Third Issue 2018

Fall Conference
New York, Oct. 25-27
Member Spotlight
Jessie Mata

2018 Fall Conference
October 25-27
The Westin New York at Times Square Hotel
New York City, NY
2018 Steel Pipe Basic Education and OCTG
Specialty Education Course Webinar
November 7-9, 2018
2018 NASPD Steel Pipe Basic Education
Course and OCTG Specialty Education Course
November 12-14
Hilton Houston Post Oak Hotel
Houston, TX
2019 Annual Convention
March 6-8
Omni Royal Orleans Hotel
New Orleans, LA
2019 Summer Conference
June 20-22
Hotel Omni Mont-Royal Hotel
Montreal, Canada
2019 Fall Conference
October 17-19
The Scott Resort & Spa
Scottsdale, AZ
More event info: www.naspd.com

O

ur first ever Conference in Seattle
was a great success!

It is always our goal to present spectacular
venues and programs; Seattle was no
exception. Experiencing the flying fish at
Pike’s Market, touring the spectacular
Chihuly Glass Gardens and boating on the
Puget Sound, all combined for a conference
that everyone enjoyed. It was also an
opportunity to connect with old friends in
the Pacific Northwest that we have not seen
in a while.
Thanks to Jerry Brookfield and the Program
Committee for putting together another
informative line-up of speakers. Gregory
Hauser PE shared an interesting and
educational presentation on the Alaska
Way Viaduct Replacement Project. Trade
lawyers Tim Brightbill and Lewis
Leibowitz treated us to a timely debate on
Section 232, followed by a lively question
and answer period. If you were unable to
join us at the Seattle Summer Conference, I
highly recommend you visit naspd.com for
more information on the complete slate of
speakers and their presentations.
I am very excited to share a progress report
on some NASPD projects we have been
developing.

First, the inauguration of our Leadership
Development Program, developed by the
NASPD with the assistance of leadership
consultant Joe Synan. We are searching for
a select group of individuals currently on
leadership tracks within their own
companies that also share a common desire
to further develop leadership skills to help
guide the NASPD and Steel Pipe Industry.
This will be a one year program that runs
concurrently with our three NASPD
membership gatherings. Mr. Synan has
designed and facilitated leadership
development programs at the University of
Notre Dame, Rice University, and the LBJ
School at the University of Texas; in
addition to numerous for profit and
community organizations. This program
presents an excellent opportunity for
personal development in our industry. The
(PRESIDENT continued on page 4)

retirement) and upcoming pipe
distribution industry leaders.

I

am excited to announce the creation of
our inaugural Leadership Development
Program. It offers pipe distribution
professionals an exclusive opportunity for
leadership development.
Our intention for this program is to assure
that the participants gain leadership skills
that they can use in their own business,
become more active in the NASPD and to
take on the future NASPD leadership
responsibilities in the industry at large.
We also hope to bridge the gap of
knowledge and history between NASPD’s
current leaders (many of whom are nearing

The selected Future Leaders will learn more
about the practice of leadership, and the
NASPD. The first class will begin with a
day and a half session prior to our
Convention in New Orleans. That class will
meet prior to each conference the course of
the year and work on several projects to
help them grow as leaders within their
company, within the NASPD, and in the
industry at large.
Joe Synan, a leadership expert, will be
facilitating the program. He will give a brief
presentation in New York to talk about the
program and some of its key elements. Be
sure to contact the NASPD for more
information about how to be considered for
this program.

Second, our Steel Pipe Education Course will
be adding a live webinar format in
conjunction with the classroom event. We
hope the addition of our webinar format will
provide a more cost effective alternative to
those who would otherwise be traveling
from outside the Houston area. In addition to
your employees, encourage your customers
to sign up and become better educated about
our industry and products. Customers with
deeper understanding and knowledge of
manufacturing processes and product grades
are better customers overall, and are more
receptive to specification alternatives,
particularly in the structural business.
New York City (October 25-27) is the host
site of our upcoming Fall Conference.
Susannah and her team at the NASPD have
been busy putting together a program of
speakers that will focus on the current
domestic market. In these turbulent times,
the comfort and value of socializing and
sharing wisdom with our friends and cohorts
in the pipe industry is undeniable. Meet me
in Times Square!
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MST Named Finalist in 2018
AMM Awards for Steel Excellence
Midwestern seamless steel tube & pipe
manufacturer among just three finalists for
Tube & Pipe Producer of the Year

Former Distribution Executive Launches Steel & Energy
Consulting Firm
Houston, TX - Matt Beckmann, a former Vice President and General Counsel with
Trident Steel Corporation, is pleased to announce the launch of his new steel and
energy consulting firm, Ascent Consultants.
Ascent will assist both new and established steel distribution companies, midstream
and E&P companies, processors, and other energy-related firms establish best
practices in areas including risk management, procurement, and customer claims, as
well provide help in recruiting and training sales teams.

South Lyon, MI - MST Seamless Tube & Pipe, a
leading manufacturer of high-quality carbon
and alloy seamless cold-drawn tube and pipe,
was one of a select few companies being
recognized by American Metal Market (AMM)
for its accomplishments in the steel industry.
The Michigan-based manufacturing company
was been named a finalist in the category of
Tube & Pipe Producer of the Year. AMM
created the Awards for Steel Excellence in 2010
to honor large and small companies that have
achieved excellence in the industry. These
prestigious awards recognize world-class
innovation, and finalists must embody and
demonstrate best-in-class practices that lead to
outstanding results.

Merfish Pipe & Supply Announces New VP of Sales

MST is in good company but stands out among
its fellow finalists. Typically, finalists for Tube
& Pipe Producer of the Year are larger and more
widely known. Of the three companies
nominated this year – MST, JSW USA and
Trinity Products – MST is the domestic mill that
is smaller but can still hold its own against the
larger global players.

Houston, TX - Merfish Pipe & Supply is
pleased to announce and welcome
Stephen Dienes as Vice President of
Sales. Stephen will be responsible for
partnering with the executive team,
leading the efforts of the Merfish Pipe &
Supply sales force, and developing new
business opportunities.

The timing of being named a finalist is especially
poignant for MST. As a company, they have
maintained tremendous focus and shown
exceptional fortitude during a recent
bankruptcy reorganization. Today, MST is
seeing a recovery of profits and moving forward
in an exciting economic time with the full
support of their new owner.

