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From the President

President’s Message
Be Proud of NASPD
by Greg Semmel, NASPD President

We, as an organization, should be proud
of what we have accomplished in our
industry. The NASPD is growing.
• We are viewed as the leader in
technical information in the pipe
industry.
• We have the largest group of pipe
dealers assembled for the sole purpose
of buying, selling and distributing
pipe.
• We are signing up more Associate and
Professional Affiliate members as they
see the value of being a part of the
NASPD, namely, having many of their
potential customers in one location
three times a year.
• We are growing internationally due to
the recruitment of foreign trading
companies and mills.

• We have a very active board of
directors to which we can thank for all
the ideas and for our continued
growth.
So be proud of your organization and take
the time to thank the board members for
putting in all those hours to make the
NASPD the place to be three times a year!
To be a growing organization we do need
new volunteers. As with most
organizations 10% of the people do 100%
of the work. The NASPD has a solid
nucleus of the board of directors and
committee volunteers but most of them
have been doing this for the last 10 years
and are having a hard time coming up
with new ideas for speakers and
entertainment for our group.

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

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

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

We want to keep things fresh and
interesting to keep you coming back. To
accomplish this, we’d like to challenge
you to volunteer next year to be on a
committee, offer a speaker idea, step up
to the plate and sponsor an entire event,
or get a group together of your pipe peers
in your region and take on an off site
event! The more you put into the
organization, the more you will get out of
it. Programming is always looking for
ideas. Membership needs volunteers to
call 10 potential members each quarter. It
is easy to sit back and pick out something
that you don’t like, and we do want to
hear about those things because it makes
us a better organization, but remember
every time we step into a new city we
experience a new set of circumstances, so
we ask each of you for your input.
With all of that said, the NASPD is
looking to make some changes for next
year’s meetings. Susannah and I have
been looking at the summer and winter
meetings and noticing that we are losing
a lot of attendance at the Saturday
morning presentations. We have tried to
put our stronger program items on the
Saturday program but that does not seem
to help.
One idea would be to start the meetings a
day earlier, with a similar pattern ending
Friday night. Then we can leave
Saturday open for visiting and maybe a
tour to relax . Another option would be to
do a condensed version of our traditional
program with committee meetings
Thursday morning, general session that
afternoon and again on Friday morning
with an evening reception. Again, these
ideas are only for the Summer and Fall
Conferences and are only ideas. Any
significant change in our program would
need to be approved by the Board.
We welcome your ideas on this topic, call
me at 314-420-0659 (after hour calls
welcome).

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

NASPD
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Employee Evaluations and Promotions in the Family Firm
By Margery Engel Loeb

Originally published in The Family
Business Compensation Handbook ,
October 2001, by Family Business
Magazine.
Evaluating employee performance and
making decisions about promotions are
more difficult when some employees are
also family members. A formalized
employee performance appraisal system
is a valuable management tool that can
help bring objectivity to the process.
Performance standards that are applied
uniformly strengthen employee morale,
enhance productivity and help avoid
strained family relationships.
Family businesses that use employee
performance management systems are
forced to resolve some of the inherent
conflicts that exist when family and
business are combined.
The following elements of a welldesigned performance management
system can improve families and their
businesses.

Job descriptions
Clear job descriptions help select the
right person for a job and set expectations
for performance. The employee must be
given all the necessary information to
perform the job and understand how it
relates to the company’s mission and
values.
Business values should be explained
behaviorally in relation to the particular
tasks involved. Job performance
measurement should be based on
behavior that’s within the employee’s
control and should focus on the
company’s goals.
Supervision
If at all possible, non-family members
should supervise and evaluate family
members. A good supervisor gives
feedback throughout the year so that
performance reviews never contain
surprises.
A family member is usually the most

difficult employee to be reviewed. Most
non-family supervisors bring objectivity
and fairness to the process. A non-family
supervisor can be comfortable giving
corrective feedback when owners confer
authority and support and the supervisor
is viewed as fair-minded.
An empowered non-family professional
can be invaluable in supervising and
training a family employee. For example,
the owner of a welding supply
distributorship in South Texas
successfully used a non-family manager
to supervise and groom his son. When
the owner’s son joined the company he
was placed at a branch facility. The
branch manager was given responsibility
for the son’s training and supervision.
This trusted employee was empowered
to be as tough as necessary. He was
motivated to do so because he was
informed that one day the son would
become his boss and if he didn’t do a good
job of training, he would have to put up
with an authority figure that was ill
suited for that position. To this day, the
branch manager takes pride in the
important role he had in creating the
company president the son became.
Supervisory training
Training for those who evaluate
employees is imperative. Supervisors
must be competent in observing others’
behavior, coaching and mentoring on an
ongoing basis to facilitate skill
development, setting goals, and
straightforward communicating.

