
Quality improvement exists on a 
continuum; think of it as a never-
ending marathon, in which the finish 
line is constantly being moved. 

Customer service is much the 
same way. 

It’s a moving target you’re always 
trying to hit with a greater degree 
of accuracy. In other words, it is 
something you can always do better.  
It doesn’t matter where the idea comes 
from – whether it’s the byproduct of 
a fierce competitor or a suggestion 
from one of your employees – the 
outcome is often felt from the 
production floor to the loading dock 
until the moment your product 
arrives at the customer’s door.  

Westfield Steel’s own Paul Edwards 
engineered the assembly of the orbital 
stretch film wrapping machine.  He 
managed the build from our own raw 
materials and innovative fabrication 
work.  The new orbital stretch film 
wrapper is helping us improve our 
customer service and reducing labor 
costs.  The concept for the machine 
was developed in March of 2010.  
We first looked at used equipment, 
and then we focused on applying 
the configuration for use with our 
forklifts.  Design started in June and 
the wrapper was completed by August.  

Our finished parts pallets are now 
more secure and attractive.  The 
packaging is much tighter, making 
even the heaviest of loads easier 

– and safer – to handle.  The 
industrial film we use, and how 
it wraps, gives the customer a 
complete package, helps protect the 
finished parts from rain and snow, 
and arrives with a quality look.

This wrapping machine is not 
new to packaging pallets, but 
our use of it at Westfield Steel 
illustrates our commitment to 
improve customer service.

When we deliver the final 
product, we want our customers 
to know that we are working 
for their business every day.
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Wrapping Machine Puts Customer Service In An All-New Package
By Fritz Prine, CFO, Westfield Steel 
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When someone decides to stop 
using tobacco, it’s tough. 
On average, it takes seven to 
eight “quit attempts” for a 
person to successfully treat 
their addiction to nicotine.
At Westfield Steel, progress is 

being made following the recent 
adoption of a smoke-free workplace 
ordinance by the city of Westfield. 
Scott Paterson, manager, quality and 
environmental health and safety, 
said he’s noticed a difference. 

Continued on Page 4

Westfield Steel Making Progress on 
“Smoke Free” Policy 

New Machinery 
Leads to Better 
Packaging, 
Lower Costs

Making the packaging of orders faster 
and more efficient is the driving force 
behind the presence of a new piece 
of machinery inside Westfield Steel. 

Created from the company’s own 
internal fabrication capabilities, 
the new orbital stretch file wrapper 
machine is helping the company to 
reach its goals related to the type 
of secure packaging it provides 
for its orders while reducing the 
amount of labor needed to do the 
job. It adds up to a measurable 
cost savings and, at the same 
time, is increasing the efficiency 
of loading orders for shipment.  

The concept for the machinery was 
developed earlier this year, back in 

Westfield Steel Employee 
Service Anniversaries:

March. After first looking at used 
equipment, Westfield Steel then 
focused on applying the configuration 
for use on its forklifts and started 
designing it in June.  Westfield Steel’s 
own Paul Edwards engineered the 
assembly of the equipment through 
some innovative fabrication work 
and the use of some spare parts, 
such as motors and bearings. 

While it is not uncommon for 
companies, such as Westfield Steel, 
to specify different types of machines 
for use on its production floor, 
the presence of this new machine 
illustrates the innovation that is being 
created to provide a greater degree of 
efficiency while driving down costs. 

