8 

(129.5) (79.3) 

Recovery of income taxes (note 5) 53.6 28.9 

Loss for the year (75.9) (50.4) 
Provision for dividends on preferred shares (1.7) (2.2) 

Loss attributable to common shareholders $ (77.6) $ (52.6) 

Per Common Share: 
Loss $ (1.12) $ (0.76) 
Dividends declared 0.50 0.50 

Weighted average number of common shares outstanding (millions) 69.3 69.3 

C O N S O L I D A T E D  R E T A I N E D  E A R N I N G S  

Year ended December 31 
(millionr of  Canadian dollars) 

Retained earnings at beginning of year, as previously reported $ 856.6 $ 938.1 

Prior period adjustment (note 6) (5.8) - 

Retained earnings at beginning of year, as restated 850.8 938.1 
Loss for the year (75.9) (50.4) 

774.9 887.7 

Dividends declared 
Preferred shares (1.7) (2.2) 

Common shares (34.6) (34.7) 

Retained earnines at end of year $ 738.6 $ 850.8 



C H A N G E S  I N  C O N S O I . I D A T E D  C A S H  P O S I T I O N  

Year ended December 31 
( m e l l m  of Canadzan dollars) 1991 1990 

Operating Activities 
Loss for the year $ (75.9) $ (50.4) 
Depreciation and depletion 113.1 113.3 
Unusual items 28.0 29.8 
Deferred pension cost 4.0 (13.2) 
Goodwill 3.2 3.5 
Deferred income taxes (52.4) (26.3) 
Other (10.2) 9.0 

Change in operating working capital (note 7) 

Cash from operating activities 113.8 203.2 

Financing Activities 
Repayment of long-term debt 
Retirement of preferred shares 
Other 

Cash applied to financing activities (25.8) (38.2) 

Investment Activities 
Additions to fixed assets 
Sale of equity interest and operating divisions 
Investment in newsprintjoint ventures 
Decrease in longterm receivables 
Other 

Cash from (applied to) investment activities 48.5 (132.9) 

Dividends Paid 
Preferred shareholders (1.7) (2.9) 
Common shareholders (34.6) (34.6) 

Cash -Increase (decrease) 
-Beginning of year 

-End of year $ (54.9) $(155.1) 

Cash comprises cash less bank indebtedness and commercial paper. 



December 31 
(milliom ofCanadian dollars) 

ASSETS 

Current assets 

Accounts receivable (note 8) 

Income taxes receivable 
Inventories (note 9) 
Prepaid expenses 

Fixed assets (note 10) 
Property, plant and other fixed assets 
Less - accumulated depreciation and depletion 

Other assets 
Investment in newsprintjoint ventures (note 2) 

Deferred pension cost (note 16) 
Goodwill 
Long-term receivables, investments and other assets 

Approved by the Board of Directors: 



December 31 
jmzlltons of C a d t a n  dollar$ 

LIABILITIES 

Current liabilities 
Bank indebtedness and commercial paper (note 11) 
Accounts payable and accrued liabilities 
Dividends payable 
Lona-term debt due within one year (note 12) 

Long-term debt (note 12) 370.8 389.9 

Unrealized loss on translation of long-term debt payable in US. funds - (1.3) 

Deferred income taxes 349.5 406.5 

SHAREHOLDERS' EQUITY 

Capital stock (note 13) 
Preferred Shares 

Series F - 1,831,139 shares 
(1990 - 2,366,850 shares) 

Common Shares - 69,266,738 sharcs 

Retained earnings 738.6 850.8 

1,021.9 1,140.2 



C O N S O L I D A T E D  S E G M F . N T E D  I N F O R M A T I O N  

Inter- Opcaring Additions 
Year ended December sales to Segment Segment Depreciation Profit Unusual roFixed Toral 
(milliom of Canadian dollars) Customers Sales Sales m d  Depiction (Lois) ~temr A S S ~ ~ S  ASXCS 

1991 
Business Segments 

Newsprint $ 907.2 $ 1.2 $ 908.4 $ 55.1 $(22.4) $30.1 
Groundwood papers 326.1 0.1 326.2 32.7 (0.3) 4.4 
Coated papers 81.6 14.9 96.5 7.9 (40.7) 4.4 
Distribution, Office 

products and 
Converted products 1,237.9 0.5 1,238.4 8.0 25.6 5.4 

Building products 185.0 - 185.0 8.0 (2.7) - 
Other 62.7 - 62.7 1.4 0.6 0.1 
Eliminations - (16.7) (16.7) - - - 