Your Service Center

Supervisors should present corrective
actions clearly so the employee knows
what behavior to change. Effective
performance evaluations can raise
productivity for all employees.
Evaluation that’s applied effectively and
objectively to family and non-family
employees results in a culture in which
everyone feels valued.
Consequences of poor performance

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

Effective performance management is a
results-driven system. Employees
should see a correlation between
discussions with their supervisors and
(continued on page 15 - FAMILY)
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Member Message

From the Executive Director
Houston to be a Breath of Fresh Air
Houston is always a great location for our
meetings. Our attendance in Houston is
traditionally very high. Our
entertainment will include a welcoming
reception that will bring together all your
friends in the industry, a trip to NASA,
and an elegant evening downtown at the
historic Rice Hotel’s Crystal Ballroom for
dinner and dancing.
The program is going to be an amazing
lineup of speakers, panelists and wrapped
up with a roundtable discussion to recap
all the issues that were covered during
our general sessions. We have the honor
of hearing Dr. Economides speak to our
group again. A lot has happened in the
world of oil and gas since he last spoke at
our meeting and he has become a man in
great demand. You can see him on
national and international news media,
commenting on oil and gas issues and the
impact on geopolitics. He is the author of
The Color of Oil and a world renowned
expert on the topic. As many of our

NASPD

MEMBER

Professional
Affiliate Member
Coverages Available:

members are looking forward to
retirement and making plans for their
businesses, Margery Loeb will give us a
fascinating glimpse into things that need
to be considered and mistakes that are
often made during that important
transition. Scott Playfair is a professional
speaker that was highly recommended to
us by one of our members that found his
speech on Improving Business Strategies
riveting. I think our program offers a
great variety of interesting topics that
will allow our guests to walk away with a
fresh look at their industry and ways they
can improve the way they are doing
business.
We have a lot of new and exciting projects
we are currently working on. Don
Bohach is hard at work putting together a
one-day training seminar based on our
Training Manual. We hope to have the
program available to our members by our
2006 Convention in New Orleans. We’ll
be sending out information as soon as it is

CAC
CRANE

Carleton Unit
at
Crane Agency

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

Insurance Brokers Since 1885

We are specialists in risk management for
steel pipe distributors.
15 of your fellow members are current
clients — some for 12+ years. We will
gladly refer you to one or more of
them when you call us.

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

by Susannah Feux Porr
NASPD Executive Director
available. If anyone is interested in
giving their input on the development of
the program, or teaching a segment of the
program, let us know. We also are
developing a scholarship program that
will be available to the children and
grandchildren of our members’
employees. The details are currently
being completed and the document will
be voted on in Houston, with the first
scholarships to be awarded at the
beginning of 2006.

MARK YOUR
CALENDARS
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

Dispatches
Maurice Horwitz, former
president of Marmon/
Keystone, dies at 96
Butler, Pa. - March 30, 2005 — Maurice
Horwitz, former president of
Marmon/Keystone Corporation of
Butler, Pennsylvania passed away on
Saturday, March 26 at this winter home
in Arizona. He was 96. Mr. Horwitz, the
son of the founder of Keystone Pipe
& S u p p l y, l a t e r r e n a m e d
Marmon/Keystone, served as president
for 25 years. He retired in 1978.
Under his leadership the company
diversified its product lines and today is
one of the world’s largest wholesale
distributors of specialty tubular
products. In 1970 the company became a
member of The Marmon Group, an
international association of
manufacturing and service companies.
N o r m a n E . G o t t s c h a l k , J r. ,
Marmon/Keystone’s current president,
stated, “Maury was associated with our
company for some 50 years and will
always be respected and admired for his
expertise in the metals industry.”
Maury was a past director of the National
Association of Steel Pipe Distributors.
He was involved in the Butler
community as past director of the United
Way, former president and chairman of
the board of Irene Stacy Community
Mental Health Center, a trustee of the
YMCA, and former president of
Congregation of B’Nai Abraham.
Maury was an avid tennis player, a
fervent reader, a Bridge Life Master, and
he and his wife, Janice, enjoyed a deep
appreciation for fine paintings and
antiques. In addition to his wife, Maury
is survived by two sons, Tem and Henry,
and eight grandchildren.

Marmon/Keystone
celebrates record year of
safety
Marmon/Keystone Corporation broke
all its previous safety records when
eleven branches were accident-free in
(See DISPATCHES- Cont. on page 12)

steel
tubular
products...
Over 50 years of experience

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

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

Energy Geopolitics
Celebrating 25years.
Specializing in heavy wall
Pipe & Tubing cut to length.
Prime X-Grade heavy wall
Line Pipe.
8,100 ft 6 5/8 x.500 API X65
7,745 ft 6 5/8 x.625 A106B
3,050 ft. 6 5/8 x.719 Surp. X65
6,457 ft. 6 5/8 x.950 Surp. X70
6,350 ft. 8 5/8 x.688 API X65
8,140 ft. 10 ¾ x.500 API X65
1,333 ft. 10 ¾ x.562 API X52
2,589 ft. 12 ¾ x.406 API X42
5,920 ft. 12 ¾ x.500 API X42
6,629 ft. 12 ¾ x.562 API X65
2,021 ft 12 ¾ x.900 API X65
1,109 ft. 14.00 x.438 API X42
11,671 ft. 16.00 x.500 API X42
1,305 ft. 16.00 x.688 Surp. X60
1,907 ft 18.00 x.562 API X52
1,025 ft. 18.00 x 1.00 API X60
1,406 ft. 18.00 x 1.125 API X60
671 ft. 20.00 x.812 API X60
1,819 ft. 20.00 x 1.00 API X65
2,057 ft. 22.00 x.500 API X42
635 ft. 30 x.500 API X52 ABS
812 ft. 30 x.750 API X52 ABS
320 ft. 34 x.375 API X65
445 ft. 36 x.750 API X52 ABS
200 ft. 42 x.750 API X52
The Omega Steel Group
consists of Omega Steel,
Premium Pipe, and
Sligo Steel, the oldest
Steel company west of the
Mississippi, established in 1834.