July

Rusty Jackson 20 years

Cheryl Godleski 11 years

Elias Flores 10 years

Wendy Van Korn    5 years

August 

Sammy Fisher 11 years

Lisa Deakyne  7 years

Judy Heinlein   5 years

Don Thompson    4 years  

Clay Gill  1 year

Scott Cherry  1 year

Andy Hottinger  1 year

Nic Compton  1 year

Josh Biddle  1 year

Tim Hord 1 year

Ed Mossburg 1 year

Ryan Retz New Hire

Josh Ransford New Hire

September

Fred Kinkead 27 years

Rett Lucas 11 years

Vic Vaughn 11 years

Steve Neidermeier   5 years

Scott Roberts  3 years

Chris Lowe   1 year

Tim Farmer  1 year

Abby Olson New Hire

Jim Lively New Hire

Bryan Glotzbach New Hire

Larry Henry New Hire

Travis Sample New Hire

Chris Gunnell New Hire

October

Ken Douglas  32 years

Mike Pickard 16 years

Jon Deakyne  15 years

Rehan West 14 years

Jack Laudig  13 years

Ronald Santana   6 years

Mike Pass 5 years

Scott Paterson 2 years

Mike McCarley 1 year

Scott Paterson 2 years

Mike McCarley 1 year

Mike Miller New Hire

Mike Surber New Hire



Buyer Says Westfield Steel 
Needn’t Worry About Appearing 
on “Undercover Boss”

Paul Studebaker, a buyer for Thrush 
Co. Inc., believes the folks who run 
Westfield Steel will never have to 
worry about appearing in an episode 
of “Undercover Boss” CBS Television’s 
hit new reality series, to find out about 
the inner workings of their company. 

The format of the popular show 
follows the exploits of a senior 
executive, who goes undercover 
to investigate how the company 
really works. Along the way, he/she 
identifies ways that the company can 
be improved, while at the same time, 
rewards hard working staff members. 
The executive alters their appearance 
and assumes an alias and fictional 
backstory. The fictitious explanation 
for the accompanying camera crew is 
that the executive is being filmed as 
part of a documentary about entry-
level workers in a particular industry.

“When you are running a company you 
have to be able to know what is going 
on in every facet of the company and 
I think the Prines have always done 
that,” Studebaker said. “One of the 
things I like about “Undercover Boss” 
is that they make the boss really see 
what goes into the inner workings of a 
company. The boss makes the changes 
that need to be made after he sees 
things from a different perspective 
in the production process.  I don’t 
think the folks at Westfield Steel 
have ever had that problem. They 
are on top of things all the time.”  

Studebaker noted that Thrush 
Co. Inc. – headquartered in Peru, 
Ind. – has bought from Westfield 
Steel for a while and has always 
been impressed with them. 

“They have always done a good job 
for us,” Studebaker said. “I think 
the quality shows from the top of 
the company on down. They take 
the extra steps to ensure quality.” 

Thrush Co. Inc. originated in 1923 
when Homer A. Thrush committed 
himself to developing superior hot 
water heating systems. The Thrush 
Water Circulator was the first 
product of its kind to be introduced 
to the growing hydronics industry 
in 1928. This innovation brought 
the advantages of hot water heat to 
virtually every home and business. 
Through the years, Thrush has 
pioneered many innovations that 
have contributed to the comfort 
and well being of mankind.

The modern-day Thrush Co. Inc., 
named after Thrush, was established 
in 1997 and, today, manufactures a full 
line of pumps, heat exchangers, valves, 
fittings, and accessories for residential, 
commercial, and industrial systems. 

When asked what Westfield Steel 
has done to improve their business, 
Studebaker points to the good 
results they have always received 
from Westfield Steel and the 
strong relationship that endures 
between the two companies.  

“Knowledge” Drives  
Westfield Steel’s Business
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CUSTOMER PROFILE

“Westfield Steel has helped our 
business change in positive ways by 
ensuring us with a good product that 
we can count on,” Studebaker said. 
“They have eliminated problems by 
preventing them from happening in 
the first place. If you have a quality 
product, you can breathe easier and 
feel better about everything. I was 
asked what problems they helped us 
solve and the biggest one would be 
the problem of having to worry about 
getting a good product. With Westfield 
Steel the problem is never there.” 

To Studebaker, productivity 
is a measure of output from a 
production process, per unit 
of input. Studebaker believes 
Westfield Steel helps them achieve 
greater day-to-day productivity.

“What sets Westfield Steel apart 
is that they are a nice outfit,” 
Studebaker said. “They go the 
extra mile to ensure we get a good 
product. They offer quality service.”  



