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From the President

President’s Message
Thanks for a Great Journey
by Robert Griggs
NASPD President

What a journey for myself and the
NASPD over the last 4 years that I have
been involved in the leadership of our
great organization. It started 4 years ago
as treasurer, at which time I learned what
had already been accomplished before
me and what high standards had been set.
I will tell you that I felt up to the task and
think we have made great strides over
these years, in securing a bright financial
future and raising the bar for the future
leaders. Some of the items we have
accomplished over these years are:
• The Training Manual - this was an entire
organization effort, with over 500 years of
industry knowledge input into this great
tool that will benefit the organization’s
members for decades to come.

• Pipe Listing Web Site - this was another
collaboration of this group that helped
bring our group into the 21st century and
will only continue to evolve into one of
our major benefits to our members
• Industry & Economic Surveys - these
ongoing projects have and will continue
to help keep our members informed of
the trends we see at any given time.
• Great Speakers - over the last two years
we have heard from some of the most
prominent leaders in the steel industry,
just to name a few: Dr. McNeeley, Ph.D,
President of Chicago Tube & Iron,
founded in 1914; Keith Busse, President
of SDI, Steel; plus Byron Dunn of US
Steel; and Gary Gajdzik, of US Steel; plus
many other informative speakers who

KAYEM Pipe & Steel, Inc.
P.O. Box 130143, Dallas, TX 75313-0143
(214) 979-0042
(214) 979-0074 Fax

Over thirty years of experience in servicing
and supplying the Oil & Gas Industry with
Prime API OCTG and Line Pipe.
Our stock size ranges:

Line Pipe: 2-3/4” thru 12-3/4” API 5L, X-42, & A-106
Tubing: 1-1/4” thru 3-1/2” J-55 & Alloy Grade
Casing: 4-1/2” thru 16” J-55 & Alloy Grade
Please call or e-mail us for your tubular requirements.

d.kayem@kayempipe.com (Doug)
max.kayem@kayempipe.com (Max)
ds.ashley@kayempipe.com (Donna Sue)
g.conly@kayempipe.com (Glen)
s.guckian@kayempipe.com (Sheila)
Fred Lundberg - Houston sales office, phone 713-253-0833

enable us to take something home that
helps improve our business on a daily
basis.
When I took over as president in New
Orleans two years ago, I said how
privileged I felt to have this great
organization put their faith in me to lead
them. I want to thank you for that faith
and I only hope you feel that I have left
this jewel in better shape than when I
first touched it. I will honestly tell you
that I have received more from this job
than I could have ever given and I thank
you again for the privilege of serving you
over the last few years. At this time, I
would like to thank Susannah Porr,
because she is the real heart behind the
scenes that keep NASPD growing and
becoming the organization it is today. I
know that I am leaving the group in good
hands. I look forward to being able to sit
in the back row with all my friends and
enjoy the first class meetings. Remember
“The more you give the more you get”.
Please stay involved and reap the rewards
of your NASPD.

Support your
NASPD
Recruit new
members
NASPD

4

Member Message

From the Executive Director
Check out our updated naspd.com
Scottsdale was a great meeting with topnotch speakers set against a spectacular
backdrop. I want to thank all of those
who helped make the program what it
was. I especially want to thank Fred and
Ted Kahn, who have been instrumental
in helping create programs that exceed
associations with 10 times our budget.
The Four Seasons lived up to its
reputation with impeccable service and
great luxury. The natural habitat has
been beautifully maintained on the
resort property. Bunnies would greet you
on your private patio overlooking the
dramatic desert. We even had a field
mouse say hello during our general
session, but Balor Moore saved the day
and deserves the Manly Man Award (I
sure wasn’t about to get it). Be sure to
check out our photo album online at
naspd.com.

If it’s not on your calendar yet, be sure to
reserve the dates of February 24 - 26, 2005
for our Convention in Las Vegas. As if
Las Vegas isn’t enough, it is also our 30th
Anniversary. It will be a fantastic meeting
that you won’t want to miss. You can
register online at naspd.com as well as
view the program and a current list of
attendees.
Speaking of our website, for the first time
ever, members are able to pay their dues
online as well as update their company
listing. Be sure to check out this new
feature. It is another way we are making
things more efficient and user friendly. If
you haven’t been on our website lately,
take a look around. You can always find
the dates and locations of our future
meetings, past PIPELINE articles,
pictures from past meetings, member
information, links to member websites,

by Susannah Feux Porr
NASPD Executive Director

order the Tubular Products Manual and
Training Manual, and of course our
Pipeline Online, which lists Regular
Member inventories. We have worked
very hard to make it user friendly and full
of useful information.

MARK YOUR
CALENDARS
2005
Annual Convention
February 2005
Las Vegas, NV
Summer Conference
June 2005
Denver, CO
Fall Conference
Sept./Oct 2005
Houston, TX
NASPD
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HOW TO GET A HUGE INTEREST-FREE LOAN
FROM THE IRS (And It’s Legal)
by Irv Blackman, CPA

Cash flow-in good times or bad-is king.
What’s so sad, is that in a good time for
our steel pipe distributing industry; (like the
year 2004) the king is easily knocked off
of his throne.
Why? Sure, rising prices are great for the
bottom line. But the dollar amount of
inventory has mushroomed. Accounts
receivable, of necessity, are higher. It’s
tough for King Cash Flow to keep pace.
No question about it, borrowing money
(almost always from a bank) is a smart
business move. Especially in the low
interest environment we have enjoyed
for most of 2004.
But watch out, interest rates are rising.
Now a question that sounds really
stupid…
Is there a way to get an interest free
loan? A loud, “YES”… and from a most
unexpected source… the IRS. Best of all,
it’s easy to do. No forms to fill out. No
rulings needed. No way the IRS can say
“No.” Just check the right box when your
business files its tax return.
Check that box and you have elected to
use the LIFO (last-in, first-out) method
of inventory.
Following is a simple example of the
possibilities for tax-savings using the
LIFO method. (Hint: As you read the
example, substitute your own real
numbers [just an estimate to start] for the
numbers in the example.) You’ll be
pleasantly surprised with the result.
Okay, here’s the example: Joe’s
corporation, Steel, Inc., had $1 million in
inventory on January 1, 2004. Say, on
December 31, 2004 the inventory is the
same in quantity, but the price went up
150%. So, the real dollar value of the
inventory is $2.5 million.
Steel, Inc. elects to use LIFO. For tax
purposes Joe would report only $1
million of inventory, reducing profits by
$1.5 million. Assume a 40% tax rate (State
and Federal ) and the tax savings would
be $600,000.
THE RESULT: Steel Inc.’s tax bill is
reduced by $600,000. For cash flow

purposes, it’s exactly like getting an
interest free loan.
NOTE: LIFO can be elected after your
year-end. (One of your NASPD members
has a June 30, 2004 year-end; did not yet
file their tax return, which is on
extension; so the corporation can still
elect LIFO.)
LIFO, for most business owners, is one of
those mysterious tax strategies that
someone else uses. What’s the
reason?…The benefits of LIFO are easy
to explain (like the above example), but
the computation of the actual amount of
LIFO tax reduction (technically, it’s
called “The LIFO reserve”) requires an
expert. You better work with someone
that knows how to build (make the
computation) the LIFO reserve (the
amount of your deduction, that results in
immediate cash tax savings).

