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2014 Events
2014 Annual Convention
February 6-8
Omni Royal Orleans Hotel
New Orleans, Louisiana
2014 Summer Conference
June 19-21
The Westin St. Francis Hotel
San Francisco, California
2014 Fall Conference
September 18-20
The Chase Park Plaza Saint Louis Hotel
St. Louis, Missouri
2015 Events
2015 Annual Convention
February 19-21
Hyatt Regency
San Antonio, Texas
2015 Summer Conference
Lake Tahoe
2015 Fall Conference
October 1-3
Hyatt Regency
Savannah, Georgia

C

hicago, Chicago . . . what a great time. I
can't start this message without first
giving a “Job Well Done” to Susannah
Porr (our Director) and her NASPD Team for
putting our Fall Conference together in such a
short period of time after having to move from
our originally scheduled Nashville, Tennessee
plans. It was a lot of fun and by all the feedback
we got, the Friday program was very well
presented and received.
We're headed into the 4th quarter of 2013. Boy,
how time does fly. The first thing that comes to
my mind is how uneventful 2013 actually was.
For an industry that is so used to ups and downs,
peaks and valleys, the consistent smooth level of
activity which is now in its 23rd month is a bit
unraveling. In all aspects of our steel tubular
industry, we have never gone through such a
period of calm.
James Greiff, of the Bloomberg Editorial Board,
wrote the following; “What almost no one
counted on was that more than four years after
the recession officially ended, the U.S. would be
stumbling through the most anemic recovery in
postwar history.” That is where we are.
Construction is slow, home sales are fair, auto
industry is recovering, but all in all, none are
gangbusters. Like the old saying; “It is what it is”
and we all have to simply deal with it.

Dolty Cheramie
NASPD
President
Thru it all, the NASPD is growing, and adding
services for our members. We're now on
LinkedIn. Pipe Logix will start reporting
monthly tubular activity under the NASPD
banner. We'll take part in a nationwide survey of
pay levels, with the results being shared with
our members. It's a great time to be an NASPD
member.
New Orleans is a just days away, and a big time
program is being planned for all. Don't miss it.
See you in New Orleans . . .

“Your reliable quality
domestic producer.”
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Susannah Feux Porr
NASPD Executive
Director

O

ur Chicago Conference was a huge
success. As many of you know, we
were supposed to be hosting our
Fall Conference in Nashville until we
received notification a few months out that
our hotel would be under major
construction during that time. At first I
didn’t panic, Nashville had other suitable
hotels. It didn’t take long to figure out, due
to three days of Taylor Swift concerts over
the exact same dates, the entire city was
sold out. So the tap dance began. Finding a
host for an event as big as ours just weeks in
advance is not an easy task. Through a wing
and a prayer, we not only found a
replacement, we found a great alternative.
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The Drake in Chicago rose to the occasion
and were the perfect hosts. They had just
completed a major renovation and they
were in prime condition. We look forward
to going to Nashville soon and checking out
the newly renovated Hilton!
We just completed our 9th Education
Course in Houston. We once again had
record turnout. It is through these programs
that the NASPD has become an industry
leader. Thank you to all our presenters. We
could not have done it without you.

Thank you!
Bill Buckland, Rusty Fisher,
Scott Head, Gerald Merfish,
Chris Ragan,
Stephanie Sanders,
Beau Urech, Todd Womble
I suspect you have heard by now that Gail
Belcik was diagnosed with cancer. She

made it through her surgery and is
recovering. She has received such kind
words of encouragement from our
members. It has really helped to keep her
spirits high. I’ve always said the NASPD
feels like family, but it is times like these
that we are reminded of the truth of that
statement. Celebrating each other’s highs,
sharing the lows and honoring the
milestones. I have attended member
weddings, bar mitzvahs, and too many
funerals. And never have I attended an event
when I didn’t see other NASPD members
present.
As this year comes to an end and we look
forward to a new year, it is important to be
grateful for all we have come through and
look forward to an exciting year to come.
New Orleans is going to be a great
Convention. Our program is filled with the
kind of industry leaders that will give you
the insight you are looking for to lead your
business through these ever changing
times. I hope to see you all in the Big Easy!
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Merfish Pipe & Supply Co.,
Acquires Assets Of BBL,
Company, Kulpsville, PA
KULPSVILLE, PA - In August, Merfish Pipe
& Supply, Co. (Merfish) announced that a
wholly-owned affiliate has purchased the
assets of BBL, Company (BBL).
Merfish is a 93 year old master distributor of
carbon steel pipe, fittings and flanges
serving distributors in the United States.
Merfish's products include carbon steel
welded and seamless standard pipe, carbon
steel seamless pipe fittings and carbon steel
forged flanges. Merfish Pipe & Supply is a
wholly owned subsidiary of Merfish Pipe
Holdings, LLC (Merfish Holdings) which is
majority owned by One Equity Partners,
the private equity arm of JPMorgan Chase
& Co.
Merfish Pipe Holdings is also the owner of
Pipe Exchange, a leading distributor of
carbon steel API line pipe primarily to endusers across the energy exploration end
markets in and east of the Rocky
Mountains.
Gerald Merfish, CEO of Merfish Holdings
commented "Our acquisition of the assets of
BBL, a southeastern Pennsylvania based
distributor of steel pipe and tubing, marks a
new and exciting chapter for Merfish as we
bring our industry leading master
distribution of steel pipe, fittings and
flanges to the Northeastern USA. We feel
fortunate to have the opportunity to
acquire the assets of a company like BBL
that has such an incredible history and
reputation spanning more than 40 years.”
Robert Setzekorn, Vice President and
General Manager of Merfish commented,
"With the purchase of the assets of BBL
Company, we are committed to increasing
the products we offer to the Northeastern
USA. We are committed to providing
Merfish's unparalleled level of service just
as we offer from our Houston location."
Bob Rau of BBL, Inc remarked that “My
team and I are thrilled to now be working
with a company with such a wonderful
reputation as Merfish. We look forward to
helping Merfish establish itself in the
Northeastern USA steel pipe market.”
Additional Information:
November 2013 - It has now been 3 months
since Merfish purchased BBL and checking
with Gerald Merfish, Robert Setzekorn and
Bob Rau they tell me that things are coming
together nicely. On-boarding of a company
takes a lot of effort and coordination.

