NASPD
National Association of Steel Pipe Distributors, Inc.

First Issue 2017

Details inside:
NASPD 2017 Convention
Las Vegas - February 9-11
Fall Conference photos
Member Spotlight - Balor Moore

T

2017 Events
2017 Annual Convention
February 9 - 11
(Golf Tournament February 8)
Encore at Wynn Las Vegas
Las Vegas, Nevada
2017 Summer Conference
June 15 - 17
The Logan Hotel
Philadelphia, Pennsylvania
2017 Fall Conference
October 19-21
JW Marriott Austin
Austin, TX
2018 Events
2018 Annual Convention
Houston, Texas
2018 Summer Conference
Seattle, Washington
2018 Fall Conference
New York City, New York
More event info: www.naspd.com

he downturn in our industry has
been severe to say the least. It
appears we are finally seeing signs of
economic progress as the Rig Count is
gradually increasing, OPEC’s decision to
reduce output will benefit the U.S. Energy
Industry, and we finally have our
Presidential Election in the rearview mirror.
When I became President of the NASPD
two years ago oil prices were over $100 per
barrel and scrap pricing was just north of
$400 per ton. What a ride it has been since
February, 2014. As the industry plunged to
depths we have not seen since the 1980’s, the
NASPD continued to be a source for
information and education in the industry.
If you have been fortunate enough to attend
previous NASPD meetings you can’t help
but be more optimistic about future
business. I believe the signs we are seeing
now will lead to more prosperous times in
the steel pipe industry.
It has been a tremendous pleasure for me to
serve as NASPD President the last two years
and despite the business environment, my
tenure has been rewarding for me. Most
everyone in this organization should be
aware of the efforts Susannah and Gail
expend daily to efficiently run this

Art Shelton
NASPD President

organization. I can’t think them enough for
the work they have done. They make a
President look really good.
We have several challenges ahead of us the
next two years with the most pressing being
how to manage our reserves in a manner that
fits all members. The Strategic Planning
Committee and Board of Directors is
evaluating several proposals to magnify the
importance of being an NASPD member
company. Our goal is to be the main source
for everything related to the steel pipe
industry. The Program Committee has
arranged a superb program for Las Vegas
and I strongly urge you to attend. Among the
speakers are Piotr Galitzine with TMK
IPSCO and as a special guest, Gregory
Zuckerman, author of The Frackers. Please
(PRESIDENT continued on page 10)
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Susannah Feux Porr
NASPD Executive
Director

L

ike many of you, I suspect, I was
feeling very sad about the
divisiveness I was seeing in our
country and our world. I decided I could
lament about all the anger, violence,
insensitivity and divisiveness I was seeing
on the news or I could do what was in my
power to counteract those things. I helped
develop a movement called Compassion is
Contagious. The premise was to bring
together groups from all ethnic, religious,
cultural and political backgrounds to help
make the world a better place. My first
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meeting had pastors from African American
churches, the Imam from our local Mosque,
the Police Chief, the Mayor, the Bishop,
representatives from our Hindu and Jewish
communities and others. What I feared
might be a difficult first meeting proved to
be seamless and cohesive. It was quickly
agreed our first project would be to feed the
homeless and provide care packages
including coats, blankets, toiletries etc.
With just a couple weeks to pull it all
together we ended up feeding and providing
care packages for nearly 200 people. We had
5 times the volunteers we had hoped for and
enough donated items to fill my living room
within the first couple days. What it
showed me was that people are good and
want to come together for a greater good,
they just need the opportunity. This was the
first of what we hope will be many future

projects. You can find our movement on
Facebook at Compassion is Contagious
Victoria.
We can all make the world a better place in
ways big and small. If it is nothing more than
a friendly smile and holding the door for a
stranger, it changes the energy around you.
This Pipeline issue alone is filled with
members like Narayan, Gerald and Balor all
doing their part in making the world a better
place. We’d love to hear more of your stories
of ways you have found to give back.
I wish you and your family a peaceful and
prosperous new year.

| NEWS
Nucor Enters Agreement to
Acquire Independence Tube

Narayan Bhargava joins Board of Directors for Magic Bus USA,
Houston Chapter
The effect on the boys was remarkable.
Being part of a team gave them a sense of
worth and inspired them to aim higher.
They began to make positive changes in
their lives because of Matthew and how he
had become a mentor to them. Matthew
saw the dramatic influence he had in their
lives as a mentor and encouraged the boys
to become mentors to younger children in
their community.

In September, Independence Tube
Corporation announced that it has entered
into an agreement to sell the company to
Nucor Steel.
“This is an exciting opportunity for the
employees and customers of Independence
Tube. Both Nucor and Independence
Tube have a strong cultural
compatibility, particularly the
importance and focus each put on safety,
quality, productivity and treating our
employees fairly.” said Dave Grohne,
Founder and CEO of Independence Tube.
Founded in 1972 in a 53,000 square foot
facility on the southwest side of
Chicago, Independence Tube has grown
to 1.7 million square feet under roof
with two manufacturing divisions in
Illinois (Chicago & Marseilles) and two
manufacturing divisions in Alabama
(Decatur & Trinity) producing tube and
pipe products to ASTM A500, ASTM A252,
ASTM A53 and ASTM A135/A795.
With Nucor’s plans to install a large
diameter ERW mill in the south, adding
the large size HSS and pipe piling sizes to
Independence Tube’s already
comprehensive product line, will create the
widest product offering in North America.
It is no accident that the American flag
has been a part of Independence Tube’s
heritage. The milestones accomplished
could have only been foreseen by an
American born vision, the hard work of
all of our employees, our faithful and
loyal customers and our trusted
suppliers.

Photos above and below: Narayan Bhargava
(second from right) and wife, Rishita (far right)
along with friends enjoying the Magic Bus
Gala in Houston.

Narayan Bhargava of SDB Steel and Pipe has
joined the board of the Houston Chapter of
Magic Bus USA.
Narayan helped hope the Magic Bus
Houston Gala “Celebrate The Magic” in
September 2016 raising of $700,000 to assist
the organization’s mission.
About Magic Bus (from magicbususa.org):
In the late 1990s, a young Englishman named
Matthew Spacie landed in Mumbai, India to
run India’s largest travel agency, Cox and
Kings. Immediately, he was struck by the
dichotomy of rich and poor living beside one
another. Matthew played rugby in the
evenings and frequently noticed a group of
boys living at the bus stop across the street,
intently focused on watching Matthew and
his team practice. One day, he called them
over to hop the fence and join in on the game.
These games quickly became routine and
over the next few months Matthew became
their coach – in rugby and in life.