Stephen has over 20 years global sales &
management experience within steel
manufacturing and distribution of
Carbon, Stainless, and Special Alloy
products with companies such as PAC
Stainless, Tenaris, RathGibson, and
Marmon/Keystone.

In recent years, MST has invested heavily in
capital improvement projects in order to stay
competitive both domestically and globally and
to stay ahead of the manufacturing curve. They
built a 10,000-sq.-ft pickle house to expand their
pickling operations, installed a quench and
temper line and added a 377-foot atmosphere
controlled furnace. Additionally, they acquired
the Blue Diamond trademark for A106 pressure
pipe products. MST capped off their aggressive
$45 million plan with the completion of a cold
pilger mill. This highly specialized state-of-theart expansion improves the cold-drawing
process considerably and provides customers
with a higher quality, more consistent product.
These upgrades, expansions and additions help
MST diversify their product line, produce more
product overall, stay competitively priced,
create more jobs and expand its operational
footprint.

When asked about his startup, Beckmann stated, “I am very excited to begin this new
venture. The energy industry holds such great potential and with current market
conditions, I believe it is the ideal time to make this move. I hope to help not only the
newly founded companies establish their foothold, but also the more mature
businesses that are looking to facilitate positive internal change, transition into the
next generation, or simply improve ROI.”
In addition to his prior role with Trident Steel, Mr. Beckmann is a former Campaign
Manager and Chief of Staff with the Missouri State Auditor’s Office.

Stephen holds a BSBA degree from
Slippery Rock University and is a
veteran of both the US Navy and US Air
Force Reserves. He resides in The
Woodlands, TX with his wife and two
children.

Stephen Dienes - New VP Sales Merfish Pipe & Supply

Modular Construction Project in San Marcos, Texas, to
Begin Late Summer 2018
Chicago, IL - Z Modular, a division of Zekelman Industries, announced today its
involvement with Cheatham Street Flats, a multi-story steel-framed student housing
complex located in San Marcos, Texas. The 175-unit, 234-bed mixed-use
development, when completed, will be approximately 192,000 square feet in size.
Cheatham Street Flats will replace the current blighted city block with a
contemporary exterior and modern interior that will service the community of Texas
State University.
“By utilizing Z Modular and our disruptive steel-framed modular construction
method,” said Richard Rozycki, senior vice president of Z Modular, “the Cheatham
project will be completed within one year of groundbreaking, allowing the developer
(NEWS continued on page 16)
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Market Disruptions Create Opportunity… Is Your Sales Team Ready?

R

egardless of your opinion of the Trump Administration's trade
policies, it is a safe assumption that your company has been
impacted by supply chain disruptions, difficult conversations
with customers regarding pricing and material availability, or
challenges coaching and providing the needed market intelligence to
your sales team.
Evolving Section 232 quotas and exemptions, a NAFTA rewrite, and
continued protectionist rhetoric directed at all corners of the globe are
creating a rapidly shifting market for steel and aluminum products, and
particularly OCTG and line pipe. During such times, though, many
companies fail to revisit some commercial fundamentals that would help
them capitalize on these disruptions and create significant, potentially
long-term, opportunities.
Even under normal market conditions, steel and aluminum procurement
cycles can be highly unpredictable. One day a customer has no needs,
and the next they have an imminent project and need pricing and
availability. Or perhaps a subtle application change creates a sudden
surge in demand for a product. Uncertain trade policy only increases the
possibility that your sales team will field a call from a buyer with an
immediate need for a product, and a desire for information about the
market.
It is critical that your sales team is ready to competently and confidently
field those calls and ultimately work toward converting that customer
need into a new revenue-generating account.
Unfortunately, many sales novices are expected to learn on the job, and
many seasoned sales representatives fail to recognize the need for
continuing study and education. As trade policy and related factors
continue to exert influence on the steel and aluminum markets,
retaining this passive sales training model will cost you revenue and will
lead to increased turnover.
So, how do you make sure that your company and sales team are capable
of meeting and exceeding customer expectations in a tumultuous
market?
Evaluating Your Team & Setting Your Priorities
First, begin by assessing your recruitment process. Are you and your
sales management team correctly identifying the skill sets needed to
properly service your existing and target client base and constructing an
recruitment process around those skills, or are you simply adding a
warm body and hoping for the best?
Second, do you have a documented training program and has your
management team updated it to help both new and existing sales reps
navigate the current market turmoil? For example, how do you ensure
that your team is able to handle tough client questions about products or
manufacturers with which they are unfamiliar?

Third, make sure that you have continuing education opportunities for
your team. At minimum, do you provide them with an updated script
that addresses key marketing points and provides responses to common
customer questions?
Lastly, be prepared to let some opportunities go, and provide your
rationale to the team. Sometimes, the best deal is the one to which you
say 'no'. Avoid the temptation to venture too far from your core
competencies in pursuit of speculative revenue streams, but find a way
to use these events as teaching moments, especially for the novice sales
representative.
Getting beyond the abstract, how can you implement these concepts
into your business?
Moving from Analysis to Implementation
Fortunately, the basic framework is readily available, so you don't have
to reinvent the wheel. Unfortunately, any change in process or
procedure means that you may encounter resistance from entrenched
staff that perceives change as a threat. But don't give in to any argument
that consists of nothing more than, “but this is how we've always done
it.”
First, start by engaging your existing sales team. Get feedback on the
process from pre-hire, to present. For example: What elements of the
training process worked for them? What would they have changed,
added, or subtracted? Did the interview process clearly set out the
expectations for the position? Did they have access to the resources
needed to answer questions about the market or products? There will
certainly be some overlap in responses, offering a framework for process
improvement, and identifying knowledge gaps in the current sales team
that can be prioritized and addressed accordingly.
Whether you recruit directly or utilize placement firms, a better
understanding of your desired candidate profile will avoid the
headaches and lost time (not to mention sunk costs) of a bad hire. And
your newly acquired knowledge about your sales training program will
speed up the onboarding process, resulting in faster development of key
sales competencies.
As part of this first step, you should also identify the characteristics in
your top performers which contribute to regularly meeting or
surpassing sales goals: self-starter, critical thinker, asks questions, able
to follow schedules and meet deadlines, and so on. Likewise, identify
those characteristics that have tended to result in failure or turnover.
Even if you are not hiring, you need insight into the entire process from
beginning to end. Here again, you can begin developing (or refining)
your company's policies and procedures for recruitment and training.
(continued on page 23)
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The New Charitable Giving Limit May Not
Be As Giving As First Thought

O

ne of the more welcomed changes made by the Tax Cut and Jobs
Act (TCJA) was to increase the adjusted gross income (AGI)
limit for the deductibility of charitable gifts of cash made to
public charities from 50 percent of AGI to 60 percent for years 20182025. This change, contained in section 170(b)(1)(G)(i), would allow
charitable donors who make significant gifts of cash to qualifying
charities (50 percent charities) to deduct more of the value of the gift
from their income. Qualifying charities for this purpose are ‘public’
charities and do not include private foundations.

