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2012 Events
2012 Summer Conference
June 21 - 23
Four Seasons Hotel
Vancouver, Canada
2012 Fall Conference
September 27 - 29
The Westin New York
New York City, New York
2012 Education Courses
October 15-17
Hilton Post Oak
Houston, Texas
2013 Events
2013 Annual Convention
February 21-23
Encore at Wynn Las Vegas Hotel
Las Vegas, Nevada
2013 Summer Conference
June 6-8
Park Hyatt Hotel
Toronto, Canada
2013 Fall Conference
September 19-21
Hilton Nashville Downtown
Nashville, Tennessee

Since beginning my term as NASPD
President, I am continually amazed by how
much my email traffic has increased. A
significant portion of this increase in email
traffic has been invitations to attend industry
conferences. So many invitations in fact,
that I believe I could attend a different
conference or convention every week of the
year. Several of our NASPD member
companies belong to a number of these
organizations. With so many options from
which to choose, how does a person decide
which conference/convention offers the best
value?
The true value of any event can be calculated
using the ratio of cost-to-benefit for the
company you represent. When considering
the costs associated with various trade
events, seldom do I find events that can
match the value offered at NASPD
gatherings. There is a short list of potential
benefits to assess when considering adding
any trade event to your busy schedule:

Balor Moore
NASPD
President

industry information that I can take back
to the office?
2. Historically, will the list of attendees at
this event offer valuable networking
opportunities?
3. Does this event offer the opportunity
for participation in organized committees
that survey the state of the industry and
explore opportunities to make
improvements for the greater good?
I have come to the conclusion that the
events organized by the NASPD excel in
these beneficial areas more than any other
organization.

1. Will this event provide relevant

(PRESIDENT contd. on pg. 34)

“Our mill flexibility & service
is YOUR competitive edge.”
founded in 1967

www.tuberialaguna.com.mx
www.lagunatubular.com
Houston Sales Office
(281) 458-1300
5810 Wilson Road
Suite # 105
Humble, TX 77396

Diameters: 2” to 24”; wall thickness .154" - .500”
OCTG (tubing and casing): 2-3/8” - 7” o.d.
Line Pipe in API 5L grades B to X65
OCTG grades J-55 through HCP-110
Now Processing 2 3/8” - 7" OCTG in Houston

Mill Location
(North Central) Gomez Palacio, Mexico

Call Luis Salinas-G in Houston Sales Office
for immediate assistance
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From the Executive Director
make Vancouver. Our program in
Vancouver includes TMK IPSCO,
TransCanada talking about the
Keystone XL Pipeline, Tom
MacLeod, VP for Business
Development, ShawCor, and futurist
David Houle, who has been featured
on NBC, CBS, CNN to name just a
few.

by Susannah Feux Porr
NASPD Executive Director
San Diego was a wildly successful meeting!
We had over 400 attendees. Thanks to our
Program Committee, we had a steller
program that was jam-packed with experts
in our industry. The Del Coronado on
Coronado Island was an extraordinary
location to host this convention. Many of
our guests took advantage of the resort’s
facilities, and explored the island and
greater San Diego area. If you were one of
the few that missed it, you need to be sure to

Our conference will be hosted at the
Four Seasons hotel in beautiful
downtown Vancouver. Be sure to
schedule a few days before or after
the conference to enjoy this amazing
city and its surrounding areas. We
have a reception at the Aquarium, an
optional crabbing adventure and a
scenic coastal helicopter tour. This
will be a great conference to bring
your family and mix a little business
with pleasure.

Four Seasons - Vancouver
Photo Courtesy Four Seasons Hotels
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Dispatches
Contributed by NASPD Members

Marmon/Keystone
Announces Four Vice
President Promotions
BUTLER, PA. — Marmon/Keystone has
appointed four regional vice presidents
effective January 1, 2012, reflecting the
organization of the company into four
regions. The regional vice presidents will
report to Marmon/Keystone president J.T.
"Tim" Spatafore.
District manager Lou
Grenci has been
promoted to
R e g i o n a l Vi c e
P r e s i d e n t
Northeastern Region,
overseeing the
Butler, Rochester,
Cleveland, Hebron,
M c C o n n e l l s b u rg ,
New Castle and Southampton branches.
Grenci started with Marmon/Keystone in
1982 as a junior accountant, and then
advanced through positions in accounting,
purchasing, inside and outside sales,
management of materials and logistics, and
branch management. Grenci holds an MBA
from the University of Pittsburgh and a
bachelor's degree in accounting from
Indiana University of Pennsylvania. He and
wife Terri reside in Butler, Pennsylvania,
and are the parents of a daughter and a son.
District manager
Edward Day has been
named Regional Vice
President Mid
We s t e r n R e g i o n ,
responsible for the
S p r i n g Va l l e y ,
Bolingbrook,
Appleton, Little
Chute, Minneapolis,
Toledo, and Sioux Falls locations. Day
started his career at Marmon/Keystone in
1984 as an administrative controller and
later moved into an account manager role.
He obtained his MBA from Lewis
University and his bachelor's in finance
from the University of Illinois.
Day and wife Carol have four children and
reside in Homer Glen, Illinois.
District manager Barry Glaser has been
promoted to Regional Vice President

We s t e r n R e g i o n ,
responsible for the
Los Angeles, Fresno,
Sacramento, Seattle,
S a l t L a k e C i t y,
Denver, Kansas City
and Tulsa branches.
Glaser began his
c a r e e r
a t
Marmon/Keystone in
1984 in outside sales, and then progressed
to the positions of marketing manager-fluid
power products, marketing managermechanical tube and branch manager.
Glaser obtained his bachelor's in business
and economics from Slippery Rock
University. He resides in Upland, California
and is the father of three sons.
Branch manager
Joseph Baucom has
been appointed
R e g i o n a l Vi c e
P r e s i d e n t
Southeastern Region,
overseeing the
Charlotte, Atlanta,
O r l a n d o ,
Birmingham,
Houston and Fort Worth branches. Baucom
joined Marmon/Keystone as the Charlotte
branch manager in 1996, and had spent prior
time with the company in the roles of inside
and outside sales, product management and
national accounts management. Baucom
holds a bachelor's degree in philosophy and
English from St. Bonaventure University.
He and wife Maggie reside in Charlotte,
North Carolina and have two children.
A leading wholesale distributor of tubular
products for over 100 years,
Marmon/Keystone inventories more than
15,000 sizes and grades of carbon, alloy,
stainless and aluminum tubular and bar
products. Service centers and sales offices
are located throughout North America, with
corporate headquarters in Butler,
Pennsylvania.

Port of Houston Reports
Core Business Running
Well
HOUSTON, TX. — Interim Executive
Director Leonard D. Waterworth reported a
strong January for the Port of Houston
Authority in his first monthly presentation
at the Feb. 28 Port Commission meeting.
Total tonnage for January 2012 was up 27
percent year-over-year at Port Authority
facilities, he said. This was driven by an
increase in steel of 235,000 tons, or 97

percent, and growth in container tonnage of
111 , 0 0 0 t o n s , o r e i g h t p e r c e n t .
"Our core business is running very well,"
Waterworth said. Operating revenue for
January was $17 million, a $1.6 million or
10 percent increase from prior year, he
noted.
Growth in operating revenues led to net
operating income of $1.6 million, an
increase of 165 percent over prior year, he
said. Non-operating receipts of $0.5 million,
primarily from federal grant funds and state
road projects, added to the $1.6 million net
operating income, resulting in net income of
$2.1 million to the Port Authority for
January, a 200 percent increase over prior
year.

