The Official Publication of the National Association of Steel Pipe Distributors, Inc. • 1st Issue 2006

It’s time for the 2006 NASPD Convention
in exciting San Diego (details inside)

National Association of
Steel Pipe Distributors, Inc.
1501 E. Mockingbird Lane, Suite 307
Victoria, TX 77904
PAID

PRSRT STD
U.S. POSTAGE

PERMIT NO. 1519
WACO, TEXAS

Cover photo courtesy of San Diego Convention & Tourist Bureau
Inset photos courtesy of Estancia La Jolla Hotel & Spa

Corporate Headquarters - Mineola, NY (800) 272-8277
Houston, TX (888) 839-8277

www.vasspipe.com
Baton Rouge, LA (225) 755-8277

President’s
Message
Greg Semmel, NASPD President
Houston was a very impressive meeting!
The NASPD had one of its biggest
turnouts at our Thursday night
reception with more than 250 attendees.
The membership committee did an
outstanding job this year; we have 29
new members. I would like to thank that
committee’s co-chairs Dennis Hayden
and Rich Northfield. A big welcome to
the new members. Call Susannah Porr or
myself and share your ideas or thoughts
on how NASPD can be of more service to
you. To get involved in the NASPD,
contact any of the committee chairmen.
Our new 2006 Program Director is Mike
Evans from Maurice Pincoffs. Mike has
spoken to our group numerous times.
We are excited about what Mike will
bring to this committee and your
NASPD.
Your association is pleased to unveil a
new training program that will make its
debut in San Diego. Participants will be
limited and there is a fee for attending.
This program will make major inroads
in broadening your future salesperson’s
knowledge by training them in the
intricacies of pipe.
Thank you to everyone involved for the
hard work you put into this training
session. We are not sure how this will
progress in the future, but we are excited
to get the feedback from the first session
to evaluate for the next presentation. At
this point we are estimating that it will
be offered once or twice a year. If you
have employees that have any specific
knowledge and like to teach on OCTG,
A106, ERW or DSAW, chemical
composition, make up, etc. and would
like to volunteer contact Susannah Porr
at the NASPD office (361) 574-7878.
I challenge each of you to come up with
just one idea for a speaker, a topic of
interest for our members, a tour, a dinner
theme or an event for spouses, etc. If
every one of our members takes ten
minutes to consider these things, we will
have 200 new ideas to cultivate into a
better program for all of us to enjoy.
That’s all it takes, so stop reading this
right now, open up your email or start a
fax. See you all in San Diego March 2nd4th, come early, and stay late.

President’s Message & Guest Article

Increase Sales: Apply
Continuous Process
Improvement To The
Process Of Managing
Customer Loyalty
by Bob Cicerone and Chris Tatham

Management practices are seldom
subjected to process improvement. This
is most likely to be true in small to midsize companies. The management
practices established early in the life of a
company often continue with little
change as the company grows in size and
complexity. However, it is just as
important to improve the process of
management as it is to improve the
processes used to create products and
deliver services. Some of the benefits of
applying process improvement to
management practices include:
• Increased sales, improved cash flow,
and enhanced profits.
• Reduced cost of re-selling to lost or atrisk accounts.
• Better business decisions because more
complete information is available about
the market’s evolving expectations.
• Conditions that jeopardize efforts to
increase sales and profitability are found
and eliminated.
• Strengthened competitive position.
• Increased number of loyal customers.
• Less time spent reacting to fires created
by upset customers.
This article describes in just seven steps
an effective process improvement
method that reveals where opportunities
exist to improve management practices
that control customer loyalty. This
method is based on a comprehensive
model of the factors that influence
customer loyalty.
According to the model, customer loyalty
and disloyalty result from customers’
experiences at six critical points of
contact with a supplier. The management
practices of a company’s leaders
determine customers’ experiences at
these six points of contact. The equation
below describes how customer loyalty
and disloyalty result from customer
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experiences at the six key points of
c o n t a c t a n d , u l t i m a t e l y, f r o m
management practices.
The process for managing customer
loyalty consists of 13 factors grouped into
three sets. The first set consists of seven
factors that control the job performance
of individual employees. These include
expectations (the standards that
customers use to evaluate products,
services and their interactions with a
supplier’s personnel), feedback (data
showing how well customers’
expectations have been met),
consequences (what happens to
employees when customers’ expectations
are met and when they are not met),
abilities (skills required for job
performance to meet customer
expectations), resources (tools,
procedures, and materials required to
perform as customers expect), capacity
(physical capabilities required to
perform as customers expect), and
preferences (willing to perform as
expected under the physical and social
conditions that exist at the job site, for
the rewards that are available when
performance meets or exceeds
expectations, and for the available
compensation and fringe benefits).
The second set of factors controls the
output of work processes. These factors
are the number, sequence and difficulty
of steps to perform a task, how well the
job performance of internal suppliers
meets the requirements of their internal
customers, and how closely the
specifications for the output of a work
process meet the requirements of the
internal and external users of that output.
The third set of factors controls the job
performance of every employee. These
include a performance appraisal process
that holds every employee accountable
for meeting the expectations of their
internal and/or external customers,.
compensation practices that recognize
employees whose job performance
consistently meets the requirements of
their internal and external customers,
and a mission statement that explicitly
dedicates a company to satisfying its
customers.
Customer loyalty is either undermanaged or unmanaged when a
(cont. on page 6 - INCREASE SALES)
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Member Message

From the Executive Director
Exciting Times in NASPD

Photo by Earle Cohen

unwavering. I would also like to thank
Bill Buckland and all our member
experts that will be presenting this
program.

by Susannah Feux Porr
NASPD Executive Director
This is a very exciting time in our
organization. We are about to host our
first Training Program due to the hard
work of many people. This is a very
ambitious project and is one way we as an
organization are leading our industry
into the future. We believe this will be a
great benefit to all our members in
training their employees to a higher
professional standard. Leading the effort
has been Don Bohach. His commitment
and loyalty to this project has been

We were sorry to have to relocate our New
Orleans Convention, but we are looking
forward to being in the beautiful La Jolla
area of San Diego. I’m honored to have
Jim Reese with the Port of New Orleans
to speak to us about the impact of Katrina
on the Port and where they are today.
Membership Committee did an amazing
job in 2005 under the steady and
determined guidance of Rich Northfield
and Dennis Hayden. An association is
only as good as its volunteer leadership
and this is a great example of committed
leadership.
I am looking forward to another exciting
year in 2006. The last couple of years have
been one heck of a ride. Here’s hoping to a
few fast and steady, years ahead.