Theirs is a “cash only ” string
attached to that 60 percent limit.
Not long after the TCJA was enacted, planners noted that under section
170(b)(1)(G)(iii), the 60 percent limit will actually be reduced to 50
percent when the taxpayer also donates any non-cash property to any
type of charity, whether public or private, or when the taxpayer gives
cash to a private foundation. In other words, in order to qualify for the 60
percent of AGI limit for cash gifts to public charities, the donor must not
make any gifts of any type to a private foundation and must not make any
gifts of non-cash property to a public charity. What’s more, donors who
have charitable contribution deduction carryovers from prior years
could also be impacted by this reduction.
This will restrict the donor from donating any personal property, such
as household goods or clothing, or assets such as stocks and bonds, in a
year in which the donor would be counting on the 60 percent AGI limit
to maximize the current year’s deduction. While at first blush the

submitted by

impact of this provision might appear to be confined to major donors,
there are any number of planning scenarios in which donors who make
large cash donations to one or more charities every year also make even
larger gifts of stock or other assets to such charitable recipients as donor
advised funds and charitable remainder or lead trusts. These donors
may be trying to take advantage of the inherent benefits of donating
appreciated stock versus selling the stock and donating the cash. Or,
they may be using a charitable remainder trust to diversify an
appreciated holding in a way that affords them a deduction for a portion
of the value of the asset and deferral of the capital gain when the trust
sells the asset and reinvests in a diversified portfolio.
Various groups have brought this conundrum to the attention of
Congress. The AICPA, for example, sent a comment letter to select
members of the Senate Finance Committee and House Committee on
Ways and Means addressing this point on Feb. 22, 2018. The AICPA
proposes a technical correction that would amend that section to
function as (presumably) intended, i.e., to enable donors to take
advantage of the 60 percent of AGI limit for cash gifts to public charities
even if they are also making non-cash gifts or gifts to private foundations
that would not qualify for the increased limit.
One can only surmise if and when Congress will address this item and,
even if does, how it would be amended. In the meantime, donors who are
considering their 2018 gifts (and other strategic planning steps) should
work with their tax advisors and, where appropriate, their planned
giving specialists to construct their giving for utmost advantage under
the law as we know it.
RSM is an audit and tax consulting firm. Thomas Allen, with RSM was a speaker at
ourconventioninFebruary.

Jessie Mata
A Class in Perseverence

J

essie Mata’s life journey has been one of
knowing what she wants and doggedly
pursuing her goals. She was born and raised
in a small South Texas town. San Benito, named
after one of the Martyrs of Turon from the
Spanish Civil War, sits next to the Rio Grande
River just a few miles Northwest of Brownsville.
Her parents were also born and raised in San
Benito. Jessie was the middle child, wedged
between her two brothers. “Growing up with
only brothers was quite a challenge, to them I
was just like one of the boys.” Jessie reminisces,
“Though looking back I am glad - it prepared me
for life.” A strong work ethic and strict family
values were the foundation of the Davila
household. Jessie was expected to graduate high
school and settle down in San Benito to work
with the family. But she was determined to make
something different of her life and recognized
education provided the best chance for a ticket
out of the Rio Grande Valley.
Despite what it may look like to outsiders,
the steel industry in North America is a
smallish fishbowl where the usual
suspects go about our very steel-centered
lives under a magnifying glass of sorts.
This is particularly true for the energy
segment where every deal, contract, and
transaction reflects not only who your
company is, but also says a lot about you
as a person. It is in this arena that Jessie
Mata has, in my opinion, excelled. She is a
passionate, dynamic straight shooter who
is taking care of business 24/7/365;
luckily, we are ALL her business, whether
as clients, coworkers, or family. She is
undoubtedly a key element at Axis Pipe
and Tube and an asset to the PROLAMSA
Group.
-Veronica Zavala, PROLAMSA Group

Jessie lifts her steel horse in triumph upon completing her 12th straight MS-150 Ride.

After graduating from San Benito High School, Jessie enrolled in
classes at Texas State Technical College (TSTC), where she would
eventually earn an Associate of Applied Science Degree in Legal
Studies. Because TSTC classes were not part of her parents’ plan, she
had to find ways to pay for her continuing education. She had an
afternoon job at the local radio station and worked at McDonald’s on
the weekends, in addition to serving as the President of the
Explorers Club. During this period, she also attended night classes at
the San Benito Police Academy, where she was the sole female cadet.
With such a grueling schedule, most 20 year olds would be focused
on merely surviving. But Jessie’s unwavering focus made an
impression on Solvay Polymers, a Belgium based petrochemical mill

in Deer Park, where she secured a position and would work for the
next 9 years. “It wasn’t easy going against the familial grain, to say
the least,” and the move from a small border town to the outskirts of
Houston was quite an adjustment, but she resolved to keep moving
forward. While working at Solvay Polymers she earned a Bachelor of
Science in Business Management from LeTourneau University in
1997.
In 2007, Jessie accepted an OCTG position at Tenaris and so began
her career in the steel pipe industry. Tenaris had recently purchased
Maverick with the goal of incorporating their OCTG interests and
Jessie was hired to develop an inside sales team to focus on the US
(MEMBER SPOTLIGHT continued on page 12)
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market. Four years later, domestic OCTG business at Tenaris was
operating like a well run ship and competitors took notice. Talent
recognition is a skill that pays dividends and TMK IPSCO was
fortunate to be among the first to recognize the myriad talents that
Jessie brings to the table. Her transition over to TMK IPSCO came
naturally due to her sales role where she continued to deliver
successful sales strategies and develop her network of industry
contacts.
As is often the case in the steel pipe industry, from her extended
network of working relationships, she learned Northwest Pipe was
searching for a pipe professional with a strong OCTG background.
They needed someone to assist in hiring, developing and managing a
department of inside and outside sales personnel, and Jessie was a
natural fit. Grateful for the opportunity to shape the department, “I
was not only able to take on a more involved role but was also able to
surround myself with a great team.”, in a 6 month period she was
I have had the good fortune of dealing with Jessie through her
key positions with three different mill sources. Considering her
humble beginnings in South Texas, I could not be prouder of
her achievements through her years in our industry. Her work
ethic, reliability, and proven credibility have never wavered and
continue to distinguish her. Recognizing Jessie and her history
of accomplishments in our male dominated industry is a
testament to her persistence and performance.
-Dean J. Rougas, Benteler Steel & Tube Corporation

Yellow Rockfish can live up to 120 years but a century of experience
eluding capture didn’t prevent Jessie “The Natural” Mata from
reeling in this beauty on a pipe sector Alaskan fishing expedition.

