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From the President

President’s Message
Getting Started
by Greg Semmel, NASPD President
My favorite town has got to be Las Vegas,
so much to do so little time. I thought
Vegas was an excellent venue and what’s
not to like at the Bellagio! I know the site
selection committee will have it on our
card again soon.
Now that I have become your president,
every day seems like being in Vegas.
Trying to find extra time for all the emails
and calls from everyone while still
conducting the good old pipe business is
a juggling act.
The biggest challenge in the NASPD
presidency is deciding where to start and
what to start on. Susannah, Gail and the
previous presidents have done such a
thorough job of organizing your
organization that trying to get up to their
speed to jump on and keep it going is a
major challenge.

In Las Vegas we put together two ad hoc
committees. One was for our listing of
members on the NASPD web site. We
need to decide whether to have the
listings of all members available for
nonmembers to view or download. This
issue has received quite a bit of attention.
Our members were split about 50/50 on
the issue, so we will probably have this
addressed at the Denver conference.
The second committee was a Scholarship
fund for the future of pipe sales and
procurement. We asked Don Bohach to
chair the scholarship project because of
his knowledge from his own company.
On a separate note we are getting our
Quarterly Industry Survey refined and
up to date.
Our program for the conference in
Denver is very solid and going to be one

of our best. I hope to see you all there. The
program committee under Hope Snow
and Cathy Williams has been working
hard to put it all together with Susannah
(see the details on page 11). Mike Evans of
Maurice Pincoffs will speak on Over-Seas
Sourcing and a star studded member panel
will discuss the future of the pipe
business.
Back by popular demand, for
entertainment in Denver we have white
water rafting. The last time this was
offered, we had some anxious moments
and at times really got the adrenaline
going. Somehow, Susannah managed to
get us a picnic on, I mean ON Coors field!
I have been on a baseball field one time at
Busch Stadium and it was an awesome
feeling. You can almost picture yourself
being a big league player for a moment. I
wonder if we might get Balor Moore, an
ex-professional baseball pitcher, to dress
out and show us if he still has it? Just
being on the field will be a once in a
lifetime event.
What really makes each conference is
your attendance. With every meeting I
meet new members and find out things I
never would have guessed about them.
Every one of us is unique in our own little
world and having the opportunity to get
to know you personally is very
enlightening, entertaining and in the
end, very family like.
We are all getting to be a pretty close knit
family group. Who else can appreciate
what we go through every day to be in the
pipe business. Who better to appreciate
you, your family and employees but
another pipe distributor? Be proud, you
are a special breed and you are
appreciated and admired by us all.

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

PS, one of the biggest missed
opportunities at our conferences is not
attending the Thursday meetings. I urge
you to choose a committee that you have
an interest or expertise in and attend it.
You won’t have to say anything, but being
a part of your organization is what you
joined it for in the first place. Remember
you can make a difference, this isn’t
politics.
See you in Denver June 23 - 25.

Guest Article
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WHY DO WE MAKE CHANGE
N
SO HARD?

By Bill Blades

Leaders take organizations to a height
that, at one time, seemed almost
impossible. That’s what leaders are
supposed to do. They must market and
sell change so that their people see it,
understand the need for it and want it.
Will there be some pain and fear
involved? More than likely,
so don’t soft- soap it.
However, I suggest you
relate to them what
real fear is. Real fear
is consuming two
cups of coffee and two bran
muffins and getting stuck in
traffic. Starbucks fans will
understand the logic.
I don’t worry so much about the
big boxes gaining market share
from my smaller clients. I worry
about my clients not getting out of
their small box. Attitude about
change beats aptitude without
change almost every time.
Thoughts about change:
1. Do I understand that I have to go
through a process of unlearning? We
have picked up skills, habits and traits
that we need to get rid of. We may need
a new role model, you may need to read
more and you must be more aware of
needed improvements.
2. Do my people/clients see me as
unique? Ever notice that when we ask
for an appointment or schedule a
meeting, we do so, for example, at 8:00
or 8:30? Why not 8:17? Uniqueness
starts with little things such as this. Be
distinct or be extinct.
3. When you say you bring added-value,
is it really true? Do you have a service
that no one else offers? Shipping on
time is not added-value. Providing
training and education for your clients
is over-the-top added value. Whatever
the services make it unique and
valuable.
4. Am I not only liked, but also trusted
and respected? For things to change,
we have to change us. If anyone on
your management team is not trusted,
you must act. If anyone on your sales
team is not respected, you must act.
Greatness is not thinking less of

yourself; it is thinking of yourself less.
5. Am I truly wide open to change? We
change jobs, spouses and friends, but
what have I changed? Do you need to
listen better? Be more creative? Manage
time better? It could be more than one
area that needs to be bolstered. It’s never
too late to revise, and revitalize yourself.
Being efficient means you do get the job
done as you are. Being effective means
that you get better results because
you are so much
better than most
people.
Learn
more every year
knowing you
must because in 5
years, much of
that knowledge
will be obsolete.
Methods to help
you love, or at
least cope, with
change include:

1. Understand that you
are here to bring
value to both your
employer and your
clients. You can not
do so if you are not
seeking out better
ways to do what you
do. Think of
yourself less and
more of others.
2. Know that life gets
better when you get
better. Be a student
of the basic things
you are involved
with including
reading articles and
books on how to
embrace change.
Don’t let your mind
be like concrete,
thoroughly mixed
up and set.
3. Realize that when
the medical field
tells you to utilize
the organ or lose it,

they might be talking to the one above
your neck. It determines your attitude
and emotional equivalency
4. Stay away from the “Neggies” the ones
who like to doodle with the strudel in
your noodle. It will serve you better to
hang around those who are passionate
about their calling in life.
5. Don’t be afraid to fail. Rather, fail more
than ever before. It will mean you are
doing more new things and growing.
Ponder this: if a book about failure
doesn’t sell, is it a success?
Afraid of change? Dont be. Almost
everything new and different is
accomplished by someone being scared.
Imagine the person who decided he would
try to drink from those dangling things
under a cow? The rewards outweighed the
fear.
Got change?
Bill Blades, William Blades, L.L.C. is a sales and
leadership consultant firm. He can be reached
at 480-563-5355 or wblades@aol.com

Midstate Steel Corporation
P.O. Box 5388
Midland, Texas 79704
Phone (432) 686-7779 Fax (432) 687-5567

Special Pipe Offering
(All Items Subject to Prior Sale)