MRC Opens New Regional
Distribution Center In
Cheyenne, WY
HOUSTON, TX. — McJunkin Red Man
Corporation (MRC) opened a new regional
distribution center in Cheyenne, WY. The
facility includes a 12 acre pipe yard, 80,000
sq. ft. warehouse, 5,000 sq. ft. of office
space and a 4,000 sq. ft. valve automation
shop. This location is strategically located
to serve our customers in the Bakken and
Niobrara shale plays. It will serve as a
regional distribution center for nine states in
the surrounding region and will create more
than 25 new jobs in Cheyenne, WY.
"This new facility demonstrates our
commitment to our customers in the
Bakken and Niobrara shale areas, as well as
to the entire Rockies region," Rory Isaac,
MRC EVP Business Development, said.
"MRC is dedicated to being the premier
supplier of pipe, valves and fittings to this
dynamic market. We believe this facility
and the increased inventory commitment
will enhance our ability to provide
exceptional service to our growing
customer base in this thriving region."
The new regional distribution center is
located at 2852 Christensen Road,
Cheyenne, WY 82007. Please contact MRC
for photos or to schedule a visit to our new
facilities.
Headquartered in Houston, Texas,MRC is
the largest global distributor of pipe, valve,
and fittings (PVF) and related products and
services to the energy industry, based on
sales, and supplies these products and
services across each of the upstream,
midstream and downstream sectors.
(DISPATCHES contd. on pg. 8)
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Baker Sales Receives Chamber Award
SLIDELL, LA — Robert A.
Baker, President of Baker Sales,
Inc., Slidell, LA. member of the
NASPD, accepted an award from
the East St. Tammany Chamber of
Commerce for the “Community
Involvement Small Business of
the Year” award. Baker Sales, Inc.
received the award for their
volunteerism and many
community service activities.

• Very active in Slidell's Beautification program, “Keep Slidell
Beautiful.” Robert Baker has served on the board and headed up an
“Adopt-a-Road” Clean-Up committee.
Congratulations Robert Baker and Baker Sales, Inc.

Independence Tube's Chicago and
Marseilles Facilities Achieve HSS Certified
Producer Status
CHICAGO, IL — Independence Tube's Chicago and Marseilles
Divisions are one of the earliest steel tubular producers in North
America to earn the right to display the Steel Tube Institute's Certified
Producer Mark on its products.

Below are examples of how Baker
Sales, Inc. stays involved in
community projects.
Robert A. Baker

• Worked with “Habitat for
Humanity” with the Gulf South
Chapter of the American Fence Association to put up some fences
for two new homes.Afence is considered a luxury item for Habitat
homes. These are the first homes in the Slidell area to receive a
fence before the family moves in.
• Supported the “Mt. Olive Feeding Ministry” with their First
Annual “Running to Feed the Hungry” 5k Run/2K Walk on
Thanksgiving morning. Over $18,000 was raised to help feed the
needy in the Slidell area.

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

AVG LNGTH
QTY
DESCRIPTION
WALL
OD
Used Painted
90”
.625
34'
34'
Used, Light Barnacles
42”
1.00
59'
14-15'
Used, Bare, Spiral weld
42”
.406
316'
14-40'
Surplus, FB
36”
.750
22.7'
22.7'
Used, Bare
36”
.460
60'
20'
Used, Bare, Spiral weld
36”
.406
91.8'
29-40'
Used Painted
36”
.375
144'
17-27'
Used, Light Barnacles, M/W
30”
1.00
240'
22-36”
Surplus, FB
30”
.661
1,359'
DRL's
Used Bare, Barnacles
26”
1.000
132'
19-25'
Surplus, Bare
26”
.625
823'
40'
Used Casing
20”
.438
1,030'
DRL
Used, Tar Coated
20”
.375
2,744'
40-43'
Surplus, Bare Coating
18”
.500
727'
39-43'
Surplus, Bare Casing
16”
.562
152'
38-40'
Surplus, FB
16”
.375
241'
40-57'
Used, Painted
16”
.312
1,321'
28-46'
Used Bare, Mid-welds
13 3/8” .480
352'
35-38'
Used Bare, with Scale
13 3/8” .480
242'
40'
Surplus Fusion Bond
10 3/4” .500
414'
DRL
Surplus, Tar Coated
10 3/4” .500
1,300'
24-40'
Surplus, Fusion Bond, Bare
10 3/4” .500
536'
42'
Surplus, Bare
10 3/4” .500
192'
22-38'
Used Bare Casing, Mid-welds 23-42'
9 5/8”
.472
487'
Used Bare
8 5/8”
.322
1,082'
25-54'
Used Fusion Bond, M/W
4 1/2”
.337
4,980'
28-30'
Surplus Bare Tubing
3 1/2”
.254
6,742'
ALSO AVAILABLE: BEVELLING, CUTTING & DOUBLE JOINTING.
SURPLUS AND USED STEEL BEAMS 6" TROUGH 36".
SURPLUS AND USED STEEL PLATE 3/16" - 1".
CALL FOR PRICING AND OTHER SIZES.

The certification is earned by passing a
series of rigorous internal audits and
product testing to assure that a
manufacturing facility's processes,
manufacturing procedures and products
adhere to ASTM and other nationally
recognized manufacturing standards.
The testing is conducted by Intertek, one
of the world's largest providers of
auditing, inspections, testing, quality
assurance and certification of companies'
products and processes.
Rick Werner, President, praised the leadership and employees of the
company's Chicago and Marseilles facilities for earning certification on
their first try. “It's an indication of the high manufacturing standards,
focus on product quality and pride everyone at the plant takes,” he said.
“We've always known that our standards are among the highest in the
industry. “Now that's been certified.”
Independence Tube Corporation founded in 1972, is a leading
manufacturer of square, rectangular and round structural steel tubing
from 2”SQ through 12”SQ (and corresponding rectangles) and rounds
from 1.66”OD through 16”OD. Independence Tube produces structural
steel tubing from prime steel on the most advanced tube mill equipment
in the industry. High frequency welding techniques assure the ultimate
in weld integrity. Structural steel tubing's ease of fabrication, high
strength and pleasing appearance make it a “First Choice” material.
Potential applications are as unlimited as the designer's imagination.
Independence Tube is an active member of the American Institute of
Steel Construction (AISC) and the Metals Service Center Institute
(MSCI), the Farm Equipment Manufacturers Association (FEMA), the
Steel Tube Institute (STI), The Deep Foundations Institute (DFI), the
Pile Driving Contractors Association (PDCA) and the National
Association of Steel Pipe Distributors (NASPD) and its products can be
purchased at steel service centers across NorthAmerica.