I started working with Jessie when she was at Northwest
Pipe, and later with Axis Pipe. I found her to be a
competent and confident individual. In a male dominated
industry, she is breath of fresh air - there should be more of
her! She is a single parent raising her son in a fair but
disciplined way, a tough job. Jessie has been involved in
both raising funds and riding in the MS-150, for as long as
I've known her. And it illustrates her dedication and
determination to make a difference. Last but not least we
have shared some great conversations over bottles of
Malbec, her favorite wine!
-Geoff Ridder, R3 Steel
promoted from Inside Sales Manager to Sales Manager. Just three
years later, Northwest Pipe decided to unload their OCTG
interest and refocus on their large OD water transmission pipe, a
strong suit on which the company was founded. Northwest Pipe’s
OCTG business was sold to SBI and Jessie was asked stay on as
Centric Pipe was created. For the next 15 months she managed the
OCTG business from the Houston location. At this point SBI
decided to close down the Houston office and conduct business
from the corporate offices in Dallas, Texas.
The OCTG market was going through one of its hardest down
times during these years and there was a lot of uncertainty among
manufacturers, distribution and end-users. Rig count had
declined severely, several distribution channels were closing or
merging; it was a very tough time to be in the tubular business.
Those who have been in OCTG for a good amount of years, know
that this takes place about every 5-7 years.
(MEMBER SPOTLIGHT continued on page 14)
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(MEMBER SPOTLIGHT continued from page 12)
Facing her fifth move in eight years, Jessie pondered a return to
petrochemical - a more predictable industry where she had over a
decade of product manufacturing experience. Soon after, some
former colleagues from Northwest Pipe’s Line Pipe division reached
out with an invitation. Over the course of a long lunch, she learned
the group had assisted in the start up of a new ERW mill in
Bryan/College Station, Texas. The organization running the new
mill would be called Axis Pipe and Tube. The great group of folks she
was introduced to at Axis Pipe made a difficult decision seem much
easier. “I have never regretted accepting that lunch invitation”,
August 24th marked her 3 year anniversary of working with Axis
Pipe. Jessie looks forward to a future there, “I am grateful for my
journey, especially being a woman in sales. I thoroughly enjoy what I
do”.

Jessie chasing fresh powder in Breckenridge, CO

The steel pipe industry, particularly of late, is a dynamic
environment. “Flexibility and a positive attitude are required to
successfully operate in our industry”, two character traits Jessie
includes in her business philosophy. Between the sales departments
of different steel pipe companies, frustrating situations are
inevitable, “It’s important to view this ever changing industry with
an open mind. Relationships play a huge role in how we do business
on an everyday basis and our attitude determines whether they
prosper or decline.” In the face of frustration, remaining mindful of
the long view, “Mastering command of our attitude and adaptability
can often yield surprising results.”
In addition to being a pipe professional, Jessie is a professional
parent. She has raised her Son, Esai Mata, as a single mother for the
past 17 years. In the Fall, Esai is transferring to Texas A&M to
continue his studies in Landscape Architecture. Being a single
parent is akin to having a second career but despite her limited free
time, she considers motherhood to be one her most rewarding
accomplishments.
Her desire to be a positive role model for young people at the San
Benito Explorers Club over 20 years ago continues unabated “I
volunteer every chance I get.” With her busy schedule she still
manages to spread joy around numerous civic organizations. In
2005, she volunteered at the MS150 ride from Houston to Austin. As
several NASPD members can attest, the energy surrounding the
MS150 is contagious. Jessie joined the group as a rider the next year
and completed her 12th straight MS150 ride this past April. “I feel

I have only known Jessie for two years but working with her
has been a very pleasant experience. I have found her to be
very accomplished in understanding the OCTG market and
navigating relationships with customers. Doing business in
pipe and tube is all about relationships and over the course of
her career, Jessie has developed a lot of them.
-Raymond Davila, Axis Pipe & Tube
blessed to have been able to raise so much for such an important
cause.’ As a native Texan and longtime Houston resident, it is no
surprise Jessie roots for the Houston Texans and you can find her
tailgating before games.
When a soft spot in the calendar comes along, she enjoys traveling. A
few years ago Jessie joined a group of OCTG and LP customers on an
Alaskan adventure and discovered that she is a natural angler. Last
year, Germany was her extended international destination that
included tours of historical sites, museums, castles and cathedrals.
Jessie celebrated her 50th birthday in July with a weeklong trip to
Mexico, beginning in the Capitol and continuing on to Guanajuato
and San Miguel Allende. ‘The landscape was absolutely beautiful
and it was so fascinating to learn more about my ancestors.’ Jessie is
also drawn to snowy slopes when they are covered in fresh powder.
Having been a member for the past 3 years, Jessie is one of our newer
faces; but the positive outgoing attitude she brings to the sales
division at Axis Pipe has likely extended to a friendly NASPD event
introduction. “The opportunity to see many of my colleagues in both
the OCTG and Line Pipe sectors for a few days is great.” Always a
believer in the strength of strong network, Jessie emphasizes,
“Networking at NASPD events not only allows us to catch up on
what we are all doing but also helps determine how we can assist
each other. In sales... it is often about recommendation via who you
know or providing assistance for the benefit of all involved.”
In late 2010 I had retired for what I felt was the last time but was
approached by Northwest Pipe Company to help them with their
tubular sales. After a few months we determined it was time to
sever the relationship with the Representative company and start
to build a fully functional sales organization in Houston. Prior to
eliminating the relationship with the Representative company we
started to reposition the Atchison sale efforts and hire
experienced personnel in Houston. The first person I looked for
was someone who had a solid reputation in the OCTG business.
After being contacted by a placement service with Jessie's
resume, I checked a few of my sources (from 30 years in the
tubular business) whom I knew would “provide a fair assessment”
of Jessie. Everyone I talked with had a very high regard for her
and after interviewing her, I understood why. She not only initially
handled OCTG products but assisted with the outside
processing. She was promoted to lead this group and never once
did I give that a second thought.
She far exceeded my expectations and assisted with training her
people in how to deal with our customers & helped me to educate
our younger sales staff in product characteristics and
applications. She is without a doubt the most outstanding person I
ever had the opportunity to work beside and I just wish I had
known her sooner. She deserves all the accolades she receives
and she has one of the biggest hearts of anyone I know. Jessie is
truly one of the Superstars of the tubular business and I applaud
NASPD for recognizing her achievements.
-Les Boswell

