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2012 Events
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

I feel very fortunate to have visited so many
interesting places during my previous career
in baseball. One of my favorite spots to visit
has always been New York City. I would like
to take this opportunity to promote our Fall
Conference in the Big Apple, the city that
never sleeps. We have a great program
schedule of fascinating speakers,
sightseeing tours, reserved suites to take in a
Mets game at Citi Field and of course all the
other sights and sounds of New York City.
With the election fast upon us it is tempting
to talk politics, but I refrain from using this
format for that purpose, and only encourage
you to study, learn, and vote. NASPD
meetings are a wonderful opportunity to
have discussions outside just business and
perhaps get a different perspective, to learn
something from someone else's view. The
NASPD membership is a microcosm of the
world, a virtual United Nations, what better
place to gain new perspectives from
members of every race, religion, and
political beliefs.
My goal as president has been that we offer a
program and networking opportunity so you
leave our meetings with something of value
that will help you be better at your job. This

Balor Moore
NASPD
President

particular Fall Conference is the perfect
opportunity to mix business with pleasure. I
encourage you to join us and suggest you
come a day or two early or maybe stay an
extra day to experience some of the
attractions that this great city has to offer. I
hope to see you all in NYC.

New York Nightlife
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From the Executive Director
the tireless work on this project. They have
left a legacy in their work which will be
appreciated for years to come by all those in
the industry. It is the most comprehensive
manual on tubular products you will find
anywhere.

by Susannah Feux Porr
NASPD Executive Director
If you have not booked your trip to New
York yet, don’t wait any longer! Thanks to
the hard work of our Program Chairman
Dolty Cheramie and his committee, we have
another great program planned for our Fall
Meeting. New York is always a great place
to visit, but Fall is the best time of year to
enjoy the city and its changing colors.
We are thrilled at the response we have
received from our revised Tubular Products
Manual. I won’t pass up any opportunity to
thank Bill Buckland and Gerald Merfish for
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Thanks to the financial strength of the
NASPD, we are in the position to invest
some of our reserves in projects that benefit
our membership. The Strategic Planning
Committee is looking into all the ways we
can make sure you get the most value you
can from the NASPD. Some examples of
ways we have invested that money in the
past is: increasing the scholarship funds
available to member employees, funding the
revision of the Tubular Products Manual and
the creation of the Training Manual. Moving
forward we want to be sure we are good
stewards of our reserves and we will do
everything we can to ensure we are investing
those reserves in ways that will benefit you
our members.
We will be hosting our 7th Annual Steel Pipe
Basic Education Course and OCTG

Specialty Education Course. It will be held
in Houston, October 15 – 17, 2012. If you
are interested in participating or have an
employee you would like to send, please
contact the NASPD office or register online
today. It is a valuable program to anyone in
the industry. It is a focused training session
taught by experts in each of the various
areas of the industry. The curriculum will
provide participants with an understanding
pipe and steel manufacturing and a base
competency regarding the fundamentals
involved in the sale, distribution and service
of steel tubular products.
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Dispatches
Contributed by NASPD Members

American Piping Products
Named a St. Louis Fastest
Growing Company
St. Louis, MO. — American Piping
Products, Inc. (“APP”), a NASPD member,
was recently named as the seventh fastest
growing private company in the St. Louis
area by the St. Louis Business Journal. APP
was the only steel pipe supplier to make the
list.
"Our entire organization is thrilled to be
ranked so high on this esteemed list. Each of
our 65 employees directly contributed to
our outstanding performance," said Al
Rheinnecker, Chief Executive Officer of
APP. "We are proud to be a leader in the St.
Louis business community and the steel
pipe business at large."
Companies were ranked by percent revenue
growth, 2009-2011, and American Piping
Products saw 138.10% growth throughout
the three-year period. In 2009, the company
reported $63 million in revenue, $103
million in 2010, and $150 million in 2011.
American Piping Products, Inc.
headquartered in St. Louis, Missouri, is
primarily engaged in the distribution of
carbon, stainless steel and chrome moly
pipe, tubing, fittings, and flanges used in the
processing, energy, manufacturing,
fabrication and construction industries. As
one of the leading steel pipe suppliers in the
world, American Piping Products utilizes
steel processing facilities in Houston, St.
Louis, Philadelphia, Chicago and Louisiana
that stock more than 40,000 tons of material
and offers immediate shipment of steel
pipe, flanges and fittings to customers
across the globe.

Berg Europipe Announces
the Appointment of New
Chief Executive Officer
Panama City, FL. - Berg Europipe Holding
Corp. announced today that Ingo Riemer
will become President and Chief Executive
Officer of the Company and its mill
subsidiaries, replacing Hans J. Sack, who is
resigning. Mr. Riemer will also become a
director of the Company and each of its
subsidiaries. Ingo Riemer has served in
varying capacities at Europipe GmbH, the

parent company of Berg Europipe, for 14 years, most recently as Head of Planning and
Strategy for Europipe, and Managing Director of Mülheim Pipe Coatings GmbH, a
subsidiary of Europipe.
The Board of Directors of Berg Europipe expressed its appreciation to Hans Sack for his
service and contributions to the Company.
Berg Europipe and its subsidiaries manufacture large diameter steel pipe for use in oil and gas
transmission lines, and certain structural and other a pplications. Berg Europipe operates
steelpipe mills in Panama City, Florida, and in Mobile, Alabama. It is a wholly owned
subsidiary of Europipe GmbH, of Mülheim, Germany, the world’s leading manufacturer of
large diameter steel pipe. Europipe GmbH is owned by A.G. der Dillinger Huttenwerke, of
Dillingen/Saar Germany, and by Salzgitter Mannesmannröhren-Werke GmbH, a company of
the Salzgitter Group, of Mülheim, Germany.

Kelly Pipes Moves to New Facility
Bakersfield, CA. - Kelly Pipe, a key Bakersfield California PVF supply company, has moved
to a new much larger facility. The new building includes a 15,200 sq. ft warehouse plus 3,200
square feet of offices on 6 1/2 acres. Kelly has been a major supplier serving California's San
Joaquin Valley's energy, ag,
and fabrication industries
for 23 years. Through its
experienced staff headed by
Jim Penney, Kelly has
maintained a leading
position supplying pipe in
all sizes and grades to vital
Bakersfield businesses.
Kelly is the nation's largest
independently owned pipe
and fitting distributor with
49 locations across the
country and overseas.
New Kelly Pipe facility in Bakersfield, California