On a Saturday in 1999, Matthew and these
boys boarded a bus and drove into one of
Mumbai’s harshest slums. Approximately
50 marginalized children got on and joined
them on a wonderful weekend away from
the harshness of life in the slums. These
children experienced freedom and
creativity and returned home, raving
about the “Magic Bus.”
Today, the Magic Bus program has evolved
into one of the world’s highest-impact,
low-cost scalable programs – but the key
principles remain the same from the first
day – mentoring and utilizing sports as a
catalyst for education.
Magic Bus operates independent,
registered charities in the USA, UK, India,
Germany, and Singapore and operates
programs in India, Singapore, and the UK.
The program works with more than
350,000 children weekly.

Zekelman Industries to acquire Western Tube & Conduit Corporation
CHICAGO — Zekelman Industries
announced today that it has entered into a
definitive agreement with Nippon Steel &
Sumitomo Metal Corporation and other
minority shareholders of Western Tube &
Conduit for Wheatland Tube to purchase
Western Tube & Conduit Corporation. The
financial terms of the agreement were not
disclosed. The parties expect the
transaction to close next year, subject to
customary closing conditions including
regulatory approval.
Based in the western USA, Western Tube &
Conduit Corporation is a producer of steel
tubing, both black and galvanized. “We are

very excited to add Western Tube &
Conduit Corporation to the Zekelman
Industries family of leading value-added
manufacturing brands. Western Tube &
Conduit Corporation shares our highquality, customer-centric focus,” said Barry
Zekelman, executive chairman and CEO of
Zekelman Industries.
Zekelman Industries sells electrical
conduit, fence pipe and mechanical tube
products through its Wheatland Tube
division. Zekelman Industries intends to
offer customers products under both the
Wheatland Tube and Western Tube
brands. “Western Tube and Wheatland

Tube offer complementary products and
services. Each company will continue to
operate in the marketplace as it does today,”
said Jim Hays, president of electrical, fence
and mechanical for Zekelman Industries.
According to Barry Zekelman, “The
investment in Western Tube & Conduit
Corporation and its people is another step in
Zekelman Industries’ continued focus on
being the best value-added manufacturer in
the world.”

(NEWS continued on page 8)
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SEBA Pipe, Inc. Conducts Mill
Inspection

Nucor to Purchase Republic
Conduit

Seba Pipe Inc. recognizes steel as an
engineered product, and utilizes a
sophisticated engineering team who
specialize in these products. SEBA is very
confident about quality of SEBA tubing and
casing since as a direct mill buyer SEBA
conducts continuous inspections of mill
sources to ensure the highest quality raw
materials and finished product.

CHARLOTTE, N.C., - Nucor Corporation
(NYSE: NUE) announced that it has agreed
to acquire Republic Conduit, a leading
manufacturer of steel electrical conduit in
North America, from Luxembourg-based
Tenaris S.A. for $335 million, or
approximately 6x the average of its 2015 and
projected 2016 EBITDA. Republic Conduit's
annual shipment volume over this period
averages approximately 146,000 tons.

In the photos (at left) SEBA’s engineering
team was at an overseas mill recently for one
of those routine monitoring visits.
SEBA Pipe is an OCTG & Line Pipe
distributor and importer headquartered in
Houston, Texas.
SEBA engineers pre-qualify all pipe mills
and perform on-site inspections before any
commercial activity is initiated. SEBA is
fully engaged in all steps from production,
quality control to loading, shipping,
stevedoring and in-land deliveries.
Unal Baysal, EVP of SEBA Pipe says “we
understand that steel quality along with the
efficiency of a systematic operation is
critical to E&P companies’ success.”

Gerald Merfish Honored With
David H. White Memorial
Award
Gerald Merfish
was recently an
h o n o r e d
recipient of the
David H. White
Memorial Award.
David H. White,
who died on
January 12, 1972,
represented the
finest in Jewish
life. He left a
legacy of love for his family, service to his
community, and a heritage characterized by
a deep devotion to equal rights for all
mankind. In view of his unique role in the
community, this living memorial was
established by the Evelyn Rubenstein
Jewish Community Center as an annual
award to a man or woman whose service to
the Jewish community of Houston reflects

“The purchase of Republic Conduit
complements our recent expansion of
Nucor's presence in the pipe and tube
market and gives us a new line of valueadded products to offer our customers,” said
John Ferriola, Chairman, CEO and President
of Nucor Corporation. “This acquisition hits
on all five of the drivers in our company’s
long-term strategy for profitable growth.
We are very excited to welcome Republic
Conduit employees to our Nucor team.”
Republic Conduit produces
electrogalvanized Electrical Metallic Tubing
(EMT) and Intermediate Metal Conduit
(IMC), as well as hot-dip galvanized
Electrical Rigid Metal Conduit (ERMC).
Republic Conduit’s products are primarily
used to protect and route electrical wiring in
various nonresidential structures such as
hospitals, schools, office buildings, hotels,
stadiums, churches and shopping malls. The
company also serves the power and
industrial sectors.
Republic Conduit employs a total of
approximately 300 people at two nonunionized facilities strategically located in
Louisville, Kentucky, and Cedar Springs,
Georgia. Once the acquisition is completed,
Nucor will be a market leader in steel
conduits.

the highest integrity, love for one’s fellow man
and commitment to the ideals of Jewish life.
Criteria for Selection of Honoree
1. Commitment to the ideals of Jewish life.
2. Service reflecting the highest in integrity,
love for one’s fellow man and dedication to
the task.
3. Active involvement with in the Jewish
community of Houston.

| NEW MEMBERS
Welcome New Members

United States Casing
and Tubing

TMK Industrial
Solutions, LLC

United States Casing and Tubing is a new
Regular member. The company offers API 5CT,
Casing Pipe, Drill Pipe and Supplies, ERW,
Fence Pipe & Tubing, Large OD Pipe, Line Pipe,
OCTG Tubing and Casing, Oilfield Rejects, Pipe
Coating, Pipe Piling, Reconditioned Pipe, Rolled
Pipe, Seamless Pipe, Structural Pipe, Structural
Tubing, Sucker Rod, Surplus Pipe and Used
Pipe. All products originate in the US.
Transportation is through Logistics Consulting
Services.