(MEMBER SPOTLIGHT continued on page 18)
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to open faster than with traditional construction
methods.” Ground broke for the project in late
March 2018, and the project is scheduled to be ready
for the steel-framed modules to be placed in late
September 2018. The modules and steel-framed
products for this project are fully manufactured in
the USA.
Hayes Modular Group out of Austin, Texas, will be
coordinating and setting the modules at the site.
“The steel-framed system that Cheatham is built
on,” said Rick Tavern, general manager of Hayes
Modular Group, “will allow us to set the modules in
half the time it would take at a traditional wood
modular construction site, with minimal on-site
work needed to ensure the proper structural
connections.”
The development will also feature underground
parking that can accommodate up to 80 vehicles,
pedestrian-friendly sidewalks and beautifully
manicured landscaping that will enhance the San
Marcos community.

BASF Recognizes Union Pacific for Efforts to Deliver a
More Sustainable Future
Omaha, NE - Union Pacific was the only railroad recognized as a Supplier of the
Year for Performance in Sustainability in North America by BASF Corporation, a
company dedicated to creating chemistry for a sustainable future. The award is
given to suppliers exhibiting a strong commitment supporting BASF’s dedication
toward environmental, social and economic success. Nine companies received
honors in logistics, raw materials, and technical goods and services categories.
Union Pacific and BASF teamed up to move superabsorbent polymers (SAPs) for
the first time via rail, eliminating more than 100 trucks from the road and reducing
greenhouse gas emissions. SAPs absorb and retain large amounts of liquid
commonly found in products such as diapers.
“Union Pacific prides itself on helping customers generate long-term, sustainable
solutions,” said Kenny Rocker, Union Pacific vice president-Industrial. “We’re
proud of our BASF partnership and this recognition for developing new business
with growth potential.”
The project delivered a sustainable, consistent alternative supply chain for BASF’s
customer by expanding transportation modes and supporting on-site inventory. At
the award ceremony, Union Pacific was described as a reliable partner, providing
BASF with an innovative logistics solution and outstanding transportation
performance.

Trinity Products Recognized as Finalist for Two 2018 AMM Awards for Steel Excellence Best Innovation: Product and Tube & Pipe Producer of the Year
The following was first published in American Metal Market Magazine. Resilience
and resourcefulness are two hallmarks of the steel industry. In
recognition of these attributes, NASPD member Trinity Products was
named a finalist in two categories of AMM Awards for Steel Excellence Best Innovation: Product and Tube & Pipe Producer of the Year.
Best Innovation: Product. Trinity Products spent the past 22 months
working on Tri-Loc, a new ‘weldless’ interlock connection for pipe used
in the micro-tunneling and auger boring industries.
Working with the Trenchless Technology Center (TTC) at Louisiana
Tech, Trinity has developed a quality, low-cost, weldless connection
product for end-users such as contractors. After the completion of
testing in February 2017, Trinity began the process of convincing
forward-thinking companies to try the product.
The first company to work with Trinity was micro-tunneling business
Bradshaw Construction. Bradshaw Construction performed its own inhouse testing on Tri-Loc, providing both itself and Trinity with answers
needed to questions posed by the potential use of the product in the
micro-tunneling industry.
The next part of the process was partnering with a customer that
installs pipe by using the auger boring method. While the use of
‘weldless’ connected pipe is common in the micro-tunneling industry, it
has not been so in boring. Midwest Mole, a national boring company
based in Greenfield, Indiana, agreed to use Trinity’s Tri-Loc on a test
project for the Canadian Pacific Railroad Company. During this test
project, Trinity learned that in the auger boring applications there is less
friction when engaging the male/female interlocks, which can make it
difficult to install. With the help of Midwest Mole and TTC, Trinity
developed a new design for auger boring applications – Tri-Loc AB-1
(Auger Bore-AB).
Trinity believes the newly designed interlock connection – Tri-Loc AB-1
–will revolutionize how certain auger boring is done throughout the
United States. One of the single largest costs on any auger boring project
is labor hours spent welding. The reduction of that cost could provide
‘game-changing’ outcomes for all those in the industry.

Trinity believes Tri-Loc has huge growth potential in auger boring and
micro-tunneling.
Tube & Pipe Producer of the Year: A variety of continuous
improvement efforts along with adopting a “job shop” mentality have
helped Trinity Products, LLC, St. Charles, Missouri, prosper during
less-than ideal times for the US pipe industry. The company adopted an
enterprise-wide commitment to continuous improvement that rewards
employees through profit sharing for strong performance. Trinity has
adopted the Cycle of Success Institute method to engage employees in
more than 500 continuous improvement efforts since 2012 that have
helped the company sustain itself during down markets.
In adopting a job shop mentality, Trinity Products had to become more
flexible to service smaller jobs. That meant driving down converting
costs as well as becoming more nimble to compete on smaller jobs while
building a customer base not generally associated with purchasing from
manufacturers.
Trinity Products also reduced operational downtime by cutting coil
splice time in half and by reducing change-over time from eight to 3.5
hours. The result of the changes has allowed the firm to become a lowcost producer of structural steel pipe in the United States.
Additional improvements were realized between 2016 and 2017,
including the introduction of both the Tri-Loc product for cost-effective
pipe installation and the TriNet Sales Module. Trinity Products also
installed a machine beveller to perfect the ends of pipe to assist in-field
welding.
Based on its results of the past few years, the firm had outgrown its
banking relationship and went forward with an asset-based lending
proposal by Fifth Third Bank, which involved appraisals of Trinity
Product’s land, equipment and inventory. The new banking relationship
will allow Trinity Products to more fully participate in projects that
require large steel purchases, such as infrastructure related projects, in
the future.

| MEMBER SPOTLIGHT
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Jessie is one of the hardest working people I know. I have had
the pleasure to work with her at three different companies
since 1998. We have remained close friends over the years.
She takes her job & her customers in the OCTG pipe
business very seriously. Jessie has also been an active
participant in the MS150 rides for several years. She has also
raised a successful son who is starting his first semester at
Texas A&M this year. Jessie has worked very hard in both her
personal and professional life. I consider Jessie to be both a
mentor and a true friend.
-Kelley Buck

Early start at tailgate . . . let's go Texans!