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:

Casing: 4-1/2” thru 16” J-55 & Alloy Grade
Tubing: 1-1/4” thru 3-1/2” J-55 & Alloy Grade
Line Pipe: 2-3/4” thru 12-3/4” API 5L, X-42, & A-106
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

Post Hurricane
Updates
The hurricanes of
2005 had dramatic effects.
Those in the storms direct paths
will be rebuilding for years. The
following is about the damage, recovery
and aid efforts of a few NASPD members.
Baker Sales Inc. - Slidell, LA
“WE’RE ALL ALIVE!,” said president
Bob Baker. “We all survived Hurricane
Katrina. Thank the Lord!” Some
employees lost their homes. Most had
some flooding and wind damage. But the
good news is that they were all well and
back to work in three weeks. Baker Sales
Inc.’s Buildings and Inventory received
minimal wind damage and no flooding.
“We are open for business and are now
shipping out pipe and fence supplies,”
said Baker. “Thank you for all the
concern, prayers and good wishes. We
were blessed.” Housing continues to be
the biggest problem. Employers are
giving bonuses and paying higher wages
to entice people to come back to the area
to work. People want to work, but they
don’t have a place to live in the area.
P&W Industries - Mandeville, LA
P & W Industries, LLC was in the path of
Katrina, but the facility received only
minor damages. Lucy Holston, vicepresident of administration related the
following about damages, “Two offices in
our main office building experienced
water damage, and the walls and carpets
had to be replaced. Some of our outside
metal warehouses and shops needed new
doors installed. Our roofs were loosened
in the high winds and it was necessary to
tighten and re-caulk the metal panels.
Overall, we were fortunate in that our
damages were repaired fairly easily and
quickly.” P & W Industries was without
electricity and phones for almost a
month, but the office opened for business
only two weeks after the storm hit. “Our
hearts and prayers are with those around
us who were less fortunate and have
experienced severe losses.”
Pipe Exchange Ltd. - Houston, TX
Dolty Cheramie, his wife, CiCi, and two
daughters, all live in the same
neighborhood in Houston. Due to
storms, their relatives in Louisiana
evacuate often to Houston to stay with
Cheramie for a couple of days. This year
was different. This year the Cheramie’s
housed 18 family members for 16 days.
The relatives, from Cici’s side of the
family, all lived in the West Bank area of
(Cont. on pg. 7 - HURRICANE)

Guest Article
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Demystifying Process Improvement Implementation

By Scott Playfair

Consider this excerpt from a USA Today
article: “We at Toyota believe that the
most important part of our
manufacturing process is the ideas that
come from our workers. Just imagine, in
2002, we received over 2 million process
improvement ideas. Although some may
have been small ideas, add them all up
and you can see the dynamics! Millions
and millions of dollars are being saved
every year by tapping into the ingenuity
and motivation for process improvement
that exists in every one of our employees.”
In pure size, Toyota blew past the
competition in the third quarter of 2003,
overtaking Ford, assuming the #2
position among the world’s automakers.
Toyota’s revenue in 2003 was $132B
versus GM at $184B. However, Toyota’s
profits dwarfed GM earning $13.6B
compared to GM at $2.8B. Think they
might be on to something? What they’re
“on to” is a firm commitment to ongoing
process improvement. Process
improvement is not new. Most companies
already have some sort of process
improvement program in place.
The question is, why do some companies
manage to do process improvement so
well while others do it so poorly that it
ends up costing rather than saving.
Foundational Truths
Continuous process improvement (PI) is
defined as “the endeavor to satisfy
customer expectations, reduce costs and
increase productivity by improving
processes via the reduction of variation,
complexity and cycle time.” Doing it well
requires understanding and believing in
several foundational truths:
Teams outperform individuals. For
complex problems that require cross
functional expertise, teams will always
outperform individuals working alone.
A strong customer-supplier chain is
critical. Employees must understand
their personal “product” and the needs of
their immediate customers, both internal
and external.
People want to improve. Most employees
want to improve their processes so they
can be the best they can be.
Your employees run your company. Every

employee owns and operates a subprocess in the very large process called a
business. Your employees run your
company because they control all the
processes that make it a business.
A Five-Step Approach
The effective implementation of
continuous improvement requires the
involvement of everyone in the
organization. Through a team-based
environment, employees can be
empowered in improving the processes
they perform on a daily basis. An
approach that demystifies continuous
process improvement implementation
can be found in five essential steps:
1. Establish and mobilize a steering team.
Any significant change effort brings
together a knowledgeable group of people
to address the basic implementation
issues and establish a guiding direction.
The PI steering team should be crossfunctional, with members that
understand the organization well, have a
strong desire to participate, and see the
team as critical to organizational success.
Once the guiding process plan is
developed, the steering team must
present it to the senior management.
Without top management’s
understanding and approval, no plan will
have the support it needs to succeed.
Once approved, the role of the steering
team is literally to steer implementation
and generate course corrections.
2. Generate overall awareness. When
organizations undergo massive change,
the rumor mill kicks into high gear. To
stop the rumors, create a “Process
Improvement Implementation
Awareness Program” that tells employees
step-by-step what will happen. Make sure
to answer the question “What’s in it for
me?” Finally, create excitement by
explaining the benefits of the plan, such
as easier work flow, improved bonuses
(due to increased productivity), or a
greater say in a process.
3. Implement a team-based culture requires natural work teams and project
teams. Natural work teams, which
already exist (i.e., engineering team,
manufacturing team) represent a team
approach at all levels. Their main task is

to identify the processes they own,
perform those processes to the best of
their ability, and work to improve them.
Project teams are brought together to
address specific opportunities to improve
a process or solve a problem. Project
teams are not permanent, but can break
down walls within the organization. The
first project teams should be selected to
yield the highest returns on investment.
4. Charter and train natural work teams
and initial project teams. Chartering a
natural work or project team involves
clearly defining their purpose and
function so that nothing can be left to the
imagination. It also requires providing
the correct tools and training, which
consists of learning how to examine the
process for improvement opportunities
or problems and solving the problems in a
manner that eliminates the root causes.
5. Implement the game plan. This
depends on the game plan itself, and
includes the development of internal
resources and the phasing out of external
resources. The steering team and upper
management must be intimately
involved and provide ongoing positive
reinforcement. Keep in mind that you
never finish implementing, since this is
all about continuous process
improvement.
Synergy in Action
Some companies adopt an improvement
approach that relies on three or four
“home runs” generated by a few
statistical specialists. This philosophy
will typically generate a solid but limited
return. In contrast, the PI principles
addressed in this article are based on the
premise that more heads are better than
fewer. In PI, everyone needs to get
involved, including the specialists. Home
runs are nice, but in order to win the PI
game the organization needs singles,
doubles and triples, so that the little
things people do add up in a big way. The
true power of process improvement is
synergy in action. When everyone pulls at
the same end of the rope and the entire
culture focuses on continuous process
improvement, it creates an environment
where ordinary people generate
extraordinary results, winning together
as one team.

