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Presenter
Presentation Notes
Our approach to the marketplace has changed and I’d like to make you aware of how and how it’s working.

We used to have regional engineers who divided up the country. Our approach was to track projects and chase them, converting what we could out of competing materials and into steel. The problem we found was that in this approach decisions have already been made that put steel at a disadvantage. We need to break in earlier in the process before there is even a project.

Our current approach focuses on decision-makers who will have projects.
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Vice President of Market Development 

Presenter
Presentation Notes
And, we’re now expanding, adding five more Specialist positions in Minneapolis, Raleigh, and Tampa, and adding a second position in New York City and Los Angeles.
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Presenter
Presentation Notes
In the bridge marketplace, we have a slightly different plan. We remain focused on decision-makers, but bridge decisionmakers are more distributed by state because they generally are the DOTs. This, our NSBA staff maintains a regional approach to the marketplace even if they are doing a similar approach of working with the decision-makers.

Tabitha Stine leads this market development group as well. Jeff Carlson is the team leader and we have four regions, each with a Bridge Steel Specialist.



Fabricator Connection 
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Presenter
Presentation Notes
Our approach to the marketplace has changed and I’d like to make you aware of how and how it’s working.

We used to have regional engineers who divided up the country. Our approach was to track projects and chase them, converting what we could out of competing materials and into steel. The problem we found was that in this approach decisions have already been made that put steel at a disadvantage. We need to break in earlier in the process before there is even a project.

Our current approach focuses on decision-makers who will have projects.



Presenter
Presentation Notes
We also are seeking to strengthen and build our collaborative efforts with Steel Fabricator Associations to have many voices in the marketplace touching the decision-makers. We also seek to have a uniform voice in the marketplace so that we are collectively more successful as we all advocate for steel with decision-makers.

We have representatives from each Steel Fabricator Association involved in a group called the Fabricator Connection.



Wage/Salary Survey 
 

Educating Designers 
 

AISC Participation in Fabricator Association Activities 
 

Information Exchange 
 

Industry Education/Workforce Training 

Presenter
Presentation Notes
At our first meeting, we brainstormed to determine what our opportunities and issues are. Five topics came to the forefront as we worked through the list, and we have made some assignments for ongoing work on these topics.



Wage/Salary Survey 
 

Educating Designers 
 

AISC Participation in Fabricator Association Activities 
 

Information Exchange 
 

Industry Education/Workforce Training 
 

(plus two dozen other ideas) 

Presenter
Presentation Notes
There are at least two dozen other ideas to work on after those. Certainly we will identify more as we progress, too.



Presenter
Presentation Notes
This group is like a three-way Chicago intersection. It is an opportunity for AISC to communicate with each Steel Fabricator Association. It is a way for each Steel Fabricator Association to communicate with AISC. And it is a way for all Stel Fabricator Associations to comminucate with each other. Collectively, we can help each other and make our whole industry better as we do.
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Government Relations 

Presenter
Presentation Notes
My next topic is government relations.
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Tariffs 

Presenter
Presentation Notes
Lately, that means “what can you tell me about tariffs!”.
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What’s a 232 
Investigation? 

Presenter
Presentation Notes
That interest starts with the 232 investigation. That is defined on the slide. Note that these tariffs are not the result of an industry trade suit, but an investigation carried out by the Department of Commerce that determined that the current level of steel imports into the United States was detrimental to national security. It was ordered to be conducted by the President and the Department of Commerce conducted it. The DoC recommendations to the President were then considered and acted upon by the President.

The complete picture continues to evolve, but the fundamental order made by the President established a 25% tariff on imported steel materials.
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What’s a 301 
Investigation? 

Presenter
Presentation Notes
That interest starts with the 232 investigation. That is defined on the slide. Note that these tariffs are not the result of an industry trade suit, but an investigation carried out by the Department of Commerce that determined that the current level of steel imports into the United States was detrimental to national security. It was ordered to be conducted by the President and the Department of Commerce conducted it. The DoC recommendations to the President were then considered and acted upon by the President.

The complete picture continues to evolve, but the fundamental order made by the President established a 25% tariff on imported steel materials.
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Remember, Domestic Steel is Tariff Free 

Flat products - sheets, strips, 
and plates 

Pipe and tube products - 
either seamless or welded 

Long products - bars, rails, 
rods, and beams 

Concrete reinforcing 
Bar - “Rebar” 

Presenter
Presentation Notes
What does it cover? Remember - domestic steel is tariff free

Hopefully this graphic clarifies what types of materials are included in these 232 tariffs.

Rebar - Just b/c 232 tariffs apply to both aluminum and steel, they have a much broader implication when we’re talking about the construction market. Remember, there is almost as much steel in a concrete framed building as there is steel in a steel framed building due to the density of rebar. So, any effects that these tariffs have on steel-framed buildings will have a similar impact on concrete-framed buildings.
Long products which we described earlier - these are your beams and columns as well as other miscellaneous structural shapes.
Pipe and tube products such as hollow structural shapes (HSS)
And flat products like steel plate
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Presenter
Presentation Notes
As it currently stands in the actual text of the proclamation, imports from Canada and Mexico are currently exempt from these tariffs. 

Exclusions also were made, at least temorarily, for Australia, Argentina, the European Union, South Korea, and Brazil.

All of these countries, including Canada and Mexico, represent more than half of the steel being imported into the U.S. → weaken effectiveness
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25% Tariff 
≠ 

25% Cost Increase 

Presenter
Presentation Notes
Please note that a 25% tariff does not create a 25% increase in the project cost.
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Value Example 
Project cost breakdown focused on a hypothetical foreign steel 
package 

Total Project Cost 
$100,000,000 

Steel Package (12% of total project cost) 
$12,000,000 
 

Steel Material Only (30% of Steel Package) 
$3,600,000 

Worst-case Scenario (25% increase in material cost  
$900,000 (0.9% of total project cost) 

Presenter
Presentation Notes
Note how small any material cost increase becomes in a project when you reduce it down to the part of the project that’s affected.

 This example is based on 25% and that is not a known value other than for what the tariff was announced as. The marketplace will determine the price impact on domestic material and that is therefore based upon the complexities of the marketplace. In the end, if the change in price that results is 10%, the small magnitudes we've presented here will be 60% lower. The important thing is to realize how much smaller the impact is than the 25% tariff.
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Presenter
Presentation Notes
Please also note that the marketplace factors can and do affect pricing. Our competitors currently see higher cost increases than we do based upon ENR data.
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Domestic Production 
For Construction 
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9.7 Million Tons 

6.3 Million Tons 
(Consumption) 

1.8 Million Tons 
(Imports) 

1.6 Million Tons 

Presenter
Presentation Notes
It also is important to know that there is no capacity problem for steel producers or fabricators. Looking at production, the capacity of the market to supply the demand of the marketplace - can the US steel producers supply enough steel to meet demand?

We’ll look at volume in two separate containers - domestic steel PRODUCTION, and domestic steel FABRICATION.

Our US domestic capacity for structurl steel (if our mills were running at 100%) =  about 10 million tons�
On the demand side, 2016 steel consumption in 2016 was 6 million tons, leaving roughly 4 million tons of extra capacity within our domestic steel making industry.�
In 2017, U.S. imports of all steel was less than 2 million tons.

The bottom line is even if the domestic producers had to cover all 2 million tons of steel imported into the US, there would still be a 1 to 2 ton surplus. Plenty of extra capacity to service the construction industry.
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10 Million Tons 

6.3 Million Tons 
(Consumption) 

1.7 Million Tons 
(Imports) 

2.0 Million Tons 
(Surplus) 

Domestic Fabrication 
For Construction 
 

Presenter
Presentation Notes
And it’s a similar story for fabrication capacity too. Plenty of capacity.
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Presenter
Presentation Notes
Yes, steel tariffs will increase the cost of construction, but the increase will impact steel framed and concrete framed structures similarly.

Typically the tonnage of steel in a concrete building is about 80% of that in a steel framed building�
In a study done during the volatility of the early 2000s, it was determined that for every $100 average increase in the overall cost of all types of steel�
The cost of a steel framed building would increase 3.6%
The cost of a concrete framed building would increase 3.2%�
And that does not take into account any increase in the cost of concrete which has been increasing annually between 3% and 4%
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Steel Quantities in Steel and 
Concrete Framed Buildings 

Presenter
Presentation Notes
When you consider all the factors that affect project cost, steel tariffs are a wash and the best way to proceed in selecting materials is to select the best one for the project at hand, not to try and outguess the marketplace on tariff impact.
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China’s carbon footprint is 3 
times the US carbon footprint 

Presenter
Presentation Notes
Note also the significant cost to the environment of using foreign steel. See the info on the slide.
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Structural Steel is the 
Low-Volatility Material 

Stability 

Presenter
Presentation Notes
** This is public information 

2008 - VERY weak dollar makes imports much less attractive. Since then, we’ve seen a stronger dollar leading to more European imports.
No hoarding, no exchange rate arbitrage, no other external shocks or factors that would suggest abnormal activities.

The bottom line is that steel has been very stable in its pricing, even with tariff impacts.
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→ Involve your fabricator early 
 

→ Continue to design your projects while 
leveraging the benefits of structural steel 
 

→ Have a seat at the table to best understand 
the steel supply chain constraints for YOUR 
individual project 
 

→ Ask for help and assistance when needed! 
 

 
 

Controlling Risk and 
Gaining Control! 
 

Photo: Jeremy Bitterman 

Presenter
Presentation Notes
Here are some strategies that will work for you now as they always do in any marketplace conditions. See the slide.
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We’re Here To Help! 
 

Presenter
Presentation Notes
We’re also here to help when you need us. We are based in Chicago, but also have many people in locations throughout the country.
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aisc.org/solutions | solutions@aisc.org | 866.ASK.AISC 
www.aisc.org | Twitter: @aisc | Instagram: @aisc 

Facebook: facebook/aiscDOTorg 
 

We’re Here To Help! 
 

Presenter
Presentation Notes
We also have the AISC Steel Solutions Center, which can help you.�
Work with AISC�
Our structural steel specialists�
Social media�
NASCC

mailto:solutions@aisc.org
http://www.aisc.org
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Steel Tube Institute 
Tariff Live Recorded Webinar 

Infrastructure/Tariffs Webinar 
NASCC: The Steel Conference 

Central Fabricators Assoc. 
 

Presentations 

Photo: AISC / Modern Steel Construction 

www.aisc.org/tradetalk 

28 

Presenter
Presentation Notes
There also will be information at future presentations, and those will be added as they are given to the list of talks and info that are found already at the link on the slide.



AISC Certification 
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Presenter
Presentation Notes
AISC Certification is different today. It has a new leader and a new approach – treating specifiers and participants as customers. We seek to deliver value to both with a strong program that is meaningful and helpful for both. I hope you already are seeing that in what you are experiencing as a certified company.
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SpeedCore 

Presenter
Presentation Notes
Finally, today, we have a game-changing idea that will turn the building marketplace on its ear. It’s called a SpeedCore.



Presenter
Presentation Notes
This is a system that’s fabricated from steel plate with ties, erected and welded together in the field, and filled with concrete.

This is a fabricated steel product that has all the strength, stiffness, and damping of a reinforced concrete system without the tolerance incompatibilities and trade coordination required when a reinforced concrete wall is used. And we can go a lot faster with this system than the concrete industry can. It is a total game changer for our industry.



Presenter
Presentation Notes
This is what some of the specimens we’ve tested look like. They are smaller than what would be used in the field, but you get the idea.



Presenter
Presentation Notes
Here’s a core system built from these components that will be used for the Ranier Square Tower in Seattle.



Presenter
Presentation Notes
Corners look like this. You can see the wall segments and the coupled segments too in this mock-up.



Presenter
Presentation Notes
The corner piece has ties in two directions.



Presenter
Presentation Notes
The edges get assembled like this and welded as shown.



Presenter
Presentation Notes
Lots and lots of ties.





Presenter
Presentation Notes
More expensive material from our industry. More fabrication labor for our industry. More erection labor for our industry. And yet a huge savings for the owner!

This system is expected to go up at least 4 months faster (the engineer’s estimate) and may go 10 months faster (the general contractors estimate). That will save the owner from $10 million to $25 million. And we get more work and a larger part of the pay for the project as we deliver this savings to the owner.

The biggest challenge to our industry is to recognize this opportunity. Some already have done what we always do by starting to talking about how we could do other steel systems that would reduce steel material, fabrication and erection costs. But we do not get the opportunity to do that because the design uses systems that others provide instead.

Instead, we must realize that by spending more on us, the project goes faster and costs significantly less. And we benefit by delivering that project success.
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