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A History of the First Half Century of the
Metal Powder Industries Federation

By Kempton H. Roll

Kempton H “Kemp” Roll is in a unique position to author this historical
record of the Metal Powder Industvies Federation having been on the scene
almost from the outsel; first as an observer and then as execultive director
during which time be played a pivotal role in the evolution of the P/M
industry’s trade association and professional society. He retirved in 1988.

On May 4-5, 1944, a new breed in
the metalworking business gathered
in the posh halls of New York City’s
famous Waldorf-Astoria to hold the
first public meeting of a newly orga-
nized trade association for the produc-
ers of metal powders: the Metal
Powder Association.

America’s powder metallurgy (P/M)
industry owes its existence to this
small group of entrepreneurs who had
a clear, though perhaps at times unre-
alistic, vision of the future for the idea
of automatically consolidating grains
of metal into a mass-produced finished
product without melting and with
practically no waste or labor. Only
someone to count the money and take
it to the bank.

The idea stretched the imagination.
‘What a wonderful vision!

The Very Beginning

To understand the history of an
industry, it must be examined in the
perspective of time. A span of 50
years iS most appropriate.

When the turmoil, excitement and
frustration that surrounded powder
metallurgy in its formative years was
swirling about those first attracted to

it, it was impossible to know or even
guess intelligently how far or even in
what directions it would grow — if
indeed it was destined to grow at all.
It could just as easily have fizzled out
like a big, beautiful rocket bursting
across the sky, pleasing and thrilling
its observers, and then disappearing
all too soon, never to be heard from
again.

Powder metallurgy had that poten-
tial. It exploded brightly on the
American scene right after World War
II and there were many skeptics who
were convinced it would fizzle. But
there was a difference. The “rocket-
makers” were busy building bigger
and better “rockets” while the first
ones were still dazzling the public.
Whether they fizzled or not didn’t
really matter.

The first “dazzler” was the self-lubri-
cating bearing. This unique P/M prod-
uct was the main driving force for the
P/M business from the late "20s
through the post-war '40s and early
’50s. Ferrous P/M, on the other hand,
did not “burst” upon the scene.
Instead, it slowly evolved as a conse-
quence of demand for higher proper-
ties coupled with the availability of
improved processing equipment and



raw materials plus the forces of com-
petition in a free enterprise society.

Motivation

What motivated those who began
the P/M industry and its trade associa-
tion whose first 50 years are being cel-
ebrated this year?

The French have a name for these
brave ones: entrepreneurs. Webster
defines them as “Persons who orga-
nize and manage a business undertak-
ing, assuming the risks for the sake of
the profit” The people who com-
prised the embryonic powder metal-
lurgy industry went far beyond
Webster’s definition. Whatever
prompted them to get into such a
risky, untested, unproved business
must have also led them into recogniz-
ing the advantages of forming a trade
association.

P/M was, after all, a new and rela-
tively unknown post-war technology
here in the United States. It offered a
once-in-a-lifetime opportunity for per-
sonal and/or corporate gain.

It was a calculated gamble in the
early years.

An Idea Whose Time
Had Come

Every industry has to start with an
idea that must be translated into some-
thing practical and tangible by individ-
uals with foresight, imagination, deter-
mination, courage and, above all, an
undeterrable belief in themselves and
their ability to recognize and conquer
new worlds.

While every enterprise begins with
an idea, the timing is critical. It has to
be ready to evolve, first into an art,
then a technology and industry, and
ultimately, if all goes well, into a sci-
ence. In order to succeed, each step
in this process must also serve a need.
Discovering that iron ore, for instance,
could be smelted and the metal beat-
en into swords and plowshares took
centuries of time and generations of
people to evolve into the science of
modern steel technology.

Yet compared to traditional metal-
working industries, like steel, the P/M
industry is a mere stripling. Still, it is a

surprisingly advanced technology con-
sidering the relatively short span of its
life on the industrial scene. The P/M
industry unlike so many of its counter-
parts in the metalworking arena — die
casting, foundry casting, investment
casting, etc. — performed an unchar-
acteristic “leap frog” over the tradi-
tional step-by-step rate of progress
experienced in the early stages of
most new technologies.

