
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 

 
 



 
 
 
 
 
 
 
 

“Man has a poor understanding of life.  He mistakes knowledge for wisdom.  He tries to unveil the Holy 
Secrets of our Father, The Great Spirit.  He attempts to improve his laws and ways of Mother Earth.  
Even though he, himself, is part nature, he chooses to disregard and ignore for the sake of his own 
immediate gain.” 

 
Those words, excerpts from the beginning of “Circle of Life” and attributed some 300 years ago to a 
Native American Chief named White Cloud, have formed the basis for a successful business philosophy 
for a Chesterfield County company in the 21st century. 
 
American Stainless & Supply (AS&S), a growing enterprise based in Cheraw, has realized tremendous 
growth over the past few years while adhering to a mission statement drawn from principles found in the 
Circle of Life:  “With wisdom, speed, and spirit, we create value every day in the industrial distribution 
marketplace.”  American Stainless has designated a hallway at the State Road facility as White Cloud 
Way. 
 
Company president and CEO Gary Bulloch cites wisdom as one of his company’s core values.  First 
and foremost, he believes that the Bible is the Book of Life and contains all the wisdom of the ages – 
past, present and future.  Therefore, he first relies on the Bible for direction and then draws from the 
Circle of Life. “There’s a big difference between just a little knowledge and wisdom.  We try to not 
sacrifice tomorrow’s best interests for today’s immediate gain.  That’s something the Circle of Life talks 
about.  Even though it was 300 years ago, it was never truer than today that in business you have to go 
against the nature of what business usually is.  In business, a lot of times short-term push out long-term, 
hard money pushes out soft money.  We try to make sure that tomorrow’s best interests are what we’re 



really looking for.  That’s part of the style now, everybody wants everything now, but we’ve found that if 
you do the tight thing long enough to make a difference in the end it usually will.” 
 

People Growing Company 
 
And what a difference it has been!  When Bulloch’s newly-formed entity, Industrial Management of 
Materials (IMOM), purchased American Stainless & Supply in 2001, there were about 15 employees; 
now there are nearly 100 employees.  Sales revenue in 2001 of $6 million reached $30 million by the 
close of 2005, and the current year’s sales are expected to surpass $50 million.  The company last year 
moved into a 165,000- square-foot facility that was formerly a Weller soldering-gun manufacturing site 
for Cooper Tools. 
 
American Stainless & Supply is a national industrial distributor, essentially what Bulloch describes as a 
“process piping distributor.”  The company’s products are used; he said, “By a diversity of industries,” 

everything from power generation 
to pharmaceuticals, food and 
beverage, steel, pulp and paper, 
automotive, biotech, fabrications, 
and new construction. “This was 
the first acquisition we made,” 
Bulloch said, “and it’s the only one 
we’ve made to date.  It was 
basically us just bringing a lot of 
talent that was here together with 
others we had trained within the 
industry for a long time, and trying 
to get back to some of the 
fundamentals of industry.  At the 
time, about 75 percent of the 
business that American Stainless 
was doing was in Kingsport, 
Tennessee, but all of the back 
office management, the accounting 
and the payables and all that, was 
being done here.” When American 
Stainless was sold, a majority of 
the employees thought that about 

75 percent of the people would be laid off. “We tried to practice what we preach, letting the employees 
know that we had their long-term interests in mind.” said Bulloch.  No one was laid off, even though 75 
percent of sales were elsewhere.  Red Man Pipe and Supply, which serves the highly-industrialized 
Kingsport area, purchased the other branch of American Stainless. “We just wanted to take something 
good that had some infrastructure and expand it and grow it fast, and we’ve been blessed that it has 
worked.” said Bulloch.  
 
Bulloch, a North Carolina native, has 22 years’ experience in the piping distribution industry and 
personal involvement with metal-working. After graduating from Cameron School of Business at the 
University of North Carolina-Wilmington in 1984, he worked for a national company that is a big 
distributor of piping, plumbing products, etc.  Bulloch grew up on a farm in southern North Carolina.  His 
father has a small machine shop, so Bulloch spent his summers during high school and college cutting 
and welding.  “After graduating from business school I thought I wanted to get in on the other end, with 
selling and go into industrial sales.” 
 