TMK Industrial Solutions, LLC is a new
Associate member. The company manufactures
ASTM A519, A106, A213, A192, A179, A333, A335,
A312, API5DP, and applicable ASME standards
(O.625"-16" OD SEAMLESS). Their product mix
includes Alloy Pipe, API 5CT, Boiler Tube,
Chrome Moly Pipe, Coupling Stock, DIN EN,
Drill Pipe and Supplies, Heavy Wall Pipe, ISO,
Low Temp Pipe, Mechanical Tubing, Pressure
Tubing, Seamless Pipe, and Stainless Pipe with
products originating in Romania, Russia and US.
Their specialty is Heavy Wall Seamless
Mechanical Tube.

Amber Bloom is the NASPD Contact.

Mike Christopher is the NASPD Contact.

United States Casing and Tubing
Suite 125
4891 Independence Street
Wheat Ridge CO 80033
Phone: 720-550-7115
Fax: 720-550-7153 (FAX)
accounting@ustubingandcasing.com

TMK Industrial Solutions, LLC
Suite 325
10940 W Sam Houston Parkway N
Houston TX 77064
Phone: 346-206-3790
Fax: 832-688-8801
mike.christopher@tmk-is.com

(PRESIDENT continued from page 3)
come early Friday as we will be having
having our Annual Meeting of the
Membership. We also will be having our
Member Discussion on Friday afternoon
instead of Saturday morning. And of course,
we can't go to Las Vegas without a golf
tournament and a dam tour.
I am very pleased to be turning the
Presidency over to Bruce Haupt. Bruce’s
company has been a member of the NASPD
since 1996. His calm, measured approach
makes Bruce an excellent choice for our next
President and I look forward to supporting
Bruce the next two years.
Lastly, thanks again to all of our sponsors.
The NASPD greatly appreciates your
generous support.
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Balor
Moore
Lessons From Baseball and Beyond
Life began January 25, 1951 on a farm in
Smithville, Texas. When he was seven years
old the family moved to Deer Park, Texas
where Balor's inimitable passion for
America's pastime was tempered by a family
tradition of respect for the unflinching
work ethic ubiquitous among farming

W

hile the life of Balor Moore has
followed a road less traveled,
his status as seasoned traveler
of America's interstate system is beyond
reproach. An introduction to the American
heartland that began upon the cramped and
well worn seats of minor league baseball
team bus has suitably evolved into the
charter class befitting the cosmopolitan
CEO/President of Brittex International Pipe
Supply.

Above is a still shot grabbed from a video of
Balor pitching. You may access the video by
clicking on this photo in the online version of
this issue of Pipeline at www.naspd.com.
Click on “Publications”, then click on “1st
Issue of 2017”.

families. Balor graduated from Deer Park
High School at the height of the Vietnam
War. His selection as the #1 draft choice of
the Montreal Expos was an encouraging
development in his professional baseball
prospects but status as a full time college
student was the only thing keeping him out
of the other draft. The allure of professional
baseball was too great to be ignored so Balor
dropped his college classes and was
unceremoniously drafted into the Army.
The order came down, report to Fort Dix,
New Jersey for basic training. With some
astute maneuvering he was reassigned to an
Army Reserve Unit it Houston, Texas.
Initially viewed as an unwelcome
distraction from his baseball development,
it was the once a month trips to Houston for
training with his reserve unit that provided
an introduction to Paula, the woman who
would become his loving wife. The
following season Balor made the team and
(MEMBER SPOTLIGHT continued on page 14)
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The Long Tailed Cat in a Room Full
of Rocking Chairs: Risk Management
Considerations for Master Service
Agreements and Contract Clauses
by Alexis Hester, attorney

A

s outside counsel
for a wide array of
oilfield service
companies, the scenarios
that tend to haunt my
late-night fears are
Alexis Hester
generally of the less
visceral variety. Should a lawsuit arise, will
my client's losses be covered by
their commercial general liability
policy? Will an Anti-Indemnity Act
invalidate the indemnity provisions
set forth in the Master Service
Agreement between my clients and
their vendors? If so, are my clients
prepared to shoulder losses they
thought their contractors would
indemnify them for? Does my client
use Master Service Agreements, or
are their indemnity and additional
insurance terms set forth on the
back of a sales order? If the latter is
the case, did the individual who
executed the sales order have
authority to bind the company to an
indemnity agreement, or will a
Court hold that the promise for
indemnity is unenforceable? Will
my clients be indemnified in a claim
for gross negligence in addition to ordinary
negligence? Has there been any waiver due
to a lack of timely tender for defense and
indemnity? Have my clients taken proper
precautions to ensure they were named as
additional insureds on their vendors'
policies? As some consolation, these
particular risks can be managed or
mitigated before you (or outside counsel)
begins to lose precious time counting sheep
at night, and well before a commercial
dispute arises. This article aims to provide a
quick discussion of how best to prepare
yourself and your company to avoid such
risk management pitfalls in advance of
litigation, as well as contractual provisions
that may minimize uncertainty.

A. Contracts and Forms
Most companies are intimately familiar
with the basic forms used to outline sales
and service terms. Master Sales Agreements,
Master Service Agreements, Purchase
Orders, and Sales Orders are used by almost
every company along the supply chain for
steel casing production, finishing,
inspection, and distribution. These

agreement generally requires that party A
defend, indemnify, and hold harmless party
B for any claims or losses incurred by party B
from and against any and all claims brought
by or on behalf of any member of the
indemnitor's group alleging bodily injury,
illness, death, or property damages which
claims arise out of, relate to, or are
connected with the sale or service
agreement or the performance thereof.
Courts have recognized
indemnity agreements as risk
shifting mechanisms between
parties, which parties can
negotiate or bargain to address
liability for losses. Courts have
also recognized that such
agreements can have massive
financial implications when
triggered, which has motivated
various restrictions and loop
holes by the courts, state
legislatures, and the insurance
markets.
B.Practical Application

agreements allow parties to specify the
scope of their duties to one another before
work is performed or goods are exchanged.
As a general rule, Master Sales or Master
Service Agreements tend to provide better
assurance and better protection as the
“arm's length” negotiation can be prepared,
reviewed, and edited by individuals who are
indisputably authorized to do so and can, as
a result, act on behalf of the company and
bind the company to any promises
exchanged.
This becomes relevant particularly in the
context of indemnity agreements. An
indemnity agreement is a contractual
arrangement in which one party agrees to
pay for potential losses incurred or awarded
against the other party. An indemnity