$2,800.5 $ - $2,800.5 $113.1 $(39.9) $44.4 

Coroorate 

$ 38.5 $2,162.0 

Geographic Segments (1) 
Canada (2) $1,957.0 $(41.9) $1,657.2 
G.S.A. 843.5 2.0 476.2 

$2,800.5 s(39.9) 2,133.4 

Corporate 28.6 

1990 
Business Segments 

Newsprint $ 998.1 $ 1.2 $ 999.3 $ 54.8 $ 1.8 $24.7 $ 57.8 $1,083.9 
Groundwood papers 344.0 1.3 345.3 31.4 0.6 13.4 26.4 535.8 
Coated papers 130.1 21.7 151.8 7.8 (26.3) 2.9 1.9 148.5 
Distribution, Office 

products and 
Converted products 1,364.8 0.6 1,365.4 9.4 41.3 12.9 9.6 468.9 

Building products 192.3 - 192.3 8.0 6.8 - 7.6 150.4 
Other 58.7 - 58.7 1.9 2.0 0.2 0.4 17.4 
Eliminations - (24.8) (24.8) - - - - - 

$105.9 $2,472.9 

Geographic Segments (1) 
Canada (2) $2,255.9 $ 14.9 $1,940.2 
U.S.A. 832.1 11.3 464.7 

$3,088.0 $ 26.2 2,404.9 

Corporate 68.0 

Notes: 
11) Geomaohic seernents reflect the location of rhe source of the product sold. . .  " .  
(2) Canadian operations include sales to theUS. marker of $653.5 million (1990 - $801.0 million) and other export sales of $226.7 million 

(1990 - $213.2 million). 



N O T E S  T O  C O N S O L I D A T E D  F I N A N C I A L  S T A T E M E N T S  

December 31,1991 and 1990 

1. Summary of significant accounting policies 

The consolidated financial statements are expressed In 

Canadian dollars and are prepared in accordance with 
accounting principles generally accepted in Canada. 

(a) BorG ofpmentat im 

m e  financial statements consolidate the accounts of 
Abitibi-Price Inc. and all subsidiaries. Investments in joint 

ventures are accounted for by the equity method. 
Goodwill, which represents the excess of the cost of 

acquired businesses over the values attributed to the under- 
lying net assets, is amortized over periods not exceeding 

40 years. 

(b) Translation o f f o r e p  c u m c i e s  

The assets and liabilities of self-sustaining foreign subsi- 
diaries and affiliates are translated into Canadian funds at 

year-end exchange rates and the resulting unrealized 
exchange gains or losses are included in shareholders' 

equity. The earnings statements of such operations are 

translated at exchange rates prevailing during the year. 

Monetary assets and liabilities of domestic companies 
and integrated foreign subsidiaries which are denominated 

in foreign funds are translated into Canadian funds at year- 
end exchange rates, non-monetary assets are translated at 
historical rates, and transactions included in earnings are 

translated at rates prevailing during the year, with the excep 
tion of depreciation which is translated at historical rates. 

Exchange gains or losses on translation are included in 
earnings, with the exception of those which arise on the 
translation of longterm debt payable in U.S. funds. Such 

gains or losses which relate to debt that hedges the net 
investment in self.sustaining U.S. subsidiaries and joint 

ventures are included in shareholders' equity, while the 
balance, if any, which relates to debt that is hedged by a 

future income stream denominated in US. funds, is 
deferred and included in earnings in the same years as the 

income stream. 
The Company manages its foreign exchange exposure on 

future sales through the use of options and forward con- 

tracts. Resulting gains and losses are included'in earnings 
when realized. 

(c) Inventorres 

Inventories of finished products, work in process and mate. 
rials and operating supplies are valued at the lower of aver- 

age cost and net real~zable value. Inventories of pulpwood 
and sawlogs are valued at average cost. 

(d) F i x d  assets and depreciation 

Fixed assets are recorded at cost, which includes capitalizec 
interest and preproduction and start-up costs. Investment 

tax credits and grants received under government program 
relating to capital expenditures are credited to fixed assets. 

Depreciation is provided at rates considered adequate to 
amortize the cost over the productive lives of the assets. The 

principal asset category is primary production equipment 
which is depreciated over 20 years on a straight-line basis. 