(INCREASE SALES - continued from pg. 3)

management team lacks information
about:

CELEBRATING 25 YEARS
Specializing in heavy wall Pipe
& Tubing cut to length. Prime
X-Grade heavy wall Line Pipe.
878 ft.
2,146 ft.
8,100 ft.
2,000 ft.
3,050 ft.
6,457 ft.
3,650 ft.
5,800 ft.
464 ft.
3,119 ft.
6,629 ft.
2,021 ft
1,305 ft.
2,500 ft.
1,907 ft
1,025 ft.
1,406 ft.
671 ft.
1,676 ft.
1,297 ft.
1,687 ft.
274 ft.
156 ft.
320 ft.
445 ft.

4.500 x.674 A106C
5.563 x.750 A106C
6 5/8 x.500 APIX65
6 5/8 x.625 A106B
6 5/8 x.719 Surp.X52
6 5/8 x.950 Surp.X70
8 5/8 x.688 APIX65
10 ¾ x.500 APIX65
10 ¾ x.875 Surp.X70
12 ¾ x.562 Surp.X70
12 ¾ x.562 APIX65
12 ¾ x.688 Surp.X52
16.00 x.688 Surp.X60
18.00 x.562 Structural
18.00 x.562 APIX52
18.00 x.938 APIX60
18.00 x 1.125 APIX56
20.00 x.812 APIX60
20.00 x.438 Structural
20.00 x 1.00 APIX65
24.00 x.500 Surp.X70
28.00 x1.00 APIX42
28.00 x1.375 APIX52
34.00 x.375 APIX65
36.00 x.750 APIX52

The Omega Steel Group consists
of Omega Steel, Premium Pipe,
and Sligo Steel, the oldest Steel
Company west of the Mississippi,
established in 1834.

•Opportunities to strengthen customer
loyalty to the company.
•M a n a g e m e n t p r a c t i c e s t h a t
inadvertently result in employees
working in ways that upset customers or
make it difficult for other employees to
serve customers.
Follow these seven steps to determine if
any opportunities exist to strengthen
your company’s management practices
that impact customer loyalty.

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

•Do these employees always have the
equipment, materials, supplies, work
space, procedures, and tools in the
quantity and quality needed to
consistently meet the requirements of
their external and internal customers?

1. Select a position in your company that
has significant impact on customer
loyalty.

•Are the work procedures used by these
employees regularly reviewed to
determine if their outcomes would
improve by eliminating unnecessary
steps, combining steps, changing the
sequence of steps, simplifying the steps,
or eliminating boring repetition?

2. Answer these questions as they apply to
the employees in the position you
selected in Step 1. (Note: Space limitation
prevents including all the diagnostic
questions for each of the thirteen factors
that control customer loyalty.)

•Does the performance appraisal/review
process clearly and explicitly hold these
employees accountable for how well their
individual job performance meets the
requirements of their external and/or
internal customers?

•Do these employees know in specific
detail those features your core products
and/or services must have in order for
prospects and customers to buy from you
instead of a competitor?

3. Answer the questions in Step 2 as they
apply to the position that manages the
position you selected in Step 1.

•Do these employees know the standards
their work unit must achieve in order to
consistently meet the requirements of
prospects, external customers, and
internal customers?
•Do these employees know in specific
detail how prospects and customers
expect to be treated by these employees?
•Do these employees have current
information about how closely: Your core
products and/or services meet customer
expectations? Their work unit’s
performance meets the requirements of
its internal customers?
•When the job performance of these
employees consistently meets the
requirements of their external and
internal customers, are these employees
regularly given non-financial recognition
such as appreciation, praise, and thanks?

1-800-325-9000

candidates have all the skills and
knowledge needed to meet the
requirements of the external and internal
customers of this position?

•When these employees consistently
annoy or upset their external or internal
customers, do their managers deal
effectively with this poor performance?
•Do the current procedures for selecting
people for this position show whether

4. For each ‘No’ answer in Steps 2 and 3,
identify how the current situation could
hurt your company’s efforts to attract
first time buyers, convert first time
buyers into customers, retain existing
customers, and increase the value of
purchases by existing customers.
5. Review your answers to Step 4; if the
negative consequences identified in Step
4 are unacceptable, take appropriate
corrective actions to enhance your
company’s management practices.
6. Repeat Steps 1-5 for all positions in
your company that significantly impact
customer loyalty.
7. Continually fine-tune your company's
management practices that control
customer loyalty by repeating Steps 1-6
annually.

From the Editor
I enjoyed meeting many of you at
the Welcoming Reception at the
Houston Conference. Thank you for
allowing me interrupt your
conversations to discuss the
Pipeline. Your main requests were
for more photos and information
(cont. on pg. 10 - EDITOR)

Photo Clips
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Photos from the Houston Conference - September 2005

Jurgen Schlate, Alexey
Jay & Loree Solansky, John Hubbard,
Vladimirov, Eugene Lyadov and Ray Vetters, and Joe Burks
Jerry Rubenstein

Earle & Elaine Cohen, Jodi
Alexander, and Steve Lyman

NASA Tour (back row-left to right): Rodger Brewer, Jim Barnes,
Gail Belcik, Eugene Lyadov, George Streff, Melvin Radke, (front
row-left to right) Steve Lyman, Jodi Alexander, Elsa & Bob Baker,
Cathy Streff, David Kay and Randy Hurst (not pictured)

Don & Hilary Karchmer and
Jason Rubenstein

Jeff Crabtree, Tom Sharp, Don
Bohach, Robert Turner and Dave
Kersting

Susannah Porr, Bill & Debbie
Duval, Greg Semmel, and
Gerald Merfish

Bernhard Arlt, Gary Durbin,
Chris Reiter, and Steve Eakin

Peter Brebach, Kathy Hayden,
and John McClure

Steven Nowacki and Jim
Barnes

Terry Galbreath and Greg
Semmel

Gail Belcik, Rich Northfield, Scott
Dolty Cheramie and Gene
Robertson, John Mocker and Kimberly Bennett
Ritter

(Cont. from pg. 4 - HURRICANE)

New Orleans. Their homes escaped
flooding, but did have substantial wind
damage. All have returned to Louisiana,
but not all to New Orleans. Eight are
leasing a mobile home in Baton Rouge
and were fortunate enough to have their
jobs transferred to the new location.
Dolty grew up in Houma and Marrero,
Louisiana. He has visited New Orleans
twice since hurricane Katrina, the most
recent visit being Thanksgiving. He says
that recovery is slow and sometimes
nonexistent. “Once you leave the Canal
Bridge and French Quarter area there is
not much that is salvageable. Homemade

Eugene Lyadov, Stanislav Kovalev,
Don Milner, Linda & John Denny

Bob & Elsa Baker and George
& Cathy Streff

Dilip & Shalini Bhargava

signs are posted everywhere offering jobs
for $12 - $15 an hour, but there are not
any workers to take the jobs.”
As a company, Pipe Exchange Ltd. did
their part to help with monetary
donations. Besides a company
contribution to relief efforts, Pipe
Exchange also matched dollar for dollar
the contributions of their employees. “It
made us all feel good that we were doing
our part to help,” said Dolty.
IPSCO - Mobile, AL Branch
IPSCO reported that its Mobile,
Alabama Steelworks sustained minimal