On field at Texas A&M game 2017, Esai Mata with
Commandant General Joe Ramirez

Jessie has enjoyed the great conversations over lunches and dinners
and educational speakers, but considers Andy Fastow’s Enron
presentation earlier this year to be the most personally poignant.
Jessie was at Enron during the energy giant’s regrettable demise and
shared “I found myself listening with mixed feelings. Having
witnessed firsthand how leadership’s actions adversely affected so
many lives” short of forgiving the transgressions, “It was very
interesting to hear more about the perceived justification.” Some of
the comments she heard from former Enron colleagues didn’t
immediately align with her own modicum of closure but Jessie
defended NASPD’s decision to invite a controversial speaker,
pointing out “Hearing about his motivations will hopefully help
inform others debating what may or may not be justifiable.”

Randy Hurst is Making the Rounds
From Randy Hurst - On August 3rd of this year, a few of my friends from the Steel Pipe business
gathered in Los Angeles to celebrate our friend, Earle Cohen’s 83rd birthday. We all met for lunch
at Morty’s, Earle and Elaine Cohen’s favorite restaurant, and told old stories... most of them true.
We had a wonderful time catching up with each other. Our 3 hour lunch seemed like 30 minutes,
celebrating Earle with lots of laughs and good food.
Our gathering also gave me a good excuse to start a project I have been thinking about for a long
time. My plan is to interview people with a long history in the steel pipe business. I am asking
questions like: What year you started in the business? What company offered your first steel pipe
job? In what city did you get started? What dramatic changes have you seen in the industry over
the years - cell phones, tele fax machines and emails? In the pipe business, answers to these sort of
questions often take the form of stories. At some point the subject shifted to the NASPD: What are
some memories of the early years? What was their first conference they attended? What crazy
locations standout most - Acapulco Mexico and Nassau may jog some memories?

left to right - Charlie Jewett, Earle Cohen,
Dwight Byrum (standing), Ken Jones , Fidel
Nabor (standing), Randy Hurst, Bruce Haupt.

Although I have been hanging around the NASPD for over 30 years, having so far interviewed
Bobby Jacobson, Earle Cohen and Fidel Nabor, I am already learning fascinating things about the
history of both the industry and our organization. My goal is to schedule some interviews during
NASPD gatherings, beginning with our upcoming Conference in New York City. I already have
lined up interviews with Steve Livingston and Charlie Jewett. Additionally, I will be traveling to
various cities, interviewing people who rarely make it to official NASPD events.
Your suggestions on who I should add to my interview list and additional questions are most
welcome. Some pipe veterans on the short list - Jerry Rubenstein, Al Karchmer and Joe Bergfeld. I
am hoping to begin this project with ladies and gentlemen who have the longest history in the
industry and working my way down the line.
Please reach out with your ideas. See you in NYC!

Earle and Randy sharing interview stories
over a bowl of corn flakes.
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Upcoming
2018 Summer Conference Sponsors

Happy Hours
St. Louis
November 1
Lester's Restaurant &
Sports Bar
9906 Clayton Road.
St. Louis, MO 63124

Platinum
Roscoe Moss Co.
Gold
Kelly Pipe Co., LLC **
Kurt Orban Partners, LLC
Liberty Coating Company, LLC
Mammoth Carbon Products, LLC

Master Pipe Distribution Company,
LLC
Mill Man Steel, Inc.
VASS Pipe & Steel Co., Inc.

Silver
Gray Reed & McGraw LLP
Lally Pipe & Tube
State Pipe & Supply Co.
Bronze
Axis Pipe and Tube, Inc.
Beemac Logistics, LLC **
Challenger Pipe & Steel, LLC ***
Interpipe, Inc. **
Kahn Steel Co., Inc.
Kayem Pipe & Steel, Inc.

Mobile Pipe Lining and Coating, Inc.
R. B. Jacobson, Inc. **
SEBA Pipe, Inc.
Sol's Pipe & Steel, Inc.
State Pipe & Supply Co.
Tex-Tube Company

Houston
November 13
Little Woodrow's Midtown
2306 Brazos Street
Houston, TX 77006

**sponsored two events in designated level
***sponsored two events in designated level

These photos were all taken
during the 2001 Convention in
Las Vegas.
Top left: (left to right) Mark
Koeai, Don Bardle, Bill
Buckland, Mike Ellis, Jim
Rollandi, Keven Clopton

Bottom left: (left to right) John
Shepherd, Nicole Dyah, Matt &
Tina Orban

Right: Ron & Julie Arvine

Join us in St. Louis & Houston
to catch up with friends,
strategize with colleagues,
and share the latest news.
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Second, as you begin to develop and modify your training program,
assess the resources available both inside and outside your company
that can assist in this process. What relationships can you leverage to
enhance the knowledge base of your sales team on market / product
fundamentals, as well as current trends? If you can outsource parts of the
training process, do it. This will enhance the relationships already in
place, and save valuable time by not having to commit existing resources
to developing parts of the program from scratch.
For example, obtain product specification documents from your
manufacturers / suppliers. Then, have the manufacturer's representative
give your team a presentation on the products. How are the products
made, what differentiation does the manufacturer highlight when
marketing them, and how does that differentiation make that offering
superior to competitors' products / services?
Third, ensure that your sales manager is regularly engaged with the sales
team in both group and individual formats. This will decrease the time
between identifying knowledge or skill gaps, and providing resources to
fill those needs.
Assuming that the sales team is effectively sharing information among
itself, or failing to engage the entire team in learning opportunities is
indicative of managerial shortcomings (and a topic for a different piece).
Would you rather have your managers teach the same lesson five or ten
times to each team member, or once to the entire team? Would your
answer change if that lesson was the result of an error that cost your
company several thousand dollars in a claim?
As with your frontline sales staff, evaluating processes and procedures
at the managerial level is advisable. Based on that evaluation, you can
decide whether to shift some managerial priorities and duties, or
provide additional training in response to the current market
environment.