In 2000, a personal loss intervened.  “When my father passed away, I resigned the only professional job 
I’d had.  I took the year off to help my mother get the family farm back into shape and to make sure she 
was all right,” said Bulloch.  It was shortly thereafter that he made the decision to form IMOM and 
purchase American Stainless. Among the talented people gained in the acquisition was Tom Sheeler, a 
Chesterfield native who now serves as American Stainless & Supply general manager.  Sheeler began 

working for American 
Stainless in 1970. 
 
“I’ve been in all aspects of 
the business, from inside 
sales to outside sales to 
purchasing, inventory 
control, and management, 
and now I’m general 
manager.  I know the ins 
and outs of it pretty well,” 
he said. Sheeler and 
Bulloch were acquainted 
before joining forces.  Prior 
to the acquisition, said 
Sheeler, Bulloch “was with 
a major competitor and we 
worked against each other.  
He’d get under my skin and 
I’d get under his, but now 
we’re together.  We make a 
good team.” 
 
“For 16 years we were 
friendly competitors,” said 

Bulloch.  “We had a lot of respect for each other.  It was a happy day when we were able to get on the 
same team.  Now, not only have we grown to be industry professionals together, but obviously we’ve 
grown to be best of friends.” 

 
Other members of the American Stainless management team include financial manager Sam Hancock, 
controller Ann Edwards, human resources director Anne Brumley, information technology manager 
Cambron Beck, inside sales manager Boyce Francum, sales trainer Rick Rafferty, and quality manager 
Jason Gentry.  Salesmen Roy Thompson and Kirby Jordan cover the Pee Dee and Columbia areas.  
And an additional 15 salesmen cover the rest of the country. 
“We really do care about our people,” Bulloch said .  “We have kind of a family atmosphere here.  It’s 
not about any one person; we’re a team working toward a common goal. Ego has no place in 
decision-making at American Stainless,” Bulloch sai d. 
 

 
“We demand that everyone leave their pride and ego outside the door and that no decisions are based 
on ego.  We want to always be supporting the right principles, and other than that we try to decentralize 
everything.  Workers and associates are trained and empowered to make the right decisions, and we 
give them the tools and the power and the training to do so.” The departure of some of the other 
companies from the area has had a positive side for American Stainless, employee-wise. “We’ve been 
very fortunate or blessed because we’ve become the beneficiary of several great employees,” said 
Bulloch.   
 
A lot of the companies which left were international in scope.  “We’ve been able to hire some highly-
trained, highly-skilled employees who just moved right into the operation.” “The community and state 
have been very supportive,” said Bulloch .  



“When projects come along, we’ve been given priority in supplying products because we’re based here, 
our home office is here.  The money that’s spent here stays here.” 
 

 
As for the other side of the coin, 
American Stainless is an avid 
supporter of civic activities in 
Chesterfield County and the 
surrounding area. “Most of our 
support is done anonymously, 
Bulloch said.  He acknowledges 
public support for area hospices, 
including a platinum level 
donation to the Royal Cape Fear 
Hospice in nearby Whiteville, NC, 
as well as helping fund a battered 
women’s shelter for the Pee Dee 
Coalition Against Domestic 
Violence and Sexual Assault. 
 

Grocery Store for 
Process Piping 

Supplies 
 

 
American Stainless & Supply acts as a staging site for its varied customers, bringing a multitude of 
products into one location.  Bulloch used the image of a grocery store to describe it. 

 
“When you need groceries and go to the grocery store, you get milk, bread, eggs.  Well, the piping 
contractor or the plant that’s doing a project comes to us, and we take all those manufacturer’s products 
and bring them together and make deliveries to their plant or site on one truck,” Bulloch explained.  
“There might be a combination of 10 to 15 different manufacturers of different products that go into one 
order.  US Steel might make the pipe, WeldBend might make the fittings, and right on down to all the 
different things that go into the valves. 