Houston Tubulars Announces The Opening
of Two New Rail Spurs To Service Industry
HOUSTON, TX - Houston Tubulars, Inc, (HTI) announces the opening
of two new rail spurs within the 655 acre Watco Companies Geensport
Industrial Park in Houston, Tx. Houston Tubulars is actively involved in
loading and unloading of rail cars with emphasis on the handling of steel
pipe and steel related products.
The spurs are serviced by Port Transit Railroad Associations (PTRA).
This division has been created to further support the steel pipe industry.
(DISPATCHES -continued on pg 34)

2012
NASPD
Hall of Fame
inductees

Jim Barnes
1935 -

Earle Cohen
1935 -

Sol Rosenberg
1926 - 2009

The NASPD Hall of Fame shall be a
special group of industry contributors and
as such reserved for only those who have
served the pipe industry and pipe
distribution industry continuously for a
minimum of 30 years or have been
considered a “pillar” of the industry, or
have grown their company to be an
industry segment leader. Involvement in
the NASPD is not a requirement individuals from both NASPD membership
and non-members will be eligible.
Individuals may receive induction
posthumously.
The Past Presidents of the NASPD shall
process nominations and determine those
selected for induction.
At right: Inductees or their family
members receiving a memento from the
NASPD commemorating inclusion into the
Hall of Fame.
Above photo taken at the 2012 Hall of Fame Inductee banquet. (L-R) Don Karchmer, Earle
Cohen, Gerald Merfish, Herman Rosenberg, Balor Moore, Jim Barnes and Scott Barnes.

(HOW TO CLOSE contd. on pg. 12)
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Guest
Article
by Rich Schmitt

This article first appeared in THE
WHOLESALER November 2011. ©
Copyright 2011 by Schmitt Consulting
Group, Inc.
In the “good old days” during holidays or
when business was booming, it was a time
to rest, relax and recover so you could be
prepared for the next onslaught. Long,
expensive vacations were taken. With the
glut of business, very few wholesalers felt
the need to review or adjust their strategy or
tactics. To paraphrase the guy on Prairie
Home Companion, “All wholesalers were
above average” — or at least they thought
they were. So there was no need to change.
The downturn has had a sobering effect on
every segment of our industry. Many
companies have discovered that they are, in
fact, below average. Most companies cut
spending, heads and frills attempting to
right-size their business. Some did too little
and were able to “triumphantly” lose less
money than they were going to. The

20 Questions Minus 6 to Help You
Thrive Until Everyone Else Thrives
executives from these companies often
lament that they waited too long, cut too
little and then were forced to make more
cuts. The end-result was right but the pain
was doubled. I equate this red-ink
“triumph” to the concept of “sucking less”. .
“We lost less money than we budgeted” may
be the best possible performance — but it is
not the rallying phrase for a company's
motivational poster.

It will get worse and
stay crappy longer
I am certainly not an economist and have no
crystal ball but, as I write this, I think the
odds are that it will get worse and stay
crappy longer. (I think “crappy” was a
forecasting term coined by one of the
famous economists who continue to prove
that they too are without a clue due to the
government wildcard.)
In this economy, all of us surely need to
relax and recover. However, instead of
relaxing, I suggest that this should instead
be a time for reflecting, rethinking and

ThankYou
Sponsors
Platinum
Arkley UK Ltd, a ChTPZ Group Co.
Atlas Tubular L.P.
California Steel Industries, Inc.,
Tubular Products
Kelly Pipe Co., LLC
L. B. Foster Co.
** Sponsored 2 events
*** Sponsored 3 events
(in the designated sponsorship level)

redirecting your operation so you are
prepared for the upcoming difficult years.
So the prescription is to ask yourself some
questions, answer them thoughtfully and
act upon your conclusions.
Are you configured to make money? I
suggest that if you are not making money,
there is no better time than immediately to
change that. I am not sure, but I have always
assumed that the red ink associated with
losing money represented that the company
was bleeding — or even worse,
hemorrhaging. If you are losing now, you
can only assume that you will lose even
more if the economy gets worse.
Are you right-sized now? Planning for flat
or down in coming months might be
prudent.
How will your market be different next
year and the following year? Instead of
waiting for the stuff to hit the fan, why not
prepare now for the outlook that seems
most probable?
(GUEST -continued on pg 30)

2012 Convention Sponsors
San Diego, California
Gold
Atlas Tubular L.P. **
Bredero Shaw
Kurt Orban Partners, LLC **
Lally Pipe & Tube
Mill Man Steel, Inc.
Platinum Grover Int. Inc.
Precision Pipe and Products, Inc.
Roscoe Moss Co.
State Pipe & Supply Co.
Silver
Allied Tube & Conduit
Celtic Marine Corporation
Challenger Pipe & Steel, LLC
Northwest Pipe Company **
Pipe & Tube Supplies, Inc.
SEBA Pipe, Inc.
Sim-Tex, Inc.
Tex-Tube Company

Bronze
Ambassador Pipe & Supply, Inc.
BALL WINCH Pipeline Services ***
Barnes Pipe & Steel Supply
Challenger Pipe & Steel, LLC
Dixie Pipe Co.
Houston Steel & Pipe International
Independence Tube Corporation
International Pipe & Supply, LLC
Interpipe, Inc. **
Kahn Steel Co., Inc.
Kayem Pipe & Steel, Inc.
Omega Steel Co.
Pinnacle Pipe & Steel, Inc.
Roscoe Moss Co.
SDB Steel & Pipe
Sol's Pipe & Steel, Inc.
TMK IPSCO
Tubular Synergy Group, LP
Wilson Supply
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Conference
Notes

NASPD Summer Conference

Vancouver, Canada
Thurs. - Sat., June 21-23, 2012
Four Seasons Hotel

Conference Information
Register online at www.naspd.com or fax
registration form to (361) 574-7878. Only
individuals with paid registration may attend
the Convention. The deadline for registration is
May 11, 2012.After May 11, 2012, a $50 late fee
must be added to all full registrations. $25 must
be added to one day registrations and single
event fees. After May 11, 2012, 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.

For additional information visit www.naspd.com

Program
Thursday, June 21
1:00
- 5:15pm
1:00
- 2:00pm
2:00
- 3:00pm
3:00
- 3:30pm
3:30
- 4:00pm
4:00
- 5:00pm
6:30
- 8:30pm
8:30
- Midnight
Friday, June 22
7:30
- 10:30am
8:30am - 12:15pm
8:30 - 8:45am
8:45 - 9:30am
9:30 - 10:15am
10:15 - 10:30am
10:30 - 11:15am
11:15am - 12:15pm
12:15
1:45
7:00
9:30

-

1:30pm
3:30pm
9:30pm
Midnight

Saturday, June 23
8:30
- 10:00am
8:00
- 9:00am
9:05
- 10:45am
11:00am- 3:00pm
6:00
- 8:00pm

Registration
Strategic Planning and Industry Recruitment Ad Hoc Committee Mtg.
Program Committee Meeting
Membership Committee Meeting
Finance Committee Meeting
Board of Directors Meeting
Welcoming Reception
Hospitality Suite
Continental Breakfast
General Session
Member Spotlight, Jim O'Shea, Independence Tube Corporation
Piotr Galitzine, Chairman, TMK IPSCO, “An Industry Outlook”
TransCanada, “An Update on the Keystone XL Pipeline”
Break
Tom MacLeod, VP for Business Development, ShawCor, “Coating
Pipe – Canada vs. U.S.”
Futurist David Houle, "Leading and Succeeding in the Transformation
Decade"
Networking Luncheon
Optional Event - Coastal Scenic Helicopter Tour
Vancouver Aquarium Cocktail Reception/Dinner
Hospitality Suite
Networking Breakfast
Second Board of Directors Meeting
Member Discussion
Optional Event – Ocean Crabbing Adventure
Hospitality Suite

All attendees are encouraged to participate in the committee meetings.

