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and an activity for a lifetime, part Il

Ithough some of you may be
Alooking only for the continua-

tion of my prior article enti-
tled, “An activity for a lifetime”
(Pipeline, July/August 2002), | must
first discharge my responsibilities as
NASPD President before continuing
the story. This year the NASPD has
undertaken a couple of projects to
help make our association the “place
to be” for steel pipe distributors.

First is the Pipe Listing Website.
With the help of Don Porr, our vol-
unteer e-commerce guru, we
launched our Pipe Listing Website in
late May with a minimum of delays
and almost no software glitches to
overcome. We now need your par-
ticipation. If you interested, call
Susannah Porr at NASPD headquar-
ters (281-531-7473) for more infor-
mation. We hope that you’ll soon be
utilizing this new source for locating
hard-to-find or out-of-stock products
for your customers. You'll also have
the opportunity to let others in the
industry know what you have for
sale.

The second project is our training
manual, which is progressing won-
derfully. The Education Committee
will have a full update of our
progress at the Vancouver meeting.
Soon we will have a wonderful new
tool available for our members to use
in maximizing the value of their sales
staffs. Robert Griggs has been ably
staffing this project. More details will
be provided in Vancouver.

Now on to part two of “an activity
for a lifetime.” You may recall from
the last installment that | had decid-
ed to train for a two-day, 180-mile

by Gerald Merfish
NASPD President

charity bike ride from Houston to
Austin, TX in April 2000.

Well, when the day of the 2000 MS
150 ride arrived, frankly, | was nervous.
I wondered how | would fair among the
more than 7,000 riders entered that
year. Was | ready? How would the
weather conditions impact my ride?
What would | do if it rained? The
course was crowded. Would | collide
with one of the other riders? Could |
hold up the commitment | had made to
the donors who sponsored me? Was my
bicycle tuned up and ready? Would it
break down during the ride? Being a
“what if” kind of guy, many such ques-
tions went through my mind.

Anadarko Petroleum had extended an
invitation to me to join their team of
approximately 190 riders. Most of the
team riders are not Anadarko employ-
ees; rather, Anadarko supports the team
as one of its community service pro-
jects. Team members receive royal
treatment, all generously donated by
Anadarko. The team has a group start

Y

on Saturday morning near the front of
the pack. We're given a special lunch
both days of the ride, matching jerseys
and pants, and the most gracious of
gifts, a massage at the end of day one.

We were scheduled to depart from
the western edge of Houston at 7 a.m.
shortly after dawn. | recall the night
before looking at the weather on the
Internet and realizing the wind would
not pose a problem as it would be par-
tially at our backs. | consider the
worst part of cycling to be riding into
a wind, so things were looking up.
Other conditions | can handle, but a
head-on wind can burn you out very
quickly! The temperature was balmy
and warm. Humidity is always a chal-
lenge in Houston.

aturday morning arrived and we
Swere off! The course was filled

with bicycles and riders in fancy
jerseys and coordinated gear. The start
of a big ride is an incredibly colorful
sea of jerseys, shoes, helmets and
bikes. Wendy Gramm, the wife of
Texas Senator Phil Gramm, planned to
skate the 180 miles with the help of
an assistant. Talk about being hum-
bled. Although the start was crowded,
the ride thinned out quickly as the
skills of the individual riders became
apparent. My plan was to stop at the
20-mile break point and each succes-
sive break point thereafter.

Around 11 a.m. we pulled into Bell-
ville for lunch. No sooner had | dis-
mounted when an attractive, small in
stature, red-faced woman came up to
me and said “Hi.” | was shocked to
turn around and see NASPD’s Execu-
tive Director Susannah Porr. She was



on the ride as well as her husband
Don. It was one of many surprises |
had on the ride.