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

by Prof. Michael J. Economides,
University of Houston

See his
presentation at the
Fall Conference
in Houston

(see biography on page 9)

Energy has become a strategic factor in
global geopolitics. It is a key to national
power as well as a major requirement for
economic growth. Energy consumption
has become the most discernible national
characteristic that separates rich from
poor countries. The United States, the
richest nation in the group, is also the
most intense user of energy with an
annual per capita consumption of about
360 million British thermal units
(MMBTU).
The energy use in other developed
countries while also well correlated with
their wealth is also a function of their
geography, the makeup of the countries
and even the tastes and preferences of
their denizens. China and India, by far
the world's most populous nations
languish considerably behind with far
lower per capita incomes and per capita
energy consumptions of 25 and 12.3
MMBTU, respectively. For these two
nations to catch up with the developed
world they will have to move up the curve.
This may prove perhaps the most
formidable international challenge of the
twenty first century.
There is a substantial imbalance in the
location of energy producers and
consumers, an imbalance that has
precipitated world conflicts and one that
will likely cause future upheavals.
Prominent among these areas is the
Middle East where five of the six
countries with 75 billion barrels of
reserves are located. The Straits of
Hormuz through which one third of all
oil world trade passes is a geopolitical
choke point. Other areas such as
Venezuela, Nigeria and Indonesia have
also caused or are causing difficulties in
their ability to deliver oil. Russia's recent
ascendancy in the energy world has been
an important counterbalance to the
power of OPEC. However, recent events
surrounding Russia's energy industry
have exposed fissures within the
economic and political makeup of the
country.
Several professionals have concluded
that energy limits should be a “genuine

concern” not only for the developed
world, but more important, “if the
rich/poor gap is finally narrowed.”
Consider that about 2 billion people (one
third of the global population) have no
access to energy sources of any kind
outside of charcoal, wood and animal
dung. One obvious bright spot for the
future is that energy consumption in the
generation of wealth and the form of
primary energy sources have not been
constant throughout the last two
centuries. Instead, the process has been
dynamic, technology has played a
considerable role and nations have and
will “leap frog” in status by adopting
technologies and efficiencies developed
elsewhere, without having to repeat
painful processes in pioneering nations
such as the United Kingdom and the
United States. Globalization of the
economy will certainly aid the process
further.
Of considerable significance is the
change of fuels from wood to coal to oil
and now to natural gas and, eventually, to
hydrogen and electricity. The decarbonization of fuels is an extraordinary evolutionary process and
natural gas is viewed as the compelling
next fuel of choice worldwide and as a
necessary stepping-stone towards the
next stages.

CLASSIFIEDS
Pipe Sales - Skyline Steel Pipe, a
subsidiary of Skyline Steel LLC, the
leading manufacturer and distributor of
steel foundation products in the US seeks
an assertive and motivated Salesperson to
sell structural and commercial large
diameter pipe through dealer and
distribution networks. Excellent career
opportunity for an experienced sales
professional to work with an industry
leader in developing network based sales.
Position based in Atlanta, GA area.
Minimum of 3 years experience in pipe
sales. Moderate travel required. The
successful candidate will have the ability
to work independently, think outside the
box and get results. Competitive
compensation and benefit package
offered. EOE.

Thank You

Thank you Sponsors
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2005 Convention in Las Vegas - March 2005
Gold
Kelly Pipe Co.
Lally Pipe & Tube - Division of LB Industries
Omega Steel Co.
Silver
Liberty Companies
MAN Ferrostaal, Inc.
Platinum Grover Int. Inc.
ShawCor Pipe Protection LLC

Bronze
Baltimore Pipe Inc.
Barnes Pipe & Steel Supply
Black Diamond Pipe & Tube Inc.
International Pipe & Supply, LLC
Interpipe, Inc.
Kahn Steel Co., Inc.
Lone Star Steel
Midstate Steel Corporation

Pioneer Pipe
Roscoe Moss Co.
SDB Trade International, LP
Sepco Tubulars Inc.
Tex-Tube Company
Trident Steel Corporation
Trinity Products, Inc.

2005 Conference in Denver - June 2005
Platinum
Mill Man Steel, Inc
Silver
Pipe & Tube Supplies, Inc.
The Crispin Company

Bronze
Baltimore Pipe Inc.
Challenger Pipe & Steel, LLC
Denver International Steel & Pipe Supply
Kahn Steel Co., Inc.
Lally Pipe & Tube - Division of LB Industries, Inc.
Omega Steel Co.
Pioneer Pipe

Roscoe Moss Co.*
SDB Trade International, LP
Sepco Tubulars Inc.
Texas Pipe & Supply Co., Inc.
Tex-Tube Company
Trident Steel Corporation
* Sponsor of two conference events

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
1,500’
537'
400
1,300'
282'
2,500'
600'
200'
400’
540'
750'
650'
300'
930'
320'
500'
600'
1,000'
260'
1,000'
5,500'
2,000'
1,500’

OD
36”
30"
30”
30”
26"
26”
22"
22”
22”
20”
16.3"
16”
14”
13 3/8"
12 3/4"
10 3/4”
10 3/4”
8 5/8”
8 5/8”
7”
4 1/2”
4”
2 7/8”

CONTACT: DAVIS GARDNER, WILDA SHARP
HERMAN FARRINGTON

WALL
.375
1.00
.375
.344
.750
.281
1.00
.625
.500
.812
.656
.375
.375
.480
.250
.594
.279
.500
.500
.362
.337
.438
.275

DESCRIPTION
Used Tar Coated
Surplus Used, Bare
Used Painted
Used Tar Coated
Surplus Bare
Used Tar Coated
Used Bare
Used Bare
Used Painted
Surplus Bare
Surplus Casing
Used Painted
Used Painted
Used Bare Casing
Used Bare Coated
Used Painted M/W
Surplus Bare
Used Bare M/W
Surplus FB
Used Bare Casing
Surplus FB Used
Surplus FB
Used O.F. T & C

AVG LNGTH
DRL
DRL
DRL
DRL
DRL
DRL
DRL
DRL
50'-61'
DRL
DRL
30-40'
DRL
DRL
SRL, DRL
27-35'
10-16'
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.