7700' --------- 18" x 1.125wall. (202.75#)
Submerged Arc Weld, API 5 L PSL2,
Grade X-60 Line Pipe,
15 mil. Fusion Bond Epoxy O.D.,
Double Random Lengths
Plain End & Beveled
MTR's Available
Source: UK
$89.72/Ft. ----------- $885.00/Ton
F.O.B. Houston, Texas
Please call Russell, Mike, or Jay with your inquiries toll free at:

1-(800) 445-9094
(Other sizes for sale, 1 1/2" up to 48" O.D. NEW & USED
Call for prices and availability)

Viist our website @ www.midstate-steel.com
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Member Message

From the Executive Director
Denver will provide new perspective
Las Vegas was a fantastic meeting with a
record breaking attendance and a stellar
program.
Gerald Merfish was the well deserved
recipient of the highest honor our
organization bestows upon its members.
He was the eighth recipient ever to
receive this honor. His hard work and
continued dedication to our organization
is greatly appreciated.
I was very honored by Don Karchmer’s
presentation of my photo album and vase
in honor of my 10 year anniversary. I am
amazed when I think of the changes we as
an organization have made and how my
life has changed in my time with the
NASPD. I have made life long friends I
will treasure forever. It felt a bit like it was
a lifetime achievement award or should I
say a midlife achievement award. Either

way, I am eternally grateful to this
organization for the personal and
professional experiences I have had. I
look forward to the next 10 years.
Denver is going to be a great meeting.
The weather and landscape alone is
enough reason to come, but our program
will ensure you will return to your
company with a new perspective, and
renewed focus on what the future holds in
this ever changing market. In-between
our stimulating programs we will manage
to work in a picnic on the outfield of
Coors Field followed by a game later that
evening and whitewater rafting for those
who dare. Denver has something to offer
every interest from shopping to hiking or
just kicking back on a patio downtown
taking in a frothy beer on a sun drenched
day with a cool breeze and the
breathtaking backdrop of the Rocky

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

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

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

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

by Susannah Feux Porr
NASPD Executive Director
Mountains. Packets will be mailed late
April and all the same information can be
found on our website at naspd.com.
Don’t forget you can register for our
meetings online as well as update your
company information and order our
manuals.

MARK YOUR
CALENDARS
2005 Summer Conference
Grand Hyatt Denver
June 23-25, 2005
Denver, CO
2005 Fall Conference
The Westin Galleria
Sept. 29-Oct. 1, 2005
Houston, TX
2006 Annual National Convention
Omni Royal Orleans Hotel
March 2-4, 2006
New Orleans, Louisiana
2006 Summer Conference
Hyatt Resort North Lake Tahoe
June 8-10, 2006
Lake Tahoe, Nevada
2006 Fall Conference
The Westin New York
September 14-16, 2006
New York City, New York

NASPD Notes
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Thank You From Gerald Merfish
Dear fellow NASPD member,
Please allow me to share with you my
gratitude for being recognized as the 2005
recipient of the Knowles-Rubenstein
Award.
To have my name associated with an
award that bears the names of Pete
Knowles and Jerry Rubenstein is special.
Thirty years ago these two men had a
vision of an organization of steel pipe
distributors. They correctly understood
that we had much to teach to each other
and that a strong industry cannot be
really strong unless an organization
exists to champion its causes.
So these men, each having successful pipe
distribution companies and not really
needing to share their personal success
formulas, embarked on establishing the
NASPD. Now they did not just click their
fingers and have over 150 entities line up
to be members. No, they called their
competitors and their suppliers and
convinced them that this is in the best
interest of the industry and anything in
the best interest of the industry could
only help their respective companies.
And so a small group began what we
know now as a 160 member strong
organization, the NASPD. It was only
through their hard work and vision that

we came to be the organization we are and
this Knowles-Rubenstein award.
I cannot fail to mention how honored I
am to be in the company of leaders like
Bob Rau, Craig Peterson, Joe Bergfeld,
Earle Cohen, Andre Crispin, Don
Karchmer and John Mocker. Each of
these men has given immeasurable hours
to our organization, leading the
organization with style, class and
effectiveness. I have witnessed each of
these men’s special qualities and how
they made an everlasting difference in
our organization. To be considered in
their league is certainly a special honor.
As I think back about my involvement, I
do not know where the time has flown. It
seems like only yesterday when I started
to become involved with the NASPD.
The risk one takes when volunteering can
be quite rewarding. This was my
experience with the NASPD.
It is such a pleasure to work with such a
special and gifted staff. Susannah and her
staff have taken us on a wonderful
journey, always growing, always striving
to make the NASPD better. I hope that I
can continue to contribute to the NASPD
in a meaningful manner and thank you all
for recognizing me in this most
meaningful manner.

PIPELINE STAFF and
NASPD CONTACT INFORMATION

NASPD

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”.

Executive Director/Publisher
Susannah Feux Porr
Office Administrator
Gail Belcik
Editor/Publishing Services/Advertising Sales
Linda W. Key
NASPD MEMBERSHIP AND SERVICES: Contact NASPD Headquarters: 1501 E.
Mockingbird Lane, Suite 307, Victoria, TX 77904; phone 361-574-7878; fax: 832-2019479. E-mail: info@naspd.com; Web site: http://www.naspd.com. Office hours: 8:30
am - 5:00 pm CST.
ADVERTISING IN PIPELINE: Contact Linda W. Key: phone 361-574-7888; fax 361574-7197; email: lwk@key-assoc.com; delivery address for advertising materials: 120
S. Main, Suite 402, Victoria, TX 77901.
© 2005 National Association of Steel Pipe Distributors, Inc. All rights reserved. No part of this publication
may be reproduced or utilized in any form, or by any means, electronic or mechanical, including
photocopy or other recording, or by any information storage or retrieval system, without the express
written permission of the publisher, the National Association of Steel Pipe Distributors, Inc. (NASPD), a
nonprofit organization representing the steel pipe and tubing industry. The views expressed herein are
the opinions of the authors, and do not necessarily represent the policies or opinions of NASPD.

Our Mission
To provide a participative
environment and forum for
members to network,
communicate, educate and
promote the steel pipe and
tube industry.

QUESTION!
Who can supply
3,000 feet 8 5/8” x .875” wall
API5L X70
Or
2,000 feet 10 3/4” x .875” wall
API5L X60
Or
6,500 feet 16” x .812” wall
API5L X60
ANSWER!
PREMIUM PIPE,
a division of OMEGA STEEL
QUESTION!
Who can supply
20,000 feet 30” x .375” wall
#1 used
Or
Cut to length 24” x 2.343” wall
A106 GR.C
Or
10,000 feet 12 ¾” x .562” wall
Surplus API5L X60
ANSWER!
OMEGA STEEL
QUESTION!
Who is the oldest American
steel Company west of the
Mississippi?
ANSWER!
SLIGO STEEL,
a division of OMEGA STEEL.
Supplying flats, channels,
beams, angles, grating, rounds,
squares for 171 years since
1834.
The OMEGA STEEL GROUP
A new era, an old tradition.