(e) Pension costs 

Earnings are charged with the cost of benefits earned by 

employees as services are rendered. The cost reflects man- 
agement's best estimates of the pension plans' expected 

investment yields, wage and salary escalation, mortality of 
members, terminations and the ages at which members will 

retire. Adjustments arising from pension plan amendment! 
experience gains and losses and changes in assumptions arc 
amortized to carnings over the estimated average remainin) 

service lives of the members. 
The difference between amounts included in earnings 

and Company contributions to the pension plans appears 
on the balance sheet as deferred pension cost. 

Costs associated with post.retirement benefits are recog- 
nized as incurred by the Company. 

(0 Income taxes 

Earnings are charged with income taxes relating to reportel 

profits. Differences between such taxes and taxes currently 
payable, which result from timing differences between the 

recognition of income and expenses for accounting and fol 

tax purposes, are reflected as deferred income taxes on the 
balance sheet. Income taxes have not been provided on 

undistributed earnings of foreign subsidiaries because 
remittance of such earnings would not result in any signifi- 

cant tax liability. 



2. Newsprint joint ventures 

A significant part of the Company's newsprint operations is 
represented by three joint venture partnerships which are 
accounted for by the equity method. The Company's equity 

interests in these partnerships are: Gaspesia Pulp and Paper 
Company Ltd. - 51%, Augusta Newsprint Company - 50% 

and Alabama River Newsprint Company - 50%. In all three 
cases, marketing agreements provide for the Company to 

sell the newsprint production of thejoint ventures. 

Condensed combined earnings statements and balance 
sheets of the joint ventures are as follows: 

Earnings statements 
1991 1990 

(I millions) 

(c) Alabama River Newsprint Company commenced com. 
mercial production of newsprint on October 1, 1991. Capita- 

lized interest on this project in 1991 was $25.8 million (1990 
- $26.2 million). 

(d) Includes accounts r e c e i ~ b l e  with Abitibi-Price Inc. of 

$44.1 million in 1991 and $39.3 million in 1990. The consol- 
idated financial statements include corresponding amounts 

in accounts payable and accrued liabilities. 

(ej Long.term borrowings are without recourse to the 
partners. 

3. Unusual items 

1991 1990 
I$ millions) 

Net sales S 327.9 $313.5 

Costs and expenses (304.4) (310.0) 

Interest (a) (26.3) (22.0) 

Loss before income taxes (b) (c) $ (2.8) $ (18.5) 

Ahitihi-Price 1nc.k share $ (1.5) $ (9.4) 

Balance sheets 
1991 1990 

(I millions) 

Current assets (d) 

Current liabilities 
Fixed assets (net) 

Loans from partners 
Long-term debt (e) 

Other 

Partners' equity $402.2 $320.0 

Ahitihi.Price Inck investment inJoint 
ventures: 

Equity $ 202.6 $ 160.8 

Loan - 35.5 

$ 202.6 $ 196.3 

(a) Includes interest of $1.7 million in 1991 (1990 - $5.9 

million) charged on loans from joint venture partners. 

(b) Gaspesia is an incorporated company which is responsi- 

ble for its own income taxes. Any taxable income of the 
otherjoint ventures, which are unincorporated, is included 

in the individual income tax returns of the partners. Recov. 

ery of income taxes reported on the earnings statement 
includes Ahitihi-Price Inch share of Gaspesia's recovery of 
$2.0 million in 1991 and $5.4 million in 1990. 

Cost of idling Thunder Bay newsprint 
mill $16.5 $ - 

Cost of employee restructuring 

programs 21.5 34.7 
Charges relating to permanent closure 

of operations: 
Provincial Papers plant at George- 

town, Ontario 1.9 . - 

Jaffe office products business in 
Florida 0.9 12.9 

Groundwood papers machine at 

Jonquisre, Quebec - 1.8 
Writeoff of preliminary expenditures 

on capital projects which have been 
cancelled 3.6 4.7 

4. Other income and expense 

1991 1990 
t$millionrl 

Interest $ 6.2 ' $10.7 

Discount on sale of accounts receivable (8.0) - 

Gain (loss) on sale of assets 1.8 (0.9) 

Spicers Paper Limited - equity income 0.5 3.0 

Foreign exchange gain 1.3 0.4 

Other 2.2 0.6 



N O T E S  T O  C O N S O l . i D ! \ T E D  F l K A K C I A I .  S T A T E M E N T S  

5. lncumc !axes 7. Change in operating working capital 

Thc Company's effective income tax rate is as follows: 1991 1990 

1991 1990 ($miillonl) 