International Inc.

Footage

OD

Wall

21,809

8.625 0.562

Grade

Process

Mfg

X65

SMLS

North Star

1370

24

0.688

X65

DSAW

Confab

265

24

0.750

X65

DSAW

Napa

280

24

0.750

X70

DSAW

Kawasaki

Polite

Professional

24800 Pitkin Road, Suite A
The Woodlands, TX 77386

Persistence

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

Performance

bud@primepipe.com
www.primepipe.com
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Photo Clips
NASPD

Photos from
Denver

Conference
June 2005

Jerilyn Sebert, Jeanne Bergfeld, and
Linda Rubenstein

Chuck Betzler, Richard
Patterson and Bill Ellis

Vince Hasen, Fred Kahn, Curtis Buckler, Nelson Smith and Ted Kahn

Out & About

Conference attendees enjoying the thrill of the white water rapids

Andy Pearl, Judy Pearl, Kathryn Pearl, and Rebecca Baine

Patty Enarson, Ray Dubreuil, Mike Ellis,
Randy Hurst, and Mike Harris

Rich Northfield, Susannah Porr, John
Mocker, and Tom Berra

Cullen King, Ray Davila, and Jacklyn Miller

Ron Williamson, David Delie, Cathy Streff, and
George Streff

Cullen King, John Noland, and Sue De Vries

John Mocker (far left photo) takes an annual sabbatical to the “Duquesne Club” in Northern Ontario, Canada. Established is 1908, this private club was started by
a group of steel executives from the Youngstown/Pittsburg area. It includes 3 islands that are about a 30 minute boat ride from the main land.
If any members have interesting photos they would like to share, please send them to the NASPD office.

Speaker Bios
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Fall Conference Presenters
Michael J.
Economides
is a Professor
at the Cullen
College of
Engineering,
University of
Houston, and
the Managing
Partner of a
petroleum
Michael J. Economides
engineering
and petroleum strategy consulting firm.
His interests include petroleum
production and petroleum management,
a particular emphasis on natural gas,
natural gas transportation, LNG, CNG
and processing, advances in process
design of very complex operations,
economics and geopolitics. He is also the
Editor-in-Chief of World Energy Monthly
Review. Previously he was the Samuel R.
N o b l e P r o f e s s o r o f Pe t r o l e u m
Engineering at Texas A&M University
and served as Chief Scientist of the
Global Petroleum Research Institute
(GPRI). Prior to joining the faculty at
Texas A&M University, Professor
Economides was the Director of the
Institute of Drilling and Production at
the Leoben Mining University in
Austria. Before that, he worked in a
variety of senior technical and
managerial positions with a major
p e t r o l e u m s e r v i c e s c o m p a n y.
Publications include authoring or coauthoring of 11 professional textbooks
and books, including “The Color Of Oil”
and 200 journal papers and articles. He
does a wide range of industrial
consulting, including major retainers by
national oil companies at the country
level and by Fortune 500 companies. He
has had professional activities in over 70
countries. In addition to his technical
interests he has written extensively in
wide circulation media in a broad range
of issues associated with energy, energy
economics and geopolitical issues. He
also appears regularly as a guest and
expert commentator on national and
international television programs.

Scott Playfair founded P Squared
Consulting in 1999 after working in the
corporate world for more than 20 years.
P Squared focuses on the areas of teambased process improvement, leadership
development, team building, and
organizational cascaded goal setting.
Before the formation of P Squared,
Scott held management positions in
various Fortune 100 companies as well
as several rapidly growing mid-sized
companies. Scott received his BS in
Industrial Engineering from the
University of Pittsburgh and is
certified as a Six Sigma Master Black
Belt Trainer. He is a published author
and frequently provides articles for
nation-wide newsletters. Scott consults
with companies in a variety of
industries including steel, paper, oil
and gas, chemical manufacturing,
healthcare, and a variety of other
manufacturing and service related
businesses. His focus is assisting
progressive companies who recognize
the value of developing their most
valuable asset their people. As a trainer,
facilitator, and consultant, Scott’s
broad experience base and entertaining
style offers clients a memorable
experience and proven methods to gain
competitive advantage for their
businesses.

Margery Engel Leob, president of Leob
& Associates LLC, consults on a variety
of issues related to transition, change
communications and planning. She is a
frequent speaker and presenter for
seminars and business. She also conducts
research on issues related to retirement
and CEOs in
f a m i l y
businesses.
With 30 years
experience
working with
families and
businesses,
Loeb holds an
advanced
degree that
Margery Engel Loeb
includes
specialized training in human behavior
and family dynamics. She was a third
generations non-working owner of her
family business. www.leobgroup.com

Training Manual

PIPELINE STAFF and
NASPD CONTACT INFORMATION

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

NASPD

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: 832-201-9479. E-mail:
info@naspd.com; Web site: http://www.naspd.com. Office hours: 8:30 am - 5:00 pm CST.