Following lunch and a quick break
we continued our journey. A mere
seven miles later | witnessed an ugly
crash, which required a Life Flight
helicopter to transport the

order to remain hydrated is that one
must consume one bottle of
water/sports drink every 10 miles. How-
ever, within five minutes of leaving a
rest stop the liquid in my water bottle
became hot and undrinkable. Yet if | did
not re-hydrate then I would bonk (the

dehydrated and exhausted. All in all
things went well. My bike was per-
fect, | averaged about 17 miles per

hour, and | was alive and healthy.
Upon boarding the bus to return to
Houston, | sat down and thought to
myself, “Done that. No need to return
next year.” But then my

mind wandered to the

injured rider back to Hous-

ton. The day’s ride finally
ended around 4 p.m. when |
arrived in the small town of
LaGrange. | was exhausted
yet invigorated, over-heated
and speechless as my
speedometer read more than
100 miles. The worst was
behind me—or so | thought.

IN the process, | found
new inner strenth that

| never knew | had.

more than $9,000 | had
raised for MS research
and | knew that “Done
that” would not be
enough. I now had a
responsibility and com-
mitment. Through my
business relationships |
tap into funds that |

After getting the massage and

doubt any other rider

the feast provided by
Anadarko, | ventured to my hotel
room where the cool shower and air-
conditioning felt like heaven.

There was little time to rest
because the second-day ride of 80
miles loomed ahead. On Sunday at 7
a.m. | headed out again with a goal to
ride to Austin. West of LaGrange the
terrain got hilly and consumed much
more energy. A ride through Bastrop
State Park proved scary, as the park is
comprised of winding, short, yet very
steep hills in a narrow one-lane road.
For some reason the people in the
wild crowd started going into the
bush and then out onto the road at 90
degrees. | vowed that the harrowing
ride through Bastrop Park would be a
one-time experience. In subsequent
years the MS Society has provided a
by-pass around the park for us older
folks.

I had lunch in Bastrop and then set
off for Austin. Now it started getting
tougher. | had ridden some 140 miles
and still had 40 miles remaining. The
heat index was soaring and my stami-
na was plummeting. | just could not
make myself drink the liquid in my
water bottle. The rule of thumb in

biking expression for hitting the wall
and stopping the ride). Re-hydrating on
a bike is critical and yet hard to under-
stand when you don’t feel like you are
perspiring because the wind is whisking
the moisture away from your skin.

The heat was oppressive. At every
rest stop | drenched myself with water
to cool down. Yet one mile out of the
rest stop | would feel overheated again.
Just west of Austin is a plateau that
proved to be my real test. Heat and
crosswinds almost did me in and maybe
should have. But as everyone in the
NASPD knows, | can be stubborn to a
fault. My energy returned as | saw the
silhouette of the Austin skyline. My will
to finish was restored.

The invigoration | felt crossing the
finish line was incredible. The
crowds cheering on each and
every finisher were exhilarating! In the
process, | found new inner strength that
I never knew | had. | can ride 180 miles
in two days! With the generosity of my
sponsors, | can make a difference for
the victims of MS. Having set and
achieved an endurance athletic goal was
a first for me. | was exhilarated but

would get if | was to stop
this ride. After raising more than
$9,000 and placing 18th in fundrais-
ing among all riders in 2000, | raised
over $17,000 in 2001, becoming the
14th highest fundraiser in Houston
and 53rd nationally. Then in 2002, |
raised around $14,000 to place 10th
among Houston fundraisers. So now |
am a regular.

Many times when one trains for
such an endeavor as a long bike race,
after the ride the bike is put away for-
ever. In my case, | continue to ride
for pleasure and to help raise money
for a worthy cause. In 2001 and 2002,
the weather conditions were similar
to 2000 with decent wind direction
and lots of heat. However, unlike year
one, | was afflicted with a common
cold when the race started and it
showed, as my average speed has
never been as good as 2000.

I continue to ride recreationally,
amassing more than 4,500 miles in
the last 2 and 1/2 years. My goal is to
ride in the MS 150 for the next 20
years. | may not accomplish this but |
will enjoy trying—after all, cycling is
an activity for a lifetime.