We remain very
bullish that our
investment in this
geography will
help us grow and
yield attractive
returns.
- Gerald Merfish
The employees need to be trained on a new
computer system, policies/procedures need
to be coordinated, freight handling policies
need to be customized for the geography,
pricing philosophies need to be rationalized
and inventory needs to be increased to
sustain the increased business levels.
When asked how this was progressing,
Robert Setzekorn, VP & GM of Merfish
stated, "We are fortunate to have such a fine
group of former BBL employees to work
with and were lucky enough to welcome
each of them as Merfish employees. We are
seeing some real progress from our
expansion into the Northeastern USA. We
remain very bullish that our investment in
this geography will help us grow and yield
attractive returns on our investment.”
About Pipe Exchange
Pipe Exchange is a traditional distributor of
carbon steel API line pipe primarily to endusers across the energy exploration end
markets in and east of the Rocky
Mountains. Its products include carbon
steel ERW API line pipe, carbon steel
seamless API line pipe, and carbon steel API
line pipe coated for underground
installation. Pipe Exchange's primary end
markets include energy exploration and
gathering for oil, dry natural gas and natural
gas liquids (“NGLs”).
About One Equity Partners
One Equity Partners (“OEP) makes private
investments behind compelling business
ideas and strong management teams.
Established in 2001, OEP manages over $10
billion of investments and commitments for
JPMorgan Chase & Co. in direct private
investment transactions. Partnering with
management, OEP invests in transactions
that initiate strategic and operational
changes in businesses to create long-term
value. OEP's investment professionals are
located across North America, South
America, Europe and Asia, with offices in
New York, Chicago and utilities advisory
offices in Frankfurt, São Paulo, Vienna and
Hong Kong.

Port Of Houston Tonnage,
Finances Very Good
Port of Houston Authority finances and
cargo forecasts continue to look good,
Executive Director Leonard Waterworth
noted in his monthly report during the
November 19 Port Commission meeting.
October was a solid month for containers
and steel, he said, with a decline in bulk
cargo. Total tonnage for the month was 3
million tons, up 2 percent. Total tonnage for
the year was 30 million tons, up 3 percent.
Container tonnage of 1.6 million tons was up
9 percent for the month, Waterworth
reported year-to-date tonnage was 16 million
tons, up 5 percent. Bulk cargo was up 14
percent year to date, at 9.3 million tons.
Operating revenue for October was at $20
million, up 13 percent over the prior year.
Operating expenses were $14 million, up 5
percent. G&A expenses were at $4 million,
down 7 percent for October. Year-to-date
cash flow was $92 million, up 17 percent year
to date.

Northwest Pipe Company's
Tubular Products Group
Awarded Largest Project in
History
VANCOUVER, WA - (Marketwired) - 1Northwest Pipe Company (NASDAQ:
NWPX), an industry leader of welded steel
pipe products, has been selected to provide
approximately 400 miles of 12 3/4" Line Pipe
for the "Double H" Pipeline project that will
transport crude oil from Dore, North Dakota
to Guernsey, Wyoming.
"We are excited to be part of this large
project," said Martin Dana, Executive Vice
President of Northwest Pipe Company's
Tubular Products Group. "The 'Double H'
Pipeline is an example of the type of projects
that we expect to participate in going
forward."
"The ability for Northwest Pipe Company to
participate on projects like 'Double H' is the
result of $35 million of investments that have
been made in our Atchison facility over the
last several years. These investments have
allowed us to continue to expand our product
offering both in wall thickness and strength
level on Line Pipe up to 16-inches in diameter
and will allow us to continue to improve our
competitive position for the future," said
Scott Montross, CEO of Northwest Pipe
Company.
About Northwest Pipe Company
Northwest Pipe Company is a leading
(NEWS continued. on pg. 8)
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(NEWS - continued from page 6)
manufacturer of welded steel pipe and tube
products. The Water Transmission Group is
the largest manufacturer of engineered steel
pipe water systems in North America. The
Tubular Products Group operates three
technologically-advanced ERW (Electric
Resistance Weld) mill facilities. The
Company is headquartered in Vancouver,
Washington and has manufacturing facilities
in the United States and Mexico.

“We work hard at MST to create a positive
working environment for all of our
employees,” says Les Whitver, vice
president of operations at MST, “and we’re
thrilled to know that they recognize that
and appreciate it.”

MST Seamless Tube & Pipe
Named Top Place To Work

L.B. Foster Announces
Agreement to Acquire Ball
Winch Pipeline Services

MST couldn’t be more
honored.
The Detroit Free Press
has named MST
Seamless Tube & Pipe to
its 2013 list of Top 100
Workplaces. Each year,
the Top Workplaces are
determined based solely
on employee feedback,
and our men and women
of steel spoke clearly about the work
environment at MST.

The employee survey used to determine the
list measures qualities such as company
leadership, communication, career
opportunities, working environment,
managerial skills, pay and benefits.
BALL WINCH Pipeline Services

PITTSBURGH, PA, - Pittsburgh, PA based
L.B. Foster Company (NASDAQ: FSTR)
announced it has acquired Ball Winch
Pipeline Services, LLC., a privately-owned
company that applies specialty pipe
coatings and provides field services for the
oil and gas, mining, water and waste water
industries. Ball Winch's unique position as
a custom coater of specialty fittings and
field connections brings new growth to L.B.
Foster's existing coating capabilities.

The acquisition combines two
organizations with rich histories of
successfully delivering pipe coatings to the
energy and utility industries. “Ball Winch
complements and expands our business
opportunities with custom coating and
field applied coating services,” said Robert
Bauer, L.B. Foster President and Chief
Executive Officer. “We welcome the Ball
Winch team and look forward to their
contribution to L.B. Foster.”
The Willis, Texas Company has developed
and continues to maintain a strong
presence in custom pipe coating for in(NEWS continued. on pg. 10)

P & W INDUSTRIES, L.L.C.

