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Worthington Industries

In 1999 Worthir
4 gton Ind : ;
processing  and metal S enjoyed sales revenues of $1.8 billion in steel

. S=re .

in Columbusg, Ohiq oper;;lated businesses. The company, headquartered
ployees. John H. McCgn ld 53 plants in 11 countries and boasted 7,500 em-
McConnell became chai nell founded the company in 1955. His son John P.
the company for the 'man and CEO in 1996, The financial performance of
tently outpérformed ‘:S St five years i given in Exhibit 1. The company consis-
one of the “100 Best 8 ndustry. Fortune magazine selected Worthington as

¢st Places to Work” in 1998 and 1999.

The compan, X
% Y was Organlzed il]to thre i LR 3 te 1
Worthington Cylinders, and Dietrich In%is?usmess S

ries.
Worthington Stee|

STt};Zl\g::zggslﬁ]t Onin?eel‘c“mPan}',_ founded in 1955, e§sentially invept-ed the
than, 1 000‘ cqut ‘T.Stly as I% exists today. An established leader with more
' - stomers, Worthington Steel served a broad range of markets,
including gutomotive, lawn and garden, construction, hardware, furniture and
office .eqmpment., electrical controls, leisure and recreation, appliances, and
farm implements. The company offered the widest range of services in the
industry, from slitting and blanking to hydrogen annealing, hot-dipped galva-
nizing, and nickel plating.

Worthington earned its leadership position as a custom processor of flat-
rolled steel by providing superior quality and service. It provided value-added
services that bridged the capabilities of major steel producers and the speecial-

ized expectations of steel end-users.

Worthington Cylinders
Worthington Cylinders offered the most complete line of pressure cylinder ves-

sels in its industry:

o LPG (liquefied petroleum gas) cylinders.were Ilf‘:'ecl to hold fl:lel f().l- every-
thing from gas barbecue grills and camping equipment to residential heat-
ing systems and industrial forklift trucks. Outside North America, LPG

1 Financial Performance: 1995-99 ( Dollars in Millions)
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Dietrich Industries
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Dietrich unveiled an interactive CD Lo mnke

steel framing. This design ol allowed devel

builders to c_;aw]'qp; Ailding specifications by

line of n ‘

aming products. It could be used by ano
n expert designing a major office building.
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Box 1
Earnings: The first cor, worthington industres Philosophy
raings: T corpor ;
its shareholders and | trea:e‘eu?:a I for Worthington Industries is to eam money for
measurement of the accompl o of their investment. We believe that the best
: : plishment of our goal ts consistent growth in earnings

Our Golden Rule: We treat
we would like to be treated. Qur customers, employees, investors, and suppliers, as

People: X ;
e I;Peilte.v?::;e Icéedtcated to the belief that people are our most S s
s ssband it fecognition, opportunity to grow; and fair

rform £
gf)ssibleas‘i::zea Zgg t'l:lrt:)refore use incentives, profit sharing or otherwise, in every
day’s pay. We beli'eve m te:"P'oyees we expect an honest day’s work for an honest
people. In filling job o 'e philosophy of continued employment for all Worthington
Worthington, ite divi YPENIngs, every gffort is expended to find candidates within
e érati tSlons or sub.siFiianes. When employees are requested to relocate
i P on to another, it is accomplished without financial loss to the

Cust'omer: Wi‘thout the customer and his need for our products and services we have
noth!ng. We will exert every effort to see that the customer’s quality and service
requirements are met. Once a commitment is made to a customer, every effort is
made to fuffill that obligation,

Suppliers: We cannot operate profitably without those who supply the quality raw
materials we need for our products. From a pricing standpoint, we ask only that
suppliers be competitive in the marketplace and treat us as they do their other
customers. We are loyal to suppliers who meet our quality and service requirements
through all market situations.

Organization: We believe in a divisionalized organizational structure with
responsibility for performance resting with the head of each operation. All managers
are given the operating latitude and authority to accomplish their responsibilities
within our corporate goals and objectives. In keeping with this philosophy, we do not
create corporate procedures. If procedures are necessary within a particular company
operation, that manager creates them. We believe in a small corporate staff and
support group to service the needs of our shareholders and operating units as

requested.
Communication: We communicate through every possible channel with our

customers, employees, shareholders and operating units as requested.

Citizenship: Worthington Industries practices good citizenship at all levels. We
conduct our business in a professional and ethical manner when deallmg with
customers, neighbors, and the general pgblic ‘wgrldwlde. We encour;age: _?II our
people to actively participate in community affairs. We support worthwhile

community causes,

Lauting Value (Nuw York:John Wilay & Sank, 2000, p, 182

Sourte: Joueph A Mucinriello,

ect ultimately benefited Worthington’s cus-

k was valued and took pride in doing their

This climate of mutual resp
neentive for them

ir wor ;
tomers. Employees knew then'lun acted as an additional i

jobs well, The profit-sharing p i oton was very customer
ult, Worthingta ) .
to help the company succeed. As aal?:; roducts and gave attentive service.

focused. Workers produced high-qu
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Worthington and its plants did he more money they muade

I"his parnt was remforced by Worthington's sales force b NN pros
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Every salesperson spent six months working in a plant that made the A
thev sold. filling orders alongside production workerd, learnmng plant eapas

my technical areas. They also acquired

At Worthington, iff an order
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