ADVERTISING IN PIPELINE: Contact Linda W. Key: phone 361-574-7888; fax 361-574-7197;
email: lwk@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.

NASPD 2005 Fall Conference
The Westin Galleria Houston, Texas September 29 - October 1, 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.

Sept. 1, 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 Sept. 1 ). _________
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.
_____ Welcoming Reception Single Event $195 or _____$95 (with a full registration from the same company) _________
_____ Late Registration Fee $25 (Must be included for each single event registration received after Sept. 1). _________
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

_____ I will attend _____ I will not attend Saturday Optional Event - NASA Tour - $95.00 per person
Names: _______________________________________________________________________
________

TOTAL REGISTRATION AMOUNT=

________

Reservations: No Fee for Registrants but Advance Reservation Required:
_____ I will attend _____ I will not attend Thursday, September 29, 2005, Welcoming Reception.
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, September 30, 2005 Luncheon.
Names: ______________________________________________________________________
_____ I will attend _____ I will not attend Friday, September 30, 2005 Elegant Dinner at Rice Hotel’s Crystal Ballroom.
Names: ______________________________________________________________________
_____ I will need _____ I will not need bus transportation to the elegant dinner at Rice Hotel's Crystal Ballroom.
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 Sept. 1, 2005. After Sept. 1, 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 full cancellations and $25 for single and one day cancellations received before Sept. 1, 2005. After Sept.1,
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.)

Houston
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NASPD Fall Conference Program
Westin Galleria • Houston, Texas
September 29 - October 1, 2005
(Please bring this program with you to the hotel so you will know when the meetings begin).

Thursday, September 29
Noon
- 4:30 p.m.
Noon
- 1:00 p.m.
1:00 p.m. - 2:00 p.m.
2:00 p.m. - 3:00 p.m.
3:00 p.m. - 4:00 p.m.
4:00 p.m. - 4:30 p.m.
4:30 p.m. - 5:30 p.m.
6:00 p.m. - 9:00 p.m.
Friday, September 30
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. - 9:00 a.m.
9:00 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.
7:00 p.m. - 11:00 p.m.
11:00 p.m. - 1:00 a.m.

Saturday, October 1
8:00 a.m. - 10:30 a.m.
8:30 a.m. - Noon
8:30 a.m. - 9:00 a.m.
9:00 a.m. - 10:00 a.m.
10:00 a.m. - 10:15 a.m.
10:15 a.m. - 11:00 a.m.
11:00 a.m. - Noon
12:15 p.m. - 5:45 p.m.
6:30 p.m. - 8:00 p.m.

Registration
Education Committee Meeting (lunch will be served)
Program Committee Meeting
Membership Committee Meeting
Finance Committee Meeting
Executive Committee
Board of Directors Meeting
Welcoming Reception at the Westin Galleria
Continental Breakfast
General Session
Morning Announcements
Member Spotlight: Ray Davila & Andrew Grebe, Tex-Tube Company
Margery Loeb, Speaking on Business Succession
“The Road Not Taken - Transfer or Sell”
Scott Playfair to speak on Improving Business Strategies
“A Simple Way to Generate Competitive Advantage through Continuous
Process Improvement”
Break
Panel Discussion - Supply & Demand 2005
Panel Facilitator - Dianne Burger, CPW America Co.
Panelists:
Kevin Beckmann, Trident Steel Corporation
Charles Boatright, B & W Pipe Inc.
Paul Branch, ShawCor Pipe Protection LLC
Mark Brumbaugh, Skyline Steel Corporation
Jim Owsley, Wilson
Networking Luncheon
Elegant dinner & dancing at historic Rice Hotel's Crystal Ballroom
The bus leaves The Westin Galleria at 6:40 p.m.
Hospitality Suite at Sambuca Jazz Bar next door to the Rice Hotel
Private Room-no cover charge. Open bar-NASPD Tab.
Buses will depart the Rice Hotel beginning at 10:00 p.m. and leave every hour on the
hour until 1:00 a.m. returning guests to The Westin Galleria.
Continental Breakfast
General Session
Duaine Priestley, US Department of Commerce, speaking on how small businesses
can make contacts in China and India
Dr. Economides “Energy Geopolitics”
Break
Daivd Phelps, President, American Institute for International Steel
“The International Steel Market”
Roundtable Discussion
Prime/OCTG
Used/Structural
NASA Tour (box lunches will be provided)
Hospitality Suite
The Hospitality Suite on Saturday is a two hour networking session. Drinks and light
appetizers will be served. Come and set up your dinner plans with other attendees.

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 new members.

Wheatland Tube Co.

Wheatland Tube Co (associate member) is a
US manufacturer and supplier of standard
pipe, line pipe, OCTG tubing/casing, drill
pipe, water well, mechanical, squares and
rectangular tubing, fence pipe and tubing, fire
sprinkler pipe, coupling stock and couplings.
Products manufactured in black and
galvanized, PE, T&C or Grooved include 1/2"
- 4" A53 Grade A Sch 40 and Sch 80 standard
pipe, 2"- 6" A53 Grade B standard pipe. Also,
1" - 6" API 5L, A135 or A795. Domestic
product origins.
Gerald Slattery, National Sales Manager, is the
NASPD contact.
Wheatland Tube Co.
900 Haddon Ave
Collingswood, NJ 08108-2162
P: 800-257-8182
F: 856-854-0616

PMI Steel Pipe
PMI Steel Pipe (regular memeber) is a
supplier for coupling/coupling stock, fire
sprinkler pipe, fittings/flanges/valves, line
pipe, metal shapes, standard pipe, structural
steel, structural tubing, sucker rods, used pipe
and waterwell. Manufacture sign poles.