B & W Pipe, Inc.
1421 Ave C
Katy, TX 77493-1901
Ph (281) 391-6688 Fax (281) 391-1511

Email: Sales@bwpipe.biz

B&W Pipe,Inc. inventories
High Quality, High Yield Line Pipe.
If you are looking for API 5L X60 to API 5L X70
give us a call or email. All of our material has
-50 charpy impact tests performed at the mill.
We stock many nonstandard wall sizes.
Check out our inventory at

www.BWPIPEINC.com
Our stock list is updated monthly.
We also have an extensive DSAW inventory
from 26" OD to 60" OD
and grades up to API5L X70.

Finally, be prepared to say “no” to a potential client. Simply because the
market presents your company with an opportunity does not mean it is
the right opportunity. Whether the customer will present challenges to
your inventory management (potentially at the expense of established
customers), is a credit risk, or raises some other red flag, be prepared to
turn down a deal and to educate your team on the reasons that a
particular opportunity was not appropriate at the time. More often than
not, these “negative” events provide a better opportunity for learning
and understanding the nuances of the business than do the “positive”
ones.
When the sales team has a better understanding of the company's
priorities, goals, and even limitations, they will be more efficient in
qualifying customers, evaluating inquiries, and communicating
customer wants and needs to your company’s managers. Similarly,
outcome-oriented managerial engagement will provide consistent,
disciplined messaging to the sales team, which will ultimately filter to
the customer.
When your sales team is better trained, and better informed, the
communication flow between customer, sales, and management
improves. This will ultimately add to your top line revenue and mitigate
risk.
Based on nearly 2 years worth of evidence, it is likely that trade policy
will continue to evolve unpredictably; however, with the proper
management strategies and practices in place, you can turn these market
challenges into revenue-generating opportunities and emerge with a
stronger customer base, and more confident and capable sales team.
Matt Beckmann is the Managing Director of Ascent Consultants in Houston, TX.
For more information, you can visit Ascent's website at
www.ascentconsultantsllc.com or contact Matt directly at
matt@ascentconsultantsllc.com
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If you need:
· Large Diameter Steel Pipe
· Domestic Production
· Steel Melted and Manufactured in USA
· Fully Traceable Original Mill Test Reports
· On Time Delivery
· Experienced and Responsive Sales Staff
· Reliable Warranty From Domestic Sources
· API or ASTM Specications

Think MANDAL PIPE!

Audubon Bridge,
Baton Rouge, LA

Prime Domestic Stock
Ready for Immediate Shipment

675 Enterprise Drive, Auburn, GA 30011 | Ph: 1-770-573-3022 | Fax: 1-770-573-3380 | www.mandalpipe.com

| FALL CONFERENCE NOTES

NASPD Fall Conference
The Westin New York at Times Square Hotel
New York City, New York - October 25 – 27, 2018
For additional information visit www.naspd.com

Program
Thursday, October 25, 2018
8:00
- Noon
9/11Tour – Optional Event
12:45 - 4:30 pm
Registration
1:00
- 2:00 pm
Leadership Development Committee
2:00
- 2:45 pm
Membership Committee
2:00
- 2:45 pm
Program Committee
2:45
- 3:30 pm
Finance Committee
3:30
- 4:30 pm
Executive Committee
4:30
- 5:30 pm
Board of Directors
6:00
- 8:00 pm
Welcoming Reception
9:30
- 11:00 pm
Hospitality Suite

Registration
Register online: www.naspd.com; by e-mail:
info@naspd.com; or by fax: 361-574-9347. Only
individuals with a paid registration may attend
the Conference. The deadline for registration is
September 25, 2018. After September 25, 2018, a
$50 late fee must be added to all full registrations.
A cancellation fee of $50 will be charged for all
cancellations received before September 25, 2018.
After September 25, 2018, 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.
The Westin New York at Times Square
For hotel reservations, call 888-627-7149 and
notify them that you are part of the NASPD Fall
Conference group.

Friday, October 26, 2018
7:30
- 9:00 am
Registration and Continental Breakfast
8:15
- Noon
General Session
8:15
- 8:45 am
Tim Cochrane, Citizens Program President, American Corporate Partners,
“ACP Mentor Program - Connecting Veterans with the Steel Industry”
8:45
- 9:30 am
Barry Zekelman, CEO and Chairman of Zekelman Industries,
“Section 232 from a Domestic Perspective”
9:30
- 10:15am
John Hritz, JSW Steel, President and CEO, “State of the Industry”
10:15 - 10:30 am
Break
10:30 - 11:15 am
Joe Synan, Leadingwell Associates,
“Leadership Can Be Taught – It’s Not Just in One’s DNA!”
11:15 - Noon
Dr. Don McNeeley, President and Chief Operating Officer of
Chicago Tube and Iron Corporation,
“The Geopolitical Landscape and Its Impact on Steel”
Noon - 1:30 pm
Networking Luncheon
1:00
- 5:00 pm
Spouse Event - Backstage Broadway Tour - Optional Event
1:30
- 3:00 pm
Membership Discussion - Facilitators:
Narayan Bhargava, Sales, SDB Steel & Pipe and
Clint Koshnick, Sales Manager, Kingwood Pipe, Inc.
7:00
- 9:00 pm
Reception/Dinner
9:00
- 10:30 pm
Hospitality Suite
Saturday, June 9, 2018
8:30 am - 12:30 pm
TV/Film Tour – Optional Event

All attendees are encouraged to attend the committee meetings except for the Executive and
Leadership Development Committee meetings. We limit the discussion and voting during the
committees to committee members only because non-committee members have not been privy to all
the correspondence leading up to the committee meetings.