Photos courtesy Four Seasons Hotel - Vancouver
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Member
Spotlight
We encourage your suggestions for an
individual NASPD member for the
Spotlight. NASPD has a diverse
membership full of unique, special
stories. Email us your idea of a member
we should Spotlight: info@naspd.com.

Jurgen Schlate is the president of Stelfer
Steel & Pipe, LLC. Jurgen was raised in
Duesseldorf, the capital city of the German
state of North Rhine-Westphalia in 1941.
His early education proved to be
challenging as the city was focused on
rebuilding following targeted bombing by
the Royal Air Force during World War II
that targeted the heavily industrialized Ruhr
region. After the war, Jurgen's parents were
intent on him following in his father's
footsteps and joining the family law
practice in Duisburg. Before he was able to
pursue a law degree, Jurgen's father
developed severe health problems that
made an extended law education track
impossible.
With the notion of a law degree out of reach,
he opted for a college equivalent degree in
international trade. This was followed by
hands-on training in all aspects of steel and
pipe production at the Phoenix Rheinrohr
facilities in Duesseldorf that would later
become Mannesmann Roehrenwerke. In
1964, shortly after completing his training,
Jurgen joined Nordstahl Gmbh. in
Duesseldorf, part of the Possehl Ore &
Metal Corp. of Luebeck which was founded
by his uncle and still operates today. At the
time, Nordstahl was the exclusive
representative of Phoenix Rheinrohr in
Scandinavia and traded throughout Europe
as well as in North America in structural
steel and plates.
Promptly after joining Nordstahl in 1964,
he was shipped off to the New York office
for a two-year training period that would
provide international trading experience.
Jurgen quickly reiterated that he was indeed
“shipped off”. Because the company
refused to pay for his passage to New York,
he was pressed into service as a crew man
on the MV Luebeck, a 3,200 MT break-bulk
vessel built to old Seaway specifications
that was carrying steel to Montreal and then
on to Chicago. For 12 days in October,
1964, they sailed through stormy seas.
Jurgen's charge was to scrape rust and paint
wherever the first officer deemed it
necessary. The type to always focus on the

World Traveler and Runner

Jurgen Schlate

positive, Jurgen quipped, “Fortunately, I did
not suffer the unabated seasickness
experienced by the only other two
passengers on the journey”.
When he wasn't scraping and painting, he
passed the time studying a booklet on Basic
English to supplement his rudimentary
knowledge of the language. The booklet
was basic at best as it resulted in Jurgen
ordering “ham and eggs, any style” for
breakfast every morning his first week in
New York. “Ham and eggs” because the
booklet said it was
a typical American
breakfast and “any
style” because the
booklet had not
advised a proper
response to
waitresses'
persistent question
as to “what style
would he like his
eggs?”

Jurgen relayed the discipline instilled in him
through athletic competition, “one had
better not be late for rowing practice when 8
other guys are waiting for you” and
continued “it (competition) makes you hang
in there when you feel totally spent”. Jurgen
drew some parallels in business with regard
to plodding through an uphill travel
schedule. Jurgen credits this discipline
when he wonders “Should I go to the bar or
go for a run?” and invariably laces up his
running shoes.

Jurgen describes
his first year in
New York as one of
the most exciting
of his life and
included the Great
1965 Black Out of
the Northeast and Jurgen with Alla and the New York City triathlon
attending night
classes at NYU.
From Marathons, Jurgen graduated to
One of his first tasks involved taking plate
triathlons. He was hooked after his first
specifications from customers over the
short distance triathlon and would
phone. Inch fractions were like learning an
eventually finish three Ironman Triathlons.
entirely new language to a European that
Though they make for 'a long day at the
had always used the metric system.
office' at an average of 13 hours, the
Athletics have always been a very important
part of Jurgen's life. At the age of 14, he
became involved in competitive rowing. In
1959 his team won the German Youth
Championship in the Lightweight Four and
finished second in the Lightweight Eight. In
search of an athletic endeavor and unable to
find a rowing crew in New York, Jurgen
joined a nearby YMCAand started to run, an
activity he had despised throughout his
rowing career. Sixty-five completed
marathons later, (not counting seven
unfinished due to extreme heat/humidity)
Jurgen has concluded that running is the
ideal activity suited to his global travels.

Ironman offers a very tangible sense of
accomplishment. Jurgen recounted the
Montreal Ironman as one of his most
memorable races where Michelle, his
youngest child at the time, ran alongside
him the final mile and they crossed the
finish line together. It just so happens,
Jurgen was also awarded the third place
medal in his age group.
Having reached the age of 70 and after
undergoing 4 heart procedures last year,
including one open heart surgery, he made a
promise to his wife Alla to reduce his race
(JURGEN contd. on pg. 22)

• 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
• EXCLUSIVE
OCTG DISTRIBUTOR
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Photos From
2012 Convention
in San Diego
February 23-25
Paula & Balor Moore

Les Boswell, Paul and Nancy Oscar and Diane Boswell

Earle Cohen, Ted Kahn and Joe Konis

Wendy Hatz and Dianne Burger

Unal Baysal, Veronica Bouma and Steve Sakowski

Jurgen Schlate, Irina Filinkova and Andy Pearl Steve and Phyllis Lyman

Elaine Cohen and Susannah Porr

Julie Pickle, Dafni Petsas and CiCi Cheramie

Cullom Walker, “Dean Martin” and Herman
Rosenberg

Mike Donovan and Matt Orban

Attendees enjoying the Awards Dinner

Speaking after being inducted in the NASPD Hall of Fame (l-r) Earle Cohen, Herman Rosenberg on behalf of his
Dad, Sol Rosenberg, and James Barnes

Lois and Joe Wangsess

Paula Moore, Jane Haupt and Betsy Buckland
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Karchmer Pipe & Supply

LaBarge Coating LLC
LaBarge Coating LLC is a new associate
member. The company has a product mix
of Anti-Corrosion Pipe Coatings. Product
mix includes FBE, ARO, 3 Layer PE/PP and
Linings. Coating Capacity: 2"- 48" up to 80'
lengths. Added service offerings include
Double Joint, Cleaning and Inventory
Management. Transportation is by Barge,
Common Carrier, and Rail.

Barrett Steel Energy Products is a new
regular member. The company product mix
includes Alloy Pipe, API 5CT, Mechanical
Tubing, and Seamless Pipe. Their products
originate from Argentina, France, Germany,
Italy, Mexico, Romania, Russia, United
Kingdom, and United States. Cutting is
provided as an additional service.