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

NASPD Speaker and Friend Keith Busse Makes
Headlines on Front Page of the Wall Street Journal
To Find Flashy Cars And Fast Money, Visit Fort Wayne, Ind.
As Steel, Commodities Boom, Some in Rust Belt Enjoy Wall Street-Style Wealth
By Paul Glader
Wednesday, March 30, 2005
FORT WAYNE, Ind. -- Keith Busse
added three Corvettes this year to his
stash of 51. They’re housed in his
Corvette Classics Museum, an 18,000square-foot showroom open to the public.
The 61-year-old Mr. Busse lives in a
7,000-square-foot mansion when he’s not
spending time at one of his two lakefront
retreats or shooting 18 holes at a golf
course he spent $1.2 million to help build.
Last year his compensation totaled $9.4
million and his net worth rose 30% to
about $50 million.
A boom in steel, coal and iron ore is
bringing wealth commonly associated
with Wall Street and Silicon Valley to an
unlikely place: America’s industrial
heartland. Mr. Busse’s hometown, Fort
Wayne, is a city of 220,000 that looked just
a few years ago like it would never see
prosperity again. It lost 17% of its
population between 1990 and 2003 as
several plants connected to the auto
industry closed.
Today, rising commodity prices fueled by
demand in China and India for cars,
houses and washing machines have
pushed profits higher at many industrial
companies and made some people in the
rust belt feel flush.
Pete Peterson, a retired U.S. Steel Corp.
executive from Pittsburgh, cashed in
4,000 stock options last year after U.S.
Steel shares surged. He is using the
money for ski trips to Utah.
“I took the money and ran,” says Mr.
Peterson. Randy Castriota, a scrap-metal
dealer in Pittsburgh, plans to buy a
$10,000 red caboose for use as a personal
office at the new scrapyard he bought.
Dennis Leebow, chief executive officer of
Majestic Steel USA, a steel processor in
Cleveland, has imported palm trees from
Florida to give his estate a Miami Beach
air. (The trees spend Cleveland winters in
a greenhouse.)

Mr. Busse is chief executive of Steel
Dynamics Inc., a Fort Wayne company
that has seen its stock price rise from
about $12 at the beginning of 2003 to as
high as $45.65 this February. Like some
tech stocks, it's a volatile issue: The price
has fallen sharply in recent weeks amid
concerns that the steel shortage may be
easing and unplanned production outages
at Steel Dynamics factories, which the
company says it has fixed. The share price
fell $1.90, or 5.3%, yesterday to $33.75 at 4
p.m. Nasdaq Stock Market trading.
Although Steel Dynamics doesn't sell
steel in China or India, strong demand in
those countries has helped it by boosting
prices world-wide. Steel Dynamics says
its average selling price increased 79% in
2004, helping net income jump to $295
million, more than six times 2003 net
income. The cheap dollar has boosted
profits by making imported steel less
competitive in the U.S.
At least four of the six top executives at
Steel Dynamics are multimillionaires,
and one plant manager bought a vacation
house in Jackson Hole, Wyo. The
prosperity extends to the rest of the
company's 1,600 employees.
Nonexecutive workers at the company
earned an average of $102,000 last year
including profit-sharing and bonuses.
Randy Bungard, 49, operates computers
that control machines making beams for
office buildings and bridges at a
Columbia City, Ind., plant. His total
compensation easily topped $100,000 last
year, and he recently made $10,000
exercising stock options. “I’ve got a
sunroom waiting to get on my house real
bad,” says Mr. Bungard.
The new wealth is showering upon
survivors of a steep decline. The iron and
steel industry now has 95,000 employees
in the U.S., according to the Bureau of
Labor Statistics, down from 137,000 in
2000 and 548,000 in 1975. Steelworkers
who were laid off still have trouble
(BUSSE - continued on back cover)

Guest Article

Exit Plans:
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Having One is Always Important

From an article by Bart A. Beal & Marcus S.Renwick.

Starting and running a business can be
challenging. Most business owners are
intent on getting the day-to-day and yearto-year tasks done. For them making
money means ultimately showing
positive cash flow and a bottom line
profit. They figure they will create an exit
plan at some time in the future.
None of us can predict the future, but
having a plan in place that anticipates
future scenarios can help gain economic
advantages that will predictably come up
in the future. The exit plan is intended as
a device to get the owner to think about
the future and serve as a guide once
arriving at the point of exiting. This is
why having a written exit plan is
important to have.
There are different types of exits to choose
from. Most exits at the small business
level involve an acquisition or sale of the
business. Below are the type of business
exits or selling arrangements.
Initial Public Offering (IPO)
- This involves selling stock to
investors on a stock exchange.
In this strategy there is a
possibility of a high rate of
return on your investment.
The downside is that all of the
company records become
public record. It is also
expensive and time
consuming to start and issue
an IPO.
Sale of Business - With this
type, a business is sold to an
individual, group, or an entity
and the owner receives cash or
an equivalent for the business.
It can be difficult to find a
ready, willing and able buyer
to purchase the business.
Merger - In this type, the
business joins with an existing
company. The business owner
receives cash, stock, or a cash
equivalent, but you join in
with new partners and may
suffer a partial or complete
loss of control of your
business.

It is important to note that businesses in
some industries are able to exit easier than
others. A sale of a business may work
better in noncapital intensive industries
such as those in the service sector. Capital
intensive industries such as
manufacturing and retail may be more
likely to find a business type buyer. IPO’s
are probably better suited for large,
relatively known companies. Mergers can
work well for any business.
It is important for the owner to adopt a
“what if ” mentality when thinking of exit
plans. Follow simple logic by asking
“What should I do if ” and then name a
scenario. From the many scenarios, select
the more important ones and write a plan
describing actions and policies to be
followed in the event it comes to pass.
The two most important contingencies
are: 1) When should I sell my business?
and 2) What if I must sell in an
emergency?

Every exit plan should begin by taking
into account factors such as the industry,
competition, the owner’s resources and
goals, and any other relevant intangibles.
The best plans take into account all of the
affected persons’ goals.
You must do some basic research and
thoroughly know your business before
you start. You may want to call in an
advisor for legal, accounting and tax
issues. If you don’t have existing
agreements between partners and
shareholders, now may be the time to
create them.
The most effective plans are thoroughly
thought out. It is important to define a
goal, but the goals are not as important as
the plan itself. Next, it is important to
choose the players. Decide what key
people will handle and when. To prevent
unexpected nonperformance by a team
member, these people should be those you
know and trust.