Perhaps it can be said that one of
the steps in the coming of age of an
industry is when it grows big enough
to warrant the creation of its own
trade association. This is when the
industry’s leaders begin to realize that
they needed to communicate directly
with one another, in a legally sanc-
tioned atmosphere, of course. It is
when cooperation outweighs the
competitive urge to beat each other to
death in the marketplace. It is when
customers demand standards and test-
ing methods to help them use the
products of that industry with some
degree of performance reliability. It is
when the need to measure industry
growth and direction with reliable and
timely statistics outweighs the urge to
keep sales data secret. Relying on
one’s sales manager’s hopeful, but not
always realistic estimates of what is
happening in a rapidly developing
market can court dreadful conse-
quences.

The Early Impetus

Strangely, the time for a trade
association did not arrive for the pow-
der metallurgy industry until well into
its growth period and long after its
primary product had already carved
out a significant place for itself in
modern manufacturing. The product
was the self-lubricating bearing and
the market was then, as it is today,
largely automotive.

That is why copper was “king” in
1944 when the Metal Powder
Association was founded. Iron pow-
der was almost unheard of, just a labo-
ratory curiosity. Iron filings for tracing
lines of magnetic force. An ingredient
in pyrotechnics and sparklers.

There was one secret exception: the
iron powder rotating band.
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During the latter part of World War
II, German engineers discovered that
carefully made iron powder could be

compacted and sintered into a

shells. It was a fair substitute
for the non-ferrous gilding
metal normally used and
which was Dbeing rapidly
depleted. Gregory Comstock,
a Stevens Tech professor/ con-
sultant, established his reputa-
tion when he brought back
the revelation of this discov-
ery after a government-spon-
sored post war trip to
Germany. The “Cold War” had
not yet settled in and defense

preparedness was still upper-

\“rotating band” for cannon

Hoeganaes moves to
New Jersey.

Metals Disintegrating
(Alcan Powders and Pigments)

most in the minds of the military.

Department of Defense officials
were convinced that the United States
must develop a manufacturing base to
provide rotating bands for ordnance as
a safeguard against World War IIL.

They decided to offer incentives for
companies to get into the iron powder
business. Hoganis AB, Europe’s largest
iron powder producer, was especially
encouraged to erect a plant in
Riverton, NJ. The idea of depending on
iron powder being shipped across the
submarine-laden Atlantic was less than
appealing to the Pentagon. Nor was it
difficult to persuade Hoganis to con-
sider the idea. Sales of Swedish-pro-
duced sponge iron powder was begin-
ning to make headway in the

powder
companies.

Plastic Metals
(SCM Metal
Products)

American market through the
efforts of Ekstrand & Tholand,
their American sales representa-
tives for Swedish sponge iron of
which iron powder was essen-
tially a by-product.

Ironically, the rotating band
never materialized as a viable
market for iron powder. Yet it
was this obscure ordnance
device that led to the rise of the

U.S. Bronze Powders, Inc.

American iron powder industry.
Perhaps in a broader sense, it can also
be credited for the meteoric growth
of the P/M parts industry which at the
time was essentially non-ferrous.
Without the incentive held out by the
U.S. government, companies such as
Pyron, Hoeganaes (USA), Alan Wood
Steel (before they developed the

H-Iron process, now SCM), Plastic
Metals (U.S. National Radiator, then
Crane, now SCM) would not have got-
ten off the ground for years, if ever.

Who Was Who

In 1944 the companies in the metal
powder business produced copper,
lead, tin, aluminum and magnesium
powders. They included Metals
Refining (now after many acquisitions
and mergers, SCM Metal Products,
Inc.), Metal Disintegrating (now
Alcan), American Metal (then AMAX
and now Pyron), United States Bronze
Powders, and New Jersey Zinc (now
Zinc Corporation of America). An
upstart newcomer was Greenback
Industries which had been producing
magnesium powder for flares during
the war and now had no market but
lots of capacity for non-ferrous pow-
der production.