=



From the FExecutive Director

Use Pipe Listing Website to locate products

y column begins with a couple of
M personal notes. | am happy to
report that NASPD’s Administrative
Manager Nancy Strickland is back in the
office and healthy as ever. She came through
a one-day surgery on her carotid artery like a
champ and is looking forward to seeing
everyone in Vancouver. Those who are in
Vancouver will have no problem noticing
that I am well on my way to baby number
three. We are expecting a girl on Nov. 2.
Now on to business. There have been a lot
of exciting things going on at the NASPD
these days. We are working diligently on
perfecting our Pipe Listing Website. While
creating this Website was quite an endeavor,
the hard part has just begun. We are attempting to get our
members to change a behavior. For this Website to be suc-
cessful we need a “critical mass” not only subscribing to
the site but also using it regularly. We need to persuade our

by Susannah Feux Porr
NASPD Executive Director

member subscribers to use our Website as a
regular tool of business to both market the
products they are selling and locate prod-
ucts they are looking for. | have conducted
a phone survey with our subscribers who
have inventory listed, to find out what they
perceive as the site’s strengths and weak-
nesses. | am simultaneously keeping on top
of those subscribers who have not yet listed
their inventories in an effort to “hold their
hand” through the process. The survey has
helped develop some great ideas about how
to improve and market the site. The E-Com-
munications Committee, lead by Janel Ram-
sey and Yves Pognonec, will look at the data
I have gathered and finalize a plan on how
to proceed. We encourage any and all feedback.

The Education Committee is hard at work developing a
training manual. We will have a good portion of the manual
available for viewing in Vancouver. We have a list of volun-
teers to proof specific sections of the manual. If you have
not volunteered and would like to participate in the devel-
opment of the manual, contact me as soon as possible.

As you can see, we are working harder than ever to bring
even greater value to your membership. In today’s econo-
my, we understand clearly the need to give you value for
every dollar you invest. We are here to support you and
your business. —

IN MEMORIAM

Annette Bergfeld

Annette Bergfeld, mother of NASPD Past President Joe
Bergfeld, passed away on July 21. Many NASPD members
have been the lucky recipients of Mrs. Bergfeld’s cookies
during the holiday season. Annette Bergfeld was preceded
in death by her husband George. She is survived by daugh-

ter Marie Scaccianoce (Salvatore), son Joe and Jeanne
Bergfeld, daughter Joanne and Dave Mahler, and daughter

Deborah Bergfeld. She has nine grandchildren, was founder
of “Joe’s Mom’s almost Famous Cookie Co.,” and one of the
seven “Fabulous Fiores.”

Bobby E. Jones Sr.

Bobby E. Jones Sr. of Valiant Steel & Equipment, Inc. (Regu-
lar member, Concord, NC) passed away on August 20 after
a short illness. He is survived by Carol Jones,

Bobby Jones Jr., Breanne Jones, and their families.



NASPD awards
scholarship

Joseph Zeig is the 2002-2003 recipi-
ent of the National Association of
Steel Pipe Distributors Scholarship
for Industrial Distribution. Zeig is
a sophomore attending Texas A&M
University. He has experience in
the steel fabrication industry and
is interested in industries related to
building materials. Zeig wrote the
following letter to NASPD in
response to learning that he
received the scholarship.

I received notification today that I
have been selected to receive the
National Association of Steel Pipe
Distributors Scholarship in Industrial
Distribution for the 2002c - 2003a
semesters. | cannot express enough
the heartfelt thanks I feel in having
been selected to receive your schol-
arship. Scholarships help to offer
students a chance to attend Texas
A&M University and earn a degree. |
plan on using this opportunity to
the fullest and in turn hope that I,
too, can one day help college stu-
dents fulfill their dreams.

I come from a family of five sib-
lings, an older sister who is already
through college, a brother who is a
junior/senior this year at TAMU
studying mechanical engineering,
another brother who is a freshman
this year at TAMU studying civil
engineering, and a sister who will
enter Texas A&M in the fall of 2003.
Therefore, scholarships are of a
tremendous help to my family.

I have such pride and feel so fortu-
nate in having the opportunity to
attend Texas A&M University. Your
scholarship will help me, as well as
my brothers and sister, achieve my
goal. Thank you again for setting up
a scholarship that helps young
Aggies achieve their dreams.