you to get your questions answered by my
C PA f i r m’ s ( B l a c k m a n K a l l i c k
Bartelstein, LLP) LIFO expert, Matthew
Deutsch.
Please contact me with your LIFO
questions by:
1) Fax (preferred) to 847-674-5299.
2) E-mail at wealthy@bkbcpa.com (make
sure to put “LIFO question” as the
subject.
3) Phone (if you just can’t wait) at 847674-5295.
Make sure to include in your fax or e-mail
the following:
1. Your full name.
2. Company name.
3. Address.
4. All phone numbers where you can be
reached.
5. Any additional information you think
might be helpful.

Sure, you or your accountant have
questions. I’ve made arrangements for

NASPD

MEMBER

Professional
Affiliate Member
Coverages Available:

CAC
CRANE

Carleton Unit
at
Crane Agency

Property
Business Income and
Extra Expense
EDP-Computer
Equipment
Breakdown
Transportation
Coverage
General Liability
Including Products
and Completed
Operations
Automobile — Truck
Fleet
Workers
Compensation
Umbrella Liability

Insurance Brokers Since 1885

We are specialists in risk management for
steel pipe distributors.
17 of your fellow members are current
clients — some for 11+ years. We will
gladly refer you to one or more of
them when you call us.

Contact: Bill Carleton or Tom Berra, Jr.
100 S. Fourth St., Ste. 800
St. Louis, MO 63102-1820
Ph: 800-946-3884, Fax: 800-946-5670
E-mail: Carletonb@craneagency.com or Berrajr@craneagency.com
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Guest Articles

Leadership Defined
by Bill Blades

Everyone knows that quality leadership
is an important part of every successful
business. A good leader can drive an
organization to ultimate success, while a
bad leader can potentially run a business
into the ground. But what exactly makes
one leader better than another is a varied
combination of traits, rather than a
carbon copy of one specific personality.
Without at least some idea of good
leadership traits, a business won’t survive
against the competition. Recently,
business expert Bill Blades answered
these difficult questions about what
makes good leadership:
Q1: What do you feel is the most
important value in any organization.
Without a doubt, it is communication
style. And communication is present in
organizations with good and bad
leadership. Either a leader paints a clear
picture of the company’s vision for all the
employees to embrace, or he or she adopts
a “my way or the highway”
communication style.

A study conducted in 2001 found that the
number one reason people left a job was
poor supervisory behavior, or in other
words, bad bosses. And, one of the biggest
factors was poor communication skills.
Employees are part of the company’s
financial assets. For all to perform at
maximum levels, the executives must
focus on creating and nurturing a great
environment within the organization.
Q2: What communication traits are
found in bad leaders?
Everyone has heard the statement, “I’m
the boss.” You can often find bad leaders
shouting this statement, which is not
only unprofessional, but it’s also obvious
that the leader lacks respect and vision of
organizational goals. This translates
into, “I don’t value you.”
Everyone knows that to teach dogs
certain behaviors, treats and praise work
better than whips. More leaders need to
approach people in the same manner.
Poor leaders are also quick to assign
blame and point fingers. They don’t
understand that they should share the
glory, and accept the blame. When a

Texas Pipe & Supply Co.
—SINCE 1918—

www.Texaspipe.com
STAINLESS STEEL PIPE FITTINGS & FLANGES
Stainless Steel Pipe
s/5s thru 80s, s/160
Welded and Seamless

Buttweld Fittings
Schedules 5 thru 160
Size Range 1/2” thru 36”
Seamless, Welded, Welded w/ X-Ray

Flanges
Pressure Ratings 150# thru 2500#
Schedules 10s thru XXhvy

Pressure Fittings
3000# & 6000# Threaded
and Socket Weld
Size Range 1/8” thru 4”

Nipples
Schedules 40s & 80s —
Welded & Seamless
Any End Combination —
TBE, TOE, BBE, etc.

Call with any inquires!
CORPUS CHRISTI, TX
DENVER, CO
HAMMOND, IN

HOUSTON
713-799-9235

MORGAN CITY, LA
MOBILE, AL
MIDDLESEX, NJ

leader criticizes someone, the whole
organization loses part of its potential.
Q3: What communication traits do you
find in the good leaders?
Strong leaders display respect, trust,
integrity, and reliability. But perhaps
honesty is the most important quality a
leader must possess. By being honest
with themselves and their employees,
good leaders foster an inspirational work
environment that supports good
behavior and innovation.
Another effective approach that good
leaders often take is servancy leadership.
This means they lead by asking what
their followers need in order to be
successful. This approach leaves
employees feeling empowered,
respected, and important.
Good leaders also have vision. They
maintain a steady focus on a long-term
approach to a successful business that
can weather the evolutionary nature of
the economy.
Q4: How important is culture of an
organization to their overall success,
and how do leaders influence this
culture?
Outside of having a great product,
culture is everything. It determines the
ultimate success or failure of every
business. In simple terms, culture means
everyone going in the same direction,
with shared beliefs, behaviors, and
assumptions, for every single co-worker
and client.
Everything, including culture, starts at
the top. Therefore, leadership
determines the culture, and culture
determines performance.
A large part of the culture is dictated by
communication. Not just in what the
organization itself communicates, but
how it communicates it.
Q5: How does a leader’s positive
attitude affect their organization?
The positive leader takes time to express
a genuine interest in people. And he does
so because he feels it is the right thing to
do. The positive leader listens to people,
and understands their concerns. He
knows that he isn’t always right and
makes an effort to find solutions, even
when he is actually part of the problem.
And positive leaders aren’t concerned
(LEADERSHIP - cont. on page 13)
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NASPD Convention Program
Bellagio Hotel •Las Vegas, Nevada
February 24 – February 26, 2005
(Please bring this program with you to the hotel so you will know when and where the meetings begin).

Thursday, February 24, 2005
1:00 p.m. – 5:30 p.m .
1:00 p.m. – 2:15 p.m .
2:15 p.m. – 3:30 p.m .
3:30 p.m. – 4:00 p.m .
4:00 p.m. – 4:30 p.m .
4:30 p.m. – 5:30 p.m .
7:00 p.m. – 9:00 p.m .