US Steel Personnel Changes
Pittsburgh, PA. — United States Steel Corporation Chairman and Chief
Executive Officer John P. Surma announced that the company's Board of
Directors has elected Mario Longhi to the position of executive vice
president and chief operating officer. He will report to U. S. Steel
Chairman and Chief Executive Officer John P. Surma and will be based at
U. S. Steel's corporate headquarters in Pittsburgh. The company also
announced the appointments of George F. Babcoke, Douglas R.
Matthews and Michael S. Williams to the company's executive
management committee.
Kurt A. Barshick has been advanced to the position of general manager – tubular operations.
In this position, he will be responsible for the day-to-day operations at four of U. S. Steel's
tubular products manufacturing facilities: Fairfield Tubular Operations in Fairfield, Ala.;
Lorain Tubular Operations in Lorain, Ohio; McKeesport Tubular Operations in McKeesport,
Pa.; and Texas Operations Division in Lone Star, Texas.
Eric K. Schomer has been advanced to the position of general manager – procurement. In this
position, he will oversee procurement activities at all U. S. Steel facilities. He will report to
Michael J. Hatcher, vice president-Procurement, Raw Materials & Real Estate.
Christian Korn has been named vice president – commercial, Europe. Korn succeeds Robert
J. Beltz, who has concluded his expatriate assignment in Europe and is returning to the United
States. Korn will report to David J. Rintoul, vice president – European operations and
president – U. S. Steel Kosice.
Mario Longhi, 58, will be responsible for U. S. Steel's North American Flat-Rolled, Tubular
and Central European operations, as well as global operations services. "The global steel
sector is facing one of the most complex and dynamic economic environments in recent
decades, which places increasing strategic and operating demands on our company as we
(DISPATCHES contd. on pg. 8)
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continue to execute our longer term
business strategy while remaining flexible
in the near term," said Surma. "Mario joins
our already strong and experienced
operating executive leadership team of
George Babcoke, Doug Matthews and
Mike Williams who, collectively, have 100
years of steel and metals manufacturing
experience."

highly regarded within the steel industry," said
Surma. "His demonstrated track record in
leading businesses with a focus on safety,
quality, customer service excellence,
continuous improvement, growth and results
are an excellent match with the core values
and results-oriented culture of U. S. Steel."

procurement for U. S. Steel Kosice in
Slovakia.

Babcoke, senior vice president – Europe and
global operations services, Matthews, senior
vice president – Tubular Operations, and
Williams, senior vice president – North
American Flat-Rolled Operations, will report
directly to Longhi.

"Christian brings an extensive and intimate
knowledge of the European steel industry
and the markets we serve to our leadership
team at U. S. Steel Kosice," said Rintoul.
"His demonstrated record and resultsoriented approach will enhance our
company's goal of providing the highest
quality products and services to our
customers in this region."

Most recently, Longhi spent six years at
Gerdau Ameristeel Corporation, serving
first as president from 2005 through 2006
and then additionally in the role of chief
Kurt Barshick, 39, started his career at U. S.
executive officer from 2006 until 2011.
Steel in 1993 as a co-op student at the
Prior to his tenure at Gerdau Ameristeel,
company's Mon Valley Works near Pittsburgh.
Longhi spent 23 years at Alcoa, where he
FromA.1995,
when he joined the company full
Baker
advanced through increasingly responsible Robert
time, until 2006, he advanced through a series
positions in his native Brazil, the United
of increasingly responsible positions at Mon
States and Switzerland, including president
Valley Works' Pittsburgh-area facilities:
– Alcoa Wheels International, president –
steelmaking operations at Edgar Thomson
Alcoa Forgings Division, president and
Plant; rolling operations at Irvin Plant; and
chief executive officer – Howmet Castings,
finishing operations at Fairless Plant. In 2008,
and Alcoa vice president and group
he advanced to division manager of coke and
president – Global Extrusions.
iron production at U. S. Steel Canada's Lake
Erie Works. He was appointed to his most
"Mario is a seasoned strategic leader of
recent position, plant manager at Fairfield
operationally intensive, international
Tubular Operations in Fairfield,Ala., in 2009.
metals businesses, and is well known and
Eric Schomer, 48,
joined U. S. Steel in
1988 as a management
P & W INDUSTRIES, L.L.C.
associate at the
68668 Hwy. 59
P.O. Box 1550
c o m p a n y ' s
Mandeville, Louisiana 70470
headquarters. In 1989,
Website: www.pandwindustries.com
he transitioned to an
PHONE: 985/892-2461 CONTACT: DAVIS GARDNER, WILDA SHARP,
operations role at the
HERMAN FARRINGTON
FAX: 985/892-2618
company's Mon Valley
AVG LNGTH
QTY
DESCRIPTION
WALL
OD
Works near Pittsburgh
Used Painted
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.625
34'
34'
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150'
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1,030'
25-38'
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20”
.375
2,646'
DRL's
Surplus, Bare
18”
.625
1,060'
38-43'
utilities at Irvin Plant.
Surplus, Bare Coating
18”
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In 2005, he returned to
Used, Painted
16”
.312
1,321'
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headquarters to serve as
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40'
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Schomer
Surplus, Fusion Bond, Bare
10 3/4” .500
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Surplus, Bare
10 3/4” .500
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Surplus Bare Tubing
3 1/2”
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ALSO AVAILABLE: BEVELLING, CUTTING & DOUBLE JOINTING.
most recent position,
SURPLUS AND USED STEEL BEAMS 6" TROUGH 36".
SURPLUS AND USED STEEL PLATE 3/16" - 1".
general manager –
CALL FOR PRICING AND OTHER SIZES.

Christian Korn, 59, will assume
responsibility for all commercial activity
related to U. S. Steel's European
operations.

Korn brings to U. S. Steel Kosice long-term
experience in the steel business, having
started his career in the industry in 1982
with the building products group of Saint
Goban.
He joined Usinor (now
ArcelorMittal) in 1988 and rose through
increasing levels of responsibility in the
commercial organization from sales
director to chief operating officer of the
service center organization in Germany and
subsequently the service center group in
France.
In 2002, Korn accepted the role of chief
operating officer for ThyssenKrupp Stahl
Service Center Gmbh (Langenfeld,
Germany).
In this capacity, he was
responsible for the business unit, which
included markets in Germany, France,
Italy, Poland and Eastern Europe.
In 2009, he joined Essar Steel Europe and
was responsible for creating and
developing the company's European sales
organization.

Experienced Oil and Gas
Pipe Supplier Joins
American Piping Products
St. Louis, MO - American Piping Products,
Inc. (“APP”), one of the nation's leading
pipe suppliers, recently announced the
addition of Jason Bernsen to their St. Louis
sales team. Jason came to APP with 10 plus
years of experience in the industry, with a
specialty as an oil and gas pipe supplier.
"We continue to add talent to serve our
large, diverse customer base," said Al
Rheinnecker, Chief Executive Officer of
APP. "Jason’s experience and passion for
our business give me confidence in his
future atAPP."
Jason is a graduate of the University of
Missouri system, spending two years in
Kansas City and two years in St. Louis. He
has a wife of 15 years and two children.
(DISPATCHES contd. on pg. 10)

10 Pipeline
(DISPATCHES - continued. from pg. 8)

Celtic Marine Corporation
LBH USA
Celtic Marine Corporation
International Vessel Chartering
Barge Freight
Cargo Supervision
Stevedoring Ser vices
Truck & Rail Brokerage
Special Project Cargo
info@celticmarine.com
Phone: (225) 752-2490
Fax: (225) 752-2582
www.celticmarine.com

Independence Tube Launches Mobile Website
Chicago, IL - Independence Tube recently launched a mobile version of their website. John
Tassone, Marketing Manager, added: “We just wanted to give our customers another option,
a mobile app to access information on-the-go like getting directions, contact information,
product information, etc. All you have to do is just add a link to independencetube.com on
your smart phone's home page.”
Independence Tube supplies ASTM A500 pipe sizes through 16” OD NPS. They also supply
2” SQ-12” SQ (and equivalent rectangles) with walls up to .688". Independence Tube is
headquartered in Chicago, IL.