Gary Brudner and Eric Ward

Cathy and George Streff

Jerry Rubenstein and Joe
Bergfeld

damage from Hurricane Katrina and
returned to normal production levels
within two days. However, significant
damage to the gulf region’s distribution
infrastructure, especially Westbound,
disrupted the normal flow of inbound
and outbound freight. “It is difficult to
estimate the precise financial impact that
Hurricane Katrina will have on the
company’s performance,” said John
Tulloch, Executive Vice-President - Steel
and Chief Commercial Officer of IPSCO
Inc. “We expect some cost increases at
our Mobile, Alabama facility.”
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Convention Information

NASPD 2006 Annual Convention
Estancia La Jolla Hotel & Spa, San Diego, California
March 2-4, 2006

Conference Information
Mail registration and fees to: NASPD, 1501
E. Mockingbird Ln #307, Victoria, Texas
77904. Register online at www.naspd.com. or
fax form to: (361) 574-9347. For more
information or questions please call (361)
574-7878. The deadline for registration is
February 1, 2006. Full registration fees are
$575 and $475 for spouses. Non Members
can attend 1 meeting before joining). Late
registration fee is $50 and must be included
for each registration received at the NASPD
office after Feb. 1. Payment for late
registration will only be accepted by credit
card. One day registration is $350 (available
for Friday or Saturday only and includes all
events except optional events on Saturday).
The Welcome Reception single event is $250
or $150 with a full registration from the same
company. Late registration fee for single
event registration is $25 (must be included
for each single event registration received
after Feb. 1).

Speakers
Jim Landis, Wickford Partners, LLP
William Locher, is a senior partner in the
legal firm Gibbs, Giden, Locher & Turner
L L P. H i s p r a c t i c e i s d e v o t e d t o
representation of businesses in the
construction industry, with an emphasis on
the representation of manufacturers and
wholesale distributors in commercial
transactions and litigation.
Tania Aebi, author of Maiden Voyage, is
most famous for her solo trip around the
world. In 1985, at 18-years-old, she set out
alone and sailed 27,000 miles around the
world on her 26 foot sloop. Today, she
lectures around the globe and teaches sailing
in different countries.
Dr. James Ley is a senior metals analyst for
Metal Bulletin Research, part of the Metal
Bulletin plc group and American Metal
Market. He is editor of two of the company’s
publications.
Jim Reese, marketing representative with
the Port of New Orleans, is a retired naval
officer specializing in business and finance,
port operations and cargo shipping.

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

Fast and Easy: Online Registration www.naspd.com

Program
Wednesday, March 1st
8:00 a.m. - 5:30 p.m. - NASPD Training Program (Separate Registration Required -Convention
Registration not required for NASPD Training Program)
Thursday, March 2nd
11:30 a.m. - 5:30 p.m. Registration
11:30 a.m. - 1:00 p.m. Education Committee Meeting
1:00 - 2:00 p.m.
Program & Site Selection Committee Meeting
2:00 - 3:15 p.m.
Membership Committee Meeting
3:15 - 4:00 p.m.
Finance Committee Meeting
4:00 - 4:30 p.m.
Executive Committee
4:30 - 5:30 p.m.
First Board of Directors Meeting - 2005 Board Members
6:00 - 8:30 p.m.
Welcoming Reception in the Estancia Garden
10:00 p.m.-Midnight Hospitality Suite
Friday, March 3rd
7:30 - 10:00 a.m.
8:30 a.m. - Noon
8:30 - 9:15 a.m.
9:15 - 9:45 a.m.
9:45 - 10:00 a.m.
10:00 - 11:00 a.m.
11:00 a.m. - Noon
Noon - 1:30 p.m.
1:30 - 5:00 p.m.
1:30 - 5:30 p.m.
7:00 - 10:30 p.m.

Continental Breakfast
General Session
Annual Meeting of the Membership and Committee Chair Reports
Jim Landis, Wickford Partners, LLP “Tax Advantages You Can't Afford to
Miss”
Break
Attorney William Locher “Credit Criminals”
Protecting Financial Information in Company’s Assets
Tania Aebi, Author of Maiden Voyage to speak about being the youngest
person and first American woman to sail around the world alone.
Networking Luncheon
Optional Activity - “The Bike Plunge” - A leisurely downhill bike tour
on beach cruisers above La Jolla to the Mission Beach Boardwalk Plunge.
Free Shuttle to and from La Jolla shopping and dining area.
Awards Dinner at Estancia for a festive evening of Latin musicians and
dancers.

Saturday, March 4th
8:30 - 9:00 a.m.
Second Board Meeting - 2006 Board Members
7:30- 9:00 a.m.
Networking Breakfast - Bring Your Own Marketing Material (This is a
great opportunity to introduce your company and inventory to others.)
9:00 - 11:00 a.m.
General Session
9:00 - 9:20 a.m.
Member Spotlight, Gene Repa, Lakeside Steel (formerly Stelpipe)
9:20 - 10:00 a.m.
Dr. James Ley, Senior Metal Analyst for Metal Bulletin Research
“Will China Continue to Threaten?: The Outlook for the US Steel Tube and
Pipe Markets.”
10:00 - 11:00 a.m.
Port of New Orleans Marketing Manager, Jim Reese “New Orleans PostKatrina: The Restoration and Return of a Great American Steel Port”
12:00 - 6:30 p.m.
Optional Activity Golf Tournament - La Costa Golf Course
11:30 a.m. - 6:00 p.m. Optional Activity - Deep Sea Fishing
6:30 - 8:30 p.m.
Hospitality Suite - Come have a drink, play cards and make dinner
arrangements with friends.
8:30 - 10:30 p.m.
Dinner on your own or join in on a group reservation (you must notify the
NASPD staff by 11:00 a.m. on Saturday to be included in the reservation).
All attendees are encouraged to participate in all committee meetings with the exception of the Executive
Committee Meeting.

New Members
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Welcome New Members
Please join NASPD in welcoming new members.
Arkley UK, Ltd.

Ceres Pipe & Metal

Frichtl Steel & Welding

Arkley UK, Ltd. (associate member) is a
supplier for HR Carbon Seamless 1/8"-20",
S.A.W. Pipes 20"-48", Stainless Seamless 1/8"2 1/2", Butt-w\Welded 1/2"-3", CR Carbon
Seamless 2"-10", and SAW 20"-48" with
Coating. Product Grades: Prime Product.
Origin: Foreign: CHTPZ, Chelyabinsk,
Russia. Foreign: PNTZ, Pervouralsk, Russia.
Specifications Handled: ASTM A106,
ASTM A213/A450, ASTM A53, ASTM
A312/A530. OCTG Specs Handled: API 5L
B - X70 API 5CT J55, K55, N80. Size Ranges:
Line 2-3/8" - 14: Seamless Casing to 13-3/8"
Line 20" - 48" S.A.W.; Tubing 2-38/8" - 4".
Services Offered: Multi Layer External,
Polyethylene/Polypropylene Coating.
Transportation: Common Carriers.