The major customers were the “Big
Five” : Amplex Division of Chrysler,
U.S. Graphite (now out of business),
Bound Brook Oilless Bearing (later
Presmet then Stackpole), Keystone
Carbon and Moraine Products (now
Delco Moraine). Others included
Powdercraft, Johnson Bronze (later
absorbed by Clevite and Ferraloy),
Ferraloy, Presmet and a host of others
in the vicinity of St. Marys/Ridgway, PA
including International Powder
Metallurgy (later IPM), Brockway
Pressed Metals, Carbon City Products,
St. Marys Carbon, National Moldite,
Powder Metal Products, etc. A few
others existed elsewhere: American
Powdered Metals in North Haven, CT
(later owned by Mossberg, Barden,
ALCOA and a few others), Merriman
Bros., Sintered Metals, Inc. (now
Atlantic Sintered Metals), Wakefield
Bearing, Dixon Sintaloy (now
Engineered Sinterings), American
Electro Metal (gone) and Norwalk
Powdered Metals. In the midwest
there were Chicago Powder Metal
Products, Midwest Sintered Products
and Powder Metal Corporation of
America (later sold to APM). On the
west coast was Ceromet and ASCO
(later sold to Burgess-Norton then
to Robert Burgess). No doubt there
were others,



During the War there was no need
for a trade association. Powder pro-
ducers had all the business they could
handle. Bearings went into almost all
mechanical devices having moving
parts. They were inexpensive, if not
cheap. America had lots of copper
and could get tin from South America.
It was when the war ended that a
pent-up demand for bearings manifest
itself. Appliance and auto makers had
to switch quickly to meet the needs
spawned by returning GI's anxious to
make up for lost time and get started
with new families. It was the begin-
ning of the “Baby Boom” that has had
such a profound impact on America’s
growth and economy for decades
to come.

The leaders of the companies in the
copper powder business in those days
knew each other well. Almost every-
one of them had a greater stake in the
lead business and each belonged to
the Lead Industries Association, a trade
association that had been in existence
for many years representing the min-
ers and fabricators of lead products
including lead powder which was
often one of the materials used in self-
lubricating bearings.

The prime mover for starting a trade
association for powder producers was
Harold E. “Bud” Hall, Jr., president of
Metals Disintegrating Co. in Elizabeth,
NJ. He was the flamboyant scion of
the company’s founder, Prof. Everett J.
Hall, who held the first patents for
making aluminum powder. Bud was
given to wearing mink bow ties at
meetings and otherwise demonstrat-
ing an ability to enjoy life. He was
also a very shrewd businessman who
saw the need for sharing information,
developing standards and gathering
statistics. He recognized the benetits
of creating an organization that would
enable all the powder producers to
get together to do these things. Such
an organization would also allow them
to pool their efforts to promote this
new powder metallurgy technology
which had already proven itself in
the bearing business. They all had sur-
plus production capacity as a result
of wartime demands and now had
little choice but to either get out of
the business or stay in and try to

expand the existing markets and
develop new ones.

He wanted to organize a trade
association.

Plans to accomplish this were laid at
a meeting in the Lead Industries
Association offices early in 1944. As
soon as it became obvious that the
‘War had been won in Europe, it was
decided to form a new trade associa-
tion to represent the producers of
metal powder. Logically, it would be
called the “Metal Powder Association.“
Bud Hall was elected its first presi-
dent. In fact, the letters of incorpora-
tion show his office in Elizabeth, NJ as
the official address of the association.

The Metal Powder
Association

The first formal meeting of the
newly formed association was a two-
day event, May 4 and 5, 1944. Day-one
was essentially a business session
restricted to metal powder producers;
the second was open to their cus-
tomers, the parts manufacturers. The
first day’s session consisted of a
review of the organization of the asso-
ciation by its president, H.E. Hall;a
discussion of the major purposes of
the association by the secretary, R.E.
Ferry and reports from the chairmen
of three newly appointed committees:
Granular Powder Standards,J.E
Sachse; Flake Powder Standards, W.B.
Roberts; and Safety, EM. Hommel.

Ambitious as this initial program
was, the new association had little
resources for managing itself. They
applied to the Lead Industries
Association (LIA) to use its staff of
specialists and headquarters in New
York City’s Lincoln Building at 60 East
42nd Street. For $16,000 per year
they negotiated an arrangement to
provide them with all the services
they would need — a prestigious New
York address, an executive director
(called a“secretary” in those days)
named Felix Wormser who had an
assistant named Robert Lindley
Ziegfeld.