Bayou Wasco Insulation, LLC Constructs Louisiana
Pipe Insulation Plant

LBH USA
Full service charterer’s agents
Protective & supervisor y agents
Owner’s husbandr y agents
Vessel hold inspections
ops@lbh-usa.com
Office: (225) 368-0980
Fax: (225) 368-0988
www.lbh-usa.com

Total Transportation Management

New Iberia, LA — The Bayou Companies, LLC (Bayou), a subsidiary of Aegion Corporation
(Nasdaq Global Select Market: AEGN) and Wasco Energy Ltd. (Wasco), recently embarked
on a joint venture to provide pipe insulation products to the offshore industry. The joint
venture, Bayou Wasco Insulation Technologies, LLC (Bayou Wasco), will serve primarily the
United States, the Gulf of Mexico, Central America and the Caribbean. Bayou Wasco
combines Wasco's expertise in the insulation market with the operations, sales and logistics
capabilities of Bayou.
Bayou Wasco has begun construction on a new 70,000 square foot manufacturing facility in
New Iberia, Louisiana at Bayou's 250 acre industrial complex. The facility will produce both
molded and extruded insulation systems for the deep water industry – all under one roof. The
polyolefin section of the plant will produce multi-layer insulation on pipe sizes ranging from 3
inch to 24 inch OD on lengths of pipe up to 80 feet. The molded insulation section of the plant
can produce polyurethane insulation on pipe sizes ranging from 2 inch to 24 inch OD on
lengths of pipe up to 40 feet.

It is expected that The Bayou Wasco facility will begin operations in
November of 2012. “Clients are expressing deep interest in the new
facility. The message we are receiving is that this facility is very much
needed” said Ralph Western, President of Bayou. “Bayou Wasco is in
the business of solving flow assurance problems. We are excited at the
prospect of helping our clients meet new challenges.”
The Bayou Companies, LLC, a subsidiary of Aegion Corporation, is a
leading provider of cost-effective solutions to onshore and offshore
energy and infrastructure companies primarily in North America and
the Gulf of Mexico. Bayou’s products and services include internal
and external pipeline coating, lining, weighting and insulation. Bayou
also provides specialty fabrication and services for offshore
deepwater installations, including project management and logistics.
(DISPATCHES - continued on pg. 24)
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Guest
Article
by Gene Marks

When I was a kid growing up in the late
1970's and early 1980's I would sometimes
ask my dad what he did for a living. And
each time he would reply the same. “I'm an
entrepreneur,” he would say proudly.
“Look it up.” So I did. The dictionary
defined an entrepreneur as “a person who
organizes and manages any enterprise,
especially a business, usually with
considerable initiative and risk.” My dad
was right – he was an entrepreneur. And a
lousy one at that.
He raised money from investors and for
years worked out of his home (and this was
before working from one's home was
acceptable) where he supervised a handful
of misfit and quirky programmers who
worked odd hours developing a
bookkeeping application based on a patent
he held in his name. Until the money ran
out. And when that happened he took his
unfinished product to market where he
suffered painful project after painful

ThankYou
Sponsors
Gold
Dominion Pipe & Piling
Global Pipe Supply
Kurt Orban Partners, LLC **
Platinum Grover Int. Inc.
TMK IPSCO
Vyksa-OMK, LLC
Silver
Pipe & Tube Supplies, Inc.
Salzgitter Mannesmann International
(USA) Inc.
SEBA Pipe, Inc.
Sim-Tex, Inc.
Stupp Corporation

The Difference Between An
Entrepreneur And A Small
Business Owner
project. And (of course) he timed his product
launch perfectly with Intuit's latest iteration of
QuickBooks, which was infinitely better,
faster, more reliable and cheaper than his.

management applications and provide
services to help our clients best use them. We
are profitable. I am not like my dad. I am a
business owner. I am not an entrepreneur.

I know this firsthand because in 1994 I left my
job, formed my own company, and partnered
with him. For six years I also struggled to sell
and implement his terrible, incomplete and
poorly designed bookkeeping software.
Mercifully, the year 2000 “bug” took us both
out of our misery, rendering the software
unworkable. Yes Virginia, there is a Santa
Claus. We were forced to change directions
and resell software products made by other
companies. Since then I've managed to do
what my father was never able to accomplish:
earn a profit.

That's because entrepreneurs take risks.
Much bigger risks than business owners like
me. Unlike my dad, I did not raise money
from outside investors or bring on equity
partners. I did not operate for a decade with
no revenues coming in the door. I did not bet
the farm on a single product or as he liked to
call it…the “Big One.” I am not a risk taker. I
am not a dreamer. When I make an
investment in a new product or technology
it's one that I'm able to lose without feeling it.
My gambles are small. I think small.
Therefore my returns are small. I am a
business owner. I am a small business owner.
And I'm fine with that.

“I'm an entrepreneur,” my dad would keep
telling me. OK. My dad was an entrepreneur.
Just not a very good one. I learned from that.
My company has grown to ten people. We
now resell five customer relationship

2012 Summer
Conference Sponsors
Vancouver, Canada
Bronze
Ambassador Pipe & Supply, Inc.
BALL WINCH Pipeline Services
Challenger Pipe & Steel, LLC**
Houston Steel & Pipe International
Independence Tube Corporation
Independent Pipe & Steel, Inc.
Interpipe, Inc.
Iron Angels of Colorado, Inc.
Kahn Steel Co., Inc.
Kayem Pipe & Steel, Inc.
Kelly Pipe Co. LLC
Kloeckner Metals
Omega Steel Co.
Schmidt Oilfield Sales, Inc.
SDB Steel & Pipe
Tex-Tube Company

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

Entrepreneurs are never satisfied with the
status quo. They don't get fat and happy. Like
my dad, they're always thinking of the next
thing, the next project. The “Big One.” They
enjoy action. They thrive on chaos. They've
got their fingers in different jars. That's why
it's common to hear of them failing at half a
dozen companies before finally hitting the
mark.
I am not like that. I can only
concentrate on one thing at one time. I don't
juggle. I hate to lose. I avoid failure. I am a
control freak. I like to know what I'm having
for lunch three days in advance. I prefer to
make investments only after I'm assured of a
probable return on my money. I protect my
bank account like it's my child. I wince when
I have to write big checks and feel sated
when a big check comes in. Which is why I'm
just a small business owner, and not an
entrepreneur.
Entrepreneurs are technical. More technical
than business owners like me. My dad's
proudest achievement was his patent. It was
a process for bookkeeping that no one had
thought of before. He explained it to me
hundreds of times but to this day I still don't
completely understand it. That's because I'm
just not technical like he was. Guys like him
love inventions, science, new technologies
and new ways to change the world. Guys
like me are more interested in profit margins,
revenue projections and support costs. He
loved to read books about the lost continent
(GUEST contd. on pg. 30)
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Conference
Notes