Ceres Pipe and Metal supplies Product
Grades: Used, Ltd. Services, Reject and
Prime. Product Origin: Domestic and
Import. Specifications Handled: A53, A500
OCTG. Specs Handled: Used. Size Ranges:
1/2" up to 48". Services Offered: Bandsaw
Cutting. Transportation: Our Own Trucks for
Local Delivery and Common Carrier.

Frichtl Steel & Welding (associate member)
supplies Product Mix: Rolled & Welded Pipe.
Products Manufactured: Rolled & Welded
Steel Pipe, 24" OD to 186" OD, Wall
Thickness .250" to 2.500". Product Grades:
New Rolled and Welded Steel Pipe; A252;
A139. Product Origin: Domestic. Origin
Specifications Handled: ASTM, A252, A139.
Size Ranges: 24" OD - 186" OD Services
Offered: Rolled Bands; Channel; Mitered
Fittings; Elbows, Wyes; Split Casing
Transportation: Rail Facility, Common
Carrier.

Alexey Vladimirov is the NASPD contact.
Arkley UK, Ltd.
2526 Murray Ave.
Huntingdon Valley, PA 19006
(p) 215-720-9807
(f) 801-348-3762
td-uts.us@comcast.net

Barloworld Robor Tube
Barloworld Robor Tube (associate member)
is a supplier for ASTMA 53 1/2"-8", ASTMA
500 1/2"-8", BS 1387 1/2"-6", DIN 2440, DIN
2441, BS 6363. Product Grades: Prime.
Product Origin: R.S.A.
Michael Tuffrey is the NASPD contact.
Barloworld Robor Tube
P.O. Box 1229
Isando, Republic of South Africa, 1660
(p) 711-971-1800
(f) 711-971-1794
michaelt@robor.co.za

Doug Highiet is the NASPD contact.
Ceres Pipe and Metal
P. O. Box 1597
Modesto, CA 95353
(p) 209-529-2690
(f) 209-529-2308
doug@cerespipe.com

Dominion Pipe & Piling
Dominion Pipe & Piling (regular member)
supplies Product Grades: Prime,
Commercial, Reject, Used, and Surplus.
Product Origin: Domestic and Foreign.
Specifications Handled: A53, API 5LB x 42,
A252 GR 2/3. Size Ranges: 1/2" up to 72".
Services Offered: Cutting, Bevelling, SubArc Welding. Transportation: Rail Access,
Common Carriers.
Ken Darling is the NASPD contact.
Dominion Pipe & Piling
6006 Ogden Road SE
Calgary, Alberta, T2C 2L7
(p) 403-236-1788
(f) 403-236-2478
ken.darling@dominionpipe.ca
Branch in Delta, BC. - Attn: Rick Cable
(p) 604-946-2655
(f) 604-946-2630

Melvin Radke is the NASPD contact.
9550 E. State Hwy. 33
Newton, IL 62448
(p) 618-783-8323
(f) 618-783-3118
mradke@skylinesteel.com

Heights Trading Ltd.
Heights Trading Ltd. (associate member)
supplies Product Grades: Prime Product.
Origin: Foreign. Specifications Handled:
ASTM A53 GR A+B; API 5L, B; ASTM
A106; API 5CT. OCTG Specs Handled: J55,
L80, N80, P110, Size Ranges: Smls 1/2" - 8"
ERW 1/2" - 20".
Nicole Dijak is the NASPD contact
Heights Trading Ltd.
710 Mosby Circle
Houston, TX 77007
(p) 713-869-0335
(f) 713-869-7038
ndijak@earthlink.net

Canadian National
Railways

PIPELINE STAFF and NASPD CONTACT INFORMATION

Canadian National Railways is a service
provider for transportation.

Office Administrator

Rossana Carcamo is the NASPD contact.

Editor/Publishing Services/Advertising Sales

Executive Director/Publisher
Susannah Feux Porr

NASPD

Gail Belcik

Linda W. Key

20th Floor, 935 de la Gauchetiere St. West
Monreal, Quebec, H3B 2M9
(p) 514-399-7217
(f) 888-490-9856
rossana.carcamo@cn.ca

NASPD MEMBERSHIP AND SERVICES: Contact NASPD Headquarters: 1501 E. Mockingbird Lane, Suite
307, Victoria, TX 77904; phone 361-574-7878; fax: 832-201-9479. 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; fax 361-574-7197; email: lwk@keyassoc.com; delivery address for advertising materials: 103 Garden Place, Victoria, TX 77904.
© 2006 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.
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Houston Steel & Pipe
International
Houston Steel & Pipe International (associate
member) supplies Product Grades: Prime
API Line Pipe, Standard Pipe, Square and
Rectangular Tubing, Stainless Steel. Pipe
Specifications Handled: API5LB, API5LX,
API5CT, ASTM A53, A500, A513, ASTM
A312 Types 304/304L, 316/316L. OCTG
Specs Handled: J55, K55, N80. Size Ranges:
API Casing/Tubing to 9 5/8"; API Line Pipe to
20"; Structural/Piling Pipe to 54"; Welded
Stainless Pipe 1/2" - 20"; Seemless Stainless
Pipe 1/2" - 6".

steel
tubular
products...
Over 50 years of experience

John Mortimer is the NASPD Contact.
Houston Steel & Pipe International
3110 El Dorado Blvd.
Missouri City, TX 77459
(p) 281-403-3000
(f) 281-403-3011
housteelandpipe@aol.com

LaBarge Pipe & Steel
Company
LaBarge Pipe & Steel Company (regular
member) supplies Product Mix: Fittings;
Line Pipe; Standard Pipe; Rolled and Welded
Custom Pipe; Large OD and Heavy Wall.
Products Manufactured: Rolled and Welded
Pipe and Cylinders to ASME Code, Section I
and Section VIII Division 1, and ASTM
Specifications A134, A139, A155, A381,
A6712, A672, and A691, Using Carbon Steel,
Alloy and Stainless. Product Grades: Prime
Stardard, Limited. Product Origin: USS;
Stupp; American; Lone Star Steel; Berg;
M a v e r i c k ; I P S C O ; Pa r a g o n ; V & M
Specifications Handled: ASTM A106; A53;
API5L Size Ranges: Line Pipe 2" thru 54".
Services Offered: Cutting; Grooving; FBE &
ARO Coatings Pipe and Fittings; Threading;
Welding; Fabrication Transportation: Truck;
Rail; Barge.