Register online at:
https://naspd.com/event/2018-fall-conference/
register/
The rate for a guest room is $299.00 plus taxes for
single/double occupancy. Rates cannot be
changed at check-in or check-out for guests who
fail to identify their affiliation at the time the
reservation is made. Check-in time is 3:00 p.m.
and check-out time is 12:00 p.m.
An individual may cancel their room reservation
if the Hotel receives notice of their cancellation at
least 24 hours prior to scheduled arrival.
We have contracted a certain number of rooms
for this conference based on historical numbers. If
we book too many rooms, the NASPD will be
required to pay for the unused rooms. If we book
too few rooms, there is a chance the hotel will sell
out or charge a higher rate for rooms outside of
our room block if our room block has sold out
before the deadline date. We always do our best
to accommodate all our registered guests. It is
important that you book a room at your earliest
convenience and before the deadline of
September 25. We ask that you don't hold a room
without being registered for the Fall Conference.
Discounted airfare online at www.united.com
Valid travel dates October 22 - 30, 2018
Enter Offer Code ZEN7149759 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:

Peter Schrumpf and the team at Alliance Pipe & Steel Corp/
UTP Pipe USA Corp are excited to welcome NASPD
Members to New York City. They will be hosting NASPD at
the New York icon that is Katz’s Deli for lunch on 1:00 p.m.
Saturday, October 27th. It has been in the same location
since 1923 and was the setting for When Harry Met Sally’s “I’ll
have what she’s having.” scene.

Agreement Code: 149759

Z Code: ZEN7

Outside of the United States, please call your
local United Airlines Reservation Office.

NASPD conference attendees are invited and you will need
to RSVP in advance. Guests need to arrange their own
transportation. All the traditional deli options including
pastrami, corned beef and turkey sandwiches and much
more will be provided. After lunch, Peter and his team invite
you to join him in walk to McSorley’s Ale House for a beer. It
is a national landmark and have been making their own beer
there since 1855.
To RSVP, email info@naspd.com with the names of
attendees.

Conference Information

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.

Image © 2016 Google

Sophia Wertheimer Bender was born on Aug. 20,
1927, died on May 14, 2018. She was born and raised in
Houston, Texas, where she lived most of her life. Sophia
was a graduate of Newcomb College, where she met her
soul mate and husband of 56 years, Jack Bender.
Through her philanthropic efforts, Sophia was an
extraordinary advocate for her community, where she
served on many boards, including Beth Yeshurun
Sisterhood, United Jewish Campaign, Jewish Family
Service, and a Lifetime Member of Hadassah. Her great
passion in life was the Anti-Defamation League, where
she served as board chair and national commissioner.
Sophia is survived by her children, Sherry and Ken
Levy, Susan and Scott Bender, and Lisa and Joel Bender;
grandchildren, Oliver Levy, Flauren and Jason Bender,
Liz and Steven Bender, Eric Bender, Geoffrey, Melissa
and Brooke Bender; great-grandchildren, Jack, Leo and
Sally Bender, Max and Rose Bender; sister and brotherin-law, Ruth and Harold Kleinman; sister in-law,
Sharla Wertheimer and numerous nieces, nephews and
cousins.
The family wishes to express their gratitude to Sophia's
caregivers, Pat Coleman, Pat Pruitt, Edna (Annie)
Mitchell, Gail, and Patrice Thompson.

Donald Edward McLaughlin of Uvalde, Texas, passed away peacefully on July 3, 2018,
in his home at the age of 85. He was born on September 10, 1932, in Taylor, Texas to
Mamie Starnes and Thomas McLaughlin.
Donald grew up in Taylor as one of the youngest of 7 siblings. He attended Angelo State
University and the University of Texas at Austin, where he played football and from
which he was drafted into the U.S. Army to serve in the Korean War. He later played
professional football for the San Francisco 49'ers. In the summer of 1957, Donald met
Barbara Ann Neal, of Austin, Texas, and they were married just 6 days later, on July 9,
1957. He enjoyed a career in coaching football at San Benito, and then Uvalde, Texas,
where he learned the pipe business at Gensco Pipe Company, Joy Pipe, and Cherokee
Pipe. In 2000, he later started his own business, DKM Enterprises, LLC, with his son
Donald.
He was a dedicated football fan and businessman. He enjoyed 51 years of marriage with
his beloved “Bebe,” and he was very proud of the family they created. Known
affectionately to many as “Senior,” “Big Don,” and likely his favorite, “Poppy,” Don will
be greatly missed by his growing family and many friends, including all those at DKM
Enterprises.
He is preceded in death by his wife, Barbara, and 6 siblings, Francis McLaughlin, Brian
McLaughlin, Joan Lane, Gene McLaughlin, Beverly Boedecker, and Betty Mauer.
He is survived by his children and their spouses, Jan and Bart McLaughlin of Kerrville,
Texas; Connie and Walter Tidwell of Uvalde, Texas; Karen and Donald McLaughlin, Jr.
of Uvalde, Texas; seven grandchildren, Steven McNew and his wife, Annabell; Barton
McLaughlin and his wife, Helen; Maggie Wilborn and her husband, Bryan; Hunter
McLaughlin; Wilkins McLaughlin and his wife, Hayley; Mac McLaughlin and Backor
McLaughlin; and five great-grandchildren, Walter “Wally” Ames McNew, William
Edward McLaughlin, Aileen “Ivy” Hemingway McLaughlin, Mary Ellen “Mae”
McNew, and Barbara Ann “Bebe” Wilborn.

The Buckland’s recently gathered for an anniversary celebration. Bill and Betsy Buckland
were married in Enterprise, AL on July 19, 1973 after meeting on a blind date at Auburn
University in February of that same year.
Oldest daughter, Alicia, is married to Brandon Phillips and lives in Oklahoma City, OK
with their three children, Christi, Will and Nate. Youngest daughter, Amanda, is married
to Joseph Senne and lives in Gulfport, MS. They have one child, Hayden.
On August 1, 1983, Mandal Industries was incorporated and began operating in the
basement of our home. Much later, it was joined into Mandal Pipe Company, now 35
years old. Betsy is an accountant and has been the only financial officer of the company
since its inception, We have worked together most of our married life. The name
"Mandal" was derived from our two daughters. Amanda contributed the "MAND" and
Alicia the "AL".

Guido Maglionico, (above) emailed us after spotting
himself in an old “Blast From The Past” photo on the
NASPD website - where prior issues of the Pipeline are
hosted. Formerly of TAD USA, now a consultant for
the Industrial Plants Engineering, Procurement and
Construction Italian National Association, is still an
avid reader of Pipeline and wanted to say “Hello old
friends!”.

Balor & Paula Moore representing the NASPD
on a Snake River rafting adventure.

The Bucklands and Karchmers ran into each other at the Monte Carlo Casino
Pipeline encourages members to send photos of your travels, family
gatherings and special events to info@naspd.com. We love to hear from you!

11200 Richmond Ave., Ste 180 • Houston, TX 77082

Growing to service your needs
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