68668 Hwy. 59
P.O. Box 1550
Mandeville, Louisiana 70470
Website: www.pandwindustries.com

PHONE: 985/892-2461 CONTACT: DAVIS GARDNER, WILDA SHARP,
HERMAN FARRINGTON
FAX: 985/892-2618
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(NEWS - continued from page 8)
service replacement and new construction.
The Ball Winch organization will become a
key component of L.B. Foster's Tubular
Products group led by Vice President,
Merry Brumbaugh. “Ball Winch is a leading
pipe coating applicator with a proven
reputation for satisfying the most
demanding requirements for custom coated
pipe or specialty coatings,” said
Brumbaugh.

Both companies have built reputations for
excellence in manufacturing, product
quality and workplace safety. “There is
great synergy between our technologies,
experienced management and corporate
strategies,” noted Tom Ball, Co-Owner, Ball
Winch. “We share L.B. Foster's vision of
delivering quality and value to our
customers and providing a safe work
environment for our employees.”
Ball Winch was advised by Tulsa, OK based
ClearRidge, LLC on the acquisition.
About Ball Winch
Established in 2005, Ball Winch Pipeline
Services, LLC, provides custom coating
services for steel pipe and fabricated steel
products for the energy and utility
industries. For more information, visit
www.ballwinch.com
About L.B. Foster Company
L.B. Foster Company is a leading
manufacturer, fabricator and distributor of
products and services for the rail,
construction, energy and utility markets
with locations in North America and
Europe. For more information, visit
website: www.lbfoster.com

Bill Braunig Joins International
Pipe and Supply, LLC.
International Pipe and
Supply, LLC (IPS) is
pleased to announce
that Bill Braunig has
joined their team and
will serve as a Senior
Sales Executive. Bill
has thirty eight years
Bill Braunig
of experience in the
pipe industry in sales and purchasing, and
owned and operated A.A. Gilbert Pipe and
Supply Co. He brings with him a wealth of
knowledge in new and used steel pipe and
tubular products.
Bill has been a long term and valued vendor,
customer and industry leader. IPS
welcomes him and is honored to have him
join their team.

Bill resides in Shreveport, LA with his wife
Helaine, of 42 years. He has three terrific
sons and is blessed with six grandsons who
keep him busy when he is not selling pipe!
Bill welcomes friends and customers to
contact him at 318-425-2447 or email him at
billb@internationalpipe.com.

Marmon Distribution Services
President Norman Gottschalk,
Jr. Retires, Alan Wilkinson
Named Successor
BUTLER, Pa. – After
45 years of service to
the company, Marmon
Distribution Services,
Inc. president Norman
Gottschalk Jr. has
announced his
retirement effective
January 31, 2014.
Alan Wilkinson
Current vice president
of Marmon Distribution Services Alan
Wilkinson has been selected as Gottschalk
Jr.’s successor.
“I have been very fortunate to head a strong,
successful company like Marmon
Distribution Services; it has been fun to
watch Marmon/Keystone and its affiliate
companies mature and grow over the years,"
says Gottschalk Jr. "It is also very
comforting to know that a competent,
experienced executive like Alan Wilkinson
is in place to see that the team continues to
grow and be successful.”
In 1968 Gottschalk Jr. joined Keystone
Tubular Service Corporation, later renamed
Marmon/Keystone, as an accountant. He
then progressed to the positions of
accounting supervisor, assistant controller,
and controller. In 1984 he was promoted to
vice president/controller of
Marmon/Keystone. Gottschalk Jr. was
chosen to lead the company in 1989 as
president, a position he held until being
named president of Marmon Distribution
Services, Inc. in 2012.
Gottschalk Jr. has served on many metals
industry boards through the MSCI and
NASPD, and is a past chairman of the MSCI.
In 1999 he was named Metal Center News’
Service Center Executive of the Year. His
alma mater, Robert Morris University in
Pittsburgh, Pennsylvania, presented
Gottschalk Jr. with the school’s Alumni
Heritage Award for distinguished service
and accomplishment in 2012. A Magna Cum
Laude graduate, Gottschalk Jr. holds a
degree in accounting. He and his wife,

Patricia, reside in Fox Chapel,
Pennsylvania. They have 3 children and 7
grandchildren.
Alan Wilkinson will assume the position of
president of Marmon Distribution Services
upon Gottschalk Jr.’s retirement.
Wilkinson began working for
Marmon/Keystone in 1978, holding a variety
of positions including warehouse person,
clerk, inside and outside sales, operations
manager, branch manager and regional
manager. In 1999, Wilkinson was named
regional vice president of
Marmon/Keystone. He was then promoted
to vice president of Marmon Distribution
Services in 2012.
Wilkinson obtained a bachelor's in
marketing and management from Mercer
University in Macon, Georgia, and has
completed MSCI's Strategic Metals
Management program. He currently serves
on the MSCI Board of Directors. Wilkinson
and his wife, Jean, reside in Cranberry
Township, Pennsylvania, and have three
children and one grandchild.

L.B. Foster Steel Pipe Coating
Facility Adds Production
Capacity
PITTSBURGH, PA, – Pittsburgh, PA-based
L.B. Foster Company (NASDAQ: FSTR)
announces the expansion of its steel pipe
coating facility in Birmingham, Alabama to
improve manufacturing through-put and
increase production capacity. The plant

L.B. Foster Company facility

expansion was necessitated by major
facility improvements underway at
AMERICAN Steel Pipe, L.B. Foster's
strategic partner. “Our plant upgrade will
position L.B. Foster to meet the increased
production needs required by
AMERICAN,” said Merry Brumbaugh, Vice
President, L.B. Foster Tubular Products.
L.B. Foster and AMERICAN Steel Pipe, a
division of AMERICAN Cast Iron Pipe
Company, each maintain state-of-the-art
production facilities on the site of
(NEWS continued. on pg. 22)

12 Pipeline

| GUEST BUSINESS ARTICLE

The Power of Personal Branding

by Landy Chase

Y

ou are familiar with the the old sales
adage “people buy from people they
know”. That fact is one aspect of
professional selling that has not changed, and
will not in the future. However, in today's
marketplace, the term
“know” can mean many
things, as there are
different levels of
“know”. A better choice
of words might be this:
“people buy from people
with whom they are
familiar”.

