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When Big Steel Gets Bigger
(Continued from Front)

legacy costs and an inability to compete
on a global basis. Traditional steel giants
such as Bethlehem, U.S. Steel and LTV
were making multiple trips through
bankruptcy court when New York
turnaround artist and financier, Wilbur
Ross, purchased assets creating the
International Steel Group (ISG). He cut
management, improved working relations
with the US Steelworkers Union and
generated profits, then sold ISG to Mittal
for $4.5 billion in April 2005. He made
a cool $1.2 billion for his turnaround
effort. With global steel prices soaring
hiked by world demand, Mittal’s U.S.

operations are expected to generate

operating income of $1.5 billion this year
alone. That’s right, $1,500,000,000...

So what does this mean to the rest of
the known steel world? For one thing,
there has never been any company
that has individually controlled such
a significant segment of the world’s
steel production. Even in the days of
Dale Carnegie, steel production has
always been spread amongst several
steel producers. The industry as a whole
has always been fragmented as has the
distribution chain that has provided their
products to end users. This is in large part
why the industry has always remained
competitive in good times or in bad.
Our free economy has been founded on
“healthy competition” and “survival of
the fittest”. In my estimation, the move
towards consolidation where fewer players
have the ability to control the rules of the
game, the more we move away from that

“healthy competition” goal. Secondly,

steel companies that originate in foreign

lands do not always operate in a manner
which best serves our country. Mittal is
owned and operated by an Indian family
while Arcelor is of Luxenbourg origins.
Is it healthy for us as a nation to allow
an outsider, one not even on our Stock
Exchange, to play such a dominant role in
an industry that has been central to our
country? During wartime we have viewed
the steel industry as central to the security
of our nation. Are we now willing to allow

others to control it?

Soon Toyota will be the dominant car
maker in the world, but it is still different
than allowing foreign interests to own and
operate General Motors and Ford Motor
Company. I believe it is a dangerous
precedent to establish.

Mittal would argue that one large
supplier can smooth out the previous
boom and bust cycles of the steel industry,
keeping prices stabilized and supply
equalized to world demand. We will have
to wait to see on that prediction.

Jim can be e-mailed at jstavis@paragonsteel.com

Paragon Metal Processing
Servicing Customers a CUT Above

It was about five years ago when
the owners of Paragon Steel realized
that to truly provide the Higher
Level of Service that had become the
foundation of the company, it would
be necessary to develop an efficient and
competitive metal processing division.
The problem was in how to set it up.
Steel processing was very different from
steel distribution in that it required
equipment acquisition, maintenance
and know how; a work force that was
trained and competent; and above all it
would take an indoctrination of Paragon
Steel service principles that were lacking
in the industry.

It was found that more and more
companies were looking to outsource
portions of their production processes
in an effort to save money, stay globally
competitive and reduce overhead. Many
companies had gone to Mexico as a
solution but had quality and service
problems, plus crossing dealing with
border issues was a constant challenge.
Others sought relief in Asia, but found
that they had to buy in larger quantities
than they wanted and had to pay with

letters of credit, sometimes in advance.
Many companies realized that out-
sourcing as a concept made sense for
a variety of business reasons, but had
been unsuccessful in finding the right
source. That was the exact reason why
we founded Paragon Metal Processing.
It was built with customer requirements
in mind — where customers could build
a partnership with a steel vendor who
could build and store their inventories
for just in time service, anticipate price
changes and react accordingly, and
deliver in quantities according to their
needs versus the desires of the producer.
If you are one of those companies, we
encourage you to give Paragon Metal
Processing a shot at your processing
business. We specialize in cutting of
angles, tubing, channel and even beam.
Plus there are a variety of other services
that are detailed in our processing
brochure (which is a telephone call
or E-mail away). Should you require
a sales call, contact Sam Rizzardo
(310) 830-5189 or E-mail sales@

paragonmetalprocessing.com.