Sincerely,
Joseph Leo Zeig, Class of 2004

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 20" - 64"
high performance steels

Seamless Steel Line Pipe,
Oil Well Tubing, Casing

& Drill Pipe, Coupling Stock,
Mechanical Tubing

ERW OCTG, Line Pipe,
OCTG, Structural

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




ASTM Notes

by Robert N. Rau
NASPD Past President
and ASTM Fellow

The following is a report on items of interest to NASPD
members from the semi-annual Committee Al held in
Pittsburgh, PA on May 8, 2002.
Item 951-8 Proposed new specification HDG-ERW (hot
dipped galvanized and electric resistance welded).

Item passed on Sub-Committee (SC) ballot 02.01 item #1
and will move to A01 Main Committee ballot.

Item 981-22 (A513) Addition of high-strength low alloy (HSLA).

P & W INDUSTRIES, INC.

68668 Hwy. 59

P. O. Box 1550

Mandeville, Louisiana 70470

Website: www.pandwindustries.com

PHONE: 985/892-2461 CONTACT: DAVIS GARDNER, WILDA SHARP
FAX: 985/892-2618 HERMAN FARRINGTON, ANDREW DAVIDSON

QTY (o]} WALL DESCRIPTION AVG LNG
320’ 98” .625 Used Tank Shells 40’
70 60" 2.00-2.50 Used SRL
718 54" .375 Used Spiral Weld 39-50
50’ 48" 1.75 Used SRL
60’ 48" 1.25 Used, Bare SRL
93’ 36" 1.50 Used DRL
240’ 30" 1.25 Surplus & Used DRL
138’ 30” 1.00 Surplus & Used, Bare SRL/DRL
60’ 30” .750 Surplus DRL
525’ 26" .750 Used, Bare DRL
145 24" .750 Surplus, FB SRL/DRL
564’ 24" .625 Used, Bare DRL
100 24" .500 Surplus, FB SRL/DRL
360’ 22" .500 Surplus, FB DRL
1,000’ 22" .344 #1U, Mach Cleaned, B.E47-49
800’ 20" .625 #1U, Bare, B.E. DRL
176’ 16” .656 Surplus, FB DRL
3,400’ 16" 312 Used, C&W DRL
3,800’ 10” 438 Surplus, FB DRL
2,700’ 10" .365 Used, C&W SRL/DRL
1,400’ 9.5” .375 Used SRL
3,400’ 8" .500 Surplus, FB DRL
1,240’ 8" 406 Surplus, FB DRL

ALSO AVAILABLE

BEVELLING, CUTTING & DOUBLE JOINTING.
SURPLUSAND USED STEEL BEAMS6" THROUGH 36".
CARBON STEEL AND STAINLESS STEEL STORAGE TANKS
UP TO 20,000 GALLON. CALL FOR PRICING AND OTHER SIZES.

Report from the Committee A1 meeting in May

Changes were discussed at the meeting. A new proposal
will be prepared for the November meeting.

Item 981-23 (A513) Proposed revisions of wall tolerance
tables.

A proposal was submitted for this meeting. After discus-
sion it was decided that the proposal needed more work. A
new proposal will be presented at the November meeting.

Item 982-8 New specification for Seamless Line Pipe.

Item was on A-1 Ballot as item #27 and received one nega-
tive, which was withdrawn. Item moves to Society review
with editorial changes.

Item 991-1 (A53) Proposed revisions to flattening test
requirements. This item is now in print.

Item 991-7 (New standard) Pipe dimensions and weights.
A proposal was presented and will be on the next SC
A01.09 letter ballot.

Item 992-5 (A787) Length tolerances. Item is now in print.

Item 992-6 (A513) Straightness measurement.
A proposal is expected for the November meeting.

Item 001-2 (A53/A53M) Replacement of E59 to E1806 (NDE
testing specifications). This item now in print.

Item 001-3 (A618) Phosphorus content. Item now in print.
Item 001-4 (A501) Elongation. Item now in print.
Item 001-5 (A500) Elongation. Item now in print.

Item 001-6 (A500 and A847) Mass tolerance.