Friday, February 25, 2005
8:00 – 10:30 a.m.
8:30 a.m. – Noon
8:30 – 8:45 a.m.
8:45 – 9:15 a.m.
9:15 – 9:45 a.m.
9:45 – 10:15 a.m.

10:15 – 10:30 a.m.
10:30 a.m. – 11:00 a.m.

11:00 a.m. – Noon
Noon – 1:30 p.m.
7:00 – 10:00 p.m.
Saturday, Fe bruary 26, 2005
8:30 – 10:30 a.m.
9:00 – Noon
9:00 – 9:30 a.m.
9:30 – 10:15 a.m.

10:15 – 10:30 a.m.
10:30 – 11:30 a. m.
11:30 – Noo n
12:30 – 6:00 p.m.
1:30 – 5:30 p.m.
6:00 – 8:00 p.m.

Registration
Program & Site Selection Committee Meeting
Membership Committee Meeting
Finance Committee Meeting
Executive Committee Meeting
First Board of Directors Meeting
Welcoming Reception & Gambling Lessons
at the Bellagio

Donatello Foyer
Donatello 3
Donatello 2
Donatello 3
Donatello 2
Donatello 3

Continental Breakfast
General Session
Member Spotlight, Cliff Hobbs
Liberty and Rocky Mountain Pipe
Don Farthing, President, In Transit
“The Challenges of Trucking Today”
Pat Patterson, CSP, L.A.A.P.
“Benefits of an Effective Safety & Health Program”
Sue Covey, Advertising Director
Las Vegas C & V As soc.
“Reinvesting Your Corporate Image”
Break
Rejesh Gupta, Managing Director
Lloyds Steel Industries Ltd . India
“The Indian Steel Market and Its Impact on
The World Market”
“The China Factor” - details to be announced
Networking Luncheon
Awards Dinner and Hypnotist at the Bellagio

Raphael I
Raphael 2

Continental Breakfast
General Session
Annual Meeting of the Membership
Wilfried von Bulow, Chairman of the American
Institute for International Steel
“Looking Into the Future of Steel on the International Stage”
Break
Keith Busse, President and CEO, Steel Dynamics
“Where We Have Been and Where We Are Going”
Second Board of Directors Meeting
(2005/New Board Members)
Golf Tournament
Optional Tour – Hoover D am
NASPD Happy Hour

Raphael I

Raphael 1

Jasmine Restaurant
Raphael 1

Raphael 1
Raphael 2

Raphael I

Meet in Lobby
Meet in Lobby
Caramel Bar at
the Bellagio
All attendees are encouraged to participate in the committee meetings with the exception of the Executive Committee Meeting.

NASPD 2005 Annual National Convention
Bellagio Hotel • Las Vegas, Nevada • February 24 – February 26, 2005
Convention Registration

DEADLINE:

Mail registration and fees to: NASPD 1501 E. Mockingbird Lane, #307 Victoria, TX 77904
Fax registration form to: (361) 574-9347. If you have any questions, call (361) 574-7878.

January 24, 2005

Registrant: _______________________________ Badge Name: ___________________

Member,

Non Member,

Spouse: __________________________________Badge Name: ___________________

New Member (application submitted)

Company: ____________________________________________________Phone: _________________ Fax: _______________
Address: _____________________________________City: __________________________ State: _____ Zip: ______________
E-Mail Address:______________________________________________________

Arrival Date: _______________________ Time: __________ Departure Date: ___________________ Time:________________
Please check your registration selections and total fees.
Registration:
Total Fees
___Full Registration $475 ___ Full Registration Spouse $375 (Non Members can attend 1 meeting before joining.)_________
___Late Registration Fee $50 (Must be included for each registration received at the NASPD after Jan. 24).
Payment for late registrations will only be accepted by credit card.

_________

*********************************************************************************************
Note: Only check one of the following options if you are not registering for the full conference and late fee if applicable.
_____ One Day Registration $250 (Available for Friday or Saturday only). Friday
Saturday
_________
Includes all events except optional scheduled activities.
_____ Single Event_____$195 or _____$95 (with a full registration from same company)
_________
_____ Late Registration Fee $25 (Must be included for each single event registration received after Jan. 24). _________
Payment for late registrations will only be accepted by credit card.

*********************************************************************************************
Optional Activities: Please enclose payment with your registration form. The optional activity is only available to registrants with full
or one day registration. Optional event subject to cancellation if minimum participation requirements are not met. Please include
number of participants, list names and total below:
Saturday, February 26, 2005 - Hoover Dam Tour $60.00 per person
_________
Names: _______________________________________________________________________________
Saturday, February 26, 2005 - Golf Tournament - Desert Pines Golf Course $135.00 per person
Name:___________________Handicap:__________; Name: ___________________Handicap__________
Club Rental (Include $50 per set) ____ Right ____Left
_______I will or _____I will not – Need transportation to the golf club.
Requested Team:______________________________

TOTAL REGISTRATION AMOUNT=

_________

________

Reservations: No Fee for Registrants but Advance Reservation Required:
_____ I will attend _____ I will not attend Thursday, February 24, 2005 Welcoming Reception
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, February 25, 2005 Networking Luncheon
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, February 25, 2005 Awards Dinner
Names: ______________________________________________________________________
REGISTRATION/CANCELLATION POLICY: ALL FEES MUST BE PAID IN ADVANCE BY CHECK OR C/CARD.
NO ON-SITE REGISTRATION. Only individuals with paid registration may attend the conference. You will not be added to the
attendee list until all outstanding fees are paid. The deadline for registration is January 24, 2005. After January 24, 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 24, 2005. After January
24, no refunds will be made. Payments for late registrations will only be accepted by credit card. No registrations will be
processed without signature.
Payment Information: ____ Check Enclosed Credit Card: MC _____; Visa _____; Discover _____; American Express _____
CC#:_____________________________________ Cardholder Name: _________________________Exp. Date: __________
Address where CC Statement is mailed: __________________________________________Telephone #:____________________

SIGNATURE:_______________________________________(Signature is required regardless of payment type.)