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
QTY
242'
567
2,400'
70'
200'
700'
800'
815''
600'
400'
500'
520'
451'
475'
300'
800'
1,500'
260'
1,050'
1,000'
4,500'
2,800'
300

OD
30"
30"
26"
24"
22"
22"
16.3"
13 3/8"
12 3/4"
12 3/4"
10 3/4"
10 3/4"
10 3/4"
10 3/4"
10 3/4'
10 3/4"
8 5/8"
8 5/8"
8 5/8"
7"
4 1/2"
4"
2 7/8"

CONTACT: DAVIS GARDNER, WILDA SHARP
HERMAN FARRINGTON

WALL
1.25
1.00
.375
.312
.625
.500
.656
.480
.250
.375
.594
.500
.500
.438
.400
.279
.500
.500
.406
.362
.337
.438
.275

DESCRIPTION
Surplus & Used
Surplus Used, Bare
Used Bare
Used Tar-coated
Used Bare
Used Painted
Surplus Casing
Used Bare Casing
Used Bare Coated
Used Bare
Used Painted M/W
Surplus FB
Used with midwelds
Surplus Bare
Used M/W, Bar
Surplus Bare
Used Bare M/W
Surplus FB
Surplus FB
Used Bare Casing
Surplus FB, Used
Surplus FB
Used O.F. T & C

AVG LNGTH
DRL
DRL
DRL
DRL
DRL
50'-61'
DRL
DRL
SRL, DRL
DRL
27-35'
DRL
DRL
26'
38-40'
10-16'
DRL
DRL
DRL
35'
DRL
DRL
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.

Valuation of the company is also
important. A poor valuation can
lead to selling the business for
way too little. Valuation of a
company should take place every
year.
Potential due diligence issues
need to be addressed. Due
diligence is the process of
ensuring the accuracy and
completeness of assertions. An
issue in due diligence can result
in a deal breaker.
Being proactive in a business
pays. Dealing with the issues
that come up now can eliminate
lost opportunity, headaches, and
problems that may not be solved
when the sale occurs. Therefore
it is important to have an exit
plan at all stages of business.
For more information, contact The
Center for Financial, Legal & Tax
P l a n n i n g ,
I n c .
4501 W. DeYoung St, Ste. 200 /
Marion, IL 62959, (618) 9978370.

8

Photo Clips
NASPD

Photos from

Las Vegas
Convention
February 2005

Gerald Merfish (right) receiving Knowles- Andrea Womble and Fidel Nabor
Rubenstein award from John Mocker.

Steve & Jane Nunn, John Mocker, Steven Nowacki, Michael Schwartz, Bob Wardlaw &
Polly Broussard, Stephanie Velie, Gail Belcik, Ken Darling, CiCi & Dolty Cheramie, Gayle &
Cliff Hobbs, Darren Sparks, and Anne & Bill Carleton on the Hoover Dam Tour

Kip Bartlett, Ken Hayes, Robert Griggs, Ron
McAllister, and Paul Everett

Jeanne & Joe Bergfeld, Fidel Nabor, Andrea Womble, Jenee & Nick Stefanakis and
Dusty Nabor

Balor & Paula Moore, Dan & Diane Smith, and Shelly & Robert
Griggs

Rich Northfield, Randy Hurst, and Gayle
Hobbs hypnotized to sleep on stage.

The NASPD 2005 Convention Awards Dinner at the Bellagio.

Is anyone winning? Bill Carleton & Mark
Brumbaugh trying out their skills in gambling.

The above four photos were taken of the 2005 President Bush Inauguration attended by John Mocker (in left photo).
If any members have interesting photos they would like to share, please send them to the NASPD office.

Hilary Karchmer, Greg & Susan Semmel

Recent Passings
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It is with regret and respect that we mourn the recent passing of these friends of NASPD: Ken Miller, Cliff Laine and Annette Labeda.
The NASPD expresses sympathy to the families.

Ken Miller
We learned with sadness that Ken Miller,
a legend of the Ohio oil and gas industry,
passed away on December 13, 2004.
Ken was president of Ken Miller Supply,
Inc., an oil and gas equipment company
with its main office in Wooster, Ohio.
Ken Miller Supply, Inc. owns and
operates nine oil field supply stores in
Ohio, West Virginia, Pennsylvania and
Kentucky.
During his professional career, Ken
wasinvolved in numerous organizations.
He was a trustee in the Ohio Oil and Gas
Association and was inducted into the
Ohio Oil and Gas Hall of Fame.
During his tenure as trustee at Ashland
University, he was instrumental in
raising more than $614,000 for the
Ashland Seminary endowment for
music evangelism. Ken was very active
in his faith, serving as Sunday School
superintendent and song leader at
Shreve United Methodist Church.
Ken was an original member of the
Visitor and Convention Board of Wayne
County and helped start the Energy
Department at the Wayne County
Schools Career Center. Ken was honored
with the Small Business Person of the
Year Award.
His love of sports was evident through
his contributions to the community. He
managed and sponsored the Miller
Pipers Slow-Pitch Softball team for 18
years and was proud of their 155
trophies. A member of the original
Board of American Softball Association
Hall of Fame and Hall of Honor, he was
inducted into the Softball Hall of Honor
in Oklahoma City, Okla.
A donation may be made in Ken Miller’s
name to either of the following:
Shreve United Methodist Church
430 North Main Street
Shreve, OH 44676
Haven of Rest Ministries
PO Box 1758
Akron, OH 44309.

Annette Denise Labeda

Cliff Laine

Our daughter, Annette Denise Labeda,
had her 41st birthday on February 8,
2005, and passed away on February 11,
2005, at Fountain Valley Regional
Hospital, in Fountain Valley, California.

At dawn on November 15, 2004, Cliff
Laine gave his soul over to God. He
fought a valiant fight and was his
humorous, loving, gentle self
throughout. He never doubted the glory
that awaited him.

In addition to Susie and me, she is
survived by her two year old daughter,
Alyssa Madison Hare, her mate, Ben
Hare, as well as brothers, sisters, cousins,
aunts, uncles, plus a raft of close friends.
During the last four and a half months of
her life, Annette fought the ravages of a
fairly rare form of lung cancer that
primarily attacks young women. It was a
form of fibrous lymphoma that weaves a
web much like a spider web inside the
lungs that acts like a sponge absorbing
liquid, therefore, cutting off the oxygen
supply.