This item was on SC A01.09 letter ballot #02.01 Item 2
letter ballot, and received negatives that were addressed by
editorial changes. Item moves to A01 main ballot.

Item 001-7 (A513) Square tube thickness tolerances.
An expected proposal was not received. Item will be held
open until the November meeting.

Item 001-8 (A984) Various revisions.

Item was on Al main ballot 02-01 Item 30. Item received
several negatives which were addressed as editorial. Item
moves to Society review.

Item 001-10 (New specificaton) for Fusion Welded Tubing,
carbon steel, carbon manganese, boiler, superheater, heat
exchanges and condenses applicatins. Item is now in print.



Item 002-1 (A500) Flattening test
This item is waiting for a proposal
at the November meeting.

Item 002-2 (New specification) Type
F Line Pipe, similar to A984.

Item will move to A1 main ballot
with editorial changes.

Item 002-3 (A53) NDE at producers’
option.

This item was on SC ballot 02.01
Item 2, and received negatives. Will
move to A1 main ballot with editorial
changes.

Item 002-4 (A106) NDE at producers’
option.

This item was on SC letter ballot
02.01 item 4, and received a negative.
Item will go to A1 main ballot with
editorial changes.

Item 002-5 (A500) Length tolerances
This item is now in print.

Item 011-4 (A733) NDE
This item will be held until Novem-
ber. A proposal is expected.

Item 012-1 (A53) Galvanizing require-
ments

Item will be held for the November
meeting. A report is expected.

Item 012-2a (A106) Withdrawal of
A520 from A106. Item moves to Al
main ballot.

Item 012-2b (A178) Withdrawal of
A520. Item moves to A1 main ballot.

Item 012-2c (A192) Withdrawal of
A520. Item moves to A1 main ballot.

Item 012-2d (A210) Withdrawal of
A520. Item moves to A1 main ballot.

Item 021-2a (A450) Remove reference
to A941

A proposal will be prepared for the
November meeting.

Item 021-2b (A530) Remove refer-
ence to A941

A proposal will be prepared for the
November meeting.

Item 021-3 Line Pipe specifications—
Titanium content

A proposal is expected for the
November meeting.

Item 021-4 (A984) 70 ksi minimum
yield strength grade

A report is expected for the Novem-
ber meeting.

Item 021-5 (A53) Copper Content
A proposal was received and will
move to SC A01.09 ballot.

This concludes the ASTM Notes. | will
prepare a report after the November
meeting. —]
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PH plpe & tubing, inc.

P.O. BOX 2470 « UVALDE, TEXAS 78802-2470

New limited service ERW line pipe, PE&B, 20-64’ lengths,
tested 750# PSI Min. FOB: Baton Rouge, LA

4,786 103/4” OD x .465”W x 51.13# $7.67/ ft.

1,421 123/4” OD x .291”W x 38.76# $7.56/ ft.

1,900 123/4”70D x .500"W x 65.484# $11.79/ft.
5,455 123/4” OD x .562” W x 73.22 # $13.18/ft.
1,481 14”7 OD x .525” W x 75.63# $11.34/ft.
861 16”0D x .312”W x 52.32# $10.20/ ft
685 16” OD x .375”W x 62.64# $12.21/ft.
3,271 20”0D x .548”W x 113.95# $22.22/ft.
1,096 24” OD x .250”"W x 63.47# $12.38/ft.
8,850 24”0D x .281”"W x 71.18# $13.70/ft.
11,577 24” OD x .286”W x 72.50# $13.96/ ft.
8,166 24”7 OD x .312"W x 79.01# $15.21/ft.
18,390 24” OD x .343”"W x 86.66# $16.91/ft.
7,453’ 24” OD x .344”W x 86.994# $16.96/ ft.
4,830 24”7 OD x .375"W x 94.71# $18.47/ ft.
2,473 24”0D x .412”W x 103.89# $20.26/ft.
1,578 24”7 OD x .456” W x 114.77# $22.38/ft.
5,711 24”0D x .494W x 124.13# $24.21/ft.
9,885’ 24”7 OD x .500” W x 125.61# $24.49/ ft.