NASPD Fall Conference
New York City, New York
Wed. - Sat., Sept. 26-29, 2012
The Westin New York Hotel

Conference Information
Register online at www.naspd.com or fax
registration form to (361) 574-9347. Only
individuals with paid registration may attend
the Conference. The deadline for registration is
August 30, 2012. After August 30, 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 August 30, 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
Wednesday, Sept. 26
5:30pm - Midnight

Thursday, Sept. 27
1:00
- 5:15pm
1:00
- 1:45pm
1:45
- 2:15pm
2:15
- 2:45pm
2:45
- 3:15pm
3:15
- 3:45pm
3:45
- 4:45pm
4:45
- 5:45pm
6:30
- 8:30pm
8:30
- Midnight
Friday, Sept. 28
7:30
- 8:30am
8:30am - Noon
8:30 - 8:45am
8:45 - 9:30am
9:30 - 10:15am
10:15 - 10:30am
10:30 - 11:15am
11:15am - Noon
Noon
6:15

-

1:30pm
9:30pm

9:30

-

Midnight

Mets Baseball Game on Party Deck Level (Optional Event) Baseball game
will begin at 7:10 p.m.
Prior reservations required. Food and drinks will be provided.
Bus will leave the hotel lobby at 5:30 p.m
Registration
Strategic Planning Committee Meeting
Site Selection Committee Meeting
Education Committee Meeting
Program Committee Meeting
Membership Committee Meeting
Finance Committee Meeting
Board of Directors Meeting
Welcoming Reception
Hospitality Suite
Continental Breakfast
General Session
Member Spotlight, Vince Hasen, Trinity Products, Inc.
Jim Mitchell, Vice President OCTG and Line Pipe, Evraz North
America
Gene Marks, Columnist, New York Times, “An Economic Outlook”
Break
Brian Hedges, CEO, Russell Metals, “State of the Industry”
Christopher McDougall, Author of National Best Seller, Born to Run and
Journalist, “Showing Up is Half the Battle”
Networking Luncheon
Reception & Dinner @ The Boathouse in Central Park – bus will leave the
hotel lobby at 6:15 p.m.
Hospitality Suite

Saturday, Sept. 29
8:00
- 10:00am
9:00
- 10:45am

Networking Breakfast
Member Discussion
Facilitator: Dolty Cheramie, Pipe Exchange Ltd.
11:45am- 5:45pm
Ellis Island/Harbor Tour – Optional Event – bus will leave the hotel lobby
at 11:45 a.m.
6:00
- 8:00pm
Hospitality Suite
All attendees are encouraged to participate in the committee meetings.

Left: Westin New
York - Premium
Deluxe Corner
Room

Right: Westin
New York at
Times Square

• 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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Member
Spotlight Bill Buckland
What Makes a Knowles-Rubenstein Award Recipient?

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.

Bill Buckland was Born in Hempstead, NY on
June 22, 1950. Shortly after Bill was born the
family moved to Birmingham, Alabama and
he credits his early formal education to the
Catholic Parochial schools run by the
Benedictine Nuns and Jesuit Priests. Bill
gives even more credit to the practical
education he received from his nurturing
parents. Bill's father was the son of
immigrants from London, and his mother was
the youngest daughter of immigrants from
Beirut, Lebanon, which was then part of
Syria. From a very young age Bill's father
demonstrated the value of hard work,
discipline, dedication and devotion to family
and friends. Bill's father was an introspective
man and a natural leader. Bill's excellent
organizational skill is another gift passed
down by his father. Bill's mother instilled a
curiosity for travel and taught him to respect
and appreciate different people and cultures.
Bill's mother had a deep love for art and
music. She taught Bill to recognize and
embrace the individuality and beauty of all
people and inspired him to experience all the
magnificent wonders of God's creation.
Excellence in product knowledge, honest
and accurate pricing, and prompt deliveries
have defined Bill Buckland and Mandal Pipe
as a top pipe and piling supplier. Those of us
at Ed Waters and Sons Contracting
appreciate the relationship we have
established with Bill which spans almost
three decades.
Wayne Waters, owner
Ed Waters and Sons Contracting Co.

Bill Buckland was introduced to the steel
pipe business in 1973 loading trucks with
pipe, H-beams, steel sheet piling and rail for a
large national steel distributor. Bill is a bright
guy and he immediately developed a
profound respect for the geometry of a steel
pipe. Namely that pipe is very heavy and
rolls…sometimes despite your best efforts to
keep it from doing just that. Shortly thereafter
Bill's pipe education expanded to include
work experience in a coal tar coating plant
where he managed the yard inventory system
followed by a move to billing and collection.
There is no substitute for the knowledge
learned by working your way from the

bottom up in any business and Bill
soaked up every bit of knowledge that
he would come across. Soon, a sales
position in Florida opened up and Bill
spent the next eight years on the road.
In 1983 after years of extensive travel
and sales experience Bill saw an
opportunity that provided the impetus
for the birth of a new pipe company.
Bill has always had a keen eye for
opportunity and the Mandal Pipe
Company exists today because of that
vision. In the summer of 1983 one of
Bill's customers purchased a spiral Bill Buckland
weld mill. Bill was asked to assess the
chemical requirements in the pipe industry.
facility and was surprised to learn that the
“Buy American”, “Domestic Only”, and
customer had purchased the mill solely to
“Melted and Manufactured in the USA” steel
supply his own consumption needs. Bill's
products are a specialty of Mandal Pipe by
final assessment was that it was silly to have
virtue of its Domestic Supply Stream and
a perfectly good mill that only operated a
they welcome any certification process
couple of days a week. Bill wisely surmised
necessary.
that with proper representation the mill could
Bill has been married to Betsy, the love of his
produce seven days a week. Bill's soon to be
life, for 39 years. They have two daughters.
partner liked the proposal and the two
Alicia, 33, is married to Brandon Phillips, a
drafted a simple “Letter of Agreement” that
Chemical Engineer working in the Oil Field
served the partnership without modification
Services Industry and has one daughter.
for 10 years. One week later on August 1,
Amanda, 31, is married to Joseph Senne, a
1983, with a borrowed phone and a plywood
Physics Major with a Doctorate in Coastal
desk setup in the basement of his home the
Engineering working for the Navy and the
Mandal Pipe Company was off and running.
DOD. Boating has been a Buckland family
The Mandal name is a combination of the
passion since 1988. Five years after starting
names of his young daughters Amanda and
the Mandal Pipe Company, the stresses of
Alicia. Within a week, a number of Bill's
constant travel, trying to make sales and
friends had lined up to help provide crucial
payroll all while maintaining yards and
mill backing.As they say, the rest is history.
equipment were taking their toll. Betsy, too,
When questioned about the notable success
experienced the stress of raising two young
of Mandal Pipe Company over the years
girls while at the same time managing the
despite having only a few full time
accounting and finances of the company.
employees Bill supplied a simple list of
They needed something that would slow
reasons. They are as follows:
down the pace of life and provide some
intimate and peaceful family time. Boating
• They are committed to maintaining an
was a logical choice that satisfied all of those
honest and forthright relationship with
needs. The family spent their weekends
their partners and customers.
enjoying the expanse of God's swimming
• They are knowledgeable of their product
pools with their two daughters and their many
line.
friends. The first skiff in the Buckland fleet
was a cruiser followed by a house boat. They
• They work diligently to understand the
cherish the life long bond that has developed
needs of their customers.
with their closest and best friends from the
• They accommodate the capabilities of their
boating community. The Bucklands have
suppliers.
now graduated to a Coastal Trawler and enjoy
the camaraderie of boaters from all over the
• Last but not least, they pay their bills on
world. They relish the chance to see this great
time.
country from the rivers, lakes and Ocean
Mandal sold pipe from their Domestic mills
ports as they embark on the Great Loop, a trip
to a number of high profile projects in the US
around the US on the Intracoastal Waterway.
and abroad. Some of those projects
demanded the most stringent physical and
(BUCKLAND contd. on pg. 30)