Asset Recovery Division of Liberty Companies offers the following:
Liberty Companies is a joint venture partner in the Deconstruction and Asset recovery of all the equipment and
materials of Grays Harbor SATSOP Nuclear Power Plant # 3. We will be removing all machinery, equipment, the
building materials from the site and leave the plant standing. This plant was built and completed during the 1980's
but was never operated thus the material is all clean and looks the same as when it was installed.
There is an estimated 15,000 tons of material,
including mostly pipe but also, Fittings, Valves,
Flanges, and Forgings, and pipe hanging
equipment. Liberty Companies involvement is
with the pipe and all related items. We will also
be involved in asset recovery of other misc.
items such as large amounts of Old Growth
Lumber, Heavy Plank, Cement Grouting,
Fasteners, and Fire Proof Steel Doors.
There is an estimated 42 miles of large OD pipe
and 35 miles of small OD (2''and under). The
pipe and tubing involves Carbon Steel in grades
ASTM A-570 grade 70 and ASTM A-106 grade B.
It also includes high alloys including high and
low temp high- grade alloys, and stainless. All
material meets ASME code. The mixture between
the Carbon and the Stainless and Alloys seems to
run the full range of sizes and we estimate to be
approximately 50 percent of the total pipe
involved.
Mill Certs are available however it is somewhat
of a painstaking process. We do have the mill
certs.
The sizes ranges that we are going to market will be from 2 ½'' up through and including 54''. They will include 2
½'', 3'', 4'', 5'', 6'', 8'', 10'', 12'', 14'', 16'', 18'', 20'', 24'', 28'', 30'', 36'', 42''. The wall thicknesses will range from
schedule 40 up thru and including 2 1/2'' wall thickness.
We believe the bulk of the material will be in the standard and schedule 40 range with some running into the 500''
wall 800 inch wall and up through and including 1 ¼'' wall thickness.
We are going to attempt to secure the pipe in minimum 20' lengths, some double random lengths, and where there
is an interest we will have single random lengths as well.
Pipe will have torch -cut ends, and machine beveling will be available upon request on the site. Terms of Sale are
Cash. All materials sold on Scale Weight, unless otherwise negotiated. There is a scale on site.
We are taking orders at this time. All materials F.O.B. Grays Harbor Facility, Elma Washington.
We look forward to hearing from you.
Cliff Hobbs 888-595-4355 cliffh@libertypipe.com Fax 406-727-9973
Liberty Companies
1321 8th Avenue North Suite 207 Great Falls MT 59401 (406) 727-9062 Fax (406) 727-9973 www.libertypipe.com
36 E. Frontage Road Jerome ID. 83338 (208) 324-2142 Fax (208) 324-2168
3788 No. 5th East Idaho Falls, ID 83401 (208) 542-0522 Fax (208) 542-078
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Photo Clips

Photos from

NASPD

Scottsdale
Fall Conference
September 2004
Scott & Nancy Barnes, Jim & Carol Barnes, Johanna & Peter Borgards, Gail Belcik, Terry Galbreath,
Vicki & Stu Hindman, Anita & Craig Laine, posing for a picture after completing the scavenger hunt.

NASPD members getting serious about
their cards

Stu Hindman and Sylvia Crispin

Ted Kahn, Tom Zahorec, Tom Tuschman, Jason Redden, Clarence Fauber, Fred Kahn,
and Robert Griggs

Ken Hayes, Don Karchmer, Caryn Ezra, Gary Childs, Rusty Fisher
and Dan O'Leary

Al Karchmer, Greg Semmel, and Robert
Griggs

Ann & Steve Park, Cliff Hobbs, Scott Barnes, and Terry Galbreath

Hilary Karchmer, Susannah Porr, Shelly Griggs,
and Marsha Karchmer

Stu Hindman, Craig Laine, and Anita Laine trying to find items needed on the
scavenger hunt.

Vicki & Stu Hindman

Philip Nicholas, Herman Rosenberg, and Greg
Semmel

Robert & Laurie Shinn, Karen & Dean Cunningham, Karen & Jeff Fleming

Photo Clips

Memories
NASPD

30
Years
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NASPD Notes

Honor the best with
Knowles-Rubenstein Award
The deadline to submit nominations for
the 2005 Knowles-Rubenstein Award of
Excellence is January 31, 2005. Nominees
should meet one of the following criteria:

distinguished service to the Association
by individual members. The award is
given solely on merit.
Previous winners of the award are:

• Unusually productive service to the
NASPD over a substantial period of
time.

Bob Rau
Craig Peterson

•Demonstration of marked
leadership in administrative or
special activities at any level of
NASPD operation.

Joe Bergfeld

• Outstanding contribution, service
or activity that has enhanced the
prestige and advanced the interest
of the NASPD.

Don Karchmer

The NASPD Award of Excellence was
established by the NASPD Board of
Directors in 1995 to recognize

List Your
Pipe

Earle Cohen
André Crispin

John Mocker

Deadline for
nominations

NASPD

PIPELINE STAFF and
NASPD CONTACT INFORMATION

...Online
Don’t forget to list your pipe on our
Pipeline Online. This is a method for you
to list your inventory free of charge. This
free service is available only for NASPD
Regular Members. Don’t hesitate - join
your competitors and list your pipe
today. Take advantage of this great
marketing tool for your business absolutely free.
The Pipeline Online allows other
NASPD members to see what you have
in inventory and then contact you
directly. To access this service log onto
the NASPD website at www.naspd.com
and click on “Pipeline Online”.

Executive Director/Publisher
Susannah Feux Porr
Office Administrator
Gail Belcik
Editor/Publishing Services/Advertising Sales
Linda W. Key
NASPD MEMBERSHIP AND SERVICES: Contact NASPD Headquarters: 1501 E.
Mockingbird Lane, Suite 307, Victoria, TX 77904; phone 361-574-7878; fax: 832-2019479. E-mail: info@naspd.com; Web site: http://www.naspd.com. Office hours: 8:30
am - 5:00 pm CST.
ADVERTISING IN PIPELINE: Contact Linda W. Key: phone 361-574-7888; email:
lwk@lindakeyassoc.com; delivery address for advertising materials: 120 S. Main,
Suite 402, Victoria, TX 77901.
© National Association of Steel Pipe Distributors, Inc. All rights reserved. No part of this publication may
be reproduced or utilized in any form, or by any means, electronic or mechanical, including photocopy or
other recording, or by any information storage or retrieval system, without the express written permission
of the publisher, the National Association of Steel Pipe Distributors, Inc. (NASPD), a nonprofit organization
representing the steel pipe and tubing industry. The views expressed herein are the opinions of the
authors, and do not necessarily represent the policies or opinions of NASPD.