people need to become a known entity to the
prospects within their market.
The dictionary defines brand as “a kind or
variety of something distinguished by some
distinctive characteristic”. Remember that

The primary value of
establishing your
personal brand is what
is referred to in the
advertising business as
TOMA. TOMA, as you
may already know,
stands for Top of Mind
Awareness. Think of
TOMA as your personal
'street cred'. It
represents the degree of
significance with which
you are regarded by
those within your
Sphere of Influence. In
s o c i a l m e d i a
networking, TOMA –
your degree of
significance – is
determined by two
factors:

While we are at it, it
would be worth a
moment to consider
why people like to buy
from people with whom
they are familiar. The
reason is simple: in a
world of choices, the
more familiar that you
are to your prospective
buyer, the less the
perception of risk in
doing business with
you. Which is why sales
people in the Selling
Revolution must
harness the power of
social media to build a
personal brand.
In the new economy,
buyers place a premium
on useful advice. To take
that idea a step further,
it is important to note
that advice from a
known entity –
specifically, a trusted
authority – is of much
greater interest, and
given much higher
credence, than
information from an
unknown one, because
in the unknown case,
the source of the
expertise has not been
validated. In other words, the recipient
perceives the known-advisory source as
being low-risk based on a past positive
experience with that advice provider.
This is the power of branding. It was the case
in the traditional marketing model, and it is a
key point that carries over to the online one,
as well. The logical conclusion is that sales

you are a marketer first, a sales person, second.
As a marketer, you can, and must, distinguish
yourself as a provider of consistently good
advice. Social media marketing provides you
with the power to build your reputation –
your brand – as an
expert within your field
of business.

• The quality of the
information (advice)
that you provide to your
sphere of influence, and
• The frequency with
which you provide it,
which determines how
often you are top-ofmind.
Therefore, you must
provide quality
information to your
Sphere, and you must do
so on a regular basis, to
build both 'street cred'
and familiarity. Social
media provides you with
thepowerto establish
both.

People buy
from people
with whom
they are familiar

Excerpted from the book, The Social Media
Sales Revolution, www.amazon.com.
Landy Chase, MBA, CSP, a past NASPD conference
speaker, is an expert who specializes in speaking to
corporations and associations on professional selling
andsalesmanagementtopics.
His website is www.sellingrevolution.com.

• STRATEGIC STOCKING
LOCATIONS THROUGHOUT
NORTH AMERICA WITH A LARGE
INVENTORY READY TO SHIP
• NEW API 5CT DOMESTICALLY
HEAT TREATED AND
PROCESSED
•LICENSED TO THREAD HUNTING
PREMIUM CONNECTIONS FOR
UNCONVENTIONAL GAS PLAYS
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| CONVENTION NOTES

NASPD Annual Convention
Omni Royal Orleans Hotel
New Orleans, Louisiana
February 5 - 8, 2014
For additional information visit www.naspd.com

Program

Wednesday, February 5
11:30 - 5:30 pm
Optional Event – Golf Tournament @ Lakewood Golf Club
Bus will leave the hotel lobby at 11:30 a.m.
Thursday, February 6
1:00
- 4:30 pm
Registration
1:00
- 2:00 pm
Strategic Planning Committee Meeting (Members Only)
2:00
- 2:30 pm
Membership Committee Meeting
2:30
- 3:15 pm
Program Committee Meeting
3:15
- 3:45 pm
Finance Committee Meeting
3:45
- 4:15 pm
Executive Committee Meeting (Members Only)
4:15
- 5:15 pm
First Board of Directors Meeting - 2013 Board
6:30
- 8:30 pm
Welcoming Reception (Guests will be invited to walk through the Quarter
with a Second Line Band so wear comfortable shoes.)
10:00 - Midnight
Hospitality Suite
Friday, February 7
8:00
- 10:00 am
7:30
- 9:30 am
8:00am - Noon

Noon
6:30

-

2:30pm
9:30pm

9:30

-

Midnight

Saturday, February 8
8:00
- 9:30 am
9:00
- 9:30 am
9:30
- 11:00 am
11:30
6:00

-

4:30 pm
8:00 pm

Registration
Continental Breakfast
General Session (Business Casual Attire)
Annual Meeting of the Membership (Announcements, Slate, and Updates)
Member Spotlight, Peter Brebach, President, Iron Angels of Colorado, Inc.
Port of New Orleans, Robert Landry, Chief Commercial Officer
Mill Panel Discussion including Axis Pipe & Tube Inc., Borusan
Mannesmann Pipe US Inc., Tenaris Bay City, TMK
IPSCO, TPCO International, and Welspun Tubular LLC
- Moderated by Dolty Cheramie, President, Pipe Exchange LTD
Keith Matheny, Motivational Speaker - Mentalist
Networking Luncheon/Riverboat Cruise hosted by the Port of New Orleans
Reception & Awards Dinner at the National WWII Museum
A salute to WWII Veterans (Cocktail Attire)
Hospitality Suite
Networking Breakfast (hot breakfast served)
Second BOD – 2014 Board of Directors Meeting
Member Discussion facilitated by Art Shelton, President, Global Pipe
Supply and Chuck Betzler, Sales Manager, Pipe & Tube Supplies, Inc.
Optional Event – Houmas House Plantation Tour & Lunch
Hospitality Suite

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

Convention Information
Registration
Register online at www.naspd.com or fax
registration form to (361) 574-9347. Only
individuals with paid registration may attend
the Conference. The deadline for registration is
January 7, 2014. After January 7, 2014, a $50 late
fee must be added to all full registrations. $25
must be added to one day registrations and
single event fees. After January 7, no refunds
will be made. Payments for late registrations
will only be accepted by credit card. No
registrations will be processed without
signature. Payment must be made in U.S.
currency.
Omni Royal Orleans Hotel Reservations:
Make your hotel reservations direct with The
Omni Rolyal Orleans Hotel by phone. The toll
free phone number for reservations is 1-800578-0500 . Let the hotel know you will be
attending the NASPD 2014 Convention.
The NASPD group rate is $199.00/Guest Room.
A room with double beds for single/double
occupancy and confirmed based on availability
at time of booking the individual reservation is
$219.00. The valid dates for the group discount
are for February 5- 8, 2014.
Check-in time is 4:00 p.m. and check-out time
is 12:00 p.m.
Reservations received after January 7, 2014,
will be confirmed on space and rate availability.
Reservation not canceled at least 72 hours prior
to arrival will be subject to one night room and
tax cancellation fee.
United Airlines Reservations:
United Airlines is pleased to offer special fares
for the event.
You may book online at www.united.com and
enter your Offer Code ZQYK157086 in the Offer
Code box when searching for your flights.
If booking through a travel professional or
United Meetings at 800-426-1122, please give
them the following information:
Agreement Code: 157086
Z Code: ZQYK
Outside of the United States, please call your
local United Airlines Reservation Office.
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NASPD welcomes your suggestions
regarding NASPD members for the Spotlight.
The NASPD membership is diverse with
many unique stories. Email us your idea for a
member we should Spotlight.

Luis Salinas-Guerra

T

he small town of Muzquiz is nestled
amongst the foothills at the
northern tip of the Sierra Madre
Oriental range where the terrain begins to
settle into the Rio Grande Valley. The
birthplace of Luis Salinas-Guerra,
Muzquiz looked even smaller from atop the
foothills where he learned his first trade as a
rancher. For 4 generations Luis' family has
raised cattle in the foothills overlooking
Muzquiz. The inherent work ethic of a
rancher was instilled in Luis from a young
age. Unprompted by his family, starting at
the age of 8, Luis would set off on his bicycle
carrying a satchel stuffed with honey,
peaches and avocados. He would ride from
house to house selling his wares. The
venture would provide the 8 year old Luis
with a nice bank roll for the county fair but
more importantly taught him an invaluable
lesson in entrepreneurship.

Luis with his wife Lissy and their daughters Isabella and Jimena

Located equidistant between the southern
tip of Big Bend National Park and Laredo,
TX the foothills of Northern Coahuila were
suitable for raising cattle but not easily
accessible by automobile. At 14, when he
was big enough to handle the physical
demands of working cattle Luis started
working on the ranch with his Father. Luis
had a preternatural ability to sell and almost
immediately began peddling horses and
cattle to prospective buyers. Early in his life
Luis recalls flying in small aircraft to reach
some of the family's far reaching herds. The
natural curiosity of a young boy and a
beautiful natural setting quickly combined
to hook Luis with the love of flying. In his
adolescent years, remote controlled model
airplanes would have to suffice but as soon
as Luis turned 14 he started to pilot real
airplanes. After completing his formal
education he enrolled in pilot school and
currently holds a private license certificate
and two ratings.

Ranch hands young and old agree that there
is no substitute for a good horse when
working cattle is the name of the game.
Growing up in the cattle business, Luis was
destined to ride but the family's fondness
for horses ran much deeper. The focus on
sturdy ranch quarter horses would
eventually give way to a line of
thoroughbred racing horses. The need for
speed atop a trusty steed helped Luis
develop into a fine Polo player. Starting at
the age of 14 he would travel to the East
Coast of the U.S. for Polo matches. At the
age of 18 Luis was offered a scholarship to
attend Monterrey Tech two hundred miles
south of home but instead opted to travel to
the U.S. and learn English. Before returning
to Mexico he decided to embark on a Polo
tour throughout Europe. It was on this tour
that Luis began to truly grasp the English
language which allowed him to attend
Texas A&M University and obtain a
Masters Degree from the University of

120

Luis channeling Top Gun
(MEMBER SPOTLIGHT continued on page 25)
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Welcome
New Members
Arecon Data
Arecon Data is a professional affiliate
member. The company provides Tally
Wizard and Oil Country OS Software,
specific to tubular purchasing, sales and
inventory management. Other services
provided include; business consulting,
custom report development, drill pipe
inspection data tracking and data analysis.
Maria Arms is the NASPD Contact.
Arecon Data LTD Co
13101 S Penn Avenue, Box 12
Oklahoma City OK 73107 US
Phone: 405-912-8491
FAX: 405-631-6231
maria@arecondata.com

Faremouth & Company
Faremouth & Company is a new
professional affiliate member company.
They are a full-service employment firm
that provides contingency and retained
search recruiting services to the pipeline,
manufacturing, steel distribution, pump,
value, oilfield service, and affiliate oil and
gas industry. Established in 1982,
Faremouth & Company is comprised of
national recruiters certified by the Board of
Regents in Washington D.C, and continues
to serve many of the members of NASPD by
providing quality executive, permanent,
contract, and temporary employees.
Mary Ann Faremouth-Sandland is the
NASPD Contact.
Faremouth & Company
Suite 215
10565 Katy Freeway
Houston TX 77024 US
Phone: 713-895-7772
FAX: 713-722-9779
faremouth@sbcglobal.net

East Coast Tubulars Ltd.
East Coast Tubulars Ltd. is a new regular
member. The company product mix
includes Alloy Pipe, Carbon Steel Tubing,
Casing Pipe, Drill Pipe and Supplies, Large
OD Pipe, Nickel Alloy Pipe, OCTG Tubing
and Casing, Seamless Pipe, Surplus Pipe,
Welded Pipe. Product origins are
Argentina, Brazil, Canada, France,
Germany, Italy, Japan, Mexico,
Russia, United Kingdom, United States,
US & Outside US Products. Size range
offered is 2 3/8” - 36”. Services offered
include Boring, Cleaning, Coating,
Consulting, Cutting, Degreasing, Dipping
End Facing, Fabrication, Flange
Attachment, Inspection, Machining,
Rentals, Sandblasting, Storage, Threading,
Welding, Wrapping. Specialties are CS,
CRA, Alloy.
Robert Mills is the NASPD Contact.
East Coast Tubulars Ltd.
1345 Topsail Road
St. John's NL A1B 3N7 CA
Phone: 709-782-2645
FAX: 709-782-4909
rmills@coil.ca

Paulsen Pipe LLC
Paulsen Pipe LLC is a new regular member.
The company product mix includes ERW,
Heavy Wall Pipe, Large OD Pipe, Line Pipe,
Low Temp Pipe, Pressure Tubing, Seamless
Pipe, Welded Pipe. Product origins are
Canada, China, Czech Republic, India,
Korea, Russia, South Africa, Spain,
Ukraine, US & Outside US Products.
Product size ranges are 1/4" sch80 - 30"
seamless; 1/4" sch80 - 24" low temp.
Services offered include Beveling, Cleaning,
Cutting, Grooving, Sandblasting.
Specialties are Low temp. pipe,
ASTM/ASME 333-1/6. Transportation is by
Common Carrier, Contract Carrier.
Ed Paulsen is the NASPD Contact.
Paulsen Pipe LLC
511 W Armory Drive
South Holland IL 60473 US
Phone: 708-566-5778
FAX: 708-566-0018
ed@paulsenpipe.com

Penn Terminals, Inc.
Penn Terminals, Inc. is a new professional
affiliate member. The company product
mix includes Alloy Pipe, Boiler Tube,
Carbon Steel Tubing, Casing Pipe, Chrome
Moly Pipe, Drill Pipe and Supplies, Ductile
Iron Pipe and Spools, ERW, Fence Pipe &
Tubing, Fire Sprinkler Pipe, Flat Rolled
Pipe, Heavy Wall Pipe, Large OD Pipe, Line

Pipe, Metal Shapes, Nickel Alloy Pipe,
OCTG Tubing and Casing, Pipe Piling,
Plate, Rolled Pipe, Round Bars, Seamless
Pipe, Spiral Weld Pipe, Square and
Rectangular Tubing, Stainless Pipe,
Standard Pipe, Steel Beams, Steel Pipe,
Structural Pipe, Structural Steel, Structural
Tubing, Used Pipe, Waterwell Pipe,
Welded Pipe. Products manufactured are
Marine Terminal Services only - No
manufacturing. Product origins are China,
France, Germany, Italy, Japan, Korea,
Russia, Turkey, United Kingdom, United
States, US & Outside US Products.
Transportation is by Transportation
Services.
Jeffrey Culbertson is the NASPD Contact.
Penn Terminals, Inc.
One Saville Avenue
Eddystone PA 19022 US
Phone: 610-499-3000
FAX: 610-499-3014
jculbertson@pennterminals.com

Steelcom Pipe International
Steelcom Pipe International is a new
associate member. The company product
mix includes Alloy Pipe, API 5CT, Boiler
Tube, Carbon Steel Tubing, Casing Pipe,
Chrome Moly Pipe, Coupling Stock,
Couplings, ERW, Fence Pipe & Tubing,
Fire Sprinkler Pipe, Heavy Wall Pipe, Large
OD Pipe, Line Pipe, Low Temp Pipe,
Mechanical Tubing, OCTG Tubing and
Casing, Pressure Tubing, Seamless Pipe,
Spiral Weld Pipe, Standard Pipe, Steel Pipe,
Structural Pipe, Structural Tubing,
Waterwell Pipe, Welded Pipe. Product
origins are All Outside US Products
(foreign), China, Czech Republic, Greece,
India, Korea, Malaysia, Philippines, Poland,
Russia, Thailand, Turkey, Vietnam. Size
ranges are Welded line pipe to 48",
Seamless line pipe to 30”, Seamless, welded
tubing and casing to 15 3/8". Specialties are
Seamless heavy wall, OCTG, Line Pipe, and
standard pipe.
Wayne Pickle is the NASPD Contact.
Steelcom Pipe International
Suite 201
650 N Sam Houston Parkway E
Houston TX 77060 US
Phone: 832-617-8121
FAX: 832-230-3814
w.pickle@steelcompipe.com
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Networking the Interpipe Way

N

orth American Interpipe, Inc.
is finding creative ways of
bringing together pipe
professionals for education,
networking and fraternity.
On September 5th, 2013 North
American Interpipe hosted 50 steel
pipe professionals representing 40
companies from the USA, Venezuela,
Bolivia, Colombia, and Mexico at
Interpipe's 2nd Annual Golf
Tournament. North American
Interpipe's team used the opportunity
to promote the development of
relationships with customers and talk
about about recent investments.
Tournament participants enjoyed the

combination of a competitive round of
golf and networking forum.

Above - BrandonDewan,EaglePipe,ThomasBibb,Zach
Bibb,MattRizzo,JoyPipe

“Our Company has been working with Interpipe for
years. At this Golf Tournament I have learned many
details about Interpipe Steel and other industry
news.” - Zach Bibb

Isaac Villarreal, Vice President of
Sales at NA Interpipe commented: “It
is a good tradition of North American
Interpipe to invite our customers to
play golf every year. This fall we were
excited to welcome our customers
from North and South American
countries. Events such as these offer a
great opportunity for the Interpipe
team to communicate with customers
in person and gain a better
understanding of their needs.”
Zach Bibb, Thomas Bibb,
Consolidated Pipe Company, USA
(INTERPIPE - continued on pg. 28)
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(NEWS continued from pg 10)
AMERICAN'S Birmingham operations.
AMERICAN is increasing production
capacity to nearly 700,000 net tons annually
and shortening manufacturing lead times
for high quality steel pipe. “We asked L.B.
Foster to increase pipe coating capacity to
accommodate the new world class
production levels anticipated by
AMERICAN's expansion,” said Jon Noland,
Division Sales Manager, AMERICAN Steel
Pipe.
L.B. Foster applies protective fusion bond
epoxy and abrasion resistant coatings on
10.75” to 24” diameter ERW steel line pipe
manufactured by AMERICAN Steel Pipe.
The L.B. Foster coating plant is ISO
9001:2008 registered.

Key & Associates Launches
New Online Printing
Company
Key & Associates LP, a NASPD member,
has launched an online printing company
KeyPrintOnline.Com. Businesses can save
on office and marketing printing costs by
using the website tools to design and order
their own products.

A unique service offered by Key &
Associates provides customers with their
own custom designed template for items
such as business cards. A customer may
then log-in to their account, edit the name
and contact information on the card and
then immediately place an order.
Linda Key, president, states “We developed
this program to provide a method for our
customers to have more control in ordering
their regular printed products while saving
time and money. Many items are printed on
the same quality presses we now use for
Pipeline magazine.”
The wide range of printed products include
office supplies such as business cards, and
stationery; marketing materials like
brochures, post cards and sales catalogs;
and signage such as banners, yard signs and
posters.
NASPD members may contact Key &
Associates at lwk@key-assoc.com or (361)
649-5562 for a promotional code to receive a
special discount.
For more information visit the print website
www.keyprintonline.com.

Pipe & Tube Supplies, Inc.

NASPD
Member
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(MEMBER SPOTLIGHT continued from page 16)

Houston. As part of the engineering
curriculum at Texas A&M Luis enrolled in
metallurgical classes. One of his professors
was a very talented woman with
international steel & pipe mill experience.
Although Luis never envisioned himself
selling steel products this professor pushed
him to operate as though he was destined
for the curriculum. Luis “Today I thank her
for being so tough on me”.

Luis and Jimena on a ski trip to Lake Louise in Canada

Luis and Jimena

Shortly after graduating from Texas A&M
in 2002, Luis was offered a position with
Wilson Supply. He jumped at the
opportunity. Wilson Supply gave Luis the
chance to travel and work around the globe.
Luis, “I was interested in the work and I
knew the experience I was gaining in the
international community would open
industry doors.” The hectic pace of
international travel taught Luis an
important lesson. “I believe the most
important aspect of the steel pipe business
is in the face to face contact” Luis
extrapolates “The steel pipe landscape has
changed a lot over the past 10 years but it
remains an industry where relationships,
friendships, loyalty and service control the
business”.

Luis and Lissy in Aspen, CO

Luis is one of the lucky ones who needn't travel far to find the love of his life. His wife, Lissy
was also born and raised in Muzquiz. Luis and Lissy have two beautiful daughters,
Isabella (6) and Jimena (2). The entire family has a passion for snow skiing and they make
a point of racing down powdered slopes in exotic locations a couple of times a year.
Although Luis enjoys hitting the slopes with his family, he says that his skills have a great
deal of room for improvement.
(MEMBER SPOTLIGHT continued on page 30)
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Thank you
Laguna Tubular
In October Laguna Tubular treated
participants of the NASPD Basic Education
Course to lunch and an informative facility
tour. Below are some pictures from the
event.

Blast from the Past brings you photos from past NASPD events. Your mission is to
identify the people in the photos. This is a contest for fun - be the first to email the correct
guess to info@naspd.com. We will announce the results in the next issue of Pipeline.
Last Issue: 1st Photo – Benjie Bowman and Cliff Laine
nd

Last Issue: 2 Photo – Arie Euser and John Phillips
The best guess from the August ‘Blast from the Past’ was provided by Hope Snow Trident Steel Corporation who submitted the following: Arie Euser and John
Phillips. Oh, heck with identifying them...who knows how many lobsters John
Phillips ate that night? That’s surely a better question.
New Photo 1

Hint: Both of these photos were taken in April 1985 at the “10 years of NASPD” Event.

New Photo 2
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(INTERPIPE - continued from pg 19)
commented: “Our Company has been
working with Interpipe for 10 years. I can
say Interpipe is a reliable partner. At this
Golf Tournament I have learned many
details about Interpipe Steel and other
industry news.”
NASPD member participants at the golf
tournament included: Zach Bibb - Joy Pipe;
Drew Bibb - Joy Pipe; Fred Lundberg Kayem Pipe and Supply; Grant Landry Energy Alloys; Pete Aulbach - Sunbelt
Group; Mike Paradeaux - Conestoga

On October 12, 2013 representatives of 9
companies from the USA, Canada and
Mexico traveled to Ukraine to evaluate
production processes and quality control at
Interpipe mills.
The delegation visited a total of 3 Interpipe
mills – Interpipe Steel, Interpipe NMPP and
Interpipe Niko Tube. Company
representatives were quite impressed with
the advanced technological steelmaking
facilities, well-organized production of
ERW pipe at NMPP and seamless pipe at
Niko Tube. Efficient quality control at
Interpipe mills has assured customers that

Interpipe can meet and exceed customer
expectations.
NASPD members in attendance: Gerald
Merfish - Merfish Pipe and Supply; Len
Gross - Kelly Pipe; Bruce Spenser - Corpac
Steel; Isaac Villarreal - North American
Interpipe.
North American Interpipe knows that
developing personal connections with
customers and industry professionals
creates “pipe connections” for business.
This fits perfectly with the NASPD
networking purpose. Thank you to North
American Interpipe for sharing photos of
their networking examples with Pipeline.

Above - Golf
foursome Tom Bechanik, AmTex
Machine Products, Inc., Fred Lundberg, Kayem Pipe
and Supply, Richard Shields, Pacific Tubulars, Wilcox
Spencer, Wilcox Pipe & Supply Co.
Above - Touring Interpipe facility in Novomoskovsk Bruce Spencer, Corpac Steel,
Gerald Merfish, Merfish Pipe and Supply, Isaac Villarreal, North American Interpipe

Above - Interpipe Golf participants Grant Landry, Mike
Gray, Allen Mayse, All - with Energy Alloys, Ken McNally North American Interpipe
Above - Walking through Interpipe NMPP, Isaac Villarreal, North American
Interpipe, Gerlad Merfish, Merfish Pipe and Supply
Left - Len Gross, Kelly Pipe and Jim Mitchell,
Hallmark Tubular all smiles enjoying
Interpipe networking
Right - Gerald Merfish, front, during
Interpipe Steel tour
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(MEMBER SPOTLIGHT continued from page 25)

Luis in Switzerland at age 19

A proud padre
(MEMBER SPOTLIGHT continued on page 32)

Rail Service by Conrail/Shared Asset Group. Direct connection to Norfolk Southern & CSX Railroads.
1101 E Pearl Street, Burlington, NJ
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(MEMBER SPOTLIGHT continued from page 30)

Luis became a member of the NASPD in 2007, shortly after taking a position with Laguna
Tubular Products as the US Sales Manager. He currently holds the position VP of Sales &
Marketing. Laguna was a newly formed company and as the first employee in the U.S., Luis
was tasked with promoting the company and its products. Luis described his passion for
developing new sales and management ideas that will soon transform the industry. Luis
stated “I believe the steel industry is in the middle of a monumental change. Major
consolidation and mergers are changing the traditional methods of doing business in the steel

Luis and Isabella after a day on the slopes

Luis easing the bridle onto a young colt.

industry. I feel honored to be positioned in the middle of this changing landscape as part of an
emerging generation of the oil and gas industry. Spreadsheets, business plans/models, and
probability analysis are now daily activities and must be focused with the goal of finding the
perfect balance of customer service and company success.” Luis quickly realized the NASPD
was the perfect organization to forge new relationships and accomplish his business goals.
Luis warmly stated “The NASPD started as a group of potential customers but over the years
it has become a network of close of friends”.

Thank You Sponsors
2013 Fall Conference Sponsors
Platinum
L.B. Foster Co.
Gold
Atlas Tubular L.P.
Global Pipe Supply
Kelly Pipe Co., LLC **
Lally Pipe & Tube
Platinum Grover Int. Inc.
Trident Steel Corporation
Tubular Services LLC

** Sponsored 2 events
*** Sponsored 3 events
(in the designated sponsorship level)

Silver
Dura-Bond Pipe LLC
Pipe & Tube Supplies, Inc.
SEBA Pipe, Inc.
Sim-Tex, Inc.
Stupp Corporation
The DRM Companies
United Spiral Pipe (USP)
Bronze
Commercial Resins Company **
Edgen Murray Corporation
Houston Steel & Pipe International
Independence Tube Corporation
International Pipe & Supply, LLC
Interpipe, Inc.
Kahn Steel Co., Inc.
Kayem Pipe & Steel, Inc.
Kingwood Pipe, LTD.
Omega Steel Co.
SDB Steel & Pipe
Tex-Tube Company
TMK IPSCO
Trinity Products, Inc.
Union Pacific Railroad ***

I met Luis Salinas about 8 years
ago when he went to work at
Wilson Supply, we both worked in
the Line Pipe Department. We
became great friends almost
immediately. He left Wilson to
start up Laguna, shortly after he
left I was laid off. I was laid off for 2
years but he called me to see if I
would be interested to work for
Laguna. I first gave him a hard
time since I thought “No way it is
too far”, but he gave me the
opportunity to come work a
couple of weeks and see what I
thought. The first day I knew that
this is where I wanted to be and no
sooner was Luis Salinas my boss.
It has been great and he is the
best boss ever……I always say
these words to everyone!! I have
been blessed to work for a great
company and overall have the
best boss ever!! I have seen Luis
grow and move up the ladder in
such an incredible way. He is a
very hard and dedicated
employee and is always going
above and beyond, he has and is
truly a mentor to me. I am truly
grateful that he was put in my path.
I always believe God knows what
he does and puts people in our
lives for a reason and here I am
working with one of the best
people I know. I have seen Luis
from being single to being an
amazing husband, great provider
and an awesome, loving father!!
Virgie Ornelas - Laguna Tubular
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Note from the Editor
Magazines periodically update their design
to maintain a modern feel. After 10 years of
publishing the NASPD Pipeline
newsmagazine we decided it was time to
treat readers to a fresh look for the
publication.
Content will continue to be driven by
NASPD members. We urge you to remind
each other to submit photos and stories
about your travels, business networking
and industry news that you feel is relevant
to the industry and the NASPD
Membership. This is your magazine and we
hope that you will become involved in the
evolution of Pipeline.
Thank you for your support. We have
immensely enjoyed working with you. We
hope you enjoy your “new” Pipeline and
encourage your feedback.
Send your ideas, comments, stories and
photos to: lwk@key-assoc.com.

Out & About
Jerry Rubenstein likes to travel
and we like to hear about his
adventures. One of Jerry and
his wife Linda's most recent
adventures landed them
amongst the imposing
elephants of Botswana. Jerry
and Linda heard about a man
working for National
Geographic and decided to
arrange a meeting. Upon
arriving in Botswana, they
were guided into the forest to
meet another man who trains
wild elephants in an effort to
protect them and preserve
their numbers. The trainer
adopts orphaned elephants,
raises them and finally
reintroduces them into the
Jerry and Linda getting checked out by the elephants.
wild.
Jerry and Linda were told that they would undergo a thorough examination during their
introduction to the elephant parade. Little did Jerry and Linda know the examination
would be performed by the elephants and include areas up a person's pant leg and inside
their shirts. Jerry described the feel of an elephant trunk as something akin to
sandpaper. After a thorough examination, the trainer instructed the elephants to give
Jerry and Linda a kiss, which the elephants happily obliged. I guess they passed the
smell test.
One picnic was prepared for the Rubensteins while another picnic was prepared several
feet away for the elephants. Apparently one of the elephants preferred the fare being
served at the Rubenstein picnic and sauntered over to investigate. Amazingly, the
trainer told the elephant, “No, go back to your own feed tray.” and the prodigious animal
politely excused himself to join the elephant picnic.
Jerry also recently made a trip to Mongolia and another with Linda to Wales. Earlier this
year Jerry and fellow NASPD member Joe Bergfeld also visited Argentina on their annual
pilgrimage. Then it was off to China with his daughter for business and finally on to
Thailand. Jerry is quite the globetrotter.

Jerry and Linda with three wild female elephants ages 65, 45 and 35.

HOUSTON TUBULARS,INC

Your Service
Center
Houston Facility

Ohio River Barge Terminal

• 85 Acre Storage Facility

• Servicing the Marcellus
Shale Region

• 30,000 Sq. Ft. Enclosed
Warehouse

• 90 Acre Barge and Rail
Terminal

• Direct Discharge

• Weirton, West Virgina

• Local Hauling

•25 minutes from Pittsburgh
International Airport

• Chloride-Neutralization
• Brush, Roll, & Spray
• Hydro-Abrasive Blasting
• Abrasive Blasting

• 35 rail cars can be staged for
loading/unloading

• Waterblasting

• Two Portable Cranes

• Descaling

• Supported by Norfolk &
Southern Railroad

• Machine Beveling
• Torch Beveling

• Pipe Storage

• Plasma Cutting

• Complete Range of Pipe
Maintenance Services

• Cut-to-length
• Straightening
• Dedenting
• Threading 1/4" Thru 4" NPT

1981-2014

34
Years of
Service

• Five Barges can be berthed
simultaneously

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