Product grades are prime, reject, new and
used. Foreign and domestic product origins
with size range between 1/8” and 36”.
Handled ASTM, API, A106, A53. Services
offered are cutting, welding, beveling and
painting.
Barrett Evans, president, is the NASPD
contact.
PMI Steel Pipe
6385 Hwy 87 East
San Antonio, TX 78222

Ilva America, Inc.
Ilva America, Inc. (associate member)
representing Ilva S.p. A of the RIVA Group, is
a supplier for heavy wall, line pipe, piling,
slurry pipe, standard pipe and structural pipe.
Products manufactured include: ERW
Linepipe 6” OD-20” up to API X70 grade: w.t.
up to o.500” DSAW Linepipe 18” OD - 56”
OD up to APIX80: w.t. up to 1.500” Spiral
welded 24” OD-108” OD up to 1.00” wt for
water lines. External pipe coatings: FBE, 3
layer PE & PP, internal epoxy liners. Prime
product grades. Italian product origins.
Handled include API 5L PSL 1&2, ISO 31813/9330-1, EN10208-3/2/1/EN10224,

Texas Pipe & Supply Co.
—SINCE 1918—

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

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

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

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

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

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

HOUSTON
713-799-9235

MORGAN CITY, LA
MOBILE, AL
MIDDLESEX, NJ

EN10219, DNV OS-F101, TU 75/100, CSA
Z245-1, NFA 49-401, DIN1626, AWWA
C120, ASTMA-252. Specialities: Large OD,
heavy walls, high grades. Transportation:
truck, rail, ocean available
April Schatte, Sales, is the NASPD contact.
Ilva America Inc.
9800 Northwest Frwy. #512
Houston, TX 77092
Phone:713-961-5858
Fax:713-961-4433

Dispatches (Cont. from pg. 5)
2004, the highest number ever to achieve
this result. This accomplishment
represents over 450,000 work hours
without a recordable accident. The
previous record was held in 2003, when
ten branches had a perfect safety year.
The company’s safety-conscious slogan:
“Safety is M.O.R.E. in 2004 - Making our
Results Extraordinary” has been
credited with helping to raise safety
awareness.
According to Linda McCue, vicepresident of human resources, “This
achievement is a tribute to the dedication
and commitment of our employees to
work safely. Without their constant
efforts, it would not have been possible.”
Safety efforts continue with a goal for
2005 to surpass this benchmark.

IPSCO Reports Record
Second Quarter Results
In late July, IPSCO Inc. (NYSE/TSX:
IPS) announced second quarter sales of
$667 million, an increase of $119 million
over the second quarter of 2004. Net
income of $126 million was nearly
double the $66 million in last year’s
second quarter. Basic and diluted
earnings per share in the quarter were
$2.59 and $2.56, respectively, compared
to $1.38 and $1.22 per share in the second
quarter last year. Operating income per
ton shipped was $263 compared to $134
in the second quarter of 2004. Net
income was $281 million for the first six
months of 2005, or $5.62 per share. This
compares to $98 million or $1.78 for the
first six months of 2004.

New Clips & NASPD Notes
IPSCO’s enhanced sales performance
versus the comparable period last year
was driven by higher pricing levels in all
product lines and strong energy tubular
shipments partially offset by volume
reductions in the steel mill product and
large diameter pipe product lines.
IPSCO’s second quarter average pricing
was $830 per ton, inclusive of surcharge,
compared to $620 per ton a year ago.
Second quarter shipments were 803,000
tons, down 9% or 81,000 tons from the
second quarter of 2004. Large diameter
shipments of 13,000 tons declined 82% or
59,000 tons from last year’s level
reflecting the low level of contract
activity in the first half of 2005. Steel mill
product shipments declined 38,000 tons
as a result of the previously reported sixday Montpelier outage and reduced
service center orders for steel products.
Energy tubular shipments were 38,000
tons or 32% higher than the second
quarter of 2004, reflecting continued
strong demand and drill rate activity
despite unusually wet weather, which
impacted shipments in Canada.
“End user demand for steel plate
remained strong in the first half of 2005
and OEM shipments in the second
quarter were stable,” said David
Sutherland, President and Chief
Executive Officer. “However, market
uncertainty over recent declines in steel
pricing levels resulted in delayed service
center inventory replenishment and
order patterns exhibiting very short lead
times. In part because of this market
uncertainty, we have moved a planned
17-day reheat furnace maintenance
project for Montpelier into the third
quarter. In addition, a precautionary
outage in Mobile early in July,
necessitated by Hurricane Dennis, was
extended to seven days to allow reheat
furnace maintenance.”
“It is anticipated that with these
maintenance efforts behind us, IPSCO
will be well positioned in the fourth
quarter to take advantage of the
continued strength in IPSCO’s steel
markets, as well as a continued strong
second half energy tubular market which
now includes second half orders for well
over 100,000 tons of large diameter
pipe.”
Second quarter 2005 diluted earnings per
share increased $0.07 per share due to the

share buyback program announced and
initiated in March of 2005. Second
quarter 2004 earnings per share were
diluted by $0.08 per share due to the
junior subordinated notes (retired in
November 2004) and $0.06 due to the
preferred shares (redeemed in May of
2004). The junior subordinated notes
and the preferred shares did not impact
the 2005 diluted earnings per share
calculations.
During the quarter, the Company
redeemed all $71 million of its 7.32%
Series B Senior Notes and purchased for
cancellation on the open market, $41
million of the 8.75% Unsecured Notes
due June 1, 2013 and CDN $2 million of
the 7.80% Canadian Debentures due
December 1, 2006. Total debt repaid
during the quarter was $114 million
excluding pre-payment premiums. The
debt redemptions resulted in debt
extinguishment expense for the quarter
of $10 million, or $0.13 per diluted share.
Outlook
The Company believes that end user
demand for steel mill products will
remain strong throughout the second
half. Surcharge related pricing declines
will be largely offset by scrap cost
declines, however, there will be timing
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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”.