Our Mission
To provide a participative
environment and forum for
members to network,
communicate, educate and
promote the steel pipe and
tube industry.
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(LEADERSHIP - Cont. from page 6)

with what they can get out of people.
Rather, they focus on how to invest
in their people and how to help them
succeed.
Leaders can check themselves for a
positive mindset by tracking the
number of times in a work day they pay a
compliment to one of their employees. A
good leader should strive for at least five
compliments per day.
Q6: What types of training are most
important for good leadership
development?
Over eighty percent of managers in the
United States became managers without
any formal management training. Many
times, leaders must come to this
realization on their own and seek out
training and mentors to help them
succeed.
Most importantly, every new leader
needs a mentor. The best mentors
usually come from outside the
organization, but they are always
straightforward and honest.
Q7: Should good leaders focus more
on long-term or short-term goals?
Good leaders should focus short-term
on interim goals. These are the small
steps necessary for reaching the big goal.
But ultimately, the long-term goals
should be more important to a good
leader, who focuses on the disciplines of
their business with patience and
perseverance.
Whether in robust or recession times,
organizations always need visionary
leaders who are committed to creating
an exciting future for themselves and for
others.
Q8: So, why are leaders open to certain
degrees of risk?
They need to teach their people to take
risks without the fear of punishment for
mistakes. A good leader encourages
their people to innovate solutions, and
does not berate them for mistakes.
Leaders must acknowledge this power
they possess, and strive to reposition
themselves as approachable and
understanding.
Q9: What’s the main difference
between a manager and a leader?

Leaders focus on people. Most managers
control and focus on the bottom line,
while genuine leaders focus on people
and the future.
Also, managers thrive on catching people
making mistakes, where leaders think,
“What can I do to make this better?”
Q10: Finally, what actions do leaders
take to foster teamwork?
Just by embracing this philosophy that
mistakes are a learning experience,
leaders foster teamwork among
employees. This philosophy also
supports peer mentoring relationships
that allow employees to work together
towards better solutions. Plus, when
everyone knows mistakes are acceptable,
they connect with each other through
sharing experiences and having fun.
Enthusiasm moves mountains.
Good leaders also invest considerable
amounts of time in coalition building.
The leader wants a unified team and
voice.
Leadership for the Success

Customer Perceived
Value
by Ed Rigsbee

Customer service is not the end game,
rather a conduit for Customer Perceived
Value. Legions of customer service
programs are furled around the
achievements of companies like
Nordstrom’s and Ritz Carlton - but this
legendary service is not a reality for most nor is it always necessary.
My new customer service offers you a
different window on the world of serving
your customers. Emanating from my Star
of Success - this seminar is furled around
teaching you the three keys area for
delivering customer value through
service.
Using real customer service screw-ups,
my new program helps you to better
understand the cost and devastation to
your organization when you allow
crummy customer service. I reveal how
customers perceive value through Training, Ego and Attitude.

Call me today . . . 800-839-1520.
The universal ideal leader does not exist,
but all good leaders possess certain traits.
Listening to
concerns with an
P & W INDUSTRIES, L.L.C.
understanding ear, a
68668 Hwy. 59
P.O. Box 1550
positive attitude, 100
Mandeville, Louisiana 70470
percent honesty, and
Website: www.pandwindustries.com
an approachable
CONTACT: DAVIS GARDNER, WILDA SHARP
PHONE:
985/892-2461
personality are the FAX: 985/892-2618
HERMAN FARRINGTON
foundations of the
QTY
OD
WALL
DESCRIPTION
AVG LNGTH
quality leadership
711'
36"
.688
Used Painted
DRL
242'
30"
1.25
Surplus & Used
DRL
any organization
380'
30"
1.00
Surplus Used, Bare
SRL
needs to reach a
2,400'
26"
.375
Used Bare
DRL
higher level of
3,240'
24"
.312
Used Tar-coated
DRL
200'
22"
.625
Used Bare
DRL
success. Leaders can
1,050'
22"
.500
Used Painted
50'-61'
improve their
1,035'
16.3"
.656
Surplus Casing
DRL
280'
16"
.625
Surplus FB
DRL
methods and lead
1,200'
13 3/8"
.480
Used Bare Casing
DRL
their organizations to
800'
12 3/4"
.250
Used Bare Coated
SRL, DRL
320'
12 3/4"
.375
Used Bare Cement-Lined
DRL
rise above the
1,175'
10 3/4"
.500
Surplus FB
DRL
competition.
2,500'
10 3/4"
.500
Used with midwelds
DRL
Bill Blades, William
Blades, L.L.C. is a
sales and leadership
consultant firm. He
can be reached at
480-563-5355 or
wblades@aol.com.

200'
962'
1,500'
280'
1,093'
1,000'
4,000'
3,000'

10 3/4"
10 3/4"
8 5/8"
8 5/8"
8 5/8"
7"
4 1/2"
4"

.438
.279
.500
.500
.406
.362
.337
.438

Surplus Bare
Surplus Bare
Used Painted
Surplus FB
Surplus FB
Used Bare Casing
Surplus FB
Surplus FB

10-16'
10-16'
DRL
DRL
DRL
35'
DRL
DRL

ALSO AVAILABLE:
BEVELLING, CUTTING & DOUBLE JOINTING.
SURPLUS AND USED STEEL BEAMS 6" TROUGH 36".
CARBON STEEL AND STAINLESS STEEL STORAGE TANKS
UP TO 20,000 GALLON. CALL FOR PRICING AND OTHER SIZES.

QUESTION!
Who can supply
30,000 feet 16” x .375” wall
#1 used
Or
Cut to length 24” x 3.25” wall
Hot Finished Seamless
Or
12,500 feet 10 ¾” x .875” wall
Surplus API5L X60
ANSWER!
OMEGA STEEL
QUESTION!
Who is the oldest American
steel Company west of the
Mississippi?
ANSWER!
SLIGO STEEL,
a division of OMEGA STEEL.
Supplying flats, channels,
beams, angles, grating, rounds,
squares for 171 years since
1834.
The OMEGA STEEL GROUP
A new era, an old tradition.

1-800-325-9000
3460 Hollenberg Drive
St. Louis, MO 63044
(314) 209-0992
Fax (314) 209-0998

The pipes hit Ronnie Keith Green, 38, on
the head as a forklift unloaded them from
a tractor-trailer west of Gillette, said
sheriff ’s investigators.
As the pipes were being unloaded, the
forks went too far into the stack and
pushed a set of pipes off the trailer’s other
side and onto Green.
Green was a truck driver but
investigators were unsure which
company employed him. A company
representative declined to comment.
The Occupational Safety and Health
administration was called to investigate.

Waitlist

As of Dec. 6, 2004

In Progress

GILLETTE, Wyo. - Falling pipes killed a
worker at the site where a spur pipelinefor-coal-bed methane was being laid.