In 1947 Felix Wormser left the Lead
Industries Association and Robert
Ziegfeld was named to succeed him.
Mr. Ziegfeld was a Yale-educated min-
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ing engineer which was fine for the
lead people but of little help to the
metal powder producers. He needed
a metallurgist on the staff for the ben-
efit of both organizations.

To this end, he hired me, a Yale-edu-
cated metallurgist and a Navy veteran
who had been working as a researcher
for a small non-ferrous metal company
in New Jersey. My first day on the
job was January 2, 1948.

The first MPA meetings were
tacked on the tail end of the LIA
meetings. This kept costs
down because the staff
involved in arranging the
meetings had their way paid
by the lead organization. They
met at the major cities served
by the railroads: Chicago (The
Drake), Cleveland (Hotel
Cleveland), Philadeiphia (Bellvue
Stratford) and Detroit (Book
Cadillac).

The LIA members were very big in
the metal industry and they treated
themselves well, even occasionally
holding more relaxed meectings in the
fall of the year at The Homestead and
The Greenbrier. Again, MPA members
met after the lead people departed
and the staff had changed their hats
from lead to metal powder.

Kempton H. Roll
assumes posifion of first
MPIF executive director in 1956.

Everyone Was Welcome

The Lead Industries Association
included both mining companies and
fabricators of lead products and some
of the major consumers. In most
instances, the mining companies aiso
had subsidiaries who made finished
products.

The Metal Powder Association mem-
bers were different. There were no
powder producers who also made
P/M products. They had enough diffi-
culty just producing a satisfactory raw
material without taking on the compli-
cations of tooling, compacting and sin-
tering, not to mention the risk of alien-
ating their customers who were deal-
ing with a “secret art” called powder
metallurgy and who jealously guarded
their knowledge.

Nonetheless, while the powder pro-
ducers had established an association
for themselves, they also saw the ben-
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efits of inviting their customers to
join with them in helping to expand
the markets and promote the accep-
tance of this new technology. Despite
considerable wining and wooing, the
large P/M parts makers steadfastly
declined numerous invitations to join
the association. They had all the busi-
ness they wanted and no need for
membership but certainly enjoyed
being wooed, especially the head of
Chrysler Amplex, raccoon-coated
Andrew J. “Andy” Langhammer, whose
flamboyance was about equal to

Mr. Hall.

Having little to lose, many of the
smaller companies accepted the invi-
tation and joined. In some respects, it
was the small, independent P/M parts
makers who were the true innovators
in the early days. Most of the larger
custom P/M parts companies were
able to carve out enough business
producing high volume, ordinary parts
without having to struggle with the
short run, difficult ones where the
“trial and error” engineering costs
could seldom be recovered. Their
smaller competitors, on the other
hand, were forced to live off crumbs
cast aside by the “Big Five” fabricators
and thus had little choice but to try
to do the impossible if they wanted
to survive. In the process, the small
companies learned how to do creative
things with metal powders that most
people said couldn’t be done. They
managed to push the rate of technical
progress to the limit and the entire
P/M industry was the ultimate
beneficiary.

The powder producers also extend-
ed the “welcome” sign to equipment
makers — presses, furnaces and tools
— and consultants. These were all rel-
egated to “associate” membership,
paid lower dues and could not hold
office or vote on association matters.
The important technical publications
of the day were also invited to join;
“Materials & Methods” and “Precision
Metal Molding” being among the first.
Even in-plant P/M parts makers were
encouraged to sign on. They were
powder consumers who brought
something special to the table; they
were big companies. They had R&D
facilities to work on the technology to



help strip away the suffocating mantle
of process secrecy. They were not
concerned about competition. They
just wanted to learn how to make the
best P/M product for their company.

All clearly had a stake in the future
of powder metallurgy and the future
of its new trade association.

But there was a concern. While the
dues contributions of these ancillary
members were certainly welcome, the
powder producers were not happy
about having representatives from
such diverse interests sitting down at
the same table with them in business
meetings. This applied especially to
their customers who certainly did not
need to be exposed to some of the
struggles the powder suppliers might
be experiencing; and to consultants
who were gathering information for
nothing and selling it to their competi-
tors, or so it seemed.