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

David Kersting is the NASPD contact.
LaBarge Pipe & Steel Company
500 North Broadway, Suite 1600
St. Louis, MO 63102
(p) 800-325-3363
(f) 314-982-9395
dwkersting@labargepipe.com
(cont. from pg. 6 - EDITOR)

about yourselves, and useful
industry information. If you will
provide the items, we will use
them: company or personal photos,
article ideas, and news releases
about your company. The
deadline for the next issue is
March 1, 2006.

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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OMK-Steel

R.B. Jacobson, Inc.

OMK-Steel (associate member) is a supplier
for Products Manufactured: Casings: 4-1/2",
5-1/2", 6-5/8", 7-5/8", 8-5/8",9-5/8". Line Pipe:
4-1/2", 6-5/8", 8-5/8", 10-3/4", 12-3/4". Large
OD: 20", 24", 30", 32", 34"36", 40", 42", 48",
56". Product Grades: Prime. Product Origin:
Domestic: Severstahl, Azovstahl, Ilyich
Plant, Nosta Foreign: Dillinger, NSC, Voest
Alpine. Specifications Handled: API5CT,
API5L, ASTM, EN, GOST. OCTG Specs
Handled: J-55, K-55. Size Ranges: Casing to
9-5/8"; Line to 20”; Large OD to 56".
Transportation: Rail Facilities; Own Truck,
Sea Transportation.

R.B. Jacobson, Inc. (regular member)
supplies Product Grades: Prime; Limited
Service; Surplus: Used. Product Origin:
Domestic and Foreign. Specifications
Handled: All Grades. Size Ranges: 4" thru
120". Services Offered: Cutting, Welding, and
Fabrication Available. Transportation: Truck
and Rail.

Stanislav Kovalev is the NASPD contact.
OMK-Steel
Volgogradsky Props. 2
Moscow, 109316
(p) 095-231-7771
(f) 095-231-7719
skovalev@omkusa.com

Pinnacle Pipe & Steel Inc.
Pinnacle Pipe & Steel (regular member)
supplies Product grades: All ASTM and API
line pipe grades, limited service, mill-reject,
surplus and used. Product Origin: Both
foreign and domestic, various mills. Size
ranges: 4"-48"; Rolled and Welded to 156".
Tom Boyd is the NASPD contact.
P. O. Box 1798
Mead, WA 99021
(p) 509-238-4115
(f) 509-238-4146
tboyd@pinnaclepipe.net

Prolamsa, Inc.
Prolamsa, Inc. (associate member) supplies
Products Manufactured: Steel ERW; Tubing:
Square; Rectangle; Round 1/2" to 6-5/8" OD.
Product Grades: Prime. Product Origin:
Mexico. Specifications Handled: ASTM 500
and ASTM 513. Size Ranges: 1/2" to 6 5/8"
OD - 1/2" to 5" Sq. Services Offered: Cut to
Length, primered, UV coating.
Transportation: Common Carrier; Rail.
Jean-Marie Diederichs is the NASPD
contact.
Prolamsa, Inc.
770 South Post Oak Lane, #200
Houston, TX 77056
(p) 281-494-0900
(f) 713-579-2690
jmdiederichs@prolamsausa.com

MARK YOUR
CALENDARS

Robert B. Jacobson is the NASPD contact.
R.B. Jacobson, Inc.
PO Box 5839
Blue Jay, CA 92317
(p) 909-337-3261
(f) 909-337-4321
rjacobson@rbji.com

TMK-Sinara North
America, Inc.
TMK-Sinara North America, Inc. (associate
member) supplies Products Manufactured:
Seamless API 5L, 5CT & Mechanical Pipes
from 2" through 16", Large Diameter API
Line Pipes from 20" through 100"
(With/Without Coating), and Seamless &
Alloy Extruded Stainless Pipes from 1.5 - 95/8". Drill Pipes through Grades G105.
Produce a Full Line of Mechanical Tubing in
Carbon and Alloy Grades from Size 42mm
through 245mm OD by up to 60mm Wall.
Line Pipes in Sizes from 1/2" through 16" in
Grades From 5lb through X70, and SAW
Spiral Welded through 100mm including
with External Coating (PPE). Also offer Cold
Finished from 1/8"-3". Product Grades:
Prime. Product Origin: Foreign from Russia
& Romania. Specifications Handled: ASTM,
API, DIN, UNI, GOST. OCTG Specs
Handled: OCTG from 2-3/8 - 13-3/8" EUE
Tubing and Casing, STC/LTC/BTC, in API
Grades from J55 through P110; ASTM; DIN;
GOST; Speciality Grades. Size Ranges:
Casing to 13-3/8"; Line Pipe Seamless to 16",
SAW Spiral Welded to 100" Services Offered:
F u l l F i n i s h i n g & H e a t Tr e a t i n g .
Transportation: Use local trucks, rail in
Russia; Houston Office will become involved
with local customs, traffic, vessel discharge,
etc.
Charles King is the NASPD contact.
TMK-Sinara North America, Inc.
2800 Post Oak Blvd., Suite 5240
Houston, TX 77056
(p) 713-961-0701
(f) 713-961-0475
cking@tmk-sinara.com

List Your
Pipe

...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”.

Thank you
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Thank you

Thank you Sponsors

2005 Conference in Houston - Sept. 29 - Oct. 1, 2005

Platinum
Exploreco Pipe Ltd.
Vallourec & Mannesmann Tubes
Gold
Kingwood Pipe, LTD.
LaBarge Pipe & Steel Co.
Liberty Companies
Womble Co., Inc. *
* Sponsored 2 events

** Sponsored 3 events

Dispatches
IPSCO Announces
Expansion of Pipe
Mill Operations
IPSCO announced today an expansion to
the current oil country tubular goods
(OCTG) heat treat capacity at its Calgary,
Alberta plant. In addition, the Company
announced the increase of its casing
product range through modifications to
tubular operations at both the Calgary
and Regina, Saskatchewan pipe mills.
Overall capacity of the Calgary heat treat
facility will be increased by more than
70% annually. The expansion in heat
treat capacity will begin immediately and
is expected to be fully implemented
before year-end.
The product range improvements will
enhance the production of casing from
the current 4½" to 9" diameters to include
additional diameters from 10¾" through
13" in high collapse, N, L, P and Q grades
as well as IPSCO proprietary grades. The
enhancements will also include
equipment and process modifications to
enable production of heat treated tubing
in 2" through 3½" diameters. The
necessary equipment and process
modifications to expand the product
range are expected to be complete in the
fourth quarter of 2005 with full

Silver
Kayem Pipe & Steel, Inc.
Trident Steel Corporation

Bronze
Baltimore Pipe Inc.
Cierra Pipe, Inc.*
Dixie Pipe Co.
Dufour, Laskay & Strouse, Inc.
Houston Tubulars, Inc.*
Lally Pipe & Tube - Division of LB
Midstate Steel Corporation
Omega Steel Co.*

production expected in the first quarter
of 2006.
The cost of expanding the OCTG heat
treat capacity and expanding the casing
product range are included in the
previously disclosed 2005 capital
expenditure forecast of approximately
$100 million.
“The improvements are designed to
position IPSCO for further growth in
energy tubular product markets by
taking advantage of the increased North
American demand for high grade heat
treated products,” said Joe Russo, Senior
Vice President of the Company. “In
addition, we are recognized across North
America for our experience and
dependability due to our proven track
record within the energy tubulars
industry. We believe these improvements
will better serve our customers through
expanded product options,” noted Russo.
IPSCO operates steel mills at three
locations and pipe mills at six locations in
Canada and the United States. As a low
cost North American steel producer,
IPSCO has a combined annual steel
making capacity of 3,500,000 tons. The
Company's tubular facilities produce a
wide range of tubular products including
line pipe, oil and gas well casing and
tubing, standard pipe and hollow
structurals, for a combined annual
capacity of 1,775,000 tons. Steel can also
be further processed at IPSCO’s five
temper leveling and coil processing
facilities.