(Continued on page 14 - See DISPATCHES)

Team-based
Process
Improvement
Leadership
Training and
Development
Unified &
Cascaded Goal
Setting
Project Oriented
Team Building

P Squared Management Consulting
People do not make the Difference…
They are the Difference.

We help organizations leverage their most
valuable asset their people - to achieve world class
performance in their industries.

Maximizing the Synergy of People and Process Improvement

www.p2mc.com
Tel: 936.271.0712
Fax: 936.273.0795
P2info@p2mc.com
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News Clips

(DISPATCHES - continued from page 13)

differences between revenue changes and
the cost of scrap consumed. In addition
there will be some slide in steel prices due
to both market pressure from buyers and
due to the influence of hot-rolled coil
price declines, particularly on IPSCO’s
coil and cut-to-length product sales.
The market for large diameter pipe has
improved significantly in the second
half, as has IPSCO’s participation in this
market. IPSCO has booked in excess of
100,000 tons for delivery in the
remainder of the year. North American
OCTG shipments in general and small
diameter line pipe shipments in Canada
are expected to be at historically high
levels, as strong as weather will allow,
through the balance of 2005.
Foreign exchange fluctuations and their
impact on inter-company obligations
raised by debt retirement and the Share
Repurchase Program may or may not
impact third quarter net income and
earnings per share.

Houston’s Branch Manager in January of
2004, sales and tons shipped have
doubled.

Marmon/Keystone
Introduces New Software
for Value-Added Service

Last month, Dennis and the rest of the
Houston staff moved to their new offices
at 13901 Garrett Road, adjacent to their
recently expanded yard, a move that
Dennis feels will help make them more
efficient and enable them to respond
quickly to their customers’ needs.

In an effort to expand its value-added
services, Marmon/Keystone has
announced the introduction of a new
Value Added Software (VAS) program
that will implement the functions of
processing, managing and accounting
for value-added parts more efficiently.

The new on-site facility is something
that Dennis has advocated since he
became manager, and he has been
actively involved in the planning and
design of the building, as well as
overseeing construction and
landscaping.

Tom Brenneis, corporate value added
manager, explained, “As our added
business became more complex, we
determined that a centralized, easy-tooperate system was necessary. Our new
software allows our marketing people,
the customer, mill and value added
processors to access real-time data
simultaneously. As this new operator
friendly VAS program is implemented
for value added customers at every
branch, we expect a major savings in
time and labor.”

When he is not at Saginaw, Dennis is
often found singing in the Cypress Trails
United Methodist Church choir with his
wife, Cindy, and daughters, Amy and
Sara. Both girls are students at Dennis'
alma mater, the University of Houston,
studying to become youth ministers. For
more information on Saginaw Pipe Co.
call (281) 361-5915.

The new system has reduced cycle time
of daily inventory, order entry
transactions and invoicing issues. The
concept of value added services has been
a part of Marmon/Keystone’s
marketing plan since 1998. The
company now offers well over
100 services beyond traditional
cutting operations. Machining,
h o n i n g, f a b r i c a t i o n a n d
assembly, as well as JIT and kit
preparation are just a few of the
services available.

We expect increased large diameter pipe
shipments, increased energy tubular
shipments, and the flow
through of second quarter
scrap purchase price
reductions to help offset price
P.O. Box 5388
declines on our steel mill
Midland, Texas 79704
products and the steel
Phone (432) 686-7779 Fax (432) 687-5567
product volume reductions
related to the third quarter's
Special Pipe Offering
planned maintenance. With
(All Items Subject to Prior Sale)
the combination of these
factors we expect third
7700' --------- 18" x 1.125wall. (202.75#)
quarter earnings to be in the
Submerged Arc Weld, API 5 L PSL2,
range of $2.35 to $2.55 per
Grade X-60 Line Pipe,
diluted share.

Midstate Steel Corporation

Ince Promoted in
Saginaw Pipe Co.
Saginaw Pipe Co., Inc. is
pleased to announce the
promotion of Dennis Ince to
Vice President of Houston
Operations. A twenty-nine
year veteran of the steel
industry, Dennis began his
career in oilfield and made
the transition to structural
and secondary sales when he
joined Saginaw Pipe in 1994.
Since he took over as

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 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

A leading wholesale distributor
of tubular products for 98 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
h e a d q u a r t e r s i n B u t l e r,
Pennsylvania.
M a r m o m / Ke y s t o n e a n d
affiliated companies are
members of The Marmon
Group, an international
association of more than 100
companies that operate
independently within diverse
business sectors.