Your New Rail Spur
Houston Tubulars, Inc. Expands on 31st Anniversary
Houston Tubulars, Inc. now operates two separate rail spurs at the WATCO Greensport
Industrial Park located in Harris County, TX. with the ability to handle a one to sixty car
unit train. H.T.I. is actively engaged in providing transload and intermodal services to the
steel pipe and tube industry and has developed a strong working relationship with the BNSF
Railway in an effort to assume car availability and timeliness of delivery. H.T.I. can handle
your rail car needs quickly and efficiently from all Houston dock facilities eliminating the
customer's need to coordinate activities and timeliness with several service companies.
H.T.I. offers a one stop shop for your rail car needs.
Additionally, H.T.I. is pleased to announce its further commitment to the steel pipe and tube
industry by expanding it's footprint at the 655-acre Industrial Park. This includes deep water
and barge docks along the Houston ship channel with services through two non-union
stevedores.
Contact Rail Division Sales Coordinator Kelley Hayden at (713) 465-6334 or
hayden.kelleykristin28@gmail.com to assist you with any of your rail car needs.

• Increased warehouse capacity to 116,000 sq. ft. & outside storage capacity to 23 acres
• 5-acre pipe yard at Port of Houston's Turning Basin facility
• Easy interchange with BNSF, KCS, & UP railroads
• Delivery to destinations throughout U.S., Canada, and Mexico
• Rail division supported by trucking division- specializing in direct discharge and local
hauling of pipe

1981-2012

31
Years of
Service

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

HOUSTON TUBULARS,INC

Your Service
Center
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Welcome
New Members

AmTex Machine Products, Inc.
4517 Brittmoore Road
Houston TX 77041
Phone: 713-896-4488
FAX: 713-896-6363
tbehanick@amtexmachine.com
www.amtexmachine.com

Shaw Pipeline Services
AmTex Machine Products,
Inc.
AmTex Machine Products, Inc. is a new
associate member. The company product
mix includes API 5CT, Coupling Stock,
Couplings Fittings and Mechanical Tubing.
Their products originate from Canada and
United States with a size range of 2-3/8" 20". Services offer are Beveling,
Consulting, Dipping, End Facing,
Fabrication, Heat Treating, Inspection,
Machining, Oiling, Painting, Sandblasting,
Storage, Testing, Threading and Wrapping.
Transportation is by Common Carrier,
Company Owned Truck, Contract Carrier,
Oceangoing Vessel and Rail.
Tom Behanick is the NASPD Contact.

Shaw Pipeline Services is a new
professional affiliate member. Their
product mix for NDT is automated
ultrasonic testing and high definition
radiography originating in Canada, USA,
United Kingdom and Australia. Markets
served include New Pipeline Construction,
Pipeline Integrity, Plant Inspection,
Specialty Inspection and Equipment Sales.
Jacque Jones is the NASPD Contact.
Shaw Pipeline Services
4250 N. Sam Houston Parkway East,
Suite 180
Houston, Texas 77032
Phone: 281-940-0729
FAX: 832-940-0777
jjones@sps.shawcor.com
www.shawpipeline.com

Stemcor USA Inc.
Stemcor USA Inc. is a returning associate
member. The company offers a product mix
of various import prime newly
manufactured pipe and tube products such
as Line Pipe – API 5L, OCTG Casing and
Tubing – API 5CT, Standard Gas and Water
Pipe ASTM/ASME, Water-well Pipe,
Galvanized Fence Pipe, Fire Sprinkler Pipe,
Boiler Tubes, Square and Rectangular
Tubing, Mechanical and Structural Tubing,
Pipe Piling. Product mix may be ERW,
Longitudinally Welded, Spiral Welded,
DSAW or Seamless and may be
manufactured as a Carbon, Alloy or
Stainless product. Stemcor operates 145
business units in 45 different countries.
Gary Boral is the NASPD Contact.
Stemcor USAInc.
350 5thAvenue, Suite 1526
New York, NY 10118
Phone: 330-248-5053
gary.boral@stemcor.com
www.stemcor.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”
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Photos 2012
Summer
Conference in
Vancouver
June 21-23
(more photos on pg. 22)
Balor Moore - NASPD President Dennis Hayden, Jr., Kathy Hayden, Kelley Hayden, and Dennis Hayden

Sherri & Fred Kahn, Kara Kahn, Ted Kahn & Annette LeBlance

Ben Docktor and Aly Lalji

Nikki Efferson, Chuck & Annye King, and Piotr Galitzine Betsy & Bill Buckland

Steven Mathers, Deborah Cottingham, and Randy Hurst

John & April Schatte

Mike Donovan and Matt Orban

Art & Ellen Shelton

Patricia Martin & Ray Davila

Jeanne & Joe Bergfeld

Don & Jamie Meek and Cindy & Matt Buha

Philip & Cheri Nicholas

Mike & Cindy Stefko

Ilsegret & Peter Brebach

Susannah Porr and Linda & Eamonn Mulchrone

Gail Belcik and Nadra Maakaroun

CiCi & Dolty Cheramie

Ken Darling, Gene Repa, Brenda White, Check Betzler, and Cory George
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More Photos
From 2012
Summer
Conference
June 21-23

Mike & Jamie Harris and Rebecca & Jonathan Kirkland

Member discussion during meeting

David Houle, David Houle & Associates, Speaker; Susannah
Porr; and Piotr Galitzine, Chairman, TMK ISPCO, Speaker