Pipe & Tube Supplies, Inc.
SDB Trade International, LP*
Sepco Tubulars Inc.
Stupp & Mannesmann Line Pipe, LP
Tex-Isle Supply, Inc.
Tex-Tube Company
Trident Steel Corporation**
Tubular Steel, Inc.

Marmon/Keystone Leases
Ohio Facility
Marmon/Keystone Corporation has
signed a ten-year agreement with
Weithman Rentals LLC for a 150,000 sq.
ft. industrial distribution facility at 930
North Sandusky Avenue in Bucyrus,
Ohio. According to Bernard Weithman,
president of the firm, and Ty Weithman,
vice president of construction for BC&G
We i t h m a n C o n s t r u c t i o n , I n c . ,
renovation is underway and
improvements will be completed by
October 2005.
Marmon/Keystone selected the location
with the assistance of Bucyrus mayor
D a n R o s s , D a v i d Wi l l i a m s o n ,
Governor’s regional representatives, and
Nancy Kukay, community development
agent with the Ohio State University
Extension Service.
“With the recently completed US 30
project, the Bucyrus, Crawford County
area was chosen as an ideal location for
the distribution of material to our multiplant US facilities; the area is central to
our major sources of supply, and we have
the advantage of an available,
enthusiastic, industrious labor force,”
stated Bob Kaniecki, Marmon/Keystone
executive vice president. The plant will
initially employ approximately 15
warehouse and clerical personnel. Angela
Neef of the Jobs Plus office in Bucyrus, is
currently conducting interviews and
(Cont. on pg. 13 - MARMON/KEYSTONE)
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testing candidates for positions at the
new facility.
Marmon/Keystone Corporation, a
leading wholesale distributor of tubular
products since 1907, inventories over
15,000 sizes and grades of carbon, alloy,
stainless and aluminum tubular and bar
products.

Marmon/Keystone
Employees Approve
Contract
Marmon/Keystone Corporation and
members of Local Union No. 8042-02 of
the United Steelworkers recently
reached an argeement which was ratified
by its production workers at the
company’s Butler, Pennsylvania service
center. The bargaining unit is comprised
of 51 warehouse employees and truck
drivers. The new labor agreement
included a wage and benefits package
and will expire August 31, 2008.

IPSCO Announces the
Appointment of Gregory
Burnett as Corporate
Treasurer
IPSCO Inc. announced that Gregory R.
Burnett has joined the Company as
Corporate Treasurer.
Mr. Burnett brings nearly 20 years of
financial, treasury, and accounting
management experience to IPSCO,
including eight years in the steel
industry. Most recently, Mr. Burnett
served as Director of Treasury at U.S.
Cellular Corporation, a $3 billion
publicly held wireless company based in
Chicago, Illinois. He joined US
Cellular's treasury department as
Treasury Manager, after spending three
years as the Company's Manager of
Financial Analysis and Business
Planning. Prior to joining US Cellular,
Mr. Burnett spent three years in
financial planning and analysis roles
with Chicago-based Eagle Industries, a
multi billion-dollar acquisition and
management company. Earlier in his
career, Mr. Burnett spent eight years at
Inland Steel Industries, the $5 billion
NYSE-listed parent company of steel
manufacturer Inland Steel and steel
distributor Ryerson Tull. While at

Inland, Mr. Burnett worked in various
areas including auditing, pension
investments, corporate planning and
development, financial planning and
analysis, operations accounting, and
credit.
Mr. Burnett earned his MBA in Finance
and Corporate Policy from the
University of Chicago and his B.S. in
Finance from Indiana University.
IPSCO's Senior Vice President and Chief
Financial Officer, Vicki Avril, is pleased
to welcome Mr. Burnett to IPSCO. “Mr.
Burnett's nearly 20 years of broad
financial experience in finance and
treasury, including as Director of
Treasury for a large publicly traded

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

company, and his familiarity with steel
industry issues, makes him a strong
addition to the IPSCO financial and
management team,” she stated.
Mr. Burnett will be based at IPSCO’s
operational headquarters in Lisle,
The NASPD expresses sympathy to the
family of Craig Crabtree. Below is a
note from his brother, Jeff.
Many of you may have known my
brother, Craig Crabtree, from his years
of service in the industry with LTV and
Continental Emsco. Just wanted to let
you know that he went “Home” early
on Tuesday January 3rd, 2006.
ROBERT CRAIG CRABTREE, of
Houston, Texas was born Oct. 15, 1954
in Dallas, Texas to Nickie and Bob
Crabtree. He went to be with the Lord
on Jan. 3, 2006 at the age of 51. Preceded
in death by his mother and father, he is
survived by his wife Carol; children
Jason, Nathan, and Margie Crabtree;
grandchildren Adriana Crabtree and
McKenzie Walker; and brothers
Dennis and Jeff Crabtree. Craig deeply
loved his family, watching all sports,
sitting in his front yard, and talking to
anyone that would listen.

ARNTZEN MAKES YOUR DEALS WORK

Building
Fences
Across
America!
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New and Used Pipe
Loaded Truck or Rail

In Stock Sch 10, Sch 30, & Sch 40
O.D. 1/2” - 36”

We buy used and surplus pipe
& steel in truckload quantities

800-828-5246 / 800-684-5246
www.kahnsteel.com

kahn@kahnsteel.com

Kahn Consulting Co.
Specializing in joint ventures and acquisitions. Call Fred or Ted
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News Clips
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John Mocker Loves
A Festive Party

Member

Mocker enjoys surprising people every year with new, unexpected
twists. “His decorations! Oh, my gosh!” exclaims one frequent
guest. “He just goes completely over the top. He always seems to
tweak and make things better. I think it’s because he just wants to
have as much fun as his guests.”

