
     List prices for all no-hub and SV hub & spigot pipe and fittings will increase on 
January 1, 2014. New price lists will be mailed to current customers in the next 
few weeks, and will also be available online at www.abifoundry.com.
   This price increase came about as a result of rising raw material and other pro-
duction costs. While these costs have increased signifi-
cantly over the past several months, AB&I has been able 
to hold the line on list prices until now.
   “We’re not crazy about increasing prices,” said 
Michael Lowe, AB&I Vice President for Marketing and 
Sales, “but the time came to bite the bullet and recog-
nize that there was just no alternative to recovering 
some of our future costs.” 

“We’re not crazy about increasing prices, but the time 
came to recognize that there was just no alternative to 

recovering some of our future costs.” 

   

    Scrap iron is the raw material used in the production of pipe and fittings, and as 
some of the world’s economies have begun to improve, demand for this material has 
started to rise. As demand increases, so do prices, to the point that costs for this valu-
able scrap has forced the foundry to increase its prices.
   It is AB&I’s policy to announce price increases as far in advance as possible to 
minimize the disruptive impact on currently-bid jobs and to give customers the flexibility 
to buy-in material at 2013 prices. Inventories are being built in our four nationwide 
service centers to meet the anticipated demand, but customers are encouraged to get 
their orders in as soon as possible.
   For more information, contact your Regional Sales Manager or AB&I at  
800-GOT-IRON.
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Michael Lowe, VP Sales and Mktg 
510.502.4805  
michael.lowe@abifoundry.com

Gary Wickham, Senior Sales Mgr 
CA-N (Bay Area), NV-S, AZ, CO, HI 
510.501.5756  
gary.wickham@abifoundry.com

Shannon Hooper,  
Regional Sales Mgr 
CA-N, AK, WA, OR, ID, N. NV, MT, WY, UT 
720.454.7109 
shannon.hooper@abifoundry.com
 
Michael Lopez, Regional Sales Mgr 
CA-S
626.340.5306 
michael.lopez@abifoundry.com

Ethan Shull, Regional Sales Mgr 
KS, MO, OK, TX, AR, NM, LA, TN, MS, AL, GA, NC, SC, FL 
903.941.1543 
ethan.shull@abifoundry.com

Brian Lee, Regional Sales Mgr 
ND, SD, NE, MN, IA, WS, IL, MI, IN, OH, KY, New England States, NY, 
PA, WV, VA, DE, MD, NJ, CN, RI 
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brian.lee@abifoundry.com
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THE ECONOMY

Economists See Slack Growth For Balance of 2013,  
Slowdown in 2014

   The American Supply Association (ASA) 
sponsored an informative Economic Fore-
casting webinar in August, and invited 
Alan Beaulieu of the Institute for Trends 
Research (ITR) to lead the discussion. 
Beaulieu is the president of this interna-
tional econometric group, which boasts 
a 94.7% accuracy rating in its forecasts 
over the past six decades, including their 
predictions of the dot-com bust and the 
real estate crash, years before they actu-
ally occurred. 
   Beaulieu’s group does the standard 
econometric measurements of dozens 
of economic variables, but differs from 
most researchers in that it weighs “rate of 
change” more heavily and tracks it more 
closely. By tracking this velocity of change 
and applying proprietary economic 
models, ITR has been able to provide valu-
able data and advice to its business and 
government clients.
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The ASA-sponsored webinar by The Institute for 
Trends Research forecasts little change for 2013, 
but 2014 could bring another slowdown.

   So, what does Beaulieu see as the future 
for the American and world economies?
   “It’s a mixed bag.”
   According to ITR, the American 
economy should chug along in second 
gear for the balance of 2013. “The 
leading economic indicators are mainly 
up,” says Beaulieu, which usually means 
steady going for the next 6-9 months. 
The slow growth, in fits and starts, that 
characterized most of 2013 will continue 
at about the same pace as in the first half 
of the year.
   “Liquidity is good, employment is in-
creasing, and construction is steady,” says 
Beaulieu. He predicts that non-residential 
construction will grow by 4.4% until the 
fourth quarter, at which time business will 
slow. Manufacturing and government 
construction will see fairly steep declines, 
but building of medical facilities will grow 
slightly.