Byron Dunn and Yukiya Usuki

Chris & Dee Ragan

Helicopter waiting area

Jason Rubenstein, Shalini & Dilip Bhargava, and Katy
Delgado

Johanna & Peter Borgards

Ralph & Vicki Castille and Vonnie Grether

Nina & Jaime Trevino

Herman Rosenberg & Mary Herren

Ray & Ricki Vetters

Rusty Fisher and Randy Hurst

Attendees boarding the helicopter for coastal scenic helicopter tour during the Vancouver Summer Conference.
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ILVA America, Inc.
ILVA America, Inc. is a new associate
member. The company product mix
includes Coatings, DIN EN, ERW, Heavy
Wall Pipe, Large OD Pipe, Line Pipe
Pipe, Piling, Plate, Standard Pipe, Steel
Pipe and Structural Pipe. Products
manufactured and size ranges include ERW
Linepipe 8"OD - 20"OD up to API X70
grade: w.t. up to 0.500", DSAW Linepipe
18"OD - 56"OD up to API X80: w.t. up to
1.500", and External pipe coatings: FBE, 3
layer PE & PP, internal ep. Products
originate from Italy. Coating is offered as an
service and specialties offered are Large
OD, Heavy Walls and High Grades.
Transportation is by Barge, Common
Carrier, Oceangoing Vessel and Rail.
April Schatte is the NASPD Contact.
ILVAAmerica USA, Inc.
9800 Northwest Freeway, Suite 512
Houston TX 77092
Phone: 713-961-5858
Fax: 713-961-4433
ilvaamer@swbell.net
(DISPATCHES -continued from pg. 12)

Houston Tubulars Inc.
Announces New Sales
Coordinator for Rail
Pearland, TX - Houston Tubulars Inc.
announced the addition of Kelley Hayden as
sales coordinator of the company’s recently
created rail car division.
Kelley is a 2011 graduate of the University of
Alabama at Tuscaloosa with a degree in English
and minor in Psychology. She was a member of
the KappaAlpha Theta sorority.

Kelley Hayden
Kelley is an avid sport fan. She says she is an
especially huge fan of the Boston Celtics and the
Alabama Crimson Tide.
Kelley said, “I’m excited about NASPD and
representing Houston Tubulars Inc. while
attending the next conference in New York.”

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 for fun - be the first to email the correct guess to
info@naspd.com. We’ll announce the results in the next issue of Pipeline.
Blast From the Past results from the last issue:
Robert Jacobson was first to correctly identify all of the people in photo#1- Elaine & Earle
Cohen, Pete & Dovie Knowles, Bud Segal, and Jeanne Bergfeld.
Earle Cohen was first to correctly identify all of the people in photo#2 - Todd Womble,
Steve Oyler, and Dave Nicoli.
In the new photo challenge below, can you identify all the people in each photo? Send your
answers to: info@naspd.com.
Hints: the first photo below was taken in San Antonio in1981. The bottom photo was taken
New Orleans in1979. Good Luck.
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Guest Article

Ready to move on?
Sell to employees.

Business observers are starting to
point to a looming business transition crisis.
Over 50% of employees in the private
sector work for closely held businesses,
and over 60% of these are owned by
baby-boomers, many of whom will
soon be thinking about retirement.
The Federal Reserve estimates that
two-three times as many businesses
will be for sale in the next decade as in
the last one.
Succession planning is not something that
many owners spend a lot of time working on.
Studies show that many small business owners
do not have succession plans, and widely-cited statistics indicate that
only 30% of privately-held businesses succeed into the second
generation. Of those that do, just 15% survive to the third generation.
Successful privately-held companies are often approached by outside
private equity groups or competitors. But some owners feel that
selling to a large competitor or to a private equity firm that usually
wants to “flip” the company in a few years may not be the most

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

attractive exit route. First, there is the issue
of legacy, and wanting to see that the
identity of the successful business
you built up over the years is not
subsumed within a large
corporation.
Second, other
buyers may impose financial or
other contingencies on the deal
that make it much less
attractive. And then there is the
matter of loyal employees who
have helped you build the business
– will they be let go by a new owner?
While a business could be sold to other
companies, passed on to family members, or sold to key employees,
another option is to sell to employees, either directly or through an
Employee Stock Ownership Plan (ESOP). Selling to an ESOP may
help owners achieve their goals of future financial security and
preserving their legacy.
An ESOP sale was the choice made by Bob Glast, the former
President of City Pipe and Supply Corp., and son of the founder, Ben
Glast, who started the company in 1942. An 80-person distributor of
pipes, valves and fittings to the oil, gas, mechanical, industrial and
chemical industries, City Pipe has distribution centers in Odessa,
Weatherford, Longview and Beeville, Texas, and Hobbs, New
Mexico. After successfully managing the business for many years,
Bob started thinking about retirement in the mid-2000's and began
exploring options. He heard about ESOPs and after doing a thorough
investigation, decided that was the best route to go – for himself, the
company and employees.
Bob wanted to transition out gradually and assure that he had
management in place for the long-haul. After an extensive search, he
hired Brett Lossin to succeed him as President. Since the time of the
ESOP transaction in 2005, City Pipe has grown from 30 employees to
80, a success that Brett attributes in part to the ESOP. “Like so many
companies in this industry, City Pipe experiences upturns and
downturns”, says Brett, “but one of the advantages we have as an
employee-owned company is that in the upswings, fewer employees
leave. If you lose good employees in a boom, it will hurt your
business.” Brett notes that the “bottom line is that it does make a
difference when your employees have a stake in the company – in
terms of performance, attention to detail and attitudes, and it leads to
success.”
City Pipe is just one of over 11,000 companies in the US with
Employee Stock Ownership Plans. Almost unknown until 1974, these
plans now cover over 10.3 million employees in the U.S.A.
What's an ESOP?

Call us 361-649-5562.

We look forward to working with you.

An ESOP is a type of qualified employee benefit plan, and is by far the
most tax-favored method of ownership transition. A company sets up
a trust to hold company stock. The company (not the employees)
funds it out of tax-deductible pretax earnings, either by putting in cash
year after year to buy shares or, more commonly, by the trust
(ESOP -continued on pg. 28)
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borrowing money to buy a larger chunk all at
once and the company then making taxdeductible contributions to the plan to pay
off the loan.
An ESOP operates through a trust much like
a 401(k) trust. Contributions are made to the
trust, which then allocates them to all
eligible employees based on their relative
pay or a more level formula. At least all
employees who work 1,000 hours per year or
more in a year must be included the plan and
must have their allocations vest over not
more than six years. Employees get their
vested allocations after they leave the
company and must be able to sell them back
at fair market value. Companies have some
flexibility on how soon these payouts must
occur. The trust is governed by a trustee who
votes the shares. The trustee is appointed by
the board. Employees can be given full
voting rights, but can have the rights limited
to a small number of issues, most notably an
asset sale, that rarely arise or are not
controversial.
Benefits of selling to an ESOP
A chief attraction of ESOPs is their
flexibility. ESOPs can be used to buy all or
part of a business. An ESOP allows owners
to sell their business all at once or gradually