Karchmer Pipe & Supply is a new associate
member. The company product mix
includes Carbon Steel Tubing, Casing Pipe,
Corrosion Coatings, ERW, Fence Pipe &
Tubing, Heavy Wall Pipe, Line Pipe, Pipe
Piling, Plate, Seamless Pipe, Specialty
Fabrication, Spiral Weld Pipe, Standard
Pipe, Steel Pipe, Structural Pipe, Structural
Steel, Structural Tubing, Surplus Pipe, Used
Pipe, Waterwell Pipe, Waterworks Pipe, and
Welded Pipe. All products originate in the
United States. Added service offerings are
Beveling, Cleaning, Coating, Cutting, End
Facing, Fabrication, Flange Attachment,
Jointing, Mid-Welding, Painting, Priming,
Storage, Threading, and Welding.
Transportation is by Common Carrier,
Company Owned Truck, and Contract
Carrier.

Scott Schwandt is the NASPD Contact.

Vicki Rodgers is the NASPD Contact.

P & S Transportation, Inc.

Barrett Steel Energy Products
2445 Peyton Road
Houston, Tx 77032
Phone: 281-219-1000
FAX: 832-553-7610
scott.schwandt@barrettsteelep.com

Karchmer Pipe & Supply
635Aaron Parkway
Centralia, IL 62801
Phone: 618-532-3653
FAX: 618-532-7356
vicki@karchmers.com

P & S Transportation, Inc. is a new
professional affiliate member. The
company specializes in Warehousing and
rail service in NJ and CA and RFQ
Management and load tendering services.
Transportation services include Company
Owned Truck Contract Carrier, Logistics

Welcome
New Members

Barrett Steel Energy
Products

Dave Kersting is the NASPD Contact.
LaBarge Coating LLC
8300 Eager Road, Suite 602
St. Louis, MO
Phone: 314-646-3400
FAX: 314-646-3428
dkersting@labargecoating.com
Website: www.labargecoating.com

(NEW MEMBERS -continued on pg. 24)

Universal
“Service With Safety”

Dispatch Hotline
800-448-3525
Option #3
After Hours
713-410-4139

Corporate Office
Toll Free 1-800-448-3525
Local 713-431-0950
Fax 713-431-0991
logistics@louisianatransport.com

www.louisianatransport.com
“A COMPANY WITH A VISION FOR THE FUTURE”

22 Pipeline
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program. For a man with Jurgen's
competitive spirit this translates into a 2012
race schedule of several half-marathons and
Olympic distance triathlons.

In January 2000, on a pipe mill inspection
tour of Western Siberia, Jurgen met his wife
Alla. Jurgen planned to inspect a number of
Russian pipe mills along the border with
Asia. All appointments, hotel reservations,
travel arrangements had been finalized
when one week before he was scheduled to
depart his translator called. The translator
explained that their scheduled tour of the
pipe mills coincided with the week his wife
was expected to deliver their first child.
With a sly grin, dryly recalling the timing of
this information Jurgen stated “I guess it
really was their first child”. Frantically
trying to save his trip, Jurgen put in a call to
the American Consulate in Yekaterinburg
outlining his dilemma. Alla, the only
interpreter available politely declined
because she normally translated for
politicians and did not feel comfortable
translating the technical details of pipe mill
processes. Nonetheless, she got marching
orders from the Consul and did a wonderful
job. The day they met in the Ural Mountains
city of Yekaterinburg, it was -15F outside.
The pair navigated technical terminology
like 'bevel' and 'root face' with mill
technicians and had productive meetings.
Four months later, Jurgen received an email
from Alla hoping for a recommendation in
her application for a commercial position at
the Consulate. Along with the
recommendation, Jurgen offered Alla a job
as his translator for upcoming meetings in
St. Petersburg that September. Fortunately
her schedule allowed her to take the job and
the rest, as they say, is history.
Alla received her MBA from Columbia
University, a Teacher-Training Degree
from Camebridge University in the UK and
currently teaches classes at Sacred Heart
University aside from attending to her
duties as co-chair of the ESL Department.
Jurgen stated that Alla is an inspiring
teacher, an accomplished and avid runner
and is now working toward her Kundalini
Yoga Teacher qualification.

Jurgen's two oldest children Ingeborg and
Stephen are also tri-athletes. Ingeborg is a
teacher in addition to being the mother of
his 3 grandchildren. Stephen works in NYC
for a British software company that was
headquartered on the 85th floor of World
Trade Center 2. Stephen was working there
on 9/11, the day Jurgen's hair turned white.
Jurgen's daughter Michelle is 24 years old
and is also an avid runner. She and Jurgen
have run the Vermont City marathon

not overwhelming and
after office hours ski
trips in the nearby
Laurentians provided a
nice break from the
routine.

Jurgen and Alla Schlate

together on many occasions. Jurgen's
youngest daughter Miranda is 11 years old
and enjoys ballet, music composition, piano
and reading (Russian and English).
Jurgen accepted an enticing job offer from
Kurt Orban Canada Ltd. in the spring of
1967. The offer was to work at the head
office in Vancouver learning the distinctly
different products KOCL sold in the USA as
well as the way KOCL did their business.
After his stint in Vancouver he was to move
to Montreal to open the first Eastern
Canadian KOCL office.
In 1974 Jurgen was appointed President of
KOCL. He moved the head office from
Vancouver to Montreal and opened a sales
office in Toronto. Jurgen recalls his 18 years
in Montreal as an all-round fascinating
experience from the 1976 Olympic Games
in Montreal to the whole hearted immersion
of his family into the French culture and
society. It was during this time that the
separatist movement was gaining political
momentum and the 'Parti Quebecois'
elected Rene Levesque the Premier of
Quebec. Several referenda on the separation
of Quebec from Canada were defeated by a
narrow vote margin.
In Montreal, the children received excellent
education from the College Marie de
France, KOCL business was successful but
Jurgen is a joy to work with. In
this industry where things are
moving so quickly and issues do
arise, it's refreshing to work with
someone who calmly listens to
and then personally takes
responsibility for the needs of his
customers.
Carol Admire
Spartan Energy Tubulars

In 1981, Kurt Orban Co.
Inc., the largest steel
importer in the USA at
that time, was acquired
by Deutsche Babcock
who insisted that KOCI
institute a board member
who had experience with
North American steel
trading, familiarity with
the Far Eastern pipe and
wire rod business,
success in managerial positions and fluently
spoke German. Jurgen did not take well the
news that he was to uproot his family and
move to the head office in Wayne, NJ…or
else.
Jurgen worked, traveled and argued with
Kurt Orban for about six years and says “He
was one the finest and smartest persons with
whom I have ever been associated”.
Although on three separate occasions he
was fired by Kurt but was promptly
reinstated by the company President in
Oberhausen, Germany and it never really
affected their personal relationship. Often
after “one of those” board meetings Jurgen
and Kurt would go out for a good, solid run
and leave all the work related differences
behind. To this day Jurgen remains in awe of
Kurt's remarkable technical knowledge,
sharp mind and diligent study of the
Japanese language and culture.
Jurgen had a brief 2 year stint with Satramet
of Greenwich, CT, the first company to
import Russian steel to the U.S.A. Satramet
rapidly outgrew its financial abilities and
Jurgen as well as the core Satramet team
joined Tradearbed in NYC after they took
over the Satramet business. With a second
merger with Mittal looming hot on the heels
of a painful merger with Usinor, Jurgen
decided to strike out for greener pastures.
In 2000, on the strong advice of his
accountants Jurgen resurrected the Stelfer
name and formed Stelfer Steel & Pipe LLC.,
the successor of Stelfer Trading Inc.
“Stelfer” is an amalgation of “Steel” and the
French term for Iron “Fer”. During the
creation of the first 'Stelfer' company in
separatist Quebec the organizational name
of all new companies had to be either
unilingual French or bilingual EnglishFrench. Jurgen started out modestly,
importing primarily from Argentina, Chile
(JURGEN contd. on pg. 32)
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Consulting Services, Third Party Logistics
Services, and Transportation Services.