Used Line Pipe
21,092 123/4”70D x 250”W x 33.384, #1, Drls., Torch cut

ends, cleaned OD, straight. Price: $4.25/ ft. FOB: Houston, TX

Subiject to prior sale.

Please Contact DEAN PIRKLE

Phone: 830-278-6606
Fax: 830-278-4305




Positioning Your Business

by Ed Rigsbee, CSP

endors are a dime a dozen but
Vpartners are hard to find. This

statement is continually in the
minds of your customers. If you
would like to develop a business strat-
egy based on quality relationships,
take a look at how your customers
currently perceive your business. Ask
your customers what they think of
you through surveys or simply by
word-of-mouth. The conversation they
have with themselves about you is
their reality.

You can greatly influence your
chances of success in an uncertain
economy if you position yourself as a
partner to your customers. Learn to
get on their side of the table. Learn
what they perceive as valuable to
them and what is not. When you are
clear about how you want the market
to perceive you, you can then drive
this positioning strategy throughout
the many silos of your business. As all
the areas of your business drive the
same consistent message in both
word and deed, you will own that
position in your marketplace.

Before | consult with an organiza-
tion, | generally ask the management
team to answer the following posi-
tioning questions. Answer them for
yourself. Do this and your chances for
success will dramatically increase.

1.Who are my customers?

This question sounds quite simple
but this is a critical first step. To bet-
ter understand the question, explore
these sub-questions:

a. Who do | want them to be?

b. What must | do to get them?
¢. Who has chosen me?

d. What are their demographics?

2. Where are my customers?

a. Geographically?

b. Industry segments?

c. Social/economically?

d. What publications do my target cus-
tomers read?

w

How do my customers find me?

a. Word-of-mouth, drive-by or walk-by
traffic, snail mailings, e-mailings,
phone solicitations, yellow pages
advertising, local cable station/national
networks, radio, newspapers, specialty
magazines and cross promotions are
possibilities.

b. Maybe they’ve heard of you through a
media interview or article?

c. How about the Internet? By now, your

organization should be somewhat

Web-centric.

4. How do my customers
perceive value (benefits) when
selecting a supplier/vendor

with which to partner?
Technological capability, knowledge,
overall service/unbundling of services,
integrity, selection, price, geography and
a cadre of other factors will affect their
selection process. Additionally, there are
the supply/procurement considerations:

a. Traditional brick and mortar.
b. Mail order/catalog.

c. Click and brick.

d. Click only.

5. How do my customers prefer

to do business?

a. Do they walk the partnering talk or
just talk it?

b. Can | live with their reputation?

¢. Can my company survive the potential
pitfalls?

d. Ethics is a big consideration. Addition-
ally, ethnic and cultural concerns are
critical factors in today’s diverse soci-
ety. Are you willing to “walk the extra

Y

mile” to understand and fulfill your
diverse customers’ desires and
needs?

6. Who is my competition?

Generally, any business that can
pluck dollars from the pockets of your
potential customers is absolutely your
competition! Specific to your situa-
tion, who has similar products and/or
service capabilities? Who is willing to
make a stronger commitment to offer-
ing the greatest total value package?

7. What are the benefits that
my competitors’ customers
believe they are receiving from
my competition?

Spending time thinking about solu-
tions to customers’ problems and chal-
lenges from your competitors’ point
of view will serve you well. Know
how your competition thinks and
acts. You can learn from them! To win
customers, you must know your com-
petition better than they know them-
selves. That is how Pepsi gained shelf
space from Coke in grocery stores in
the 1960s. Pepsi changed the rules by
offering 8-packs and one-liter bottles.
Be careful not to select copycat posi-
tioning—rarely is it successful. Adapt
rather than adopt.

8. What is it about my company
that really gets me excited?

Find your company’s unigueness
and passionately sell through that win-
dow with all your energy. Those with
purchasing power will seek out spe-
cialists who can solve their customers’
problems by fulfilling their customers’
needs, wants and desires—physically
and mentally. Decide to position your
company in this select group and then
make the necessary commitment to
get there.



