\,  § N aYaels
\ I B8 . B R E %I
! e Flamecutting
e WF Beam e Forming
e |-Beam oCutting s EEEEER
* HR Channel * Punching

e Shearing

e Slitting

® Beam Splitting
e Welding

e Coating

¢ HR Sheet & Coil
e CR Sheet & Coil
* HR Plate

e Flat Bar

e Round Bar

PROCESSING SERVICES

il

()
LLd
—
:
J
LLJ
[~
(V]

Check out Paragon Steel’s newly revamped Web site!
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Loyalty: The Lost Concept in Business

in our\erganization. Wij
corporate/employee/customer a
opportunity to achieve and
indispensable during these periods ¢

Loyalty and Banking

When Paragon Steel started in business 21 years W
assembled our “Brain Trust.” This Brain Trust consisted of our two
owners, our CPA, our attorney and our banker. We had our own vision
for building our little steel company, but felt we needed added
expertise and experience in these specific areas. Today, we still have
the same CPA, attorney and banker. Through the years, we have had
numerous opportunities to switch players, but we have remained loyal
to those who stood by us.

The banker in this Brain Trust is the focus of this story. We used to
compare being a steel service provider to being in the banking
business. The only difference was we marketed and sold steel while
banks marketed themselves and provided money. Our original banker,
Dallas Haun, was a relationship banker. He knew us, understood what
we were attempting to accomplish and was willing to help us achieve

our goals. By today’s standards, this would be considered “old school”
banking. As the years have gone by, we have remained loyal to Dallas
as he has remained loyal to us. Even though other banks offered better
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He was offered a CEO position with an out-of-state bank, a great

Happy Anniversary Paragon Steel
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complain that customer loyalty no longer exists today—that
customers switch banks when rates are lowered a quarter of a point.
Banks try to market themselves as high service providers, offering
help and care for their customers. True or false? After our experience,
| would simply say, “Beware of the big, bad bank” and always have a
back-up plan, just in case.
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Quote of the Month

“You don’t earn loyalty in a day—You earn
loyalty day-by-day.” —Anonymous