Complete

QUESTION!
Who can supply
6,500 feet 6 5/8” x 1” wall
API5L X70
Or
2,000 feet 22” x .500” wall
API5L X42
Or
1,500 feet 12 ¾” x 1.125” wall
API5L X65
ANSWER!
PREMIUM PIPE,
a division of OMEGA STEEL

Falling pipes kill Bridge Builders
pipeline worker Global Status
Taken from the Great Falls Tribune (Montana)
Overview

Cambodia

30 12

0

Colombia

17

0

0

Costa Rica

14

0

0

Ecuador
El Salvador

102

5 27

1 0

0

Honduras

33

0

0

Mexico

29

0

0

Nicaragua

4 0

0

Vietnam

5 16

1

Global

235 33 28

SimCraps Casino Style Craps Game and Simulator
Practice your game before
you hit the tables!

Learn How To Play
Craps with SimCraps
Craps is the most exciting game in Las Vegas, but it is also the most
confusing. With all of the action and all of the different ways to bet,
it can be very intimidating.
SimCraps is a casino style craps game and simulator, with tutorials
and a complete guide to the game of craps.
If you are a beginner, SimCraps will help you understand the game
and all of the different ways to play. With the built in tutorials and
craps guide, you can learn to play in no time.
SimCraps is also for the advanced player. In addition to a standard
game, SimCraps has a built in simulator, which allows you to
configure betting strategies and run them over time as well as
compare them against other strategies.
Whether you just want to learn the game, or if you want to try out
different ways of playing before you hit the tables, SimCraps is the
game for you!

Visit us on the web at www.simcraps.com or
call (651) 340-5860
ADVERTISEMENT

Guest Articles

The Sun Never Sets ...
by Toni Ruttimann - Bridgebuilder

Mekong Delta, Vietnam, October 2004
I had walked into the Socialist Republic
of Vietnam with one hope: to help build
bridges for their peasants.
The Ambassador of Vietnam in Phnom
Penh, Cambodia, had put me in touch
with the Ministry of Foreign Affairs in
Ho Chi Minh City, which in turn
directed me towards the southern part of
Vietnam, to the provinces of the Mekong
Delta.

man came to find us. Mr. Son had been
the former governor of Ben Tre, and also
the former Secretary of the Communist
Party in the province. He now is retired
and dedicates the rest of his life to
voluntarily building small bridges and
small roads for the peasants, so as to
alleviate their daily hardship. When we
agreed to “have a look” in his Province,
within two days he put together a team of
welders and young engineers, with a
government owned construction
company generously volunteering
barges, trucks and a welding yard. Very
impressed we started working.

The delta of the river, the size of
Switzerland and home to 15 million of
the 81 million Vietnamese, is an
immense network of branches of the
Mekong. They crisscross the fertile land
like an intricate spider web, connecting
towns and villages, serving as
transportation avenues for everyone.
But the everyday family traffic, for going
to school, to work, to the market, to the
doctor - that traffic is so much easier by
bicycle or motorcycles than by boat.
However, where they reach a canal or
river, they stop, and one must cross by
ferryboat or canoe.
Obstacles to overcome
It’s easy to see how suitable our type of
suspension bridge is here for everyday
traffic, and undoubtedly hundreds of
bridges are needed, serving hundreds of
thousands of people.
There were three main problems: the
small roads hardly ever allow access by
truck, so all bridge pieces must be
transported by barge. Then, the vertical
clearance of the installed bridges must
allow for up to 200 ton cargo boats to pass
underneath, including at maximum
water level, forcing us to build
suspension bridges with a pronounced
arch and therefore increasing tower
height, which in turn increases difficulty
for transport and erection. And finally,
the walkway design had to be changed to
a full steel floor, since hard wood in
Vietnam is barely available and more
expensive than steel.
Ben Tre
While putting up the cables on one of the
first 3 bridges in Dong Thap, an elderly

When you see the place teeming with
busy men and women in their conical
hats, the air filled with shouting and
laughter, and even the worst mud in the
excavations and the persistent rain stand
no chance against so many eager and
skillful hands. The everyday life of the
peasants is so hard, day
after day bent over in
their rice fields with
water up to their knees,
carrying, digging, and
struggling to make a
living. So building a long
needed bridge seems to be
a tough but especially
joyous occasion.
The sun is not setting
In Vietnam, five bridges
have been completed and
16 new ones are currently
under construction. At
the same time we’re
building another 12 in
Cambodia.
And in Ecuador, on the
exact other side of the
planet, Walter Y’z has this
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year so far built an impressive 18 bridges
with spans of up to 129m, and has
another 8 in progress.The only bad news
is that he already has used up again the
quota of pipe donated from Petroecuador.
It is one more problem on the long list of
materials and transports to solve in the
stillness of my nights, mostly by internet:
pipe and cables in Ecuador and Vietnam,
used cable from Houston, steel plates
from Russia, pipe from Thailand, wire
clips from China. And now, with 80
bridges or more on the horizon for next
year, I hope to find the necessary
kilometers of used wire rope from a new
source: the cableways that carry
tourists up into the Swiss Alps.
The sun is not setting on the
bridgebuilders. 235 bridges are
finished until today, and 36 in
progress, day and night. When
the Ecuadorian peasants in their
straw hats proudly connect the
last pieces of their bridge under
the evening sun, the peasants in
Vietnam in their conical hats
and those in Cambodia in redcheckered kramas start mixing
concrete and pulling cables across the
rivers. They rise to build that dream
under the morning sun, while the others,
tired and satisfied, lie down to sleep.
What a dream. One that is actually
happening. Now.
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New Members

Welcome New Members
Please join NASPD in welcoming the following new members.

B & W Pipe, Inc.
B & W Pipe, Inc. (Regular Member) is a
supplier for Wel-Spun (India), Stupp
(USA), Nippon Steel and Tex-Tube.
Specifications. handled include API-5L
B-X65 and ASTM A53B. Specialties are
DSAW-X Grade 20” - 36” Heavy Wall.
Charles Boatright, President is the
NASPD contact.
B & W Pipe, Inc.
5715 4th Street
Katy, TX 77493
Phone: 281-391-6688
Fax: 281-391-1511

Challenger Pipe & Steel,
Inc.
Challenger Pipe & Steel, Inc. (Regular
Member) is a supplier of domestic and
foreign new prime and limited service

steel pipe and casing. Sizes ranges are 31/2” - 13-3/8” OCTG Prime and Limited
Service; 1/2” - 48” Line Pipe new
Structural & Prime Grade B; and 48” 168” Large O.D. Caisson. Specifications
handled are API51-B; API52 X-42 thru
X-65; A-53B; ERW & SMLS; A-500B&C; A-252-II & III. OCTG
Specifications include API; j-55: K-55:
L-80; and N-80.
Randy Hurst, President, is the NASPD
contact.
Challenger Pipe & Steel, Inc.
104 S. Freya, Ste. 120C/White Flag Bldg.
Spokane, WA 99202
Phone: 509-534-7473
Fax: 509-534-4254