For example, in 2015, I was
involved in a commercial
dispute on behalf of a mid-sized
exploration and production
company. The litigation arose
between our client and an oilfield service
provider that was seeking its defense costs
and indemnification for a settlement
amount which it had paid following a prior
wrongful death lawsuit. An indemnification
clause on the back of a service ticket
provided the basis for the service provider's
breach of contract claim against the
exploration and production company. The
service ticket had been signed in the field by
a contract-Company Man who had been
hired by our client. The service company
believed that the Company Man was (a)
aware of the indemnity clause and its
purpose and (b) was authorized to bind the
exploration and production company to the
(RISK MANAGEMENT continued on page 20)
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began a 12 year career on the mound with the Montreal Expos,
California Angels, and Toronto Blue Jays.
Paula attended Sam Houston State University in Huntsville, Texas
where she graduated in 1977. Upon their initial introduction, the
chemistry between the pair was immediate and undeniable. They were
wed before friends and family in 1974 and this February celebrated their
43rd wedding anniversary. Over that period the couple welcomed two
wonderful children, first a son, Baylor and subsequently a daughter,
Diana. The doctor had
assured them their first
progeny would be a
baby girl. So when
much to their surprise a
perfect baby boy
arrived, the list of
potential female names
was suddenly obsolete.
At the time Balor was
playing Winter ball in
Puerto Rico. Needing to
return to Puerto Rico
and pressed for a
decision, they quickly
settled on Baylor
(adding “y” in the
spelling) . . . to avoid

confusion. Anyone who has called Brittex asking for Balor Moore
knows from the consistent retort “Senior or Junior?”, how well
that worked out. Diana, named after Paula”s sister who passed
away when she was 17, has also settled close to home. The joyful
Thanks to the NASPD, I’ve come to know Balor Moore,
and in my opinion, he is without a doubt one of our
association’s most interesting members. Here are a few
facts about Balor. First, let’s clear up the pronunciation of
his first name. It’s BaLOR , not Balor. I’ve learned this by
being in the company of Balor when he is with Paula, his
wife and soul mate. She never corrects anyone who says
his name incorrectly, but when speaking with or about
him always says his name with the accent on the second
syllable. She is clearly Balor’s biggest fan and
convincingly acts like she’s hearing every one of Balor’s
many baseball stories for the first time, a feat for which
she deserves an Oscar (Best Performance by a Spouse
in an Endless Re-Run). Second, when Balor becomes
king, any sales person using any communication device
other than an in-person visit or a telephone call will be
hung by their thumbs, which, by the way, will
permanently disable them from being able to do deals via
text, Facebook, Snapchat and all of the other electronic
methods of communication that Balor is convinced are
contributing to the demise of civilization as we know it, or
at least civilized communication between sales reps and
their customers. Balor is a member of that shrinking
minority of folks who will actually “like” you in person,
rather than on your Facebook home page (I’d insert LOL,
but Balor is going to be reading this and he won’t know
what that means)!
Like many of Balor’s friends and acquaintances, I’ve
been highly entertained over the years by his many
baseball stories. The Balor baseball story I like best,
however, is the story that coincidentally reveals the most
about Balor, his core values, and the proudest
accomplishments in his life. It’s the story not about what
being a professional athlete meant to him, but rather
about why he chose to leave professional sports. As he
told it to me, the cost of continuing with his baseball
career meant being away from Paula and the family
they’d started, and not being there for all of the important
milestones in the lives of his wife and then young
children. Ultimately, that was a price he was unwilling to
pay, so he left something he loved for something he
loved even more. The way Balor tells his baseball stories
makes it very obvious that he loved the game and the
level at which he got to play it. Making it to “the bigs” is an
accomplishment achieved by only a few. Choosing to
move away from it to be the father, husband and family
member he knew he wanted to be is one of the best
baseball stories I’ve ever heard.
By the way, Balor’s baseball stories, as thrilling as they
are, barely hold a candle to the thrills of being in a car with
Paula at the wheel when you’re 20 minutes away from a
Spring training game you need to be at in ten minutes.
But that’s another story!
Joe Bergfeld
Pittsburgh Pipe
(MEMBER SPOTLIGHT continued on page 15)
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brood has now grown to include 5 active
grandchildren between the ages of 4-9.
Balor and Paula still enjoy traveling but
these days have traded long hours on the
road for long weekends in the Texas hill
country or the mountains.
In the 70’s even at the top levels of the game,
the lifestyle of a professional baseball player
in no way resembled the glamorous catered
Balor Moore is one of the jewels of the
NASPD—steady, funny, serious,
committed, husband, father, honest,
hard-working, fair, good fast ball and
athletic, are just a few of the many
endearing characteristics of Balor.
Although we do not have the
opportunity to do any pipe business
together, I always find his view on
issues to be interesting and thought
provoking. The NASPD is fortunate that
Balor gave up his budding baseball
career to become a pipe distributor and
then led our organization for two years
as NASPD President. A great guy for a
great organization!
Gerald Merfish
Merfish Pipe & Supply

Four generations of the Moore clan piled in a jeep during a 2016 Thanksgiving family hunting
trip on a ranch near Rock Springs, Texas

experience of the diamond all-stars in the
modern era. MLB franchise owners
eschewed perks like chartered team jets for
dilapidated buses. As such, after a decade of
roughing up batters with an intimidating
south paw delivery, Balor retired from
professional baseball to spend more time
with his growing family.
The lack of a college degree was initially a
hurdle to overcome in the job market. But in

posing a scenario to interviewers in which
they faced the choice between college and
playing baseball in places like Yankee
Stadium, Fenway Park, or Wrigley Field, to
recruiters the context became crystal clear.
Despite not completing his formal college
education Balor feels “Professional baseball
offered a unique cram course in life. Eight
years in the major leagues provided
significant life lessons and the opportunity
(MEMBER SPOTLIGHT continued on page 16)
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to apply that experience in the business
world has been priceless.” The qualities
cultivated in the course of his baseball career
match those requisite of successful business
leaders: motivation, strong work ethic, self
discipline, competitiveness, teamwork and
resolve. Balor posits, “In baseball, you can’t
slack off because there is always someone
waiting to take over your position and the
plot is the same in the business world.” The
foundation of his post baseball career has
been as solid as it is simple “Be honest, pay
your bills and taxes, and never let someone
out work you.”

