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To:      All NASS Members  
From: Ian Harding, NASS President 
Date:     12 December, 2013 
 
 

President’s 2013 Year-end Message  
I hope this finds you well and looking forward to this year’s Festive activities! 
 
As we approach 2014, I commend Peter Corfield's 2013 Review, which gives an overview of 
conditions and forecasts for our industry, and highlights NASS' activities and achievements in 
2013; Peter also identifies the key areas of focus for NASS’ development in 2014. 
 
Peter confirms in his Review that we will be increasing our Membership recruitment efforts in 
2014. We always need to be recruiting new Members to maintain and increase our 
representation in our sector. It is a fact that in our three product group areas we represent the 
majority of the market in annual tonnage and therefore turnover terms. However, I would like to 
see a greater number of SMEs as Members. The President’s Committee and National Council 
will be discussing various initiatives on membership in the New Year.  
 
As I said in my Message last December, NASS has made much progress in recent years. This 
progress has been due to the dedication of Peter and his team of Karen Black and, more 
recently, Joy Graham; we are most grateful for their dedication and commitment. 
  
In a rare break with tradition, all pundits now agree that economic growth is established in the 
UK and should continue for a number of years. Whilst it is still not spectacular, in our sector at 
least, this is good news. We have recently been seeing steel mills setting out their stalls to re-
establish their own profitability. This will be a long journey in view of the over-capacities which 
persist in steel-making; however, it is a much-welcome start and one which we would all do well 
to support. 
 
In recent times, a number of our Members have invested significantly in value-added 
capabilities and should reap the rewards from doing so in the years to come. In fact, very few of 
us do little or no value-added work at all. However, I still find it amazing that some stockholders / 
service centres seem to regard this work as something which they should provide to their 
customers for no or little reward! More worringly, how many of us really know, analyse and 
recover the cost of the many and varied services and processes which we provide to our 
customers? If we were to reflect on it, we would probably admit that we are all guilty of 
underselling our value and contribution in the supply chain to one extent or another. As we 
emerge from five very difficult years of recession, perhaps now is the time to improve our 
business models in this area? 
 
A Merry Christmas to you and all your colleagues.  A happy and prosperous 2014 to us all. 

 

Ian Harding 
 