($millions) 
Cash used for changes in operating 

Loss before income taxes S(129.5j $(79.3) working capital components: 

Recovery of income taxes S 53.6 $ 28.9 Decrease (increase) in current assets: 

Effective income tax rate (41.4)C; (36.4)s Accounts receivable $120.4 $ 97.6 

Combined basic Can; 
provincial income tax rates 

payable and accrued liabilities (39.0) 28.4 
Effcct oE 

hlanufacturing and processing 129.9 137.5 
allowances 2.6 2.8 Operating working capital included 

Larre corporations tax ?.5 4.8 in sale of operating divisions (25.9) - 

Tax rate differential 

Fore i~n taxes 

. 

(6.8) (3'4) Change in operating working capital $104.0 $137.5 
1.9 1.0 - 

Application of prior years' capital 
losses (1.9) - 8. 9ccounts receivable 

Other 1.2 Under three agreements entered into with major Canadian 

Effective income tax rate (41,4)m, (36,4)% and U.S. banks, the Company has the right, on an ongoing 

At December 31,1991, the Company and its subsidiaries 
had operating loss carryforwards for income tax purposes 

totalling approximately $150 million, which expire between 
1997 and 2006, the benefit of which has been reflected in 

these financial statements. 

6. Prior period ad.iustrnent 

During the fourth quarter of 1991, the Company became 

aware of a misstatement of the 1990 operating results in the 
Converted Products division of the Diversified Group. For 

1990, operating profit has been decreased by $10.3 million 
and the loss for the year and the loss per common share 

have been increased by $5.8 million and $0.08 per share, 
respectively. As a result, the balance of retained earnings at 

January 1,1991 has been adjusted by $5.8 million (net of 
recovery of income taxes of $4.5 million). 

basis, to sell certain trade accounts receivable with minimal 
recourse and with the Company continuing to administer 

the collection of the receivables. The total of such receiv- 
ables which remained outstanding at December 31, 1991 was 

$202.8 million (1990 - $137.3 million). 

9. Inventories 

Finished products and work in process $199.1 $221.2 
Pulpwood, sawlogs and expenditures 

on current logging operations 81.8 99.7 
Materials and operating supplies 60.7 75.8 

$341.6 $396.7 



10. Fixed assets 

Accumnhrcd 
Cost depreciailon 1991 Ner 1990 Net 

(I rnilli",,~) 

Property, plant 

andequipment $2,278.2 $1,035.1 $1,243.1 $1,332.5 

Logging  equip^ 

ment and  

development 97.7 69.6 27.6 30.3 

Timber limits 

and u,atet. p m e r  

rights 23.6 13.2 1U.4 10.9 

11. Bank lines of credit and commercial paper 

At December 31,1991, the Company had $SO5 million in 

unused hank lines of credit. Any borrowings under these 

demand lines ofcredit would bear interest at prevailing 

market rates. 

There were no  short-term promissory notes outstanding 

under the Company's commercial paper program at Decem- 

ber 31. 1991. Floating interest rates on short-term promis- 

sory notes issued under the Compan) '~ commercial paper 

program were 8.04% on US. $38.4 million (Cdn. $44.3  mil^ 

lion) of notes outsranding at December 31, 1990. 

12. Long-term debt 

1991 1990 
I$ ,"illlons) 
- 

Abitibi-Price Inc. 

Sinking Fund Debentures 

11 K % Series F, maturing 1995 (a) $ 5.6 

I l  ib % SeriesG - 

10.65% Series H, maturing 2000 

(US. $76.1 million) 87.9 

Floating Rate Term Loan, maturing 

1994 (US. $150 million) (b) 173.3 

Abitibi-Price Refinance Inc. 

Floating Rate CumulativeiTerm 

Loan, maturing 1993 

(U.S. $96.4 million) (c)(d) 111.4 

Other indebtedness 6.3 
- 

l.css: Amount due within one "ear 13.7 17.1 

(a) The Company has entered into a currency swap agree. 

ment in 1991 covering interest and principal payments owl 

the period to maturity, re~ul t ing  in an  effective interest rate 

of9.19% on the US. dollar equivalent of the outsranding 

debt. 

(h) Interest is at a rate approximating LIBOR. The loan is 

secured by an Abitihi-Price Inc. Series L Debenture. The 

Company has entered into interest rate exchange agree- 

ments, covering the period to 1994, for a principal amount 

of G.S. $150 million at an average fixed interest rate of 8.9% 

In the event of nonperformance by the other parties to the 

interest rate swap agreements, the Company would be 

exposed to floating interest rates. 