in installments. Additionally, owners have
the option to define their role in the company
moving forward, by either continuing in an
executive role or by relinquishing all
managerial duties. Also, if there is more than
one owner, an ESOP allows just one owner to
sell while allowing others to stay on for the
time being. Moreover, sellers to an ESOP can
defer capital gains taxes on the sale. The
ESOP pays owners a price established by an
independent appraiser. If purchases are made
over time, that price is determined at least
annually.
There are tax and performance benefits to the
company.
As noted above, only ESOPs can use pre-tax
dollars to buy out an owner. An ESOP is the
only way a company can use pretax earnings
to buy its own shares. Even better, if the
company is an S corporation, or converts to
one, any profits attributable to the ESOPowned shares are not subject to federal
income tax; most states follow this provision
in their own tax laws. A 30% ESOP company
pays no tax on 30% of its income; a 100% S
ESOP pays no federal income tax. That
means these companies can spend more on
growth.
Research on ESOP companies has found that
employee ownership can improve business

performance. Research by Rutgers
University that looked at corporate
performance pre- and post-ESOP found that
after the ESOP was in place, companies on
average had 2.4% higher annual sales, a
2.3% higher annual growth rate and a 2.3%
increase in productivity.
Is an ESOP Right for My Company?
As beneficial as ESOPs can be for owners of
closely-held businesses, most either don't
know what an ESOP is or have received
misleading information. Business brokers
get commissions on sales to other buyers, but
do not get commissions for sales to ESOPs,
so are reluctant to advise owners to go this
route. Accountants and other financial
advisors may have heard about ESOPs, but
few are experts and often mistakenly believe
that only large companies can be owned by
ESOPs.
Despite all the benefits, ESOPs are not for
every business. The costs, and some of the
rules, make them impractical for companies
with fewer than 10-15 employees, and
ESOPs are difficult to fund if a business is
not profitable. For these companies, another
option might be a better choice.
Before creating a succession plan, owners
need to get educated about their options and
(ESOP contd. on pg. 34)

Pipe & Tube Supplies, Inc.

Pipe & Tube Supplies, Inc.

Bringing the pipe world market to your front door

1917 Mykawa Rd. • Pearland, Texas 77581 • 800-883-7473 • www.ptsi-us.com • contact@ptsi-us.com
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of Atlantis, the afterlife and computers. I'm
currently working my way through Fifty
Shades of Grey (and I'm ashamed to admit
that I'm kind of enjoying it too). Like me,
my dad was a Certified Public Accountant.
Unlike me, he was actually good at it. He
liked numbers. He excelled at the sciences.
Like many of the entrepreneurs I've met, he
would've been in his element teaching
college classes. And I would've been the kid
in his class, the future business owner,
counting down the minutes to cocktail hour.
Entrepreneurs and business owners have a
different relationship with their companies.
Entrepreneurs view their companies as
assets. Something to be developed, shaped
and readied for market. And then sold for a
profit so that they can move on to the next
“Big One.” Business owners tend to be
more sentimental about their businesses.
Oftentimes it was their dad's or their
grandfather's business. The business is part
of the family, a place where the kids worked
during the summer or where you'll find the
old man tinkering late on a Wednesday
evening. The neighbors know it. It's part of
the community. It's the small business
owner's livelihood, his retirement, a
reflection of his life. It's not an asset. It's
history. And this is not the attitude of an
entrepreneur. But I don't mean to say that
that entrepreneurs aren't passionate about
what they do. They are.
In fact, many of the entrepreneurs I know
prefer passion over profits. You never get
the impression that guys like Mark
(BUCKLAND contd. from pg. 16)
NASPD Founders Pete Knowles and Jerry
Rubenstein were true visionaries,
understanding that the steel pipe industry
would benefit if there was an industry wide
organization where pipe distributors could
meet and learn together how to run their
companies better. In their honor the KnowlesRubenstein award was created in 1995 to not
only honor these two visionary men but to also

Bucklands’ Coastal Cruiser “PIPEDREAM II”

Zuckerberg, Reed Hastings or Jeff Bezos
did what they did because of the money.
Not that they mind it. But entrepreneurs
like them are out to change the world. They
love what they do and would do it for much,
much less. Business owners, on the other
hand, don't necessarily love what they do,
but are still happy doing it because it means
they're not doing it for someone else.
Business owners, more so than
entrepreneurs, are doing it for the money.
My dad wanted to change the way people
did their bookkeeping with his patented
technology. Me? I want to pay the
mortgage, put money away for college, and
take a cruise once a year. And have a nest
egg left over for retirement. If I can make
more money selling coffee cups rather than
customer relationship management
software I'd be like: hey, decaf or regular? I
don't want to change the world. I'm not an
entrepreneur. I'm a business owner.
And I'm doing what I do not to change the
world but because it's a better way of life
than what I was doing before. Because
before I was working for a large company.
Not that life was so bad. But I wanted
something different. So I left that company
and started my own company. Many guys
like me make the same decision. They
graduate college, go out into the world,
work at big companies and then return
home to the family business in East St.
Louis. We realize that it's not such a bad life
to run your own business. I work a lot of
hours. But I have more control. I coached
my kids' baseball teams and danced with

honor those that have come after Mr. Knowles
and Mr. Rubenstein and have helped the
NASPD be the center point organization for
the steel pipe distribution industry.
Rather than giving out a Knowles-Rubenstein
Award every year it is instead reserved for
instances in which individuals go above and
beyond in their service to the NASPD. Each of
the Knowles-Rubenstein award winners has

my six year old daughter at her recital. I can
walk from customers I don't like (or price
them out of existence) and work with
people I do like. Other than my wife I have
no other business partners and I like that
autonomy. My business, like so many other
small businesses, is my own little world. I
like that too.
So next time you're out driving around your
town take a look around. You'll notice
hundreds of shops, restaurants, gas stations,
and non-descript companies listed on the
signs outside of that industrial park near the
airport. You'll remember the landscapers,
plumbers, electricians, pizza guys and
exterminators that you pay during the year.
These are not entrepreneurs, not really.
They are not dreamers or people out to
change the world. These are all small
business people. Like me. We're not
looking to go public. You won't find us on
the cover of Forbes magazine. We'll never
be famous. We're making a living. And
there's nothing wrong with that.
Article first appeared in Forbes.com
About the author: Gene Marks is a
columnist, author, and small business
owner. He oversees the Marks Group, a firm
that provides technology and consulting
services to small and medium sized
businesses. He writes columns and blog
posts for The New York Times, Forbes,
Inc.com, The Huffington Post, and
Philadelphia Magazine, and appears
frequently on FOX Business, FOX News,
Bloomberg, CNBC, and MSNBC, and
numerous talk radio shows.
not only been a leader of the NASPD but they
have taken on extra assignments for the
NASPD and provided visionary leadership.
Looking at the Knowles-Rubenstein award
roster one will find names of people that have
positively affected the steel pipe industry.
Each award recipient was successful in their
businesses and additionally a leader of the

(BUCKLAND contd. on pg. 32)

Bucklands’ Original Houseboat “PIPEDREAM”
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NASPD Education

Scholarship Winners
Congratulations to the following 2012 NASPD
Scholarship winners. The selection of winners
was based on academic records, standardized
test results (ACT, SAT), letter of reference, essay
content, community involvement and timely and
accurate completion of the scholarship
competition application.
Riley Buckler is the daughter of Curtis Buckler. Buckler is employed with
Kahn Steel Co, Inc.