-Balor Moore

(MEMBER SPOTLIGHT continued on page 18)
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Balor began his career as a pipe professional
in 1981 when he was offered a sales position
by Cyril Lavender at Brittex International
Pipe Supply. Cyril was from London, Great
Britain and his wife, Ruby, was from Alvin,
Texas. The pair combined their British and
Texas heritage to form the name Brittex.
Balor didn’t know anything about pipe or

Be honest, pay
your bills and taxes
and never let
someone out
work you.

working in an office for that matter. The first
day on the job they asked him how he would
like to set up his office. Having never worked
indoors for an 8 hour stretch, except for
maybe in a domed stadium, he had no idea
how to answer. From walking farm yard
fences as a young boy to walking the
perimeter of the pipe yard as a newly minted
pipe professional, Balor’s preference for the
outdoors has been steadfast. In 1983 Balor
made the transition from valued employee to
owner when he and friend, Scott Irwin,
purchased the company from Cyril. True
today as it was in 1981, you are much more
likely to find Balor in the pipe yard than the
boardroom. Relying solely on life lessons
gleaned from a professional baseball career,
he has successfully positioned Brittex
International Pipe Supply as a trusted
supplier of steel pipe. On the subject of his
success in the steel pipe industry Balor
offered sage advice “The pipe business is like
baseball in that you can’t take a class and

NASPD has awarded many scholarships to eligible member
children since establishing the NASPD Educational Scholarship
Program. The following are answers to a few frequently asked
questions about our scholarship.
When is the application deadline?
April 5, 2017 at 11:59 PM Pacific Time Zone
Who is eligible to apply?
Applicants must meet all of the following criteria to be eligible for
this:
• You must be a high school senior or college freshman,
sophomore or junior.
• Be a dependent child, step child or grandchild of a full-time
employee of NASPD member company who works a minimum
of 30 hours a week and has been employed for at least two
years as of January 1, 2017.
- The children, stepchildren, or grandchildren of Corporate
Officers and Board Members of member companies are not
eligible to apply.
Note: If your parent/guardian is an eligible employee at the time
you are notified that you have been selected to receive an award
you will retain the award for the full academic term.
What are the selection criteria?
An independent selection committee will evaluate the
applications and select the recipients considering:

• Financial need
• Community involvement
• Essay content
• Academic achievements and records
• Professional recommendation
• Extracurricular activities
Decisions of the selection committees are final and are not
subject to appeal. No application feedback will be given.
What are the details of the award?
• Up to 16 scholarships will be awarded annually and are not
renewable.
• Students may reapply each year as long as they continue to
meet the eligibility criteria.
• The award amounts will be determined annually.
• The scholarships will be applied to tuition, fees, books, supplies
and equipment required for course load at accredited, nonprofit
two- or four-year colleges/universities in the United States.
• Students may transfer from one institution to another and retain
the award.
How and when are checks issued?
Checks will be issued in early August to each recipient’s mailing
address and made payable to the institution on the profile page.
Program Administration
To ensure complete impartiality in selection of recipients and to
maintain a high level of professionalism, the program is
administered by International Scholarship and Tuition Services,
Inc., a firm that specializes in managing sponsored scholarship
programs.
Additional Questions:
For additional information regarding the scholarship program call
toll free (855)-670-ISTS (4787) Monday through Friday from 8:00
AM to 5:00 PM Central Time.(ROCKY MOUNTAIN GUY continued on page 18)

Design

Consulting Market Research
Exhibits Copy Writing

As an advertising agency, Key & Associates has consistently bridged the gap
between creativity and results for our industrial clients, since 1979.
We provide advertising services that effectively incorporate the unique identity of your brand.
The foundation of our three pronged approach to success is a steadfast commitment
to deliver on point, on time and on budget.
At Key & Associates we have the tools and experience to unlock your market potential.

Victoria, TX - 361.649.5562

key-assoc.com

Boulder, CO - 210.269.9129

| MEMBER SPOTLIGHT
(MEMBER SPOTLIGHT continued from page 16)

I’ve know Balor for several years.
He is a competitor and much like his
baseball career he is in it to win it.
He has a highly competitive spirit, is
very analytical, has a thirst for
knowledge, and a true professional
in his field who will “out work”
everyone in the industry. He is
always says it like it is without
pulling any punches. Balor is able to
do all of these things with high
morals and strong ethics in
everything he touches. I consider
him a coach, mentor and most of all
a friend I can count on for his brutal
honesty.
Don Karchmer
International Pipe & Supply, LLC

Balor enjoying the outdoors. Recently rode
a dirt bike from Montrose, CO to Moab,
Utah (400miles off road) crashing only six
times. Fortunately he was unhurt.

expect to learn it. You must absorb it
through years of immersion in everything
pipe.”
Balor joined NASPD in the early 80’s when
Joe Bergfeld was president. When he first
attended NASPD meetings he wisely took
the opportunity to listen and learn from the
steel pipe hall of fame holding court. He
took note of the attributes and attitudes of
the professionals he admired and gradually
became more involved. Asked to share his
favorite thing about the NASPD Balor
offered, “Getting to know the people you are
dealing with makes business a lot more
pleasurable. And those strong relationships
and genuine friendships ensure the smooth
and speedy resolution of any issues that
might arise on a pipe order.”
Balor at Hell’s Gate for the "Hotter'n Hell
Hundred" mile ride. 100 miles in 100 degree
weather in one day (less that 8 hours). For
Balor says he participates as a personal
challenge. Very rewarding if you can do it.

Balor is one of the funniest people I
have ever been around, he can tell
the best stories. My favorite story is
at the yearly convention in Las
Vegas, we had a Hypnotist that
brought us all on stage. Balor and I
went up on stage and as we were
told to sit down Balor pulled my
chair from under me and I fell to the
floor! I had 300 people laughing at
me with Balor just standing there
smiling! He has been my best
friend in the NASPD for 30 years.
Robert Griggs
Trinity Products, Inc.