9. What is my personal
uniqueness?

a. What do you bring to the table?

b. Is it your personality, the area in
which you excel, or the one way
you do business for which cus-
tomers always compliment you?

c. People prefer an original whenev-
er possible—can it be you?

The answers to the above nine ques-
tions will assist you in defining a posi-
tioning strategy upon which you can
successfully increase sales and build
your business. This may well be a
new strategic direction or simply an
adjustment to your current sales and
marketing strategy.

Entire industries are giving way to
new technologies resulting in a new
or dramatically changed paradigm for
their industry. Where fragmented
industries once existed in comfort,
consolidators and roll-ups are devas-
tating the playing field. As an exam-
ple, you will not find the number of
local independent stationary stores,
bookstores and drug stores that once
spotted your city streets—just big
boxes that look, smell and feel all the
same. Regardless of your specific
industry, it's changing whether you
like it or not.

Ed Rigsbee, CSP is the author of Part-
nerShift, Developing Strategic
Alliances and The Art of Partnering.
He can be reached at 800-839-1520
or EdRigsbee@aol.com. Visit his Part-
nering University Web Site at
www.rigsbee.com.
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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 APl OCTG and Line Pipe.

Our stock size ranges:

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

Please call or e-mail us for your tubular requirements.

d.kayem@kayempipe.com (Doug)
s.kuykendall@kayempipe.com (Steve)
max.kayem@kayempipe.com (Max)
ds.ashley@kayempipe.com (Donna Sue)

P
OILFIELD COUPLINGS

“Large Inventory Ready for Immediate Shipment”

Casing Couplings
41/2”-20”
STC-LTC-BTC

Tubing Couplings
17-41/2”
EUE - NUE

Grades
J-55, H-40, K-55, N80, L-80
C-90, C-95, T-95, P-110, Q-125

CALL: Bob Dayton or Craig Medley at 903-297-7833 Or Fax 903-297-9240

Corporate Offices Manufacturing Facility
P.O. Box 2937 9444 Industrial Drive
Longview, TX 75606 Navasota, TX 77868

Y




CLASSIFIEDS

PIPELINE STAFF &
NASPD CONTACT
INFORMATION

Executive Director/Publisher
Susannah Feux Porr

Editor/Publishing Services
Robin Perry

Advertising Sales
Chari Archer

Administrative Manager
Nancy Strickland

NASPD MEMBERSHIP AND SERVICES:
Contact NASPD headquarters: 14760
Memorial Drive, Suite 302, Houston, TX
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© National Association of Steel Pipe Distribu-
tors, 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 Asso-
ciation of Steel Pipe Distributors, Inc. Pipeline
is the monthly publication of the National
Association of Steel Pipe Distributors, Inc.
(NASPD), a nonprofit organization repre-
senting the steel pipe and tubing industry.
The views expressed herein are the opin-
ions of the authors, and do not necessarily
represent the policies or opinions of
NASPD.
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101 promotes Dustin Nabor

Dustin J. Nabor was promoted to
President, 101 Vertical Fabrication,
Incorporated, (Regular member), of
Agoura Hills, CA, replacing Fidel J.
Nabor in that capacity. Dustin joined
the company in 1991. He has mas-
tered a variety of challenging assign-
ments in sales, finance, marketing and
computer operations. In his new posi-
tion as President, Dustin Nabor will
concentrate on service, quality, har-
mony and customer satisfaction.

Davila named Sales
Manager of Tex-Tube

J. Raymond Davila was promoted to
Sales Manager of Tex-Tube Company
(Regular member), a Houston-based
steel pipe mill. Davila has more than
20 years marketing experience with
international companies, primarily
handling products between the US
and Latin America where he has acted
in marketing and sales capacities.

Vallourec completes
acquisition

Vallourec completed its previously
announced acquisition of North Star
Tubes on July 1 for the sum of $380
million. North Star Tubes (“V & M
Star”), was formerly the seamless steel
tubular division of North Star Steel
Company (Associate member). It has
locations in Youngstown, OH and
Houston.