Call for Award Nominations
The NASPD has issued a Call for Nominations for the KnowlesRubenstein Award and the NASPD Hall of Fame. The deadline for
accepting nominations is October 1. For a list of guidelines and
more information visit the NASPD website www.naspd.com.
Nominations should be submitted to the NASPD office (email:
info@naspd.com).

Steel Pipe Basic Education Course
& OCTG Specialty Education Course
Hilton Post Oak Hotel
2001 Post Oak Blvd. / Houston, Texas
October 15–17, 2012

Alexandra Coan is the daughter of Kevin T. Coan. Coan is employed with
Pittsburgh Pipe.
Connor Cloutier is the son of Donald Cloutier. Cloutier is employed with
Marmon Keystone.
Jeffrey Lee is the son of SueAnn Lee. Lee is employed with Bise Welding.
Morgan Lopez is the daughter of Adolph Lopez, Jr. Lopez is employed with LB
Foster Co.
Andrew Pashea is the son of Kenny R. Waggoner. Waggoner is employed with
Pittsburgh Pipe.
Michael Pride is the son of Kristy Pride. Pride is employed with Trinity
Products, Inc.

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, 2012.
Non-members can begin registering August 3
To register or for more information
visit “Events” on the NASPD website: www.naspd.com

Jessica Vallot is the daughter of Jeannel S. Vallot. Vallot is employed with
Coastal Pipe of LA, Inc.

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

Transportation Technology
and Solutions Services

Kevin
Atenhan-- VP Sales
Marketing
Kevin
Atenhan
Salesand
and
Marketing
615-727-2001
• •katenhan@pstransportinc.com
• www.pstransportinc.com
615-727-2001
katenhan@pstransportinc.com • www.pstransportinc.com
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Jay Baron, now deceased,
and Jerry Rubenstein. Bill
was quick to point out the
appreciation he has for the
NASPD. He commented
both on the wealth of
industry knowledge and
sense of camaraderie with
other major industry
players that membership in
the NASPD has provided.
Over the course of our
interview it became clear
that Bill Buckland is a
humble man. Always
reticent to tout his
substantial service to the
Bill and Betsy Buckland aboard their latest boat “Pipe Dream II” NASPD we have put
together a small sampling
of the work Bill has provided for the
steel pipe distribution industry. Each of us in
NASPD.
the industry has benefitted from the work
these generous people have provided to the
Bill began his service on the NASPD Board
NASPD.
of Directors in 2003. He ably served as
The Award of Excellence has been awarded
to the following individuals:
Bill Buckland (2011)
Gerald Merfish (2005)
John Mocker (2003)
Don Karchmer (2002)
André Crispin (2001)
Earle Cohen (2000)
Joe Bergfeld (1998)
Craig Peterson (1997)
Bob Rau (1996)
The Knowles-Rubenstein Award committee
meets every year to discuss potential award
recipients. The five years from 2005-2010
without presenting the award goes to show
that the foundation of the award is based
solidly on merit rather than a desire for
ceremony. In 2011 Bill Buckland became the
ninth individual to have been awarded the
Knowles-Rubenstein recognition. Bill
became aware of the NASPD in the mid 80's
from dealings with early NASPD members,

Education Committee chair for 5 years and
he, almost single-handedly, made the goal of
making the NASPD “the place to learn about
steel pipe” a reality. Bill pushed, pulled and
cajoled us to create the NASPD Steel Pipe
Basic Education course that has helped
educate 500-600 people either directly or
indirectly associated with the steel pipe
industry.
Bill, along with Don Bohach, created the
first NASPD Training Program in 2006
scheduled just prior to the Annual
Convention in San Diego. Since then the
program has been substantially expanded
and is now held over two days in October of
each year with an attendance upwards of 100
people per session. Bill took the lead and was
almost solely responsible for creating the
training manual used in the course, a hard
bound reference manual, over 1-1/2 inches
thick, titled the “Fundamentals of Steel
Pipe”.

Port of Houston2008 expansion - building of heavy
foundations needed to support new dock cranes use to
unload vessels. Mandal Pipe Company supplied 2500 tons
of large diameter steel caissons necessary for supporting
the heavy loads.

Bill also served the NASPD as Board
Secretary and as Treasurer before
undertaking the NASPD Presidency in
2009.
Never one to enjoy the lime light we thought
it proper to slightly alter one of Bill's favorite
quotes in closing. Many of you have
probably heard Bill utter the phrase “It is
what it is” illustrating his laid back ideals
that a person need not worry about the things
they cannot control. Regarding Bill's service
to the NASPD “It is what it is and it's
something special” and we thank you.
I remember the convention when Bob Rau
received the first Knowles-Rubenstein
award in 1996. Bob did so much for the
organization during some very tumultuous
years when his leadership was so needed
and appreciated. Being the first recipient of
the award the bar was set very high for
future nominations. The coveted award
brought a lot of excitement to the
organization and it was always a special
evening when the Award was
presented…when I was bestowed with the
award in 2003 at the New Orleans
Convention it was one of the very few times
in my life that I was honestly surprised.
When Bill Buckland was recognized with
the award in 2011, after not presenting it for
5 years, I was reminded of how prestigious
and special the Knowles-Rubenstein Award
truly is.
John A. Mocker
Vice President - Lally Pipe & Tube

NASPD will accept nominations
for the next Knowles-Rubenstein
Award through Oct. 1, 2012.
Phone: 361-574-7878
Email: info@naspd.com

The New Carquinez bridge on I-80 over the Carquinez Straits in California
with over 3000 tons of foundation pipe supplied by Mandal Pipe Company.
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NASPD Members

Out & About
Submitted by NASPD members

Look, No Hands!
New Travel Plan: No security
check flying this way…
weeeeeeee. In the photo (right)
Dolty Cheramie is flying on a
zip line on Grouse Mountain in
North Vancouver. Dolty and
CiCi also visited Gastown,
Granville Island, Butchart
Gardens, and Victoria.

Friends Enjoying a Few
Extra Days
NASPD members (photo left)
Dennis and Kathy Hayden and
Betsy and Bill Buckland took a
few extra days before the NASPD
Summer Conference to enjoy
Canada. They met in Banff to
board a train to Vancouver. Along
the way they were treated to
incredible scenery and relaxation.
These are a few of their photos.

Nikki’s Romantic
Beach Wedding
Nikki Efferson got married July 4 on the beach
in Jamaica just before sunset. In the photo
(above) are Lance, Nikki, and Lance’s 13 yr.
old son, Quinn. All smiles, Nikki said, “The
day was amazing and we had a wonderful trip
with ‘no problem man’. It was far from a
traditional ceremony. They referred to me as
Lance’s Queen and he is now my King; Quinn
is the Prince.” The new family will reside in
their new home in Kingwood, Texas.
(ESOP -continued from pg 28)
find advisors with substantial specific expertise
in the field. The National Center for Employee
Ownership, a private, nonprofit membershipbased information organization, can help
companies understand their options in order to
get the succession planning process started.
For more information from the National Center
for Employee Ownership on succession
planning, selling to employees and ESOPs:
www.nceo.org/succession.