Corporate
Headquarters

Harrow, Ontario,
Canada

PRODUCTS
HSS
HSLA
Mechanical Tubing
Rounds
Pipe Sizes
Piling
Weathering Steels
Fiber Optic Pipe
Water Well Casing

Production
Facilities and
Sales Offices
Above and left: photos of John
Mocker’s many Christmas trees
at his home.
As written by Collen Armstrong, Cincinati Magazine Dec. 2005.

Size Range
HSS Tubular Products
1” - 16” Square
1 1/2 x 1 - 20” x 12”
Rectangle

Size Range
Pipe Size Tubing
1 1/2’’ - 20’’ NPS

Wall Thickness Range
.065 - .625

Wall Thickness Range
.125 - .625

Specifications
A 500 Gr B and C
A 513
HSLA
A 847

Specifications
CSA G 40.21
A 252 Gr 2 & 3
A 252 Gr 3 with 50,000 min yield

Rolling cycles on select
sizes every 2 – 4 weeks

Large diameter rollings
available in Harrow & Chicago

Capabilities
50-70,000 min yield
UT Testing
Copper bearing grades
Weathering steels

Capabilities
Melted & Manufactured USA
50 - 70,000 min yield
Micro Pile grades
Piling lengths up to 100

Sourcing For Tubing, Pipe, Piling and Casing
www.atlastube.com

Harrow, Ontario, Canada
Phone: 800.265.6912
Fax: 519.738.3537

Winnipeg, Manitoba Canada
Phone: 204.953.3100
Fax: 204.953.3107

Chicago, Illinois USA
Phone: 800-733-5683
Fax: 773.646.6128

Blytheville, AR USA
Opening Late 2006

Plymouth, Michigan USA
Phone: 888.785.8823
Fax: 313.738.5604

St. Louis, MO Sales Office
Phone: 636.519.5214
Fax: 636.519.5218

P & W INDUSTRIES, L.L.C.
68668 Hwy. 59
P.O. Box 1550
Mandeville, Louisiana 70470
Website: www.pandwindustries.com
PHONE: 985/892-2461
FAX: 985/892-2618

International Inc.

Footage

OD

17,580

8.625 0.562

Polite

Professional

24800 Pitkin Road, Suite A
The Woodlands, TX 77386

Wall

Grade

Process

Mfg

X65

SMLS

North Star

Persistence

(281) 367-6608
Fax (281) 367-9017

Performance

bud@primepipe.com
www.primepipe.com

OD

CONTACT: DAVIS GARDNER, WILDA SHARP
HERMAN FARRINGTON

AVG LNGTH
WALL DESCRIPTION
Used Tar Coated
.375
DRL
Surplus Used, Bare
1.00
DRL
Used Painted
.375
DRL
Used Tar Coated
.344
DRL
Surplus Bare
.750
DRL
Used Tar Coated
.281
DRL
Used Bare
.625
DRL
Used Painted
.500
50'-61'
Surplus Bare
.812
DRL
Surplus Casing
.656
DRL
Used Painted
.375
30-40'
Used Painted, Bare
.375
DRL
Used Bare Casing
.480
DRL
Surplus Bare
.375
46'-60'
Used Bare Coated
.250
SRL, DRL
Used Painted M/W Surplus 27-35'
.594
Surplus Bare M/W
.279
10-16'
Used Bare M/W
.500
DRL
Surplus FB
.500
DRL
Used Bare Casing
.362
35'
Surplus FB Used
.337
DRL
Surplus FB
.438
DRL
Used O.F. T & C
.275
30'
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.
QTY
1,500'
537'
378'
5,140'
282'
1,700'
200'
400'
489'
662'
400'
1,100'
1,100'
1,369'
320'
700'
860'
1,100'
239'
1,000'
6,000'
2,000'
1,400'

36”
30"
30”
30”
26"
26”
22”
22”
20”
16.3"
16”
14”
13 3/8"
12 3/4”
12 3/4"
10 3/4”
10 3/4"
8 5/8"
8 5/8”
7"
4 1/2"
4”
2 7/8”
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Tentative Deal Reached in
IPSCO Labor Negotiations
IPSCO Inc. and United Steelworkers
Locals 5890 and 6673, representing
workers at IPSCO’s facilities in
Regina, Saskatchewan and Calgary,
Alberta, are pleased to announce they
have reached a tentative agreement
regarding an early renewal of their
collective agreements. The new
agreements, which cover
approximately 1,000 workers at the
two facilities, will expire July 31,
2011. The agreements are subject to
ratification by the membership of
Steelworkers’ Locals 5890 and 6673.
IPSCO Vice President and Chief
Human Resources Officer Raymond
Rarey, who led the Company
bargaining team, said, “I am
extremely pleased we were able to
negotiate this long term agreement
with the USW. I am optimistic that
the contracts will be ratified so we can
continue to provide well-paid secure
jobs to our employees and an
uninterrupted supply of quality steel
and pipe to our customers.”

CRANE

NASPD

Carleton Unit
at
Crane Agency

MEMBER

Professional
Affiliate Member
Coverages Available:
Property

Insurance Brokers Since 1885

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
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We are specialists in risk management for
steel pipe distributors.
15 of your fellow members are current
clients — some for 12+ 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

Pittsburgh Pipe believes in the NASPD and supports several of
its many membership programs. By way of this ad, we've
increased, just slightly, and at slight expense, our NASPD
support.
Please consider slightly increasing your NASPD support with
an ad in the Pipeline.

Pittsburgh Pipe
St. Louis & the World
(800)-325-2653

Texas Pipe & Supply Co.
—SINCE 1918—

TMK SINARA

www.Texaspipe.com
STAINLESS STEEL PIPE FITTINGS & FLANGES
PRODUCTS INCLUDE:

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

· Mechanical Tubes
· CF Tubes (Carbon, Alloy,
Stainless)
· OCTG
· Seamless Line Pipe in Sizes
8” - 16”
· Spiral Weld Line Pipe in
Sizes 20” - 56”
· General Purpose ERW
· Continuous Buttweld Pipe
· Coupling Stock
· Drill Pipe
· Semi-finished steel products
· Continuous cast blooms

TMK PRODUCING MILLS
Principal Website:
www.tmk-sinara.com
TMK's Holdings consists of 5
Pipe Mills:
- Volzhsky (www.vtz.ru)
- Seversky (www.stw.ru)
- Sinarsky (www.sinarsky.com)
- Taganrog (www.tagmet.ru)
- Artrom (www.artrom.ro)
Details on products, size
ranges and grades for each of
above facilities are available on
the TMK Group website or the
individual mill websites .

Your Service Center
CONTACT INFORMATION

Tel: 281.485.9932 Fax: 281.485.6378
Email: hti@pdq.net

2800 Post Oak Boulevard, Suite 5240
Houston, TX 77056
Phone: 713-961-0701
Fax: 713-961-0475
John Blomberg - President
Chuck King - VP Sales
Pete Cronquist - Manager Accounting
Linda Sherman - Mgr. Sales/Service