Fisher & Ludlow Benefits 
as Supplier for Westfield Steel 
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SUPPLIER PROFILE

A leading supplier of high quality 
gratings, whose products are used 
for major capital projects around 
the world, credits its relationship 
with Westfield Steel for helping 
to improve its business.

Pete Sil, a territory manager for 
Fisher & Ludlow, a Florence, Ky.-
based supplier of high quality 
gratings, says Westfield Steel’s central 
location and product selection is 
helping the company’s bottom line.

“Westfield has given us the 
opportunity to focus our sales efforts 
in other areas,” Sil said. “We are not 
required to devote a lot of time to 
their geographic territory because the 
Westfield Steel sales staff looks after 
that. Westfield Steel has eased our 
problems in that regard and they’ve 
improved how we do business.” 

Sil noted that Westfield Steel chose 
Fisher & Ludlow as their supplier 
because they are a manufacturer of bar 
grating, safety grating and expanded 
metal with facilities located within the 
Westfield sales territory; a proximity 
that makes it convenient and cost 
effective for Westfield Steel to pick up 
their orders when they are in the area. 

“We work with distributors such as 
Westfield Steel to make sure they 
have the inventory available at a 
cost that makes them a good source 
to their customers for products 
we manufacture,” Sil said. 

Sometimes, Sil says they pick 
up their orders the next day 
which helps them service their 
customers even more efficiently.  

“Stock products can be supplied 
quickly from strategically-located 
sales and warehouse facilities, or 
custom jobs can be manufactured to 
particular requirements,” Sil said. 

Sil, who handles outside sales and 
estimating, covers five states. He 
has been with the company for 20 
years and says Fisher & Ludlow 
has developed an international 
reputation for quality products 
since the company was established 
in 1954. The proven process helps 
ensure customers, such as Westfield 
Steel, are happy with the products. 
Sil said special equipment and 
manufacturing techniques are used 
to ensure that maximum strength 
and durability are built into every 
steel and aluminum grating bearing 
the Tru-Weld and Fisholow names. 

Tru-weld and Fisholow products 
may be found in places as far away 
as the Orient and South America, 
and in environments as diverse 
as the arctic or the tropics. 
Whether plying the oceans of the 
world or drilling miles beneath 
the Earth’s surface, Sil said buyers 
such as Westfield Steel rely on 
their gratings to perform flawlessly 
in a broad range of conditions.

“All of (Westfield Steel’s) products 
are manufactured at our modern 
plants using specially designed 
heavy duty, automated equipment, 
built to their own demanding 
specifications,” explains Sil. 
He continues, “They have a very 
knowledgeable sales staff with solid 
management that is continually 
looking for growth opportunities 

within the industry. What sets 
Westfield Steel apart is their 
large structural inventory and 
knowledgeable sales staff.” 

“We’ve had several people sign up 
to participate in a statewide quit 
smoking contest and some of those 
same folks will be participating very 
soon in smoking cessation classes 
involving Riverview Hospital in 
Noblesville,” explains Paterson. 
“I’m encouraged by what I’ve seen…
people are smoking a lot less.”

The effort inside Westfield Steel to 
make needed changes began even 
before the ordinance was passed. 
“We want to help our employees 
live healthier lives and enjoy the 
time they have with their families 
and friends. We met with state and 
local health officials on developing 
a program to provide assistance and 
they were very helpful in getting us 
to the resources we needed to begin 
making a difference,” adds Paterson. 
Paterson says employees who are 
interested in quitting can call the 
free Indiana Tobacco Quitline at 
1-800-QUIT-NOW (784-8669). 

The service is free to all Hoosiers 18 
years or older and is open virtually 
around the clock, 365 days a year. 
Upon registering with the Quitline, 
a trained “quit coach” will provide 
callers with free advice and tips 
on quitting. While supplies last, 
anyone who calls will receive 
a 2-week starter kit consisting 
of nicotine gum or patches.

“Smoke Free” continued