The Breakaway

All was not going well with the
association in the mid-50s. Some of
the larger members, including Metals
Disintegrating, a founding member,
resigned. Its president and driving
force in the association as well as
the company, Bud Hall, had died.
Others were losing heart and pulling
out or threatening to do so.
Disillusion had set in. Membership
was declining.

When some of the other larger dues-
paying powder producers resigned,
the directors decided something had
to be done. They concluded that their
association needed its independence;
to have its own offices and its own
executive director. It was a somewhat
bitter period. Many of the old line
powder producers, especially those
also having a strong base in the lead
business, were opposed to so drastic a
move away from the shelter of an
experienced trade association staff.

Tn 1956, after 12 years of operating
under the shared staff of the Lead
Industries Association, the decision
was made to take a chance on inde-
pendence. Those leading the effort
were Carl Allen of AMAX, Virgil Price
of Pyron, Ernest Klein of New Jersey
Zinc, Ulf Gummeson of Hoeganaes,

Biderman T. “Ermie” duPont of Plastic
Metals, Lewis Davis of Metal Hydrides
and Morris Boorky of Presmet who
was the MPA president. Many others,
especially parts makers and equip-
ment suppliers, worked behind the
scenes.

Farewell to “LIA”

The 12-year old Association had an
annual budget of $16,000, one type-
writer and a file cabinet. I was asked
to run it.

A farewell banquet was held in
Robert Ziegfeld’s honor at the next
Fall Meeting which took place at The
Homestead. After presenting him with
the customary engrossed resolution
acknowledging his more than a
decade of steward-

ship, [ took over the
formal reigns of
management.

I recall his advice
to me when he
learned that I was
seriously consider-
ing the offer of the
Metal Powder
Association, “Just use
common sense” he
said, “and don’t
worry too much
about managing the
association because
nobody else knows
any better”

Fortunately for
me, Jean, my wife,

went along with all

this, probably realizing
she couldn’t stop me anyway!

Our first office was at 130 West
42nd street above a theatre of ques-
tionable repute.

My first step was to talk to each of
the remaining members and then to
those who had resigned to try to find
out why and what was needed on my
part to get them back. Perhaps
because the breakaway from LIA
represented a bold step that might
just work.

During my interviews, it became
obvious that one of the reasons for
the loss of interest in the Metal
Powder Association, on the part of so

Robert Ziegfeld.

B. T. duPont, left, honors



many members, was that it had
become too successful! It had attract-
ed too many members of diverse inter-
ests. The powder producers, who cre-
ated the association and were provid-
ing its primary funding, were becom-
ing inhibited by the presence in their
meetings of customers and others in
the P/M business, who were not pow-
der producers and did not share the
same concerns.

The make-up of the association was
changing and that was the problem.
Having in one trade association a mix-
ture of suppliers and consumers and
equipment makers all sitting around
the same table trying to pro-

tect their own interests, be
friendly with one another and
still not lose sight of their pri-
mary objective — to run a
profitable business — was not
easy. Nor was carving out a
niche in a rapidly evolving
new industry easy. Was the
self-lubricating bearing market
saturated? Was the potential for
iron powder and structural
shapes real or imagined?

Early leaders confer.

The early glamour of powder
metallurgy was somewhat stripped
away by the pressures of competition
and price slashing wars. The promo-
tion of its acceptance to a broader but
still skeptical engineering public was
becoming more complicated, but
more necessary than ever.

There was not a doubt that a trade
association was needed but, was the
Metal Powder Association the right
one? This had become a problem seri-
ous enough to jeopardize the exis-
tence of the association created by
and essentially controlled by the metal
powder producers.

The Federation Is Born

The solution to this paradox, 1
believed, was to get a fresh start. Just
breaking away from the lead associa-
tion was not enough. The options
were clear: either build your new
career with the intriguing characters
of the metal powder business or go
back to the lead industry. The man-
date was to get the Metal Powder
Association back on track.