Balor was greatly honored to serve as
President of the NASPD, more so than he
initially envisaged. He believes firmly the
experience gained over his term in office
helped him grow as an individual and a pipe
professional. To both seasoned and recently
welcomed members, it should come as no
surprise that Balor counts a number of
esteemed NASPD members amongst his
role models and it bears repeating, “This
organization provides the opportunity to
surround yourself with your role models”.

Above - top: Balor loves the outdoors and has
been hunting for years. Above: Following in
Balor’s footsteps, grandson Trevor, 9,
bagged a Catalina Goat during the family’s
2016 Thanksgiving outing. Below: A different
kind of hunting, that’s a mouse, caught in a
meeting during the NASPD 2004 Fall
Conference in Scottsdale, Arizona.

Three Photos Below - thru the years: Balor
and Paula have been active participants in
NASPD events for many years.
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| GUEST ARTICLE
(RISK MANAGEMENT continued from page 12)

indemnity agreement. The exploration and
production company maintained that it was
wholly unaware of the clause and argued
that the Company Man's signature on the
service ticket was solely for the purpose of
acknowledging completion of the work,
and not for purposes of entering into a
legally-binding indemnity agreement worth
several million dollars. Interestingly, both
parties were able to present the Court with
case law in support of their
respective positions as the
primary question involving the
scope of the Company Man's
authority remained unresolved
under Texas law.
Beyond the immediate financial
impact for indemnification and
attorneys fees, the far reaching
consequences of potentially
invalidating the indemnity
provisions across a fleet of
service agreements (or
confirming the duty to
indemnify) could have been
monumental for either party.
Given these unknowns and the
risk that comes with such
uncertainty, the parties were
motivated to resolve their
disputes at mediation, but not
before both spent almost two
years engaged in written
discovery, depositions, and
costly motions for summary
judgment and appeals. Had the
parties entered into a Master
Service Agreement at the
inception of their five-year
working relationship, a clear
and enforceable indemnity
clause could have been
negotiated ahead of the dispute.
C. Suggested Considerations and Clauses
for Inclusion
This, however, raises another consideration
for indemnity and additional insurance
clauses. Several jurisdictions, including
Texas, Louisiana, Wyoming, New York, and
New Mexico, have anti-indemnity statutes
that can invalidate those agreements
between parties absent certain language.
For example, in Texas, the Texas Insurance
Code contains an anti-indemnity provision
that applies to construction contracts, and
the Texas Civil Practice and Remedies Code
codifies the Texas Oilfield Anti-Indemnity
Act. If applicable, these statutes can render
indemnity agreements unenforceable

unless certain requirements in the language
of the agreement are met. By way of example,
if the Texas Oilfield Anti-Indemnity Act
applies, the agreement must meet statutory
fair notice requirements, must contain
language meeting the express negligence
standard, and may be limited otherwise if
the indemnity obligations are unilateral as
opposed to mutual. A careful review of the
format and the substance of any “risk
shifting” clause is necessary to ensure that

should a dispute arise. For example,
including a Waiver of Consequential
Damages clause in agreements with
customers can effectively limit the type of
damages a customer may be entitled to
recover against your company. While most
customers prefer use of their own forms for
contracting, if you are able to propose this
provision, doing so can be beneficial. A
Waiver of Consequential Damages
essentially provides that, in the event of any
failure, the customer will be
unable to seek recovery from the
distributor for “consequential”
financial losses, such as loss of use,
loss of business opportunities, or
reduction of value. Identifying
consequential as opposed to
direct losses in such a clause is
encouraged as well in order to
avoid a later dispute on
classification of damages.
Finally, many companies opt to
include arbitration clauses in
their Master Service and Master
Sales Agreements in order to
minimize the sometimes costly
and time intensive litigation
process. An agreement that, in the
event of a dispute, any claims will
be submitted to final and binding
arbitration can streamline the
claims process and can allow the
parties to pre-select a venue, a
timeline for discovery,
qualifications of the arbitrator or
arbitration panel, and other
variables that are otherwise
uncertain in the traditional
litigation context.

your customers or vendors cannot later
invoke an anti-indemnity act in order to
deny their obligation for contractual
indemnity.
Choice-of-counsel language within the
indemnity clause can also help to ensure
that, should a vendor agree to provide
defense pursuant to a contractual
arrangement, your preferred outside counsel
can continue to represent your interests in
any later litigation. In addition, a
Cooperation Clause can prove a useful basis
to revoke defense and indemnity should any
party you ultimately agree to defend and
indemnify fail to participate in the defense.
Distributors should also consider inclusion
of other clauses which may mitigate losses

As noted above, the state-by-state
requirements to ensure that the
provisions discussed above are
legally enforceable is beyond the scope of
this article. However, such nuances should
be carefully considered with the assistance
of in house counsel or outside counsel before
drafting or negotiating agreements with
customers or vendors.
About the author: Alexis Hester is a
director in the energy litigation section of
Galloway, Johnson, Tompkins, Burr &
Smith, PLC in Houston, Texas, where
she advises and represents
construction, energy, shipping, and
oilfield-related companies on contract
and litigation matters.
(ahester@gallowayjohnson.com)

Thank You Sponsors
2016 Fall Conference Sponsors
Gold

Silver

L. B. Foster Co.
Lally Pipe & Tube

Liberty Coating Company, LLC

Bronze
Ambassador Pipe & Supply, Inc.
B & W Pipe, Inc.
Bakersfield Pipe & Supply, Inc. **
Commercial Resins Company
Independence Tube Corporation
International Pipe & Supply, LLC
Kahn Steel Co., Inc.

Kayem Pipe & Steel, Inc.
Livingston Pipe And Tube
MKS Pipe and Steel, Inc.
Pettibone/Traverse Lift, LLC
SDB Steel & Pipe
SEBA Pipe, Inc.
Tex-Tube Company
** Sponsoring 2 events in designated sponsor level

Happy
Hour
Continuing with our networking
traditions, NASPD hosted two Fall
Happy Hour Events on October 20.
One was held in Houston, TX and the
other in St. Louis, Mo.