News Clips & Guest Article
IPSCO ANNOUNCES THE
APPOINTMENT OF THOMAS
FILSTRUP AS DIRECTOR OF
INVESTOR RELATIONS
[Lisle, Illinois] [August 17, 2005] -I P S C O I n c . ( N Y S E / T S X: I P S )
announced today that Thomas Filstrup
has joined the Company as Director of
Investor Relations.
Mr. Filstrup brings nearly 20 years of
investor relations management
experience to the Company. He comes to
IPSCO from Whirlpool Corporation
where he has been Director, Investor
Relations since 1988 and helped develop
and implement Whirlpool’s first
Investor Relations program. Mr.
Filstrup is very active in the Investor
Relations community, having just
completed a four-year term on the board
of directors of the National Investor
Relations Institute (NIRI) where he was
also Chairman of the Audit Committee
and a member of the NIRI Senior
Roundtable.
Mr. Filstrup earned a Bachelors degree
in Mechanical Engineering from the
University of Michigan and a Masters in
Business Administration from
Northwestern University, where he
earned the designation Distinguished
Scholar.
“We are excited to have Tom joining
IPSCO in this important role,” said
IPSCO Senior Vice President and Chief
Financial Officer, Vicki Avril. “The
(Continued on page 16 - DISPATCHES)

(FAMILY - from page 3)

direct actions. If an employee — even a
family member — isn’t performing to
expectations, action should be taken.
Transfer to a more appropriate job or
additional training may be needed.
Dismissal of any low-performing
employee may be necessary for the
overall good of the company and,
ultimately, for the owners. It’s important
that owners be very clear on this issue
with family and non-family employees
and supervisors.
Promotions
Goal-setting and continuing education
need to be part of the performance
evaluation process to ensure employees
are granted access to desirable career
tracks. All too frequently, family and
non-family employees are promoted
because they do an excellent job in their
present positions but lack the skills and
training for their new situations.
Non-family employees are able to accept
grooming of a family member for a
certain position as long as the individual
earns the respect of his co-workers.
Family and other long-time employees
must accept that companies sometimes
need to bring in outside talent to grow to
the next stage of business development.
Family vs. business values
In the beginning, many families use the
same values to operate the business and
the family. Compensation may be based
on family values of need or equality, as
opposed to the business value of merit.
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Likewise, promotions for family
members may be based on birth order or
gender, rather than on skills. As the
family and business grow, these decisions
can have a negative impact on business
growth as well as on the emotional health
of family members.
Businesses that implement realistic
performance measurement and
compensation methods for family
members also lessen the temptation to
work in the business for the nonproductive reason of reaping the benefits
of ownership.
Many times, outside advisers are needed
to help the intertwined family and
business make important value and
cultural shifts. Strategic planning for the
business often identifies a gap in culture
and values that will hamper continued
growth. Families are able to shift their
viewpoints concerning how the family
relates to the business when they’re able
to recognize that what used to be effective
now has become a detriment to the
financial well-being of the family.
Business families that are able to make
the leap to performance management
systems must be able to create
appropriate boundaries separating
membership in a family, benefits of
ownership and employment. These
families are flexible and able to
communicate and, ultimately, to grow.
The family benefits from the ownership
of a viable asset and from the knowledge
that they’re able to work together and
compromise for the greater good of all.
Margery Engel Loeb, president of Loeb &
Associates LLC, consults on a variety of issues
related to transition, change, communications and
planning. She can be reached at
mloeb@loebgroup.com or (361) 576-0276.

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
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Company is fortunate to attract someone
with his professional experience and
stature.”
Mr. Filstrup will be based at IPSCO's
operational headquarters in Lisle,
Illinois and will report to Ms. Avril.
For further information on IPSCO,
please visit the Company’s web site at
www.ipsco.com.

Wire and Tube 2006: Exhibitor
Registration Exceeds
Expectations

Tube 2006 is also recording a trend
toward larger booth sizes especially from
companies from Belgium, Italy, Spain,
China and Turkey.
For the first time, exhibitors from Egypt
and Saudi-Arabia will display their
products at Tube. The International Tube
Association is a non-material supporter
of Tube 2006.
For further information contact Messe
Düsseldorf North America, 150 North
Michigan Ave., Suite 2920, Chicago, IL
60601. Telephone (312) 781-5180; Fax
(312) 781-5188; Email: info@mdna.com;
or visit http://www.mdna.com

Exhibitor registration numbers for wire
2006, The International Wire and Cable
Trade Fair, and Tube 2006, International
Tube and Pipe Trade Fair already exceed
the expectation of Messe Düsseldorf.
Both events will be held concurrently
from April 24 - 28, 2006 at the
fairgrounds in Düsseldorf, Germany.

Next Pipeline
Issue Deadline
Help make our year-end
wrap-up issue great. We’re
looking for photos, quotes,
brief stories or other memories
you’ve gathered of the NASPD
and its members throughout
the year to include in our next
issue. Deadline for all

The trend toward larger exhibit spaces at
wire 2006 reflects the international
commitment of the wire and cable
industry in the Middle and Eastern
European countries in particular.

Building
Fences
Across
America!
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TMK SINARA

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

TMK PRODUCING MILLS
Principal Website: www.tmkgroup.com/eng
TMK's Holdings consists of 4
Pipe Mills:
- Volzhsky (www.vtz.ru)
- Seversky (www.stw.ru)
- Sinarsky (www.sinarsky.ru)
- Taganrog (www.tagmet.ru)
Details on products, size
ranges and grades for each of
above facilities are available
on the TMK Group website or
the individual mill websites .

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

CONTACT INFORMATION
2800 Post Oak Boulevard, Suite 5240
Houston, TX 77056
Phone: 713-961-0701
Fax: 713-961-0475
John Blomberg - President
Chuck King - VP Sales
Paul Edmiston - Manager Accounting
Linda Sherman - Sales Representative