Interment was at the National Cemetery.
If you would like to do something in his
name, make a donation to Hospice of
Arizona or your favorite charity or
church. It would have given him great
pleasure.
Hospice of Arizon
221 W. Northern Avenue, Ste. A-100
Phoenix, AZ 85020
Peace, love and God’s blessing I leave
with you,
Barbara

We miss her dreadfully. To those of you
who have been so supportive to us during
these darkened days, we sincerely thank
you.
John & Susie Noland

Building
Fences
Across
America!

New FENCE
Loaded Truck or Rail

In Stock Sch 10 & Sch 40 x 21’ – 42’
1/2" 3/4” 1” 1-1/4” 1-1/2” 2-3/8”
2-7/8” 3-1/2” 4-1/2” 6-5/8”

Sucker Rod
5/8” 3/4" 7/8” 1” 1-1/8”

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

NASPD 2005 Summer Conference
Grand Hyatt Denver • Denver, Colorado • June 23 - 25, 2005
Conference Registration
DEADLINE:

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

May 18, 2005

Registrant: _______________________________ Badge Name: ___________________

Member

Non Member

Spouse: __________________________________Badge Name: ___________________

New Member (application submitted)

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

Arrival Date: _______________________ Time: __________ Departure Date: ___________________ Time:________________
Please check your registration selections and total fees.
Registration:
Total Fees
___Full Registration $430 ___ Full Registration Spouse $330 (Non Members can attend 1 meeting before joining.)_________
___Late Registration Fee $50 (Must be included for each registration received at the NASPD after May18 ). _________
Payment for late registrations will only be accepted by credit card.

*********************************************************************************************
Note: Only check one of the following options if you are not registering for the full conference and late fee if applicable.
_____ One Day Registration $250 (Available for Friday or Saturday only). Friday
Saturday
_________
Includes all events except optional activity scheduled for Saturday.
_____ Single Event $195 or _____$95 (with a full registration from same company)
_________
_____ Late Registration Fee $25 (Must be included for each single event registration received after May 18). _________
Payment for late registrations will only be accepted by credit card.

*********************************************************************************************
Optional Activity: Please enclose payment with your registration form. The optional activity is only available to registrants with full
or one day registration. Optional event subject to cancellation if minimum participation requirements are not met. Please include
number of participants, list names and total below:
Saturday, June 25, 2005 Optional White Water Rafting $85.00 per person

_____ I will attend _____ I will not attend Saturday Optional Event - White Water Rafting - $85.00 per person
Names: _______________________________________________________________________
________

TOTAL REGISTRATION AMOUNT=

________

Reservations: No Fee for Registrants but Advance Reservation Required:
_____ I will attend _____ I will not attend Thursday, June 23, 2005 Welcoming Reception
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, June 24, 2005 Luncheon
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, June 24, 2005 Picnic on Coors Field
Names: ______________________________________________________________________
_____I will attend _____ I will not attend Friday, June 24, 2005 Baseball Game immediately following the picnic.
Names: ______________________________________________________________________
REGISTRATION/CANCELLATION POLICY: ALL FEES MUST BE PAID IN ADVANCE BY CHECK OR C/CARD.
NO ON-SITE REGISTRATION. Only individuals with paid registration may attend the conference. You will not be added to the attendee
list until all outstanding fees are paid. The deadline for registration is May 18, 2005. After May 18, 2005, a $50 late fee must be added to all
full registrations. $25 must be added to one day registrations and single event fees. A cancellation fee of $50 will be charged for all
cancellations and $25 for single and one day cancellations received before May 18, 2005. After May 18, no refunds will be made.
Payments for late registrations will only be accepted by credit card. No registrations will be processed without signature.
Payment Information: ____ Check Enclosed

Credit Card: MC _____; Visa _____; Discover _____; American Express _____

CC#:_____________________________________ Cardholder Name: _________________________Exp. Date: __________
Address where CC Statement is mailed: __________________________________________Telephone #:____________________

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

Denver
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NASPD Summer Conference Program
Grand Hyatt Denver • Denver, Colorado
June 23 - June 25, 2005
(Please bring this program with you to the hotel so you will know when the meetings begin).

Thursday, June 23, 2005
1:00 p.m. - 4:30 p.m.
1:00 p.m. - 2:00 p.m.
2:00 p.m. - 3:15 p.m.
3:15 p.m. - 3:45 p.m.
3:45 p.m. - 4:15 p.m.
4:15 p.m. - 5:15 p.m.
7:00 p.m. - 9:00 p.m.
Friday, June 24, 2005
8:00 a.m. - 10:30 a.m.
8:30 a.m. - Noon
8:30 a.m. - 8:45 a.m.
8:45 a.m. - 9:30 a.m.
9:30 a.m. - 9:45 a.m.
9:45 a.m. - 10:30 a.m.
10:30 a.m. - 10:45 a.m.
10:45 a.m. - Noon

12:00 p.m. - 1:30 p.m.
4:45 p.m. - 10:00 p.m.

Saturday, June 25, 2005
8:15 a.m. - 10:30 a.m.
8:45 a.m. - Noon
8:45 a.m - 9:15 a.m.
9:15 a.m. - 10:15 a.m.
10:15 a.m. - 10:30 a.m.
10:30 a.m. - Noon

12:15 p.m. - 6:00 p.m.

6:00 p.m. - 8:00 p.m.

Registration
Program Committee Meeting & Education Committee Meeting
Membership Committee Meeting
Finance Committee Meeting
Executive Committee Meeting
Board of Directors Meeting
Welcoming Reception at the Grand Hyatt

Continental Breakfast
General Session
Morning Announcements

William Locher, ESQ, “The Non-Conforming Delivery: A Case Study”
Member Spotlight: The Crispin Company, Andre Crispin
Mike Evans, Maurice Pincoffs Company “Over-Seas Sourcing: The Rapidly Changing International Market”
Break
Roundtable Discussion
Prime/OCTG
Used/Structural
Luncheon
Picnic on Coors Field and Optional Baseball Game to follow
The buses will pick up on Welton Street and the attendees will exit the side door which is located
on the right side facing the Front Desk at the Hotel.

Continental Breakfast
General Session
Paul Bergman, U. S. Dept. of Commerce, “What Can the D.O.C. Do For You?”
Mittal Steel USA “Leadership in a Dynamic Marketplace”
Break
Panel Discussion “Capacity, Availability and the Future”
David Delie, President and CEO, Berg Steel Pipe Corp.
Martin Leland, National Sales Mgr, US Steel
Don Bohach, VP & Distribution Mgr., Stupp & Mannesmann
Scott Barnes, VP Commercial, IPSCO
Optional White Water Rafting (Box lunch included.)
The buses will pick up on Welton Street and the attendees will exit the side door which is located
on the right side facing the Front Desk at the Hotel.
Hospitality Suite

All attendees are encouraged to participate in the committee meetings with the exception of the Executive Committee Meeting.
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New Members

Welcome New Members
Please join NASPD in welcoming a record number of new members.

A & L Trucking, Inc.
A & L Trucking, Inc.
(Associate
Member) is a transportation company.
Their transportation services include
exporting, ocean vessel service, UP &
BNSF Rail via Port Terminal Rail
Authority Truck Fleet equipped with
pipe racks.
Ralph Allen, President, is the NASPD
contact.
A & L Trucking, Inc.
9640 Clinton Dr.
Houston, TX 77029
Phone: 713-671-2881 / Fax: 713-671-0863

Calgary Metal Ltd.
Calgary Metal Ltd. (Regular Member)
has a product mix of Line Pipe, Standard
Pipe, OCTG Tubing, OCTG Casing, Drill
Pipe, Waterwell, Mechanical Tubing,
Structural Tubing, and Structural Steel.
Product grades include Structural,
Reject, Limited Service, and Used with
Product Origins in Western Canada and
the US Marketplace. The specifications
handled by Calgary Metal are new and
used grades and size ranges include Pipe
Range 2-3/8” to 48” and Full Range of
Casing and Tubing. Services offered are
splicing, cutting, painting and beveling.
Transportation is by their own trucks
(inner city), rail, and common carrier
(others).
The NASPD contact is Al Sarsons,
Manager - Pipe Division.
Calgary Metal Ltd.
3415 Ogden Rd., SE
Calgary, AB T2G 4N4
Phone: 403-262-4542 / Fax: 403-262-1114
www.calgarymetal.com

Forrest Services, Inc.
Forrest Services, Inc. (Associate Member)
provides sandblasting and
painting/coating. Services include preinspection on location, coating system
specifications, surface preparation,
painting/coating, ancilliary shop
operations, maintenance programs,
conducted in field or shop.

Allen Roberts, Business Development, is
the NASPD contact.
Forrest Services, Inc.
PO Box 1702
La Porte, TX 77572-1702
Phone: 281-471-6107 / Fax: 281-471-7360

Fortenberry Pipe & Supply Co.
Fortenberry Pipe & Supply Co. (Regular
Member) is a distributor of Prime, Reject,
Limited Service, and Used Pipe
originating in the United States, China,
Brazil, Mexico, Venezuela, and others.
OCTG specs handled are New J55, N80,
L80, and others. Size Ranges include
OCTG Tubing to 4-1/2”, OCTG Casing to,
9-5/8”, Structural Pipe 1/2” through 48”.
They also carry structural shapes, sheet
piling, plate, and metal building
components w/plans to expand sites in the
future. Transportation is by two company
owned Hotshot Trucks and common
carriers, no rail siding.
Contacts are: Doug Fortenberry, Owner,
and NASPD contact or Owen Cantrell,
General Manager.
Fortenberry Pipe & Supply Co.
3942 FM 308;
PO Box 1208
Mabank, TX 75147
Phone: 903-887-5111
Fax: 903-887-4358

Iron Angels of Colorado, Inc.
Iron Angels of Colorado, Inc. (Associate
Member) sells prime imported tubulars,
including Square and Rectangular Tubing
from Mexico (PROLAMSA), Standard
Pipe from Oman (Al Jazeera) and Line
Pipe and OCTG from China and other
origins. Product grades include A-500,
A-53/A+B and API grades upto X-42 and
P-110.
Peter Brebach, President, is the NASPD
contact.
Iron Angels of Colorado, Inc.
302 Earthsong Way
Manitou Springs, CO 80829
Phone: 719-685-0925
Fax: 719-685-0936

Kingwood Pipe, LTD.
Kingwood Pipe, LTD. (Regular
Member) carries Reject, Limited Service,
Prime and Used Product Grades from
domestic and foreign product origins.
Specifications handled are ASTM A-252
Grade 2,3 GOST 20 Grade. OCTG Specs
handled is Limited Service. Size Ranges
are 2-3/8” - 48”. Services offered include
cutting, midwelding and beveling
Ray Vetters, President, is the NASPD
contact.
Kingwood Pipe, LTD.
1807 Seven Maples
Kingwood, TX 77345
Phone: 281-359-7473 / Fax: 281-913-1852

Pipe Exchange Ltd.
Pipe Exchange Ltd. (Regular Member)
has a product mix of Steel Line Pipe.
Services offered are Line Pipe Sales for
Gas Gathering.
Dolty Cheramie III, President, is the
NASPD contact.
Pipe Exchange Ltd.
13831 Northwest Freeway, Suite 525
Houston, TX 77040
Phone: 713-934-9480 / Fax: 713-934-9490

Reddy Pipe & Supply, Inc.
Reddy Pipe & Supply, Inc. (Regular
Member) manufactures OCTG 2-3/8”
EUE through 13-3/8” Treaded On-Site or
Treaded by 3rd Party, and Perforated
Line for Horizontal Wells. Product
Grades offered are Prime API, J-55, K-55,
N-80, L-80, P-110, Limited Service and
Used. Product Origins are USS, IPSCO,
Maverick, Newport, Koppel, Conduven,
Vyksa, Majarashtra, Hylsa and Petrotube.
Specifications handled are A53
GRB/X42/X52 and A106B. OCTG
Specifications handled are J-55, K-55, L80, N-80 and P110, Size Ranges include.
Tubing - 2-1/6” through 3-1/2”, Casing 4-1/2” through 13-3/8”, and Line Pipe 2”
through 12-3/4”. Services offered are
Non-API Threading and Custom
Beveling 4” through 12-3/4”.
Transportation is by 3rd party services.