Education
Classes
NASPD hosted our annual Steel
Pipe Basic Education Course and
OCTG Specialty Education Course
in October. Both were successful
with 49 participants in the two day
Steel Pipe Basic Education Course
and 19 participants one day OCTG
Specialty Education Course.
Thank you to the following
presenters who give so much of
their time and expertise to this vital
NASPD project.
Steel Pipe Basic Education Course
Pete Kullen, Metallurgical
Engineer, U. S. Steel

Thank you to the following Happy
Hour Sponsors who made these
events possible.
Houston:
Hall Longmore (Pty) Ltd.
J. Joseph Consulting, Inc.
Omni Pipe Solutions
Republic Tube, L.P.
St. Louis:
Pittsburgh Pipe
Trident Steel Corporation
Trinity Products, Inc.

Gerald Merfish, CEO of Merfish
Pipe & Supply
Beau Urech, VP Tubular
Technology, Tubular Synergy
Group
Jim O’Shea, Product Development,
Independence Tube Corporation
Bill Buckland, President, Mandal
Pipe Company
Todd Womble, Vice President,
Womble Co., Inc.
Stephanie Sanders, Metallurgist,
Berg Steel Pipe Corp
OCTG Specialty Education
Course
Tan C. Nguyen, Ph.D., Associate
Professor, New Mexico Institute of
Mining and Technology
Dave Dufresne, President,
Inserpetrol Inc.

BLAST FROM THE PAST |
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Blast from the Past is a stroll down Memory
Lane.
We hope you will enjoy theses fun photos
discovered in the NASPD archives.

What a great group!
Guido Maglionico
Malle Dallas
Hugo Dallas
Joe Bergfeld
Judy Standing
Paul Standing
Jeanne Bergfeld
Sawgrass 1994 Convention
St. Augustine, Florida

Out in the desert.
Judy Pearl and Kathy Hayden
2001 Annual Convention
Las Vegas, Nevada

Did she actually kiss it?
Bobby Greenberg and Marilyn Greenberg
awgrass 1994 Convention
St. Augustine, Florida

| FALL CONFERENCE PHOTOS (more photos on pg 26 & 19)
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| CONVENTION NOTES

NASPD Annual Convention
Encore Wynn Las Vegas Hotel.
Las Vegas, Nevada • February 9-11, 2017
(Feb. 8, Golf Tournament)

For additional information visit www.naspd.com

Program
Wednesday, February 8, 2017
11:00 am – 5:00 pm Optional Golf Tournament at TPC (Box lunch included)
Thursday, February 9, 2017
11:30 am - 4:00 pm
Registration
Noon
- 1:30 pm
Strategic Planning Committee
1:45
- 2:15 pm
Membership Committee
2:15
- 2:45 pm
Program Committee
2:45
- 3:30 pm
Finance Committee
3:30
- 4:00 pm
Executive Committee
4:00
- 5:00 pm
2016 Board of Directors
6:00
- 7:30 pm
Welcoming Reception
9:00
- 11:00 pm
Hospitality Suite
Friday, February 10, 2017
8:00 am - 9:30 am
Registration and Continental Breakfast
8:30 am - 8;40 am
Annual Meeting of the Membership
8:40 am - 8:55 am
Member Spotlight Speaker, Todd Tidmore, Steel Pipeline Solutions
8:55am - 12:15 pm
General Session
Dave Dufresne, President, Inserpetrol Inc., “API Update”
Piotr Galitzine, TMK IPSCO, “An Industry Outlook”
Gregory Zuckerman, Author of “The Frackers, The Outrageous Inside
Story of the New Billionaire Wildcatters”
Sondra Haley, Strategic Communication Consultant, "The Stories Behind
a Career in the Bush White House, NBA & Disney”
12:15 - 1:30 pm
Networking Luncheon
1:30
- 3:30 pm
Optional Spouse Activity - “Learn How to Play Craps”
1:30
- 3:00 pm
Member Discussion
3:00
- 3:30 pm
2017 Board of Directors
7:00
- 9:00 pm
Awards Ceremony/Reception/Dinner
9:00
- 11:00 pm
Hospitality Suite
Saturday, February 11, 2017
8:00
- 9:30 am
Networking Breakfast
1:00
- 4:15 pm
Hoover Dam Tour

All attendees are encouraged to attend the committee meetings except for the Executive and
Strategic Planning Committee meetings. Since non-committee members have not been privy to all
the correspondence leading up to the committee meetings, we limit the discussion and
voting at the committees to committee members only.

Convention Information
Registration
Register online: www.naspd.com; by e-mail:
info@naspd.com; or by fax: 832-201-9479. Only
individuals with a paid registration may attend
the Convention. The deadline for registration is
January 3, 2017. After January 3, 2017, a $50 late fee
must be added to all full registrations. $25 must
be added to one day registrations and single event
fees. A cancellation fee of $50 will be charged for
all full cancellations and $25 for single and one
day cancellations received before January 3, 2017.
After January 3, 2017, no refunds will be made.
Payments for late registrations will only be
accepted by credit card. No registrations will be
processed without signature. Payment must be
made in U.S. currency.
Encore Wynn Las Vegas:
For hotel reservations, call (866)770-7555 and
notify them that you are attending the National
Association of Steel Pipe Distributors 2017
Convention.
Register online at:
https://aws.passkey.com/go/NASPD2017
Rates cannot be changed at check-in or checkout for guests who fail to identify their affiliation
at the time the reservation is made.
An early departure fee will be incurred if notice is
not received prior to or at check-in. Guests are
considered “checked-in” once the registration
card is signed. The early departure fee will be (1)
full night room and tax at the original booked
rate.
It is the attendee’s responsibility to submit a
credit card number or a deposit equal to one (1)
night’s room rate plus tax as a guarantee at the
time the reservation is made. The credit card will
be charged at that time. Rates cannot be changed
at check-in or checkout for guests who fail to
identify their affiliation at the time the
reservation is made. Refunds will be issued on
individual attendee’s reservations cancelled up to
forty-eight (48) hours prior to arrival date.
The NASPD weekday group rate is $179.00 plus
tax per night for a king size bed and a weekend
rate of $239.00 plus tax per night for a king size
bed.
Discounted airfare online at www.united.com
Enter Offer Code ZXUG298205 in the Offer Code
box when searching for your flights. If booking
through a travel professional or United Meetings
call 800-426-1122 and give them the following
information:
Agreement Code: 298205

Z Code: ZXUG

Outside of the United States, please call your
local United Airlines Reservation Office.
Experience dependable, first-rate service and
earn miles in Mileage Plus, United’s awardwinning frequent flyer program. To enroll in
Mileage Plus, log on to www.united.com.