   2014 is when things will change. “We 
see the weakness that started in Q4 2013 
continue into 2014, as the Fed ramps 
down QE and higher taxes and Obam-
acare kick in,” he said. Beaulieu predicts 
a slowdown in consumer spending, lower 
demand for housing, and volatile inter-
est rates as banks and the Fed chase 
the fits-and-starts nature of the recovery. 
“Construction spending will still be there,” 
he said, “but growth will be slight to non-
existent.
   The good news is that 2015 will be a 
year of recovery. “We should see smooth 
sailing after 2014,” said Beaulieu, “unless 
something blows up.” Potential impedi-
ments to growth include a slowdown in 
China, increased tensions over Iran’s 
nuclear ambitions, a brake on lending 
due to new Dodd-Frank regulations, and 
new costs imposed on Americans through 
Obamacare.
   ITR’s optimism for the 2015 time frame 
is based on several factors. Europe’s 
emergence from recession should increase 
demand for American exports, build-
ing on the manufacturing base. Pent-up 
demand for consumer goods and a 
stabilization of interest rates should bring 
increased confidence in the markets.
   For more information, visit ITR online at 
www.itreconomics.com
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   The Engineering Specifications Team (EST) of the McWane Plumbing  
Group calls on plumbing and mechanical engineers and inspectors to  
keep them updated on product standards and code requirements that  
pertain to cast iron soil pipe, fittings, and couplings, and to provide a  
“go-to” resource when questions arise. 
   “Our job is simple,” said Victor Hatcher, leader of the five-member team.  
“We provide the information that ensures that specifications meet all  
necessary requirements, we talk about possible hidden issues with  
alternative materials, and we suggest what to look for and ask about  
when specifying DWV products.”
   “We don’t sell anything,” said Hatcher. “All we do is provide information.”
   EST was born in response to the influx of questionable cast iron materials in the last decade. There was a growing concern among 
engineers and inspectors about the quality of these products and whether they met the rigid standards that we adhere to in America. 
The EST addresses these concerns by creating a greater awareness of the standards, their requirements, and the interaction of these 
standards with our plumbing codes, with a special emphasis on the importance of specifying compliant material in the protection of 
the public health and safety.
   One of the services EST provides is to assist engineers on how best to specify DWV components, resulting in these professionals 
drafting performance requirements that will call for the highest quality material for the job. Additionally, EST talks to plumbing inspec-
tors about industry standards within America’s plumbing codes, and guides them on what to look for when conducing plumbing 
system inspections on a jobsite.

   Recent topics of discussion at one-on-
one meetings and “Lunch and Learns” 
have included firestopping iron vs. 
plastic and comparing the performance 
characteristics of heavy duty couplings.
   Over the years, the EST has been 
invited to speak before ASPE chapters 
across the nation and numerous plumb-
ing inspector associations. Sessions are 
available to any interested engineer, 
engineering firm, inspector, or inspec-
tions office. Simply call or email your 
regional EST representative or call 
800-GOT-IRON. 
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ENGINEERING

EST: Taking the Mystery  
Out of DWV Specs
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Why the CISPI Standards Are So Important 

   The Cast Iron Soil Pipe Institute promulgates manufac-
tuuring standards that require pipe and fittings carrying 
their mark to meet strict requirements for contamination 
control, iron chemistry, tensile strength, and dimensional 

integrity. Couplings bearing the CISPI 
mark have been tested and verified to 

meet similar requirements for metal and 
gasket composition, longevity, and resistance to cor-

rosion, ensuring that products carrying this mark 
will perform for the lifetime of the building.
   Plumbing professionals are encouraged to look 

for the CISPI mark on all products they specify, 
buy or install.
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   It’s been almost seven years 
since the Great Recession 
raised its ugly head and nuked 
over $1.5 trillion of Ameri-
cans’ personal wealth. People 
lost jobs, careers, homes, 
families disintegrated, and a 
“new normal” kicked in that 
was anything but normal. That 
recession “ended” five years 
ago, when the GDP started 
showing some miniscule signs 
of growth, but there has been 
no real recovery. The unem-
ployment rate now stands at 
7.3%, due mainly to people 
either finding part-time work in 
the service sector or bailing al-
together on ever finding a job. 
The Workforce Participation 
Rate, the percentage of work-
ing age Americans actually 
working, stands at a 30 year 
low. While our political lead-
ers trot themselves out in front 
of the cameras and remind us 
that things are getting better, 
things don’t feel all that much 
better for millions of Americans 
whose prime earning years 
are slipping away and for 
whom payday has come to 
mean the time the food stamps 
arrive. Is this really the best we 
can do?
   AB&I has seen this movie 
before, many times, in our 

OPINION
Michael’s Commentary

Is a Limping Economy 
Really The Best This 
Country Can Do?
By Michael Lowe 
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107 year history. We’ve been 
through wars, depressions, 
numerous recessions, countless 
disasters (natural and other-
wise), but we’ve never seen 
anything like this. Even the 
“malaise” that characterized 
the Carter years didn’t go on 
this long, didn’t impact this 
many millions. By all accounts, 
America should be growing at 
4-6% by now, not the measly 
1-2% that passes as a recov-
ery these days. Unemployment 
should be 3-4%, and wages 
should be rising as a result of 
hot demand for skilled labor. 
None of this is happening. 
Instead, we’re witnessing the 
slow, spiraling decline of a 
great nation, suffering from 
political leadership seemingly 
more committed to the eco-
nomic brake pedal than the ac-
celerator, and more dedicated 
to spending and redistributing 
money than to earning it. This 
must change, or the “funda-
mental transformation” of 
America we were promised 
will continue, unabated, to the 
possible long-term detriment of 
us all.
 
   Your comments and suggested 
solutions are welcome, and may be 
published in a future ITEMS.  
   Email michael.lowe@abifoundry.com
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   Hi Old Friends, 
   I’ve been chomping at the bit to get some things off my 
chest, and it’s been too long since I’ve used this newsletter 
to vent. So get ready.
   I’ve noticed a plethora (good word, plethora) of ads on 
TV and radio, mainly from attorneys, promising how they 
can negotiate with the IRS to: 1) Reduce your unpaid taxes, 
2) Eliminate penalties, 3) Possibly eliminate your tax bill 
altogether. 
   So, how does that idea sit with you suckers who dutifully 
pay your taxes, even if it means doing without some things 
you’d REALLY like to have? And, where does all the money 
come from to pay for these expensive ads and “experts?”
   These ads usually start with the question, “Do you owe 
back taxes? If so, call Blank, Blankety and Blanketiest, At-
torneys at Law to stop the harassment.”
   I pose the question again. Why are we stupidly paying 
taxes, if all we have to do is call one these scheissters, I 
mean lawyers, and they’ll work their magic? Why?
   If everybody did this, there would be no money flowing 
into the Treasury. Oh wait, this is sounding better. Talk about 
sequestration of services; this would sequester all govern-
ment spending. Maybe I need to rethink this whole thing...
   And while we’re on the subject of taxation, just think for a 
minute about all the taxes we do pay. Most people think of 
income taxes, but there are many more: 1) Inheritance Tax,  
2) Sales Tax, 3) Property Tax, 4) Gas Tax, 5) Cigarette and 
Alcohol Tax, 6) Excise Tax, 7) Communications Tax, 8) Au-
tomobile Registration, 9) Fishing and Hunting Licenses, 10) 
Airport Fees and Taxes, 11) First-Breath-In-Morning Tax, 12) 
Just ‘Cuz We Say So Tax....
   Even with all this, government just can’t make ends meet 
so has to increase the debt limit every coupla years, putting 
us all deeper in the hole. Geez, now I’m depressed. Maybe 
writing this article wasn’t such a good idea after all.
   Talk back at kip.wixson@abifoundry.com. 
   Be well, my friends. 

Kip’s Perspective

Some Pay, Some 
Don’t: Getting Off the 

Hook at Taxpayers’ 
Expense

By Kip Wixson

Guest Editorial
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   When the engineers designing the plumbing systems at this new 

stadium needed a heavy-duty coupling, they called on the industry 
standard - HUSKY. The All-American HUSKY is 100% Made in the 
USA, and can be counted on to perform when it really counts. When 
a heavy-duty coupling is called for and it must absolutely, positively 
do its job, there’s really only one choice: HUSKY.
   Levi Stadium, the new home of the San Francisco 49ers, will seat 
68,500 fans, expandable to 75,000 for special events. The stadium 

is scheduled to open for the 2014 season, and has been chosen to host Superbowl 50. 
The unique design of the stadium will enable more fans to be seated lower in the stands, 
creating a closer, more involved fan experience. Designed with solar panels and other  
environmentally-sustainable materials, Levi Stadium is the largest building of its kind to 
be registered with the US Green Building Council
   HUSKY couplings come in both 4- and 6-band designs, depending on size, and are 
easily recognized by their distinctive orange or white shields.
   For more information, contact your local HUSKY distributor, or AB&I at  
800-GOT-IRON.

 
    In business, whom you deal with is often as important as what you buy. Will the 
company stand behind their products? Are they fair and honest in their dealings, 
or are they “slick operators” who seize every opportunity to take advantage of 
their customers? Do they truly believe in making an outstanding product, or is 
“good enough” good enough?
   The new AB&I advertising campaign, beginning November 1, will employ 
multiple media platforms to communicate the message that character and values 
in business matter. The graphics will emphasize the strength and longevity 
of AB&I as a company, and the copy will focus on one of the foundry’s core 
principles: the importance of integrity; saying what you’ll do and doing what 
you say.
   Watch the trade books, your mailbox and your email for these important 
messages, and tell us what you think by commenting on our Facebook page.

Project
Profile

Levi’s Stadium 
HUSKY Couplings Drafted to Fill Vital Role

AB&I Launches New Advertising Campaign 
Trade mags, direct mail and email tapped to promote importance of company values
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   On September 7, over 200 people from the Oakland com-
munity spent the day in the sunshine on the grounds of the AB&I 
foundry and saw, first hand, what goes on behind the walls 
at the San Leandro Street facility. This was the second “Open 
House” sponsored by the foundry in recent years, and everyone 
in attendance seemed to have a great time and left with a good 
understanding of their neighbor, AB&I.
   “We really enjoy opening up to the community,” said AB&I 
General Manager, Kurt Winter. “Although we’ve been a fixture 
in Oakland for over 100 years, many people really don’t know 
who we are or what we do. We see these events as a good way 
to change that.”
   Guests were treated to shaded tables and a catered lunch of 
hamburgers, hot dogs and soft drinks. Several booths and other 
displays illustrated AB&I’s production methods and showed 
samples of the products manufactured in the plant. Most visitors 
took one of several foundry tours conducted that day, and got to 
see for themselves how cast iron products are made. They also 
learned about AB&I’s aggressive team member safety program, 
as well as the foundry’s commitment to clean manufacturing.
   “Several people told me how impressed they were with our 
plant,” said Michael Lowe, AB&I’s Vice President for Marketing 

AB&I Hosts  
“Open House” for the 
Oakland Community

Mayor attends foundry tour and burger lunch,  
locals see inside a modern iron foundry
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and Sales and one of four tour leaders, “especially how clean it 
was and how many team members we have.”
   One of the highlights of the day was a visit by Jean Quan, 
Oakland’s Mayor and noted supporter of the local business com-
munity. Quan and her assistant spoke of their appreciation of 
businesses like AB&I who make such a valuable contribution to 
the local community, through the employment they provide, taxes 
they pay, and the civic involvement of the team members.
   Other speakers spoke of AB&I’s involvement in industry activi-
ties, and thanked foundry management for their support of the 
cast iron and metals industry in California.

Guest Favorite:  
The Gun Melt

   Every year, AB&I melts thousands 
of guns confiscated by local law 
enforcement. By melting them, these 
guns are permanently taken off 
the street, never again to be used 
in crime. Over 100 visitors saw 
several of these firearms melted in 

our furnace, and watched the sparks fly as the guns 
became red-hot liquid. Several visitors took multiple 
tours, just to see the gun melt again. “That was cool!” 
was a common sentiment.

AB&I’s Dave Robinson (L) and Michael Lowe greet 
Oakland Mayor Jean Quan at foundry Open House

Special
Event
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   Imagine a hand painted mural more 
than 250 feet long that depicts a com-
pany’s century-long history of triumphs 
and struggles. Now imagine that mural 
is in an inner-city, industrial section of a 
major American metropolis. That’s what 
you see when you visit the AB&I Foundry 
headquarters in Oakland, California, 
and the community loves it.
   The idea came from AB&I team 
members: What if we did something 
dramatic with that big wall out in front 
of the foundry? The idea of an historical 
mural came immediately to mind, and 
the search for a mural artist who was up 
to this giant task was begun.
   “Our city is in desperate need of beau-
tification,” said Kurt Winter, General 
Manager of AB&I. “The walls around 
our neighborhood are constantly being 
tagged by graffiti artists, so we decided 

Massive Mural Depicts 
the Story of AB&I, Gains 
Community Applause

to take action and turn the expansive 
wall surrounding our manufacturing facil-
ity into a canvas.”
   Jean Bidwell, a local Castro Valley 
artist, was commissioned for the project. 
With extensive experience painting large 
exterior murals, Bidwell seemed ideal 
for the job. After producing small-scale 
sketches of what the finished mural 
would look like, Bidwell and her small 
team of volunteers set out to paint the 
flow of AB&I’s rich and colorful past.
   The first challenge was to determine 
the material to be used. The paint had 
to be durable to stand up to rain and 
weather, yet rich enough to capture the 
colors and character of the foundry. “I 
do all of my work with BEHR paints,” 
said Bidwell, “as I’ve discovered them 
to be the brightest, most durable and 
‘scrubbable’ paint product around!”

   The mural took nearly a year to com-
plete, but it has now taken its place as 
one of Oakland’s truly distinctive exam-
ples of urban art. 

“...we decided to take  
action and turn the  

expansive wall  
surrounding our  

manufacturing facility 
into a canvas.” 

   “We couldn’t be happier with the 
outcome,” said Winter. “It’s really impres-
sive how Jean took our mundane block 
wall and turned it into a work of art that 
depicts our company’s history  
so dramatically.”   



Just for Fun
1. What year was the first World 
Series Played? 
     a) 1884    b) 1903    c) 1910    

2.  Who did an unassisted triple play in 
1920 World Series? 
     a) Ivy Olson    b) Bill Wambsganss    c) Babe Ruth

3.  Who struck out 29 batters in 1965 World Series? 
     a) Sandy Koufax   b) Mudcat Grant   c) Don Drysdale

4.  Who holds record for most World Series home runs? 
     a) Lou Gehrig   b) Hank Aaron   c) Mickey Mantle

5.   What player tied his own record by stealing 7 bases? 
     a) Joe Morgan   b) Maury Wills   c) Lou Brock

6.   What team won first indoor World Series? 
     a) NY Yankees   b) Minnesotta Twins   c) Texas Rangers

7.  How many runs won the 2004 World Series? 
     a) 12   b) 15   c) 18

8. Who pitched in all 7 games of the 1973 World Series? 
     a) Darold Knowles   b) Tom Seaver   c) Kip Wixson 
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World Series Quiz

Plumber Quotes

1. b, 2.b, 3.a, 4.c, 5.c, 6.b, 7.a, 8.a

     a) 1884    b) 1903    c) 1910    

2.  Who did an unassisted triple play in 
“I told my wife the truth. I told her I was seeing a 
psychiatrist. Then she told me the truth: that she was 
seeing two plumbers and a bartender.” 
- Rodney Dangerfield

“If I had my life to live over again, I’d be  
a plumber.” 
- Albert Einstein

“Television is like the invention of indoor 
plumbing. It didn’t change people’s habits. It just 
kept them inside the house.” 
- Alfred Hitchcock

“Anybody who has any doubt about the ingenuity or the re-
sourcefulness of a plumber never got a bill from one.” 
- George Meany

“I once worked with a plumber in New York City that said,  
‘Every time you flush your toilet you’re putting food in my  
family’s mouth’.” 
-Woody Allen

“I told my wife the truth. I told her I was seeing a 
psychiatrist. Then she told me the truth: that she was 
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