 
“We buy from manufacturers both domestically and ove rseas ,” said Sheeler. 
 

Currently, American Stainless has approximately $8.5 million worth of inventory (pipe, valves and 
fittings, controls, process equipment, etc.) made of stainless steel, carbon steel, special alloys, and 
plastic on shelves lining aisles in its 165,000 square-foot distribution and warehouse facility on Cheraw’s 
north side.  There is also a large pipe yard in Marlboro County. 

 
“We moved to Cheraw basically to consolidate our operations,” said Bulloch.  “At one time we were in 
five warehouses so we consolidated into one operation to reduce duplication and to be more efficient.” 
“Having the inventory spread out, Sheeler agreed, “made the logistics rather difficult.  We wanted to 
combine most of our inventory at one location.  However, we will keep some, maybe one or two, of the 
other warehouses (for possible future expansion) as well as the 10-acre pipe yard.” To facilitate its 
national distribution logistics, the company also maintains shipping warehouses in Charleston SC, 
Memphis TN, and Houston TN. American Stainless & Supply has a fleet of about 30 trucks ranging from 
18-wheelers to pickup trucks that “go all around the country,” said Bulloch.  “We outsource probably 60 
percent to 70 percent of our trucking.  We keep just the amount of trucks we need to have to self-
perform and then we outsource to contract haulers all around the nation.  We delivered 26 truckloads 
last year to Fresno, California.  Our drivers drive from California to Society Hill and everywhere in 



between.” With technology as an equalizer and facilitator, according to Bulloch, American Stainless can 
compete nationwide. “In 2001, we looked at what was the best way to go to market.  We looked at the 
logistics of the nation with all the money that has been spent on roads and highways the last 20 years, 
billions of dollars.  We can pretty much get anything anywhere in the country in a couple of days.” 

 
 
Foregoing short-term gain in favor of long-term return remains a bedrock principle for American 
Stainless.  “It’s very hard for any business or industry to cannibalize its own revenue stream,” said 
Bulloch.  “Look at GE.  The reason they don’t do that is because people don’t like to sacrifice today’s 
immediate interest, they don’t want to give up the rewards ad the bonuses and all that, so usually 
nobody will come up with a better way of doing things unless it’s an upstart.  That’s what was 
advantageous for us when we started in 2001.  We could lay all that aside.  We looked at the landscape 
after the post-Internet bubble, asked ourselves what the best way to go to market is, and that’s how we 
set out model up.” 

A Green and Growing Future 
The road to the future for American Stainless & Supply appears headed to a brightly lit future.  They are 
opening a new sales office in Charlotte NC in early 2007, with other potential locations being scouted. 
The burgeoning ethanol industry in the Midwest will also provide more market opportunity.  According to 
Sheeler, there are 60-plus ethanol refineries either being built or on the drawing board.  American 
Stainless may also get into doing other value-added services, he added. “We’re in a strong growth 
mode ,” Sheeler said.  “Our plan is certainly to continue growing and expanding our markets to different 
parts of the United States as well as overseas, maybe even adding product lines to stimulate return in 
growth and sales.” Like the grain fields from which ethanol are eventually produced, “We feel like it 



(the future) is green and growing.” Bulloch said . “We feel there is great opportunity that this industry 
is still very much in its infancy. One reason we think the future is great for us is because today, 
companies aren’t measured on plants and assets, they are measured on intellectual capital.” 

 
“Because we have experienced, intellectual people, the right technology, the right weapons, our ideas 
and our intellectual capital can help us do things better, be more innovative, offer better customer 
service, and develop better long-term relationships than a lot of our bigger competitors.  We envision 
that we have about one grain of sand of market share on the beaches of North America, so there is a lot 
of potential out there for us.” 

 
 
 