In other news, Vallourec appointed
Claire Giraut to Chief Financial and
Legal Officer of the Executive Board.

1y

Tubacero awarded
major contracts

Tubacero, S.A. de C.V. (Associate
member) of Monterrey, Mexico was
recently awarded several orders to
supply 201 kilometers of large diame-
ter pipe with high API grades. The
Line Pipe will transport gas from the
US to Mexico and also serve important
co-generation power plants in North-
ern Mexico. Tubacero will manufac-
ture and supply the gas service Line
Pipe from September to November
under stringent quality requirements.

The projects awarded are: Kinder
Morgan for 76 kilometers of 30” OD,
0.344” WT, API-5L-X70 Line Pipe, FBE
coated; El Paso (in a joint venture
with Pemex G y PB) for 70 kilometers
of 36” OD, 0.469” to 0.750” WT, API-
5L-X65 Line Pipe FBE coated; and
Electricité de France for 55 kilometers
of 30”7, 20” and 16” OD, 0.250” to
0.312 WT, API-5L-X70 Line Pipe, FBE
plus non-slip coated.

Hobbs in rope competition

Cliff Hobbs, President of Liberty &
Rocky Mountain Pipe (Regular mem-
ber), of Great Falls, MT, place third in
a team roping competition held in
June. Hobbs and his partner compet-
ed against 250 teams from Washing-
ton, Oregon, ldaho, Montana, North
and South Dakota and Canada. In addi-
tion to winning a cash prize and silver
buckle trophy, Hobbs qualified to par-
ticipate in the national championships
that will be held in Oklahoma City in
October.

Of special interest to NASPD mem-
bers is that fact that Liberty & Rocky
Mountain Pipe supplied 95 percent of



the pipe and tubing, corrals, stalls,
fencing and gates in the newly con-
structed horse facility and arena
where the competition took place.

Birth Announcements

Emma Kathryn and “Nana”

Emma Kathryn Johnson

Emma Kathryn Johnson was born July
2 to Jeff and Kimberly Johnson. Kim-
berly is the daughter of Cathy “Nana”
Williams of Hamilton Metals, Inc.

Kaitlyn Shea Walker

Kaitlyn Shea Walker was born Febru-
ary 13 to Jennifer and Kurt Walker.
Proud grandparents are Bobby and
Michelee Kanz of Cierra Pipe, Inc.

Under the Weather

NASPD has learned that former mem-
ber Seigo Arai is undergoing treatment
for a serious illness. Friends may send
letters of encouragement to:

Seigo Arai

Kameda Medical Center
A416

929 Higashi-Cho
Kamogawa-Shi

Chiba 296-8602

Japan
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CORPUS CHRI
DENVER,

HAMMOND, IN

-SINCE 1918-
www.Texaspipe.com

WE CARRY X-GRADES

27 - 24” Smls all walls
2" - 24" ERW Std & XH
8” x .500w X-60
6” X .344w X-65
10" x .365w X-60
10" x .500x X-60
12”7 x .375w X-60
14" x .500w X-60

Call for any inquiry!
STI, TX
Cco

HOUSTON
713-799-9235

MORGAN CITY, LA

PERTH AMBOY, NJ

Texas Pipe & Supply Co.

DN

MOBILE, AL
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2004 Convention
Feb. 25 - 27
San Antonio, TX

2003 Annual Convention
March 6 - 8
Omni Royal Orleans

New Orleans, LA
2004 Summer Conference

2003 Summer Conference St. Louis, MO

June 19 - 21
Fairmont Hotel
San Francisco, CA

2004 Fall Conference
Scottsdale/Phonix

For more information call
281-531-PIPE or register online at
http://www.naspd.com

2003 Fall Conference
October 18 -21
Washington, DC
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naso  NASPD
Members  PIPE LISTING
WEBSITE

= Gain access to tens of thousands of tons of pipe!
= Find out where to get that item of pipe you don’t have in stock!

Monthly rates

3 months $100
6 months $90
12 months $80

Sign up today and be a charter member.
Call 281-531-7473 or
download a registration form at www.naspd.com
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