KevinAtenhan is the NASPD Contact.
P & S Transportation, Inc.
P.O. Box 8250
Birmingham,AL 35218
Phone: 205-788-4000 ext.329
katenhan@pstransportinc.com
Website: www.pstransportinc.com

R.W. Conklin Steel
Supply, Inc.
R.W. Conklin Steel Supply, Inc. is a new
regular member. The company product mix
includes Coatings, Corrosion Coatings,
ERW, Flat Rolled Pipe, Heavy Wall Pipe
Large OD Pipe, Pipe Coating, Pipe Piling,
Plate, Rolled Pipe, Seamless Pipe, Specialty
Fabrication, Spiral Weld Pipe, Square and
Rectangular Tubing, Standard Pipe, Steel
Beams, Steel Pipe, Structural Pipe
Structural Steel, Structural Tubing, and
Welded Pipe all originating in the United
States with a size range of 4"-88".
Added service offerings include Beveling,
Cleaning, Coating, Cutting, Degreasing,
Dipping, Fabrication, Flange Attachment,
Galvanizing, Hole Punching, Inspection,
Mid-Welding, Painting, Pickling, Priming,
Sandblasting, Storage, Testing, and
Welding. Their specialty is Piling.
Transportation is by Barge, Common
Carrier, Contract Carrier, Rail and Third
Party Logistics Services.

Blast from the Past brings you photos from past NASPD events. Your part is to identify the
people in the photos. This is a contest - be the first to email the correct guess to
info@naspd.com. We’ll announce the winner in the next issue of Pipeline.
No one identified the people in the photos from the last issue of Pipeline so we will identify
them.
Photo #1: Jack Miller, Dennis Folwarczny, Jean Folwarczny and Deb Miller.
Photo #2: Jeanne Bergfeld, Joe Bergfeld, Jeri Lyn Rubenstein (daughter of Jerry), and Jerry
Rubenstein.
The first new photo below was snapped in Scottsdale in 1988. Name the six people.

Pete Conklin is the NASPD Contact.
R.W. Conklin Steel Supply, Inc.
10921 Reed Hartman Highway, Suite 307
Cincinnati, OH 45242
Phone: 513-769-0613
FAX: 513-769-0610
pete@conklinsteel.com
Website: www.conklinsteel.com

Southern Steel & Supply,
L.L.C.
Southern Steel & Supply, L.L.C. is a new
regular member. The company product mix
includes Abrasion Resistant Pipe, Alloy
Pipe, Carbon Steel Tubing, Coatings,
Corrosion Coatings, Coupling Stock,
Electrical Conduit, ERW, Fence Pipe &
Tubing, Fittings, Flanges, Flat Rolled Pipe,
Heavy Wall Pipe, Large OD Pipe, Line Pipe,
Low Temp Pipe, Mechanical Tubing, Metal
Shapes, Nickel Alloy Pipe, Pipe Coating,
Plate, Pressure Tubing, Rolled Pipe, Round
Bars, Seamless Pipe, Square and
Rectangular Tubing, Stainless Pipe,
(NEW MEMBERS -continued on pg. 26)

The above photo was taken in Coronado in 1994. Can you identify all three people in the
photo. Send your answers to: info@naspd.com.
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Guest Article
by Stu Hindman

During the Hall of Fame Induction
Ceremony at the convention in San Diego
where Earle Cohen, Jim Barnes and Sol
Rosenberg were honored, I was touched by
the comments of Sol's son Herman. I am
fortunate to count Earle Cohen and Jim
Barnes as old friends but I was only
minimally acquainted with Sol. Herman
talked about Sol's early teenage years in
Poland and how his entire family had been
wiped out during World War II. Left alone,
Sol lived in the Warsaw ghetto and was
moved from one concentration camp to
another. He even escaped from one and
returned to Warsaw living and hiding in the
sewers until he was recaptured, ultimately
ending up at the infamous Dachau camp in
Germany.
Hearing the name Dachau, a rush of
memory kicked in. I recalled a phone
conversation with Charlie Hill, an old pipe

Are We Our
Brother's Keeper?
friend from Longview, Texas. This phone
conversation had occurred several years
before around 1999 but it was a poignant
memory.
We did not discuss anything exciting, just
the usual back and forth but after a while,
Charlie told me he had to go because he
had to “go to the store to get some
negatives developed.” I told Charlie he
was giving away his age as no one has
negatives anymore and asked, “What's
the deal?” He told me that his son wanted
Charlie Hill (left) and friend in front of tank
a set of photos he had taken with his own
camera during World War II. Charlie served as a loader in a Sherman tank in the US Army. He
saw action in the Battle of The Bulge in the Ardennes Forest. During March and April, 1945,
this tank battalion crossed into Germany and cut the locks and chains off the gates of Dachau.
Charlie reported, “my tank, #A15, was the first one through the gate.”
Can you feel the emotion of this story? A young Jewish man around the age of 19, in a place
that would have surely meant the end of his life, was being liberated with the help of an 18 year
old American soldier. The young men did not meet but both ended up back in America
working in the steel and steel pipe industry; both members of the NASPD.
(BROTHERS -continued on pg. 30)

Standout.
We help your advertising and marketing standout
. . . even when you are the
smallest company in the pack.

(NEW MEMBERS -continued from pg. 24)
Standard Pipe, Steel Beams, Steel Pipe, Structural Pipe, Structural
Steel, Structural Tubing, Sucker Rod, Waterwell Pipe, Waterworks
Pipe, and Welded Pipe. Products originate from Argentina, Canada,
Croatia, France, Germany, India, Italy, Japan, Korea, Malaysia,
Spain, Thailand, United States, Venezuela, and Vietnam.
Transportation is by Common Carrier, Company Owned Truck, and
Contract Carrier.

Patience Boudreaux is the NASPD Contact.
Southern Steel & Supply, L.L.C.
7673 W. 70th Street
Shreveport, LA71129
Phone: 318-938-8490
FAX: 318-938-8835
patienceb@southernstl.com
Website: www.southernstl.com

Vonnie Grether Personnel, Inc.
Vonnie Grether Personnel, Inc. is a new professional affiliate
member. The company specializes in recruiting employees to the
Pipe Tube & Steel Industry.
Vonnie Grether is the NASPD Contact.

Call us 361-649-5562.

We look forward to working with you.

Vonnie Grether Personnel, Inc.
2735 Fontana Dr.
Houston, TX 77043-1721
Phone: 713-463-0202
Mobile: 713-963-0202
vgrether@att.net
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Congratulations to the San Diego
Golf Tournament Winners
Torrey Pines Golf Course
First Place - 65
Kevin Killion
Mike Evans
Chuck King
Gordon Gilmer

Second Place - 66
Dilip Bhargava
Brian Key
Aly Lalji
Narayan Bhargava

Third Place - 67
Mark Brozek
Randy Hurst
Douglas Deline
Joe Wangsness

Pipe & Tube Supplies, Inc.

