tube and pipe

Prolamsa:

Packed

with
Venerable in Mexico, the nearly 50-year old tube producer has a
new plant, high ambitions, and is gaining ground in a market near you.

By Michelle Martinez, Editor-in-Chief

alk down almost any street in Monterrey,
Mexico, and vou'll see evidence of Prolam-
s's (Productos Laminados de Monterrey, 5.
AL de CV ) influence. Founded by Don Juan
Montemavaor Marlines in 1954, the company quickly
grew a reputation as an innovative producer of shapes
ferr eloors and windows. These days, the company is in-
volved ina raft of industries— from construction lo of-
fice furniture o, most recently, automotive —and is bel-
ter known as one of Latin America’s largest producers
of as-welded mechanical and structural tubing, metal
building components and finished metal shapes.

From it's plant in Monterrey, the company serves
Mexico, South America, the United States and Canada,
Its reach is broad, and about to grow even further. After
vears of steady growth and a continuing stream of cu-
rinsity from potential customers from all sides of the
border, Prolamsa began a program of heavy capital in-
vestment that culminated in an 800,000 sq. ft. state-
of-the-art plant located in Escobedo, just outside of
Monterrey, The new location will not only provide the
space required for increased production, but will be
the site of new equipment intended to propel the tube
producer into new markets, and expand its presence
in others,

Even with a nearly 50-vear tradition under its belt,
“we are all very modern and progressive,” comment-
ed Jean-Marie Diederichs, general manager of Pro-
lanmsa's Houston, Texas sales office. “Thanks to am-
bitious goals, there is a lot of enthusiasm within and
surrounding our company, and we believe that is the
key to the success we have been enjoving in the glob-
al marketplace. As we grow, people have been ap-
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From left: Jorge and José Garza Montemayor.
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proaching us upon seeing tat our potential is more con-
siclerable than they had originally thought.”

Prolamsa is headed by a voung namagement team: José
Carz Montemavor, a descendant of the founder, is the com-
pin’s general direetor; Jorge
Crarza Montemaver is ils gen-
cral mamager; and Dicderichs
is the main coneluil of sules to
the L
temsity helies o combagions ex-

- José Garea's quiet in-

citement aboul the compan’s
future, Walk through the com-
pamy’s  brand-new
iwhicl boasts a Japanese gar-
elen md arb-strewn walls “for

Gacility

the emplovees enjoviment”)
anel 15 apparent; Proluns has
been readving itsell for (his
monve for vears, ancd now, poised
Lo ke e juimg, is very clear

sthont 1ls destition.

Mew investmants

From planning to completion, the Fscobedo plant was
over three vears in the making. The original idea was to fold
the Monterrey facility into the new one in Fscobedao, “bat
ot prowth obliged us o keep both plants” explained Jorge

Carza, “ln the meantime, we continned to buy new equip-

ment o cover our costomer’s needs” Together, the lwo facil-

Paint line at Prolamsa’s Monterrey plant.
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ites cover more Uan 11 million sq 0.

Prolinsa saw opportunity in the autometive industoy, which
pronpted the purclase of a specialty tube mill. Later, the coms-
pany axclded another mill for the structural market.

The mill can produce up to -
in. diameter HSS tube, ex-

tending Prolamsa’s product
lines, I

ny could only produee prod-

H_"L'i”ll‘ih'. ”‘I{‘ {‘il!llp.’l-

vt af up ke 3 i, The mill luas
Hae acleditional feature of an in-
line painting svstem, allowing
Prolmnsa to offer primed HSS
tube to fabricators and con-
tractors, According to Jorge
Craren, there are onlv two com-
panics in North America with
inline painting of HSS prod-
nets, In Mexico, Prolamsa is
the only ane.

“For us, the idea of acquir-
inne Mvis mnill wars teaseled vaalue toand differentiate our procduct,”
Joree Garea explained, “We are lrving to grow into a market
] mew b s, bt we are also giving our customers the op-
tionn of color-primmed material with our ColorShicld™ line”

Privved TISS saves the OFEMs, Babrieators s contractors
Proslamsa sells to lme and money by saving them the work
of post-painting operations, Gare said. 11 also improves pro-
ductivity, increases the product shell life and reduces prod-
uct handling, without compromising qualily,

“Ihe new couipinient it we lave invested in is the latest
technolosy ivailable,” Garea said. "A lot of attention has been
paicd to creating o nore streimlined facility as well.”

Tliere is room Lo expand al Fscobedo, and the company
liopes it a ealthy chunk of that future growth will be in
automotive. As the likes of the Big Three, Volkswagen and
Mercedes luve
mwarket lias become a logical extension for Prolamsa, although

increased Hheir investments in Mexiceo, the

mod withonat some liordles.

Breaking into automotive

“Wee want Lo grow slowly but steadily in the automotive -
cdustry,” Jorge Garea related, “We know of some companies
that use our type of products, but we would like to lear as

mitch as possible and acquire more expericnee before we ex-

pand further into the industre This, we believe, will be i full
benefit te our future customens.”

Prolamsa gained its QS-S000 certilication o few vears back,
a neeessany pedigree to paricipate in the antomolive innclustny.
Farning its stripes by accommaodating the mavriaed and often
punctilious demands of the amtomaotive set ferenved an elifferent

bpe of education for Prelansa, but one that the executive leam
agreed increased its agilite and efficieney. Taken with the com-
pamys ability 1o leverage its steel buvs in Mexico, resulting in
fvomable pricing, Prolunsa has gained steady ground with Mes-
icors Tier Land 1 supplicns. *Becawse of volumes, we are able
tor purelimse malenial guite compelitively from various sourees,



miaking us very competitive” Diederichs obserced,

Take Klender Carcia for example, Two vears ago Garcia
was responsible for finding new suppliers for lndustria de
Asiento Superior, an antomotive seat manuafacturer formed by
Tachi-5 Co., pnd Nissan Mexicana, The company couldn’t
waver on guality, but was looking for a belter price to keep
in line with Nissan's cost reduction prograom, which called
foor suvines on the order of 33 pereent, “Prolamsa provides
e same quality al o better price,” Gareia commented, not-
ing that Pralamsa is now lidustria de Asiento Superior’s main
souree for steel ube,

Price was a deciding factor for Cooper-Standard as well
when they first began to explore a program with Prolamsa.
Cooper-Standard manufactores products for aulomotive seal-
inng el fhaie svsterns, as wellas vibration control products and
related dtems, The company’s customers are located around
the globe and require lengthy approval processes for every
conceivable variable before a new supplier can be brought
ineler the foldl

Called P-PAP (Production Part Approval Process), over
1) parts made from Prolamsa-produced steel tubing were
sent through the testing gountlet. Prolamsa reccived the
stamp of approval about 15 months ago, winning the contract
for over $1 million of tubing that Cooper used to source
through a U5, mill.

“They demonstrated they were meeting all of the re-
guirements the LS. supplier was,” Juan Green of Cooper-
Standard explained, "and they were very competitive from
a cosl standpoint.”

Creen pointled out that Prolamsa’s close proximity has
moved Cooper-Standard to just-in-time delivery schedules,
improving the Torreon, Coahuila location’s efficiency and
inventorn s,

“We have presence in both Mexico and the LS. iHouos-
ton ), reminded Diederichs, “In Mexico, we are strategically
located close to key antomative facilitics where brands such
as Ford, DaimlerChnysler, Nissan and Mereedes-Bene are as-
sembled, several of which are presently our elients, This has
given our product projection into the world market.”

Prolamsa’s cost, and subsequent price advantage could be
a hoon for automoetive supplicrs in the North Ameeican narkel
{and cause for concern for the large mumber of LS. suppli-

ers already engaged inamtomotive ). However, Diederichs con-
tinued,
the American automotive industey as of vel. We would like
tos first firenly estalidish oneselves in the natiomal market. We
cel campletely ready
tor give the prospective clients whal they need.”

e e imade o conseions decision o not venlure info

do hope to venture ont as soomn as we |

Mew kid on the block

[ took Prolamsa approximately seven vears to carve a place
forr itself iy the VLS., and nol withoul some resistance. As
Dricderichs paut it, "when vou starl from serateh, it requires a
lon of effor, Bt little by little, the business grows.”

Probusa initially had 1o struggle with the perception that
the guality of evervihing coming from Mexico was intrinsi-
cally bad, Dicderichs said, adding that advimeed equipiment
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A view of Prolamsa’s new Escobedo facility.

anel am efficient workforee went far in proving the contrary, “In
fact,” Diederichs declared, "oftentimes we were at least cqual
tes, iF ol betier than, many of the LS. mills of our caliber. | be-
lieve that we now have a very good image in the U8, We resel]
tor dlifferent tubing mills in the U5, and they know that they
can buy fremn us without fear of potential quality problems
with their cuslomers.”

Dicderichs considers being a relative neweomer to the ULS,
nuarket as an advantage, suggesting Prolamsa, untied by con-
vention, was able to do things that established domestic mills
perhaps did not have the flexibility to attemnpt, “as they were
perhaps limited by their organizational structure and habits,”
“Nothing was preventing us from expanding in
any particular direction.”

Prolamsa is growing at an equal pace on both sides of the
border, and the company ultimately expects to ship a guarter
to one-third of its products into the ULS, market. “1 think com-
panies nowadays are more willing to tev new supplices,” José
Carea observed. "They want to become more efficient and
demand the same from their supply chain, For the past five
of six vears, we've been investing in new equipment that gives
more precise tolerances, along with higher productivity and ef-
ficiencies. With our lean staff, that translales into belter cost
structures for us and our customers.”

Dicderichs agreed. “We've grown muel more agile with ex-
perience, much gquicker lo respond. Our suceess might be
attribuked to @ combination of creativity, dynamics and being
in the right place at the right line "

he noted.
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C ‘EI"] Munterrey, Mmicu +52 (Bl} 8351-!!5?.5 lim +52
(81) 83510322, www.prolamsa.com.

Prolamsa, Inc., Stafford, Texas, 2814420900, fax: 281/494-

0590, www.prolamsa.com.
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