Maruichi, Hysco, Seah, Tpco, Baoshan,
Corinth, Spim, Katakura; Tech Stainless,
Chengole and Petrotub. Size ranges are:
Line Pipe 2” to 60”; Standard Pipe 1/2”
to 24”; and OCTG 2-3/8” to 13-3/8”.
Specification handled are API, ASTM,
Standard, Mechanical, Stainless, and
Structural. OCTG Specifications include
all grades including 13 Chrome.
Specialites fo MC Tubular are heavywall,
large OD, stainless steel, DOM, Alloy,
Supermax and Geoconn connections for
OCTG tubing and casing.
Ko Kishimoto, General Manager Line
Pipe Department, is the NASPD contact.
MC Tubular Products, Inc.
757 Eldridge Parkway, Suite #650
Houston, TX 77079
Phone: 281-588-6580
Fax: 281-588-6588

MC Tubular Products, Inc.
MC Tubular Products, Inc. (Associate
Member) is a supplier of JFE, SMI, NSC,

NASPD

Kahn Steel Co., Inc.

2005
Member Directory

New FENCE Pipe

A comprehensive listing of members,
contact information and company profile.
Update your member information online
http://www.naspd.com by January 31, 2005

Advertising space deadline
is also Jan. 31.

Training Manual
A comprehensive body of knowledge
specifically for the tubular
products industry,
Order yours today!
Call 361-574-7878 or go to:
http://www.naspd.com

Building Fences Across America!

Loaded Truck or Rail

Schedule 40

Galvanized T&C

Item
$/ft
Item
1/2” x 21’ PE .323
1/2” x .109 x 21’
1/2” x 21’ TC .323
3/4” x .113 x 21’
3/4” x 21’ TC
.43
1” x .113 x 21’
1” x 21’ PE
.637
1-1/4” x .140 x 21’
1” x 21’ TC
.637
1-1/2” x .145 x 21’
1-1/4” x 21’ PE .861
2-3/8” x .154 x 21’
1-1/4” x 21’ TC .861
2-7/8” x .203 x 21’
1-1/2” x 21’ TC 1.032
3-1/2” x .216 x 21’
2-3/8” x 21’ TC 1.385
4-1/2” x .237 x 21’
Untested Pipe – No MTR’s

$/ft
.382
.508
.755
1.02
1.22
1.64
2.60
4.13
4.93

800-828-5246 / 800-684-5246
Can be used as tree stakes!

Email: kahn@kahnsteel.com
Sign up to receive notices about new inventory at:

www.kahnsteel.com!

Kahn Consulting Co.
Specializing in joint ventures and acquisitions.
Call Fred or Ted

Midwest Pipe Coating, Inc.
Midwest Pipe Coating, Inc. (Associate
Member) is a service company
specializing in fusion bonded epoxy
coating. Size ranges for pipe include
fusion bond epoxy in diameters 1/2” to
48’ and lengths 20’ to 65’ and dual coat
systems in diameters 2” to 48” in lengths
20’ to 65’; outside diameter liquid
coating 1/2” to 48” and lengths 20’ to 65’;
inside diameter liquid coatings 1/2” to
48” and lengths 20’ to 45’. Size ranges for
fusion bond epoxy to rebar are .375” (#3
rebar) to 2.257” (#16 rebar) in a
multitude of shapes and lengths that can
be manufactured to exacting
specifications.
Joel Chermak, General Manager, is the
NASPD contact.
Midwest Pipe Coating, Inc.
925 Kennedy Ave.
Schereville, IN 46375
Phone: 219-322-2761
Fax: 219-322-2761
www.midwestpiperebar.com

That’s a Big Mouse!

steel
tubular
products...
Over 50 years of experience

Worldwide mill sources,
dependable, cost efficient,
with the service
and the know-how
to fit your
performance
standards!
DSAW Line Pipe 16" – 104" O.D.
High performance steels
Seamless & Welded Steel Line Pipe,
Oil Well Tubing, Casing & Drill Pipe
Seamless Coupling Stock
& Mechanical Tubing

In between killing field mice, Balor
stumbled on this big fella.

THE CRISPIN COMPANY
...the pipe specialists
Steel House
2009 Lubbock Street
Houston, Texas 77007
713-224-8000
Fax: 713-224-1120
E-mail: crispinco@crispinco.com
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News Clips

Dispatches
IPSCO Employees Dig Deep to Provide Relief
in Alabama
[Lisle, Illinois] [October 19, 2004]
IPSCO (NYSE/TSX:IPS) and its
employees have contributed close to
$60,000 to support those in Alabama
most affected by Hurricane Ivan. In the
immediate aftermath of the hurricane,
IPSCO employees across North America
made personal contributions totaling
nearly $15,000 to directly assist their coworkers at the Mobile Steelworks. The
Company also matched every donation
for an equal amount. Today, the Mobile
employees and the Company announced
they have jointly collected an additional
$30,000 to be donated to The Hurricane
Ivan Response Fund, a partnership
between the Community Foundation of
South Alabama and the United Way of
Southwest Alabama. This Fund was
established to support local agencies in
southern Alabama who are playing
critical roles in the disaster relief effort.
On September 16, Hurricane Ivan caused
tremendous destruction when it reached
landfall in Alabama. Fortunately,
IPSCO's steelmaking facility and the
majority of its employees were spared the
full effect of the storm.
IPSCO Steel (Alabama) Inc. President
Paul Wilson says employees at his site
were overwhelmed by the generosity of
their co-workers and in return, were
happy to contribute to a fund designed to
help their neighbors in the Mobile area.

“Many employees here like the idea that
every penny donated will be allocated for
front-line disaster relief and recovery
needs being met by United Way agencies
and other non-profits engaged in disaster
response,” he said.
Wilson says the financial donations mark
a long list of contributions from IPSCO in
the aftermath of the hurricane. Relief
supplies sent to the Mobile Steelworks
from other parts of the Company and
from one special customer, were used to
alleviate many of the difficulties faced by
employees and local residents recovering
from the storm. Volunteer employees
spent many hours assisting families in the
region to remove debris from their
neighborhood. Wilson says IPSCO also
provided potable water to those who
required it during the initial aftermath of
the storm.
According to Wilson, IPSCO is currently
working with local businesses and
community leaders to develop an
emergency preparedness plan to respond
to future hurricanes or a similar disaster.
IPSCO is a North American steel
producer incorporated in 1956. Growing
from a small pipemaker in Regina,
Saskatchewan, the Company now has
facilities in both Canada and the United
States and offers a wide range of high
strength steel and pipe products.