Closest to the Hole
Jeff Johnson
Longest Drive on Hole #9
Mike Donovan

Steel Pipe Basic
Education Course
& OCTG Specialty
Education Course
Hilton Post Oak Hotel
2001 Post Oak Blvd. / Houston, Texas
October 15-17, 2012
Steel Pipe Basic Education Course
Registration Fee
$600.00 (Members)
$750.00 (Non-Members)
OCTG Specialty Education Course
Registration Fee
$300.00 (Members)
$350.00 (Non-Members)
Deadline to register without a late fee is
September 12. Non-members can begin
registering August 3.
To register or for more information
visit “Events” on the NASPD website
www.naspd.com

Pipe & Tube Supplies, Inc.

Bringing the pipe world market to your front door
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My father also served in the Army, but he
was in the Pacific Theater. I was very
interested in Charlie's personal history of
his time in the European Theater. I asked
him to send me a set of those pictures, which
he did. Many of them are so disdainful to
view. Man's inhumanity to man must never
be forgotten, nor never allowed to be
repeated. Charlie described a horrific scene
with hundreds of bodies in piles and
approximately 300 barely alive inside the
fence. The prisoners were forced to sleep on
the bare floor of the buildings with no beds,
no heat, no covers, and practically no food
or water. Charlie reported that one of the
first things they did was gather up the
people from the town and make them
administer a proper burial for the
approximately 400 dead.

read about the Holocaust. Now we hear
from some around the world who claim the
Holocaust never happened. What a travesty!
I am very thankful I have personal
knowledge of this history. I have copies of
photos taken by Charlie Hill, a war hero and
liberator of a small remainder of imprisoned
Jews at Dachau. What I wonder is, where
would Sol and his family be without
brothers to keep him? Where would many of
us be? Researching family trees might give
us a glimpse of insight into the connections
between us but in our business, we know
businesses touch businesses and impact
family lives. The longer I'm around, the
more amazed I am to be associated with the
wonderful members of NASPD.
And, yes! We are our brother's keepers.

I doubt that Charlie, at age 18, was thinking
much about being his brother's keeper at
that exact point in time. He was more likely
thinking about how to survive and make it
back home. But, being the American hero
these soldiers were, he stayed the course.
His country had requested his service. And
Sol, freed from death's grasp, what was
going through his mind?

Photo above: Charlie Hill and buddies from
707 Tank BN checking out downed German
plane. Charlie reported that the Germans
invented the first jet - high speed but poor
control.
Photo left: Charlie Hill (left) and buddy stop
in Germany to take photo in front of
destruction during WWII.

At age 67, I am a “Baby Boomer”. I've
heard the World War II stories from my dad,
from Charlie, and from many others. I have

(GUEST -continued from pg. 12)
Do you have the right team going
forward? A great team is a mix of
experience, energy, positive attitude and
intellect with everyone pulling their weight.
This is always a tough question to answer
honestly but you must. If you don't have the
best and brightest, you have work to do.
Do you have the right person managing
your pricing? Maybe more to the point, do
you have anyone managing your pricing? I
am not talking about inputting cost changes
from your vendors. I am talking about
thoughtfully-managed, market-based,
customer- specific pricing that gives your
sales team profitable, credible pricing for
every product you sell. If not, you have
work to do.
Do you have the right person managing
your A/R? For years an A/R clerk could
make the monthly dunning calls and
reminders to keep the cash flowing. Going
forward, your A/R person will be part
lawyer, part consultant, part nagging
mother and part Atilla the Hun. If your
current person doesn't have the ability to fill
that role, you have work to do.

Do you have the right person managing
your inventory? If your inventory guy says
he doesn't use the computer system's
replenishment tools because they're flawed,
the odds are that he doesn't understand it or
hasn't configured it correctly. You need a
good inventory person who understands the
theory, knows how to use the tools in your
computer and has good judgment.
Remember, this is your biggest asset and if
it isn't being managed by one of your
smartest people, you have work to do.
Are your facility and equipment in top
shape? Now is a great time to get ready for
the next season. If there is no plan, you have
work to do.
Do you have a marketing plan for the
next months or year? While there are some
pessimists out there, I am pretty sure that
July will be arriving just after June has
ended. Why not get a marketing plan in
place and begin work on the marketing
materials that will support that plan. Some
might say that they can't plan until they
know what the manufacturers will do. Most
wholesalers stocking list will be 90% the
same next year as is was this year.

Do your ERP and webstore have robust
lists of associated items or accessories
that customers should buy when they buy
the product that they requested? Get your
product experts to thoughtfully build the
lists in your system. Then train your counter
and inside sales people to actually use the
lists to remind customers to buy the whole
job from you. (These may be higher margin
products.) Make sure your webstore uses
these thoughtfully created lists not those
stupid programmed associations like,
“Others who bought this toothbrush also
bought hemorrhoid cream.” Statistically,
some of these lazy associations will score
but the ones created using your expert
team's product knowledge will be far more
helpful to your sales team and your
customers.
Are your website and webstore up to
snuff? You are or will be getting
disqualified from business when your site
and webstore don't compare well to your
competition. I don't claim to know your
customers or your market but I think your
time window is now one to two years at
(GUEST -continued on pg. 31)
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most and probably measured in months for
many wholesalers. A good business-tobusiness store won't bring you hundreds of
new-name accounts but it will provide some
defense against losing the 10%-12% of your
customers who will soon want to order
material on line. And if not from you, they
will find someone who has a store. After
they have left, you may not be able to lure
them back when your store is finally
available…even if yours is better.
Do you have a top-shelf sales team? I don't
mean do their expense reports indicate that
they are buying customers expensive booze.
I mean, look at each salesperson and ask
yourself where they slot in:
1. Order taker: Probably knows the most
popular products that you sell. May not
remember all the products you sell, so tends
to sell the familiar narrow band of your total
offering. Often they get the low margin
sales but probably aren't getting the high
margin add-ons. Main strength is
reminding/nagging customer to buy from
you. Product availability and price are main
basis for comparison against competition.
This function can be replaced by most
internet stores so this type of sales person
will probably not promote your online store

and online services. He might prefer to lose
the business to a competitor than to your
webstore.

Most companies establish too many which
overwhelms their team and can hurt
performance.

2. Product seller: Good knowledge of what
products you have and about those products.

Are all of your locations positioned
properly? Several years ago, I visited a
client's founding location to discuss pricing
management. When the company started, it
was an outstanding location but the
neighborhood had changed over the last 10
years. I was somewhat concerned about my
safety as I drove down the street to their
location. I remember thinking that the
location would appeal to contractors who
needed copper fittings and crack cocaine.
They could get both in a single trip. (To be
clear, my client would have supplied the
copper fittings but not the crack.)

3. Value seller: Can promote the overall
value package that your company offers.
Internet stores do not replace this type of
salesperson now or for the short term.
I still feel that a good outside sales force can
be a good investment in our industry. The
problem is that some wholesalers are
investing in a mediocre sales team and the
value of that investment is questionable. If,
in your heart, you wonder whether your
sales force is still a good place to invest, you
have work to do.
Are you a high performance wholesaler?
Most wholesalers answer this question, “It
depends upon what you call high
performance.” I suggest that every
wholesaler should have some hip-pocket
metrics that show the company's
performance and the owner's threshold for
high-performance. You don't need many to
be effective. Of course, managers need
measures for their profit centers. Ideally,
each team member has measures for the
small part of the business that they control.