First, a list was compiled of all the
potential members, especially those
who had recently resigned. These
were separated into industry groups:
powder producers, parts makers,
equipment makers, consultants, in-
plant parts makers and iron powder
core makers (a new industry at the
time, using iron powders made by
some of the powder producers). The
idea was to organize each segment
into a separate group with its own
bylaws, directors and officers, and
budget; each possessing its own identi-
ty. Their respective activities could be
guided so they would be moving
together in the same direction, while
benefiting from the economies of
scale — each sharing in the costs of
services and overhead in accordance
with their needs and interests.

Sensing that designating each sepa-
rate homogeneous group as a “com-
mittee” or “division” or something like
that would not be giving its members
enough feeling of identity and self-
esteem, I decided they would proba-
bly feel happiest and satisfy their
desire for recognition and indepen-
dence from one another if they could
refer to themselves as “associations.”
An “association” was a recognized
entity any corporate CEO could
accept as being important and worthy
of his commitment. It exuded credi-
bility, not only in the business world
but in Washington.

There was a problem. However, the
name “Metal Powder Association”
itself. If this was to serve as the
umbrella of management efficiency to
be spread protectively over these dis-
parate but linked associations, each
sharing a common and direct interest
in powder metallurgy, then its name
would also have to be changed.

Taking a clue from the name of the
Lead Industries Association, “Metal
Powder Industries” was chosen — not
“Powder Metallurgy Industries”
because, at the time, there were many
uses for metal powders which were
not considered powder metallurgy per
se — iron powder cores, for instance.
Logic also dictated that it not be desig-
nated “Powder Metal” because we had
already established some measure of
recognition as a “Metal Powder”



organization.

Selection of the designation
“Federation” just happened. The name
would project an image for this
embryonic industry and even more
embryonic trade organization that
would give the impression the pow-
der metallurgy industry was big,
important and worthy of supporting.
The name “Metal Powder Industries
Federation” (MPIF) seemed to fit.

That was when George A. Roberts
succeeded Morris Boorky at the helm
of the Metal Powder Association.
George was chief metallurgist for
Vanadium Alloy Steel Co. in Latrobe,
PA (Dr. Roberts retired recently as
chairman of Teledyne.) George was a
strong and powerful personality
whose leadership was essential at the
time. Moreover, he did not represent
any of the major powder producers so
he had no special ax to grind.

When the federation concept was
presented to Roberts during a meeting
at the Pennsylvania Hotel in New York
City, he agreed to go to bat for the
change. The board bought it. It was a
desperate measure: either change the
name and concept of the Metal
Powder Association or wither and die.

To complete the transition, new
bylaws were drawn up which allowed
Dr. Roberts to be elected to another
term as president. Continuity of lead-
ership during the transition was
important. So George Roberts was the
last president of the Metal Powder
Association and the first president of
the Metal Powder Industries
Federation.

The first 3-year lease was up in
1959. By that time we had out-grown
the space and relocated to 60 East
42nd Street. Ironically, this address
was where the original Metal Powder
Association first saw the light of day,
15 years earlier!

Antitrust

One thing known about trade asso-
ciations was that they (and the per-
sons managing them) were very vul-
nerable to anti-trust actions and; there-
fore, had to guard against any poten-
tial for violation of the laws. Concerns
were heightened by the headlines of

the day; a number of management
employees of the General Electric
Company and Westinghouse had just
been sentenced to jail terms for price
fixing. These companies were mem-
bers of the National Electrical
Manufacturers Association (NEMA) but
NEMA itself had been exonerated in
the antitrust case. Further investiga-
tion revealed that NEMA was repre-
sented by Donovan, Leisure, Newton
& Irvine, a prestigious law firm in
New York City.

It wasn’t hard to convince the board
that MPIF should retain this firm and
that counsel should be present at all
official meetings of the Federation or
any of its associations where price dis-
cussion was a potential. This protec-
tion was especially critical for the in-
plant members who were large corpo-
rations, IBM, NCR, Maytag, Pitney-
Bowes, Remington Arms, and others
whose managements were, under-
standably, hypersensitive about anti-
trust vulnerability.

P/M Parts Makers Organize

The Federation was now in place
with each facet of the P/M industry
organized into separate but connected
associations, being governed rather
awkwