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I’m not going to try to "sell” you anything about this
change. As you become aware of the facts, and of
Nucor’s track record for making its acquisitions more
customer-driven and more successful, I think you’ll
reach the same conclusion that we did: that the oppor-
tunity to team up with Nucor was too good to pass up.
And it’s only going to make us better.

Let me address the two questions.
First, we’re in the steel post business to stay. That

business was a major reason for Nucor’s interest in
acquiring us. Steel posts represent a growth opportunity
with great future potential, and they’re a product that 
complements Nucor’s existing bar product line. On a
marketing and production level, adding our posts to
Nucor’s diverse product line was just good business on
their part. 

And Steve Conway is at Nucor Steel Marion, Inc. to
stay. My responsibilities will be focused totally on sales
and production of steel posts, and that has me excited.

WHY JOINING FORCES WITH NUCOR IS A PLUS FOR OUR DEALERS, 
EMPLOYEES AND CUSTOMERS ALIKE

By now I’m certain all of you are aware that, this 
past June, Marion Steel signed an agreement to be
acquired by Nucor Corporation– in my opinion, the
most solid and progressive steel manufacturer in the
U.S. As you can probably imagine, my phone has been
ringing almost constantly since the news of the acqui-
sition went out, and I’ve found that every dealer I’ve
talked with has asked the same two questions:
What’s going to happen to Marion’s steel post 
business? What’s going to happen to Steve Conway?

That’s why we decided to dedicate the majority of
this issue of the American post to 

our new company, Nucor Steel   
Marion, Inc., and to the 

direction we’re going to 
be taking in the near future. 

A publication for Nucor Steel Marion dealers and distributors
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AN INTERVIEW WITH JOHN FARRIS

When Nucor Corporation
acquired Marion Steel in June 
of 2005, John Farris was 
named as general manager 
of the new Nucor Steel 
Marion, Inc. The following is
an interview conducted by 
the American post where John
talks about the acquisition and
the future of the company.

Tell us about your background.
I hired on with Nucor in 1992 as an electrician. In 1999,
I was transferred to Nucor’s Texas Division as maintenance
manager. That’s where I was until May of this year, when
I was given the opportunity to be the general manager
of Nucor Steel Marion, Inc.

So it’s fair to say you have an extensive working
knowledge of these kinds of plants.
Yes, I’d say I have a pretty good understanding of the
inner workings of steel plants. I started in a flat-roll mill
and have been in bar manufacturing since ’99. 

So let’s get right to the point. Why did Nucor acquire
this operation?
For a lot of reasons, Marion Steel was a very attractive
acquisition for us. We were impressed with the company
as a whole, both the production capabilities and the
management team. There’s a high entrepreneurial spirit
here. They’re survivors, they’re committed to winning. The
personalities and attitudes around here are very analogous
to the Nucor culture. It seemed like an ideal fit. And since
coming here, and working with the people in Marion,
everything I’ve experienced confirms what we thought.
This is a strong operation that’s going to get even better.

And the future for signposts?
We think there’s a tremendous opportunity for that product.
And acquiring the signpost product line was another
major reason for the acquisition. Signposts are new to
Nucor. We’re not a stranger to the highway market, but
signposts represent a whole new segment of that mar-
ket. We want to keep every signpost customer we have,
add more, and service all of them better. We want to
increase our competitiveness, and improve on our 

deliveries. We’re going to be very aggressive in growing
that part of our business.

Let’s talk about Nucor. Give us some background for
those who aren’t familiar with them.
Nucor started in 1966, and the company has been 
profitable every year and every quarter since then. We
have operating facilities in 15 states. Marion is the 18th
steel-making facility.  With the addition of Marion, we now
have 10 bar mills nationwide. We’re the nation’s largest
recycler. And last year we produced 19.7 million tons of
steel. That’s compared to about 120,000 tons in 1970.

Does that make Nucor the largest steel producer 
in the U.S.?
We’re either the largest or second largest. There was a
recent merger that might have put us at Number Two. 
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I’m not sure. But in the long run, it doesn’t really matter
whether we’re Number One or Number Two. That’s not 
why we’re here. Nucor never had the goal of being the
biggest. Our goal is to take care of our customers. 
And by doing that, look where it put us.

If being the biggest isn’t Nucor’s top priority, what is?
It’s stated right in our mission statement, and we live it:
We are taking care of our customers by being the safest,
highest quality, lowest cost, most productive, most prof-
itable steel and steel products company in the world. We
are committed to doing this while being cultural and
environmental stewards in the communities where we live
and work. We are succeeding by working together. You’ll
find those principles at work every day at every Nucor
facility. Our customers are: 1) our employees, 2) the people
who buy and use our products, and 3) our shareholders.

Obviously, this isn’t the first acquisition for Nucor.
What is Nucor’s approach with the companies it
acquires?
What can we learn from you? That’s exactly our approach
on a Nucor acquisition, to look at the things that the
company is doing well, and keep those and build on that.
There are numerous things that the Marion Steel Company
did very well that we can learn from. Just because Nucor
has been doing something a certain way does not mean
it’s the best way. With each acquisition, we learn 
something. That’s how we’ve grown. 

Nucor has a program called “Best Marking,” where we
identify the best processes from one area of operation
and apply it to another. There is regular communication
within and between divisions, from the general managers

on down, dedicated toward Best Marking. Each acquisition
offers another opportunity to do that.

How is the transition process going here in Marion?
The transition is going outstandingly, and that’s a tribute
to the quality of the team at this division. The Marion
team has welcomed Nucor, and we’re very proud to be
part of that team.

In terms of the staff here, Nucor is very excited that
Steve Conway and his sales team chose to stay on and
continue serving those customers they’ve had for many
years. With the resources available from Nucor, we’re
going to be able to improve our service to those 
customers going forward. Steve is extremely knowledgeable
about signposts and the production process. He’s a 
valuable asset to this division, and is an outstanding
fit within the Nucor culture.

How do you see your role as general manager at 
Nucor Steel Marion, Inc.?
Managing a profitable business aside, my focus has been
in two important areas: our employees and our customers.
First, employees. I’m working for about 350 people that
make up the Nucor Steel Marion Team. That’s the Nucor
perspective, that leaders work for the team. And I have
four expectations of every employee: work safe, work
hard, work smart, and be a positive influence. As leaders, 
we have to be humble. We have to be willing to listen.
We have to consistently be looking for a better way.

Regarding customers, well, the customer is the boss. 
It’s customers who allow us to be in this business, by 
providing them with quality products and good delivery 
at a competitive price – consistently. In the commodity
business, quality, service and price are important, but at
the end of the day our business depends on relationships.
Once we’re through the transition process, I’m looking
forward to getting out and meeting our customers.

What would you have to say to steel post dealers?
I would say that you’re a vital part of our team. And we
want to learn from dealers and distributors, too. They’re
on the front line with the customers. They know better
and faster what’s going on in the marketplace. That 
makes them a terrific resource for improving our product
and market position. 

“What can we learn from you?
That’s exactly our approach on
a Nucor acquisition, to look at
the things that the company
is doing well, and keep those
and build on that.”
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Steve Conway
Signpost Sales and Production Manager

IT‘S ONLY GOING TO MAKE US BETTER
(cont’d from front page)

It means I can focus my energies on growing our post
business. I won’t have to be managing other areas of
our operation. And I’ll have more “face-to-face” time
with dealers and customers, something I haven’t been
able to do during the past couple years as much as I
would have liked. 

Our entire signpost operation is going to be more
focused on turning out more product, consistently 
better product, and continually improving our respon-
siveness and our service to dealers. That’s part of the 
discipline that Nucor brings to our operation, and 
I welcome it. 

I’d have to say that Nucor has opened our eyes
about performance standards and raised the bar on
what’s expected, particularly in the areas of safety,
quality and keeping our customers happy. It’s not that
we haven’t been strong in those areas. But Nucor is
going to demand that we work toward even higher
standards in all areas of our business. That’s going to
be a challenge for us, and it’s going to be good for
everyone in Marion and for our dealers and customers.
Over the last several years, we did a lot of things right
to get us where we are today. Nucor has raised the
bar, and they’re giving us the systems and resources to
meet higher expectations.

I welcome that challenge. And I know all of us are
up to it.
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This brochure has it all. The new Highway Products
brochure displays the entire line of Nucor Steel
Marion, Inc. signposts and accessories for the 
roadway market. 

RIB-BAK®, BEND-BAK®, SLIP SAFE™ and LAP SPLICE™–
they’re all here. The performance advantages for
each model are spelled out concisely. This is an
indispensable selling tool from America’s signpost
leader.

Copies will be mailed out soon. For additional
copies, e-mail Dorothy at postsales@marionsteel.com, 
or call her at 800-333-4011, ext. 298.

FULL-LINE BROCHURE
NEW “HIGHWAY PRODUCTS”
BROCHURE TELLS ALL

To purchase ALL of your signposts from Nucor Steel Marion, call us today at (800) 333-4011.



A M E R I C A ’ S S I G N P O S T L E A D E R

The brochure is printed on water-
resistant paper, so it’s durable
enough for use in any weather 
and is stain-resistant. For 
copies, e-mail Dorothy at 
postsales@marionsteel.com, 
or call her at 800-333-4011,
ext. 298.

WIND LOAD CHART

The newly revised Wind Load Chart from Nucor
Steel Marion, Inc. provides essential specification
and installation guidelines for U-channel signposts. 

You’ll find wind load charts to help you determine
the number of posts required to avoid exceeding
the allowable stress levels. In addition, you’ll find
detailed installation instructions for SLIP SAFE and
LAP SPLICE applications.

Four new installation cards are now 
available from Nucor Steel Marion. 
All are laminated to make them 
water resistant. And their 
compact, convenient size makes 
them easy to slip into a glove box 
or pocket, so they’re with you when 
you need them.

The installation cards for the LAP SPLICE 
and SLIP SAFE systems are revisions of earlier 
versions. The installation cards for the RIB-BAK 
and SLIP SAFE SUPREME are all new.

A supply of each of these cards will soon be 
sent to you. For additional installation cards, e-mail
Dorothy at postsales@marionsteel.com, or call her
at 800-333-4011, ext. 298.

PICK A CARD
NEW INSTALLATION CARDS GO 
ANYWHERE – IN ANY WEATHER

Handy reference piece makes proper installation a breeze.

912 Cheney Avenue
Marion, Ohio 43302 6