(c) Interesl is at rates approximating U.S. base rate or  1.IBOR 

for U.S. funds borrowings and at rates approximating Euro- 

Canadian rate or Canadian bank prime for Canadian funds 

borrowings. The loan is secured by an  Abitibi-Price Inc. 

Series K Debenture. 

(d) The Company has entered into interest rate agreements, 

covering the period to December 31, 1993, which effectively 

limit exposure to floating interest rates to an average high of 

10.6% and an average low of 8.1 % on a principal amount of  

G.S. $100 millior~. In the event of w x ~ p e ~ f u ~ m m ~ c  by the 

other parties, the Company would be exposed to floating 

interest rates. 

Sinking fund and other longterm debt repayment obliga- 

tions for the years 1993 to 1996 are estimated to be $123.2 

million, $184.8 million, $13.6 million and $10.5 million, 

respectively 

All outstanding sinking fund debentures are currently 

redeemable at the option o f the  Campan? 

During the year ended December 31,1991, interest of 51.4 

million was capitalized on major capital additions (1990 - 

$4.8 million). 

13. Capital stock 

The Company is governed by the Canada Business Corpora- 

tions Act and is authorized to issue an unlimited number of 

preferred shares and common shares. 

The $0.94 Cumulative Redeemable Retractable Preferred 

Shares Series F, which were issued at $11.50 per share, are 

redeemable by the Company at  $11.50 per share and are 

retractable at $11.50 per share at  the option of the holder on 

January 1 in each year. In 1991, ,535,711 shares were 

retracted (1990 - 339,600 shares). 
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14. Foreigncurrency hedging commitments 

At December 31,1991, the Company was committed to 

options of US. $683 million, maturing from January to 
December 1992, which protect the Company against the 
Canadian value of the US. dollar falling below an average of 

Cdn. $1.1585 and which, in the event of a strengthening US. 
dollar, require the Company to sell U.S. dollars at rates 

which average Cdn. $1.2297. 

15. Lease commitments 

The Company and its subsidiaries have entered into operat- 

ing leases to charter ships and to lease property and equip- 
ment for various periods up to the year 2028 at rentals 
aggregating approximately $88.9 million. Minimum pay- 
ments under these leases are as follows: 

(6 millions) 

1992 $29.0 
1993 19.7 

1994 11.0 
1995 7.7 

1996 5.5 
Remainine years 16.0 

16. Pension plans 

The Company's pension plans, covering mosiemployees, 
are primarily contributory, defined benefit plans that pro- 
vide pension benefits based on length of service and final 

average earnings. The Company has an obligation to ensure 
that there are sufficient funds in these plans to pay the 

benefits earned and, although the Company's contributions 
vary from year to year, they are made in accordance with the 
annual contribution requirements of regulatory authorities. 

Pension funds are managed by professional fund managers 

in accordance with guidelines established by the Pension 
Fund Committee of the Board of Directors. At December 31, 
1991, approximately 56% of the assets were held in equity 

securities, with the remainder in fixed income securities. 

The following table reconciles the funded status of the 
pension plans with the amounts recognized on the Compa. 

ny's balance sheet: 
1991 1990 

($milli"nr) 

Market value of assets $843.5 $783.9 

Actuarial present value of accumulated 
plan benefits hased on current service 

and compensation levels 

Vested 605.2 619.1 
Non-vested 15.7 4.6 

620.9 623.7 
Adjustment for projected service and 

compensation levels 118.4 100.0 

739.3 723.7 

Excess of market value of assets over 
projected benefit obligations $ 104.2 $ 60.2 

Consisting of: 

Unrecognized loss $ (8.4) $ (62.9) 
Prior service cost not yet recognized 

in periodic pension expense (45.0) (50.0) 
Balance of unrecognized net assets 

existing at January 1,1986 84.6 97.3 

Deferred pension cost recognized 
on the balance sheet 73.0 75.8 

$ 104.2 $ 60.2 

Net pension cost (credit) of the Company plans includes 
the following components: 

1991 1990 
($millions) 

Service cost - benefits earned during 
the year for both defined benefit 

and defined contribution plans $ 1 6 . 2  $ 1 7 . 1  

Interest cost on projected benefit 
obligations 65.3 63.9 

Actual (gain) loss on plan assets (125.4) 19.7 
Net total of other components 53.8 (106 7) 