Tiago Announces
Construction of a New
Distribution Facility
On November 11, 2004, Andrew Keiser,
President of Tiago Pipe Supply Company,
Inc., announced plans to construct a new
distribution facility in Forks Township,
Pennsylvania, just north of Easton. Tioga
Pipe is recognized worldwide as an
industry leader in the supply of pipe,
tubing, fittings and flanges for the power,
process, shipbuilding, nuclear and
manufacturing industries. The new
facility will consist of approximately
150,000 square feet under roof situated on
a twenty-two (22) acre site. According to
Mr. Keiser, “The new facility will address
exactly what our customers require:
service from, a state-of-the-art
distribution facility in a great location.
We will be fully operational in the fall of
2005.”
The address of the new facility is 100
Mort Drive, named in honor of Tioga’s
founder and Chairman of the Board,
Mort Keiser, who started Tioga back in
1945. Tioga is headquartered in
Philadelphia, Pennsylvania, and the
Company maintains major regional
center locations in Houston and
Chattranooga. More information on the
company can be found at
www.tiogapipe.com.

N. Merfish Names New Sales Manager
N. Merfish Supply Company is pleased to
announce that Clint Beutelschies has
joined the company as Sales Manager.
Clint brings 18 years of sales and sales
management experience from the paper
industry where he held sales leadership
positions in both domestic and
international markets for Wausau Papers
and MeadWestvaco Corp. Clint is a 1985
graduate of the University of Arkansas
College of Business.

“As our business continues to grow and
expand into new markets and
geographies, we are making significant
investments in equipment, facilities and
personnel. We were seeking strong sales
leadership with a creative approach to
servicing our customer’s needs. We are
pleased to have Clint join us to fill that
role,” said Rochelle Jacobson, President.
N. Merfish Supply has an 85-year history
of servicing customers with high quality

carbon steel pipe and fittings, and has
grown to be one of the largest master
distributors in the country. N. Merfish
Supply Co. is headquartered in Houston,
TX and can be reached at 713-869-5731
for more information.

IPSCO Finalizes
Location and Supplier
for Plate Heat
Treating Operation
[Lisle, Illinois] [October 20, 2004] -I P S C O I n c . ( N Y S E / T S X: I P S )
announced today it has selected Mobile,
Alabama as the location to build its new
continuous plate heat treating operation,
which will be one of the most modern
facilities of its kind in the world. In
addition, the Company also announced
it has awarded the major contract for the
design and supply of equipment to LOI
Inc. of Pittsburgh, Pennsylvania.
The $45,000,000 facility will produce
170,000 tons per year of heat treated
plate, quenched and tempered or
normalized, ranging in thickness from
3/16" to 3" at widths up to 123". The
140,000 sq. ft. Greenfield site facility will
include a shot blast station, hot leveler,
stenciler and shear, all of which will be
fully automated.

Your Service Center
Tel: 281.485.9932 Fax: 281.485.6378
Email: hti@pdq.net

Based on agreed schedules the
Normalizing Line is expected to start
operations in the fourth quarter of 2005
and the Quench and Temper Unit in the
first quarter of 2006.

first nine months of 2004, or $4.49 per
diluted share, including the previously
mentioned tax valuation allowance
adjustment. This compares to a net loss
of $5.2 million, or $0.11 per diluted
share, for the first nine months of 2003.

IPSCO Reports Strong
Earnings, Doubles
Dividend and Announces
Redemption of $100
Million Subordinated Notes

Sales for the quarter set a new record at
$641.9 million, up $306.9 million or 92%
over the same period last year. Price,
volume and mix all contributed to this
growth. Year over year third quarter cost
of production increased markedly due to
the cost of scrap, which was up over 70%.
The impact of increased scrap costs on
gross margin this year, however, was
effectively neutralized through a scrap
surcharge. Steel mill product sales of
$411.3 million were 121% higher than
the third quarter of 2003 and tubular
product sales of $230.6 million were 55%
higher. Third quarter sales were up $93.6
million, or 17%, over the second quarter
of 2004. Year to date sales totaled $1.7
billion, an increase of 83% over the first
nine months of 2003.

Results Are Reported In U.S. Dollars
[Lisle, Illinois] [October 29, 2004] -I P S C O I n c . ( N Y S E / T S X: I P S )
announced quarterly earnings
attributable to common shareholders of
$144.5 million, or $2.76 per diluted share
for the quarter ending September 30,
2004. This is a new record for the
Company. The quarter results include a
$20.8 million, or $0.39 per diluted share,
reduction of a tax valuation allowance.
These results compare to a net loss of
$0.04 per diluted share in the third
quarter of 2003 and net earnings of $1.22
per diluted share in the second quarter of
2004.
Net income attributable to common
shareholders was $242.2 million for the

The Board of Directors has approved a
doubling of the quarterly cash dividend
on common shares from CND $0.05 to
$0.10 per share. The dividend will be
payable on December 31, 2004 to

shareholders of record on December 10,
2004. This increase in dividend is
indicative of the confidence the Board of
Directors and management have in
IPSCO’s long-term business and
financial outlook. Given the continued
strength in IPSCO’s steel plate and
oilfield tubular businesses, the Company
will evaluate further increases in the
dividend alongside other shareholder
and investment opportunities going
forward. For further information on
IPSCO, visit http://www.ipsco.com

CLASSIFIEDS
THE PIPE MILL
WITH FAST SERVICE
STOCKS:

ROLLS TO ORDER:

Ad
Arntzen

26 O.D.–168 O.D.
30 O.D.–48 0.D.
.312–.750 W
.188–1.25 W
20 FT. LENGTHS
LENGTH UP TO 80 FT.
STRAIGHT SEAM–D.S.A.W.
LEAD TIME: 0-2 WEEKS
CALL JACK BARD

1–800–821–3475

FAX 815-964-0045
1025 SCHOOL ST.
ROCKFORD, IL 31105-0898

ARNTZEN MAKES YOUR DEALS WORK

See You In Las Vegas

The Bellagio

Florida Pipe & Steel, Inc.
Available for sale
Winter Specials
- 20,000 ft 6 5/8” OD x .219w x D/R/L x #1 used
- 25,000 ft 6 5/8” OD x .280w x D/R/L x #2 used
- 4,000 ft 9 5/8” OD x .472w x D/R/L x new
- 10,000 ft 10 3/4” OD x .281w x D/R/L x used
- 20,000 ft 24” OD x .500w x DRL & TRL #1 used

Come join the crew of
“Pipe Dreams”
We are looking for an experienced
pipe salesperson to join us in
West Palm Beach, FL.

561-642-1811

For more information please call
Vince Bianco