(photos courtesy Hilton Nashville)
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I’m Adorable!

Charles Boatright, with B & W Pipe, was in the airport in Washington, D.C trying to
get home from the NASPD Summer Conference when his granddaughter was
born. Charles shared the above photos of adorable Quinn Lee Boatright, now 6
months old. Quinn lives in Katy, Texas. Charles, who affectionately calls her
“Quinny”, says like most babies, she definitely changed the family. She has
wrapped herself around the adults’ hearts with her happiness and quick smiles.
Pipeline says Thanks for sharing!

Proud Papa!

Joe Bergfeld is all smiles walking his daughter,
Maria, down the aisle.

Jim Kruse Retirement From Career
Full of Success
Jim Kruse officially retired December 31, 2016 from P & S Transportation. Jim started his
career working in the oil & gas industry in Wichita Falls, Texas for 14 years. He became
part of the transportation industry in 1988 when he joined McAlister Trucking in sales.
When McAlister Trucking was sold to Deaton, Inc. of Alabama in 1994, Jim stayed with
the company and was tapped to be Vice-President of Sales. Deaton was then acquired by
Western Express of Nashville in 2002 and Jim’s expertise led him to become VP of Sales
of the Flatbed Division. In 2004 he joined P & S Transportation, which is a division of PS
Logistics. Jim said, “I had the best customers in the shipping business, best drivers and
the best in operations in the industry. My team all made it work.”
About retirement: Jim and his wife Doris have nine grandchildren to chase around and
have lots of travel and volunteer activities planned. The couples fondly talks about their
many NASPD friends that they want to stay in touch with and they may even be able to
pop in on a couple of future NASPD events as guest attendants.

Joe and Jean Bergfeld greeting guests after the
ceremony when their daughter, Maria, married
Tyler Polizzi in October. Joe quips “FINALLY,
after 28 years, a member of the 100% Italian
Bergfeld family has an Italian last name!
Bergfeld? Italian? That's another story!”

| With Sympathy

With Sympathy
Anita Delores Kuhn Jura,
the Queen of Pipe
July 17, 1944 to May 17, 2016
byEarleCohen
Anita Jura was also, known as the Queen of
Pipe, her determination and strength was
clear from the moment you spoke with her,
presenting herself just as great Queens have
throughout history. She carved her way
within the difficult steel pipe industry for
over 40 years, making a road for aspiring
women to follow in admiration and
appreciation.
Anita started her career at LB Foster as a
Receptionist in 1968, she was then
promoted to the sales department, where
her product specialty was steel sheet piling
and bearing pile, after several years she
added to her expertise steel pipe. Around
1982, LB Foster closed their Los Angeles
sales office and she was hired at National
Pipe and Casing, owned by Fidel Nabor and
Earle Cohen, where she remained in steel
pipe sales. At National Pipe, she built up a
larger customer following by earning their
trust, from her strong ability to
communicate well with any type of
individual, as she had the skills of knowing
how to talk to customers in their own
language and understanding their needs,
she was savvy in her product knowledge,
returning calls and quoting quickly, being
competitive and doing whatever it took – to
get the order, she would never leave the
office early as, she did not want to miss a
customer’s call and have them end up going
somewhere else. Her devotion and drive
was always there and all of these valuable
traits made her very successful and well
known within the industry. She then,
moved on around 1985 to Archer Pipe,
owned by Marubeni Trading Company of
Japan, which several few years later was
acquired by Kelly Pipe and brought under
their umbrella of companies; here she
continued her career as a successful Sales
Manager in steel pipe. At Archer Pipe she
really came into her own high level of
success and stride, she developed a real

rapport and was a reliable source for her
customers. In 2010, she left Archer/Kelly
Pipe to join Master Pipe Company, a new
start-up distribution company, to this she
brought along her many years of experience
and sold many orders per day. Over the many
years, her loyal customers enjoyed her
dedicated service which made it difficult for
any competitor to steal her customers away.
Anita, having worked under my supervision
for most of her career and knowing her for
over 45 years, I can say it was a true
challenge, but completely worth all of the
challenges, along with memories that are
priceless.
Her love for all animals was unsurpassed
and deeply sincere, but what most do not
know about her, is how much selfless
devoted humanity she gave. Almost every
evening, she would load up all of the leftovers and cat food she could find or buy, she
would than drive to four or five different
locations off of the railroad and other
forgotten areas of Torrance, here all the stray
cats knew her car and came running up to be
feed. At home she cared for her family of
multiple birds and rare cats, which she loved
as her children.
The most unique thing about Anita was her
frankness, she gave you her thoughts with
her wry sense of humor, it was just her way
and in this day and age, it is hard to come by
people who can be respectfully honest. As a
loyal friend, she was always there to discuss
life and see how you were. Many of her coworkers and customers were lifelong
friends, that she would spend time with
socially and especially at her favorite local
restaurant the San Franciscan in Torrance,
where she was well known. Remembering
Anita as a special woman with remarkable
achievements in her life and career, the
Queen of Pipe you will be truly missed.

Doug Paschal
Paragon Industries Inc. - It is with heavy
heart that Paragon Industries, Inc. informs
you of the passing of our long-time friend,
dedicated employee, and loyal customer
representative, Doug Paschal, on August
21, 2016. Doug had been a part of the
Paragon family for more than 30 years. His
dedication and commitment had been an
integral part of Paragon’s success and
growth. His attention to detail was
surpassed only by his compassion and
caring for all. We will miss him more than
words can express.

As the Steel Market Turns around,
we’re ready to Preserve Your Pipe.

Pipe Restoration Services
• Chloride-Neutralization
• Brush, Roll, & Spray
• Hydro-Abrasive Blasting
• Abrasive Blasting
• Waterblasting
• Descaling

Stop this damage

• Machine Beveling
• Torch Beveling
• Plasma Cutting
• Cut-to-length
• Straightening
• Dedenting
• Threading 1/4" Thru 4" NPT
• Visual Thread Inspection

1981-2017

Go restore your pipe

36
Years

Dennis Hayden • Kathy Hayden • Dennis Hayden, Jr. • Kelley Hayden

ph: 281.485.9932

fx: 281.485.6378

email: hti@pdq.net