Net pension cost (credit) $ 9.9 $ (6.0) 

Pension benefit obligations were hased on an assumed 

discount rate of 9.5% (1990 - 9.5%) and an assumed com. 
pensation rate increase of 6.0% (1990 - 6.0%). The assumed 
1ong.term rate of return on  ensi ion plan assets was 9.5% 

(1990 - 9.5%). 
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17. United States accounting principles 

The financial statements have been prepared in accordance 

with generally accepted accounting principles ("GAAP") in 
Canada which, in the case of the Company, conform in all' 

material respects with those in the United States, with the 
following exceptions: 

Earnings dzfferaces 

(i) Unrealized exchange gains or losses arising on the trans- 
lation of long-term debt payable in U.S. funds that is hedged 

by a future income stream denominated in U.S. funds are 
deferred and included in earnings in the same years as the 

income stream. Under US. GAAP, such gains or losses would 
be included in earnings as they occur. Realized gains and 

losses relating to forward exchange contracts which hedge 
future sales are included in earnings at the time of the sales. 

Under US. GAAP, unrealized gains and losses on contracts 
entered into prior to obtaining firm sales commitments 
would be included in earnings. If treated in accordance with 

U.S. GAAP, the effect of these differences would be: 

1991 1990 
(I millions) 

Loss, asreported under Canadian 

GAAP $(75.9) $(50.4 
Unrealized gain on translation of long- 

term debt payable in U.S. funds, net 

of income taxes (1.2) (0.4 
Unrealized gain (loss) on forward 

exchange contracts, net of income 

taxes 6.7 (7.3 

Loss, as adjusted to U.S. GAAP $(70.4) $(58.1 

Per Common Share: 

Loss, as reported under Canadian 
GAAP $(1.12) $(0.76 

Adiustments 0.08 (0.11 

Loss, as adjusted under U.S. GAAP $(1.04) $(0.87 

(ii) The impact on net earnings adjusted under U S  GAAP of 
Financial Accounting Standard 96 relating to income taxes 

has not been estimated, inasmuch as amendments are 
expected to result from the current review of the statement 
by the FASB. Similarly, the impact of Financial Accounting 

Standard 106 relating to employee post.retirement benefits, 
is under review but not complete. Both standards are cur- 

rently required to be implemented for 1993. 

18. Comparative fipurrs 

Certain comparative figures have been reclassified to con- 
form to the current year's financial statements presentation. 



(unaudited) 
(millions ofdollars, except per share amounts) 1st Quarter 2nd Quarter 3rd Quarter 4th Quarter Total 

1991 
Net sales 
Operating profit (loss) 
Unusual items 
Net loss 
Per common share: 

Net loss 
Dividends declared 
Dividends paid 

Price range per common share 
Toronto Stock Exchange 

High 
Low 

New York Stock Exchange 
(U.S. Dollars) 

High 
Low 

1990(1) 
Net sales 
Operating profit (loss) 
Unusual ilrms 
Net loss 
Per common share: 

Net loss 
Dividends declared 
Dividends paid 

Price range per common share 
Toronto Stock Exchange 

High $ 16.25 $ 15.88 $ 16.00 $ 14.63 
Lou' 13.00 14.75 14.50 12.00 

New York Stock Exchange 
(US. Dollars) 

High 13.88 13.75 14.00 12.75 
Low 11.38 12.63 12.63 10.38 

(1) 1990 4th quaner figures have been restated as explained in Note 6 of the notes to the consolidated financial statements. 



E L E V E N - Y E A R  F I N A N C I A L  R E V I E W  

Year ended December 31 1991 1990(1) 1989 ,1988 

Sales and earnings ($millions) 
Net sales 
Cost of sales 
Selling and administrative expenses 
Depreciation and depletion 
Operating (loss) profit 
Income (loss) from newsprintjoint ventures, 

before income taxes 
Interest expense - long-term 

-short-term 
Unusual items - .  

Other income and expense 
Provision for (recovery 00 income taxes 
Earnings (loss) before extraordinary items 
Extraordinary items 
Net earnings (loss) 

Dividends declared ($ millions) 
Preferred shares 
Common shares 12) 

Capital expenditures ($ millions) $ 38.5 $ 105.9 $ 212.7 $ 168.2 

Financial position ($ millions) 
Working Capital $ 121.0 $ 178.5 $ 308.0 $ 521.2 
Fixed assets, net 1,281.1 1,373.7 1,395.3 1,322.7 
Long.term debt 370.8 389.9 407.0 459.0 
Deferred income taxes 349.5 406.5 417.0 389.3 

. Preferred shares 21.1 27.2 31.1 11 5.4 
Common shareholders' equity 1,000.8 1,113.0 1,200.3 1,212.4 

Per common share (2) 
Earnings (loss) before extraordinary items $ (1.12) $ (0.76) $ 0.70 $ 2.60 
Net earnings (loss) (1.12) (0.76) 0.70 2.64 
Dividends declared (3) 0.50 0.50 0.875 1.00 
Dividends paid (3) 0.50 0.50 1.00 1.00 
Common shareholders' equity 14.44 16.06 17.32 17.50 

Return on average common shareholders' equity - - 4.0% 15.6% 
Long-term dehtllong-term debt plus shareholders'equity 26.6% 25.5% 24.8% 25.7% 
Number of employees (year end) 12,068 14,300 15,800 16,200 

Notes: 
(1) Figures for 1990 have been restated to reflect the correction of a misstatement as referred to in Note 6 of the notes to the consolidated 

financial statements. 
(2) Figures for the years 1981 to 1984 have been restated to reflect the 3-for-l split of common shares which became effective May 1,1985. 
(3) Four quanerly dividends were paid in each of the years 1981 td 1991, but because of changes in dividend declaration dates, three 

dividends were declared in 1983 and five in 1985. .. 



P R I M A R Y  P R O D U C T I O N  

Novspnnt' Groundwood Kraft Products Lumber Coated Papers Hardboard 
@gum in thousands) (tonnes) Papera (tonne$) (tonnes) (mfiml (ronnes) (msf-equtvalent) 

Production 

1986 1,798 350 87 83 132 1,058 

1987 1,833 363 -. 55 142 1,147 

1988 1,900 407 - 52 144 1,032 

1989 1,791 416 - 52 140 1,054 

1990 1,723 420 - 50 126 1,153 

1991 1,613 407 - 55 88 1,110 

Capacity - 1992 2,134 469 - 75 154 1,166 

*Newsprint figures include the total production of the joint ventures at Chandler, Quebec, at Augusta, Georgia, at Claiborne, Alabama and 
the idled mill at Thunder Bay, Ontaria 

a9 



D I R E C T O R S  

Robert J. Butler 

(Age 69) (3,4) 
Director 
Toronto, Ontario 

Marshall A. Cohen, Q.C. 

(Age 56) (13) 
President and Chief Executive 
Officer 
The Molson Companies Limited 
Toronto, Ontario 

Lionel G. Dodd 

(Age 52) (1.2) 
Chief Operating Officer 
O&Y Enterprises Inc. 
Toronto, Ontario 

Bernd K. Koken 

(Age 65) (1,4,5) 
Chairman of the Board 
Abitibi-Price Inc. 
Osprey, Florida 

C. Edward Medland 

(Age 63) ( 2 3  
Direct01 
Toronto, Ontario 

Gilbert I. Newman 

(Age 70) (1,2,4) 
Executive Vice-President 
Olympia & York 
Developments Limited 
Toronto, Ontario 

Ronald Y. Oberlander 

(Age 50) (1) 
President and Chief Executive 
Officer 
Ahitibi-Price Inc. 
Toronto, Ontario 

Albert Reichmann 

(Age 63) (1,3,5) 
Chairman 
Olympia & York 
Developments Limited 
Toronto, Ontario 

Paul Reichmann 

(Age 61) (1) 
President 
Olympia & York 
Developments Limited 
Toronto. Ontario 

Ralph Reichmann 

(Age 58) 
Executive VicePresident and 
Treasurer 
Olympia & York 
Developments Limited 
Toronto, Ontario 

Francis J. Ryan, Q.C. 

(Age 65) (2) 
Partner 
Stewart McKclvey St~rling Scales 
St. John's, Newlourldldrrd 

John A. Tory, Q.C. 

(Age 61) (13) 
Deputy Chairman 
The Thomson 
Corporation 
Toronto, Ontario 

Paul-Gaston Tremblay 

(Age 63) (2,4) 
President 
Primo-Gestion Inc. 
Chicoutimi, Quebec 

David A. Ward, Q.C. 

(Age 60) (4,5) 
Partner 
Davies, Ward &Beck 
'lorooto. Ontario 

(1) Executive Committee 
The Executive Committee acts on behalf of the 
Board of Directors between regular Board 
meetings on matters requiring company action 
before the Board can he assembled. These 
matters will usually have been addressed 
previously by the Board, which will have provided 
direction to the Executive Committee. In 
addition, the Committee reviews long-term 
strategic plans, annual objectives, major capital 
projects and investment strategies as well as 
significant acquisitions and divestitures. 

(2) Audit Committee 
None of the members of the Audit Committee are 
officers of the company This committee re&ws 
all audited financial statements with 
management and the shareholders' auditors and, 
after satisfying itself as to the integrity of the 
statements, recommends their approval by the 
Board. The Audit Committee also reviews 
changes in accounting policies and satisfies itself 
as to the effectiveness of audit programs and 
internal control systems and procedures. The 
Committee meets regularly with both internal 
and external auditors, with or without 
Irrandgrmml, to corisider the results of their 
audits and other activities they supervise. The 
Committee also recommends the appointment of 
the company's external auditors to the Board. 

(3) Human Resources and Compensation 
Committee 

The Human Resources and Compensation 
Committee oversees compensation and career 
development for the company's officers and 
managers. 

(4) Pension Fund Committee 
The Pension Fund Committee advises the Board 
with respect to all funding, administrative i n d  
policy matters relating to the company's pension 
plans. 

(5) Nominating Committee 
The Nominating Committee recommends to the 
Board the slate of director candidates to be 
proposed for election by the shareholders at the 
annual meeting. It also recommends candidates 
tofill vacancies on the Board as they pccur 



P R I N C I P A L  O F F I C E R S  

Chairman of the Board 

Bernd K. Koken 

P ~ s i d e n t  and Chief Executive Offxcer 

Ronald Y. Oberlander 

Executive Vice-president 

J. Kenneth Stevens 
Divrnsified Oroup 

Senior Vice-presidents 

George R. Arellano 
Commercial Business 

Marcel C. Beaudoin 
Commercial Business 

Jean-Claude Casavant 
Organizational Leadership and Innovation 

T. Maitland Devine 
Publishers Business 

Robert G. Lawrie 
Chumel, Cmzpliance and Gnnmunuatkm 

David L. Loretto 
Infernotional Business 

C. Donald Martin 
Publiches Business 

Eileen A. Mercier 
Chief F i n a d  OfFcer 

John V Olsen 
Bm'ness Suppart Board 

Fernand H. Duquette 
Engr'mering and Environmat 

James A. Hone 
Financud Smices 
Commercial Buszness 

William H. Sheffield 
coleral M a m p  
Iroquois Falls Diuirion 

Victor A. Wells 
Controller ' 

Diversified Group 

Henry Hildebrand 
President 
Industrial Products Distribution 

Bruce J McGroarty 
President 
OfficeProducts Dishihtion 

Yves Montmarquette 
Prerident 
Printing Papers Distribution 

'Other Businesses 

J. Raymond Langevin 
President 
Building Products 

John V. Olsen 
President 
Provincial Papers 



Annual Meeting 

The annual and special meeting of shareholders of Abitibi- 

Price Inc. will be held at  the King Edward Hotel, Mezzanine 
Level,  ailr room, 37 King Street East, Toronto, Ontario, 

Canada on Monday, April 20,1992 at  11:OO a.m. 

Common share information 

Common shares of the company are listed on the Toronto, 
Montreal, and Vancouver stock exchanges under the symbol A, 
and on the New York Stock Exchange under the symbol ABY. 

Annual Information Form 

A copy of the company's annual information form as filed 

with securities regulators in Canada and the United States is 
available from investor relations at: 

Abitibi-Price Inc. 
207 Queen's Quay West, Suite 680 

Toronto, Ontario 
Canada M5J 2P5 

Telephone (416) 369-6700 

Under the MultiJurisdictional Disclosure System (MJDS) 

introduced in 1991, the company's annual information 

form (AIF) is accepted by the Securities and Exchange 
Commission (SEC) as a substitute filing for the Form 10-K, 

which the company filed in each of the years 1987 through 
1990. Similarly, the will file its interim quarterly 
reports, instead of Forms 10-Q to securities regulators in 

Canada and the United States. 

Transfer Agents and Registrars 

Montreal Trust Company 
Toronto, Montreal, Vancouver, Calgary, Regina, Winnipeg 

and Halifax, Canada 

National Bank of Detroit 
Detroit, U.S.A. 

Price Waterhouse 

Toronto, Canada 