I must also admit that I am by nature overly
cautious so I was very uncomfortable. I
convinced myself that I was being paranoid
and continued to my appointment. My
concerns were confirmed as I drove back to
the airport. I had stopped at a red light and a
car pulled up beside the car that was two
cars behind me and pumped over 10 rounds
from a handgun into that car.
For the record, I quickly assessed the
situation and determined that it did not
require the services of a pricing consultant
(GUEST -continued on pg. 32)

Introducing
New Jersey Storage Warehouse
For Pipe Industry
Rail Service by Conrail/Shared Asset Group. Direct connection to Norfolk Southern & CSX Railroads.
1101 E Pearl Street, Burlington, NJ

Owner Operation Division

Nationwide Trucking
Kevin Atenhan - VP Sales and Marketing
615-727-2001 • katenhan@pstransportinc.com • www.pstransportinc.com

Transportation Technology
and Solutions Services
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from pg. 22)
a n d Ve n e z u e l a .
Eventually due to
dumping actions and
currency fluctuations he
refocused the business
on Eastern European
mills,
predominantly
the independent
Romanian mills now
owned either by Arcelor
Mittal or the Russian
TMK group. When the
Romanian mills were no
longer available to us,
we developed the
Ukrainian seamless
mills while at the same
time branching out to
Russian mills.

I have known Jurgen for only about 15
years and was first introduced to him
through my Uncle Jerry. He has been a
presence for Texas Pipe since long
before I came into business. My Uncle
always explained that Jurgen is a friend
before he is a supplier. We have treated
him as such, and we have always
enjoyed doing business with Jurgen
because he always has something new
to offer us and is always fair with prices
and expectations. I have always enjoyed
his stories about his travels.
Jason Rubenstein
Texas Pipe and Supply Co.

Jurgen with staff in China.

In 2005 Jurgen made his
first trip to China which resulted in the
opening of a Stelfer office in Beijing and
another office in Dalian soon after. Stelfer
considers itself a specialized pipe and pipe
related product company, because those
sectors represent about 90% of their
turnover. Jurgen still considers it
fundamentally essential that he visit each
mill before releasing the first order for
production. Jurgen stated, “I need to see the
facilities, convince myself that the mills can
produce what they say they will produce.
Verify the testing facilities, record keeping
and everything else that is important in
ensuring that the pipes get to the port of
discharge in good condition.
Editors Note: After completing an Ironman
triathlon, competitors are often asked “what
(GUEST -continued from pg. 31)
and left the scene, possibly, at times,
exceeding the posted speed limit.
The point is that many trade contractors
would probably avoid this store unless they
had no alternative. Even though there was a
lot of history and plenty of nostalgia, it was
an old store in a bad place. I think it took a
couple more years for the wholesaler to
move. The economy was good and the other
locations were doing well enough that it
reduced the urgency to move out. In this
economy, few companies can tolerate a bad
location. And even if a company can tolerate
a bad location they certainly shouldn't
tolerate a bad location.
I'm certainly not suggesting that you miss
any of the opportunities to enjoy the slow

Stelfer purchases standard pipe from
TMK seamless mills and has been a
reliable and loyal client for us. They
have been purchasing from the TMK
Russian mills since 2004.
Chuck King - TMK IPSCO
It has been a pleasure to work with
Jurgen Schlate over the past five
years. I am privileged to have the
opportunity to have a great working
rapport with someone with such
wisdom and experience in the steel
pipe industry.
His kindness and
trustworthiness is unsurpassable. I
look forward to working with him for
years to come.
Bobby Kanz - Cierra Pipe, Inc.

times, but I do hope you will use this time to
reevaluate your situation and to prepare
your company for the coming months or
year. If I am right and the market sucks, you

was the key to your success?” You may
receive several different responses
regarding the athlete's training regiment,
diet or simply a good night's sleep but
many times there is something more,
something they can't quite put their finger
on. It is this writer's opinion that the notion
so often eluding expression is will. A
person who has accomplished incredible
feats has experienced the power of their
will to succeed, to push themselves beyond
their own limits, to expand the possible. If
you have ever been in such a position,
consider yourself fortunate. If you have
stared down insurmountable odds on a
seemingly empty tank and succeeded as
many times as Jurgen Schlate, consider
yourself in elite company.

will have improved your odds of being
profitable and surviving. If I am wrong, you
have improved the odds of making even
more money.

About the author . . .

Rich Schmitt is president of Schmitt
Consulting Group Inc., and co-owner of
Schmitt ProfiTools Inc.(SPI), providing:

Rich Schmitt

• Web and Mobile Storefronts
• Catalog and content
software and services
• Website design services
• Price Management and analysis
software and services
www.go-spi.com

Management specialist
PROFITOOLS INC.

314-872-9199
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NASPD Members

Out & About
Submitted by NASPD members

Congratulations on
Cheramie Family’s
newest member
Dolty and CiCi Cheramie have welcomed
the newest addition to their family. Elliot
Benzman was born March 20. He was a
healthy 5 lbs. 15 oz. and 19" long. The
Cheramies have four grandchildren; Katy
16, West, 11, Sean 11 and little Elliot. Dolty
gushes,"Many thanks for our blessings."
Photo at below: Elliot Benzman being shown
off by his grandmother CiCi.

(DISPATCHES -continued from pg 8)
Houston Tubulars has the ability to transload as well as trucking to the facility or to
provide direct discharge from vessels to
railcar for shipping to destinations
throughout the United States, Canada and
Mexico.
The rail spurs have the capacity to stage in
excess of 30 railcars simultaneously. The
rail spurs are further supported with 51 acres
of outside storage space as well as a 50,000
square foot warehouse.
In addition, Houston Tulubars, Inc. CEO
Dennis Hayden noted, “We are pleased to
announce our strong working relationship
with BSNF Railroad.”
Located in Pearland, Tx., Houston Tubulars,
Inc. is an industry leader in repairing sea
water contaminated pipe and machine bevel
repair. In addition HTI owns and operates a
90 acre Ohio River Barge and Rail Terminal
in Weirton, West Virginia servicing the
Marcellus Shale Region.

NASPD members on team for
charity golf event

Having fun playing in the 2nd Annual Victoria DREAM Fund Classic
below are (l-r) Brian Key, Brian Donner, Tom Key and Chuck King.

(PRESIDENT contd. from pg. 3)
I am happy to say that the NASPD is
currently in great shape. We are financially
strong, membership is expanding and
attendance at NASPD events is increasing.
The credit for this success is shared by the
hard work of NASPD committees,
committee chairs, and NASPD Executive
Director and Staff. I sincerely thank you.
This year our summer conference will be
held in beautiful Vancouver, Canada and we
have prepared a great program for you. I
encourage all attendees to participate in
committee meetings. Come early and take in
some of the culture and natural beauty
Vancouver has to offer. I look forward to
seeing you all again soon.

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

1981-2012

31
Years of
Service

• Five Barges can be berthed
simultaneously

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