Ernest Myers, Vice-President, is the
NASPD contact.
Reddy Pipe & Supply, Inc.
17801 East 11th Street
Tulsa, OK 74108-5105
Phone: 918-234-3651 / Fax: 918-234-3701

SCOCO Supply
SCOCO Supply (Regular Member) is a
manfacturer of Pipe, Valves and Fittings
1/8” - 24” in Carbon and Stainless. The
Product Grade is prime and the Product
Origin is domestic and foreign.
Specifications handled are A106, A53,
A333, A312 and A376. Size Ranges
include 1/8” - 24” ERW, CW and
Seamless. Services offered are cutting,
threading and grooving. Transportation
is by company trucks, contract carrier
and common carrier.
Warren Froscheiser, Executive VP is the
NASPD contact.
SCOCO Supply
6161 Grover St.
Omaha, NE 68106
Phone: 402-558-4500
Fax: 402-558-7514

steel
tubular
products...
Over 50 years of experience

Worldwide mill sources,
dependable, cost efficient,
with the service
and the know-how
to fit your
performance
standards!
DSAW Line Pipe 16" – 104" O.D.
High performance steels

Sinara Trading AG
S i n a r a Tr a d i n g A G, i n Z u r i c h ,
Switzerland is a wholly owned subsidiary
of the Russian pipe producer TMK
(www.tmk-group.com). Sinara handles
all TMK’s exports of pipes outside of the
former USSR. TMK produces 2.7 million
MT of pipes per year and controls about
45% of the Russian pipe market. The
range of TMK’s pipe products include Seamless API OCTG in 5CT grades J55
through P110, from 2-3/8 inches through
13-3/8 inches OD, plain end or T&C
(STC / LTC / BTC / and EUE); Seamless
API line pipes 2 16 inches grades up to
API 5LX70; ERW welded API line pipes
from 1 inch through 8 inches up to API
5LX52; SAW spiral welded line pipes
from 20 inches through 100 inches up to
API 5LX70 (externally PPE coated or
bare); seamless mechanical pipes in HR
or CF condition from 1/8 inch through 16
inches up to 2 inches wall; extruded
seamless pipes 1-1/2 to 9-5/8 inches in
stainless and high alloy grades; Drill
pipes to API 5D through size 6-5/8 grades
to G105; Butt welded black and galv pipes
(continued on pg. 15 - NEW MEMBERS)

Seamless & Welded Steel Line Pipe,
Oil Well Tubing, Casing & Drill Pipe
Seamless Coupling Stock
& Mechanical Tubing

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

Dispatches
Cantu Named New General Manager of Tex-Tube
Monterrey, Mexico . . .
January 2005. Isidro Cantu
has been named the new
General Manager of Tex-Tube
Co. of Houston, a wholly
owned subsidiary of Villacero,
according to Julio C.
Villarreal, president and CEO
of Villacero.

Villacero is one of Mexico’s
major steelmakers and its
l a r g e s t r e b a r p r o d u c e r.
Vi l l a c e r o h a s 1 1 , 0 0 0
employees worldwide and is
active in Europe, Latin
America and Asia. Its Texas
subsidiaries are located in El
Paso and Houston.

ISIDRO CANTU
Cantu, who holds
Tex-Tube and its affiliates
undergraduate and graduate degrees in
employ nearly 170 people. Its employees
business, brings a wealth of management
are represented by the United States
experience from executive positions at
Steelworkers of America.
medium to large size companies to his
For more information on Villacero, go to
new post. “We are proud to have Mr.
their web site at www.villacero.com. For
Cantu on our team and we trust in his
more information on Tex-Tube, their web
expertise, now as a leader of this Villacero
site address is www.tex-tube.com. Or
company,” Villarreal says.
phone them at 1-800-839-7473.

Expanded Production Capabilities at Skyline’s - Frichtl
Steel Division
Skyline Steel’s (Associate Member of
NASPD) subsidiary, Frichtl Steel and
Welding, has dramatically increased
their production with the installation of
new equipment.
The Frichtl facility located in Newton,
IL has upgraded the plant with
installation of 2 new sets of 10' rolls that
increase the production capabilities to
30,000 net tons per year and further
improve the quality of their rolled and

welded pipe. The new pipe rolls increase
the maximum wall thickness to 3.00” in
diameters up to 192” OD.
In addition to the new pipe rolls, a new
railroad siding has been installed to
permit shipment of finished product via
rail.
The rolled and welded material is sold to
the road casing, sign pole, storage tank,
piling and drilled shaft markets.

IPSCO Establishes Frontier Pipe Research Unit
Large Diameter Pipeline Projects Key Focus
[Lisle, Illinois] [February 17, 2005] -I P S C O I n c . ( N Y S E / T S X: I P S )
announced today an investment of $3.5
million to set up a state of the art research
unit specifically dedicated to
accelerating development of the
company’s large diameter capability. The
specialized research capability will be
used to focus on the specific steel and
pipe needs for large diameter energy
transmission lines, further extending
IPSCO’s current knowledge in this area.

In addition, research work related to
other energy tubular products such as
casing and tubing for frontier
environments and other advanced
technology energy sector steel products,
will be studied. The Frontier Research
Unit is expected to maintain a $3 million
annual operating budget.
“It is our goal to remain at the forefront of
technology to enable the Company to
supply the complex specialty grade steel
and pipe required for large pipeline

projects, with a specific emphasis on
northern environments such as the
proposed MacKenzie Valley,” said Joe
Russo, Senior Vice President and Chief
Technical Officer. “IPSCO has been a
leader in northern pipeline activity
dating back to the mid 1970's and has
been a major participant in all significant
large diameter pipeline projects in
Canada since that time. Today’s
announcement is an enhancement to our
proven track record in producing steel
and pipe for the North American energy
market and we feel well positioned to
continue as a leader in advanced steel and
line pipe development. In addition, the
technology developed through this
research can be applied in all IPSCO large
diameter line pipe products as we
compete for these markets,” said Russo.
The Frontier Pipe Research Unit will be
located at IPSCO's Research and
Development Facility in Regina,
Saskatchewan to take advantage of the
Company’s existing research resources
and it's large diameter pipe forming mills.
The Unit will be led by Dr. Laurie
Collins, an expert in alloy design,
property assessment and steel and line
pipe processing. Fathi Hamad, MSc., a
welding and pipe processing specialist at
IPSCO will assist Dr. Collins with the
research, as well as a number of the
Company's top applied metallurgists,
engineers, and processing specialists.
A steering committee including IPSCO's
Dr. Steve Hansen, Dr. Milos Kostic, Dr.
Dengqi Bai, Tom Lawrence, MSc., as well
as experts from outside organizations
such as universities, energy sector
exploration, development and pipeline
companies and retained technical
experts, will help direct the Unit.
IPSCO, traded as “IPS” on both the New
York and Toronto Stock Exchange,
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 1,725,000 tons.

IPSCO Donates $100,000
To The Red Cross Tsunami
Relief Fund
(COMPANY ALSO PLEDGES TO
MATCH EMPLOYEE DONATIONS
MADE TO RELIEF EFFORT)
[Lisle, Illinois] [January 6, 2005] -IPSCO Inc. (NYSE/TSX: IPS) today
announced it is donating $100,000 to the
Red Cross South Asia Earthquake and
Tsunami Relief Fund. This afternoon,
the Company pledged $50,000 during a
Regina radio station media blitz to help
the Canadian Red Cross raise money for
survivors of the tsunami. The other
$50,000 will be provided to the
American Red Cross and its efforts for
their relief work.
“IPSCO is a compassionate company
that wants to do something to assist
those devastated by the earthquake and
tsunami that has hit many parts of Asia
and east Africa,” said David Sutherland,
IPSCO’s President and Chief Executive
Officer.
Sutherland added that the Company is
in the process of establishing an
Employee Donations Fund to facilitate
the collection of personal donations
from its employees across North
America. In addition to the funds
announced today, the Company will also
match every dollar contributed by its
employees.
IPSCO is an electric furnace flat rolled
steel producer and a leader in the
development of high strength steel and
pipe. Headquartered in Lisle, Illinois, it
operates facilities in the U.S. and Canada
with the capacity to make 3,500,000 tons
of steel annually.

THE PIPE MILL
WITH FAST SERVICE
STOCKS:

ROLLS TO ORDER:

Ad
Arntzen

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

1–800–821–3475

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

ARNTZEN MAKES YOUR DEALS WORK

CAC
CRANE

NASPD

Carleton Unit
at
Crane Agency

MEMBER

Professional
Affiliate Member
Coverages Available:
Property

Insurance Brokers Since 1885

Business Income and
Extra Expense

We are specialists in risk management for
steel pipe distributors.

EDP-Computer
Equipment
Breakdown
Transportation
Coverage
General Liability
Including Products
and Completed
Operations

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.

Automobile — Truck
Fleet
Workers
Compensation
Umbrella Liability

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

(NEW MEMBERS- cont. from pg. 13)

from ½ inch through 3 inches (PE or
T&C). TMK melts all round billets for
seamless production, and purchases most
of the flat products for welded products in
Russia. TMK customarily meets API,
ASTM, GOST, DIN, UNI and other
specifications depending on customers
demands.

Tim Walshauser, Sales, is the NASPD
contact.

John Blomberg, VP of Marketing & Sales
is the NASPD contact.
Sinara Trading AG
Basteiplatz 7, P.O. Box 606
Zurich, CH-8039
Phone: 01141438887300
Fax: 01141438887305

St. Louis Pipe & Supply, Inc.
St. Louis Pipe & Supply, Inc. (Regular
Member) carries a Product Mix of Line
Pipe, Standard Pipe, OCTG Tubing,
OCTG Casing, Heavywall, Stainless Pipe,
Alloy Pipe, Couplings, Fittings and
Valves. Product Grades are prime and
limited service with domestic and foreign
product origin. Specifications handled
include A106, A234, A312, A378, A403,
A105 and A182. Size Ranges are from 1/8”
to 48”. Transportation is by common
carrier.

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

Join Us In Denver
Grand Hyatt Denver

(BUSSE - continued from page 6)

finding work. Many of the new jobs
require university degrees or experience
with specialized equipment.
Mr. Busse is the son of a Fort Wayne
firefighter. He put himself through the
city's Saint Francis University pumping
gas, then learned the steel business
working for Charlotte-based Nucor
Corp. In 1993 he left with two other
Nucor executives to start his own
company.
Workers at Steel Dynamics aren't
unionized and the company isn't saddled
with aging factories. That has helped
make it profitable from the start even as
older steelmakers go bankrupt. Both
Nucor and Steel Dynamics use electric
arc furnace technology, which involves
melting scrap steel into new steel.
Mr. Busse and Nucor Chief Executive
Dan DiMicco, once rivals for the top job
at Nucor, remain competitive. Mr.
DiMicco has several vintage Corvettes
and plans to attend a Corvette racing
school but says his wife won't let him add
to his collection. Mr. Busse, who was
divorced some years back, believes his
collection of 55 Corvettes is the secondlargest in the world after that of Bob
McDorman, a Chevrolet dealer in Ohio.
Mr. Busse’s Corvette stable includes
several Indianapolis 500 pace cars and a
yellow 1971 roadster once owned by
country singer Alan Jackson. “I went
down to Tennessee to get this one from
Alan,” says Mr. Busse. “We sat and had
beers and a good time. He didn’t sing for
me, though.”

Now the Steel Dynamics wealth is
flowing to other businesses and
nonprofits in Fort Wayne. An ornate Art
Deco skyscraper downtown that
symbolized the city’s old-time prosperity
as an auto-parts and farm- equipment
manufacturing center has reopened as
the headquarters of Tower Bank, which
Mr. Busse and other investors founded in
1999. Saint Francis University has a new
business school named after Mr. Busse.
His company donated $1.5 million
toward a $12 million building to be used
by the school.
“It’s been a good ride these last few years,"
says Jerome Henry Jr., president of
Midwest Pipe & Steel Inc. in Fort Wayne,
who went to the Super Bowl with Mr.
Busse in January and stayed at the RitzCarlton.
Many doctors, lawyers and other
professionals in Fort Wayne were early
investors in Steel Dynamics. Some are
building posh homes in gated
communities in and around Fort Wayne,
which is otherwise a quiet middle-class
town of square blocks and rectangular
buildings.
Mr. Busse’s $700,000 Corvette museum,
located across a parking lot from Steel
Dynamics’s corporate headquarters,
features a jukebox, gas pumps and a
replica of a 1950s-era diner counter.
Although the collection only draws a
handful of visitors each day, Mr. Busse
claims it has been a good investment. He
has spent about $2 million buying
Corvettes, which he believes are now
worth about $3.6 million.

In January, he spent $315,000 at a classiccar auction in Arizona. But he says he was
more frugal than some. “I’m from the
Midwest,” says Mr. Busse. “I’m thinking
about $50,000 and $60,000 cars and
they’re bidding on cars going for
$600,000.”
One of Mr. Busse’s partners in founding
Steel Dynamics, Richard Teets, has stock
in the company valued at around $40
million but keeps a lower profile. For
years he drove a 1985 Ford Escort until
Mr. Busse stole the car as part of a prank
and auctioned it off for charity at the
company’s 10th anniversary party in
November 2003, when employees got the
day off and were treated to a concert by
the Charlie Daniels Band. A year ago, the
auctioned-off Escort was dropped into a
company furnace, melted down and made
into 2,000 keychain beer-bottle openers
with the company's logo.
Mr. Teets now drives a dented 1989 GMC
pickup. He collects old fishing lures,
shopping eBay for bargains. Among his
prize possessions are a group of nearly
100 Dingbat lures that were made in
Garrett, Ind., between the 1930s and
1950s. They’re worth about $10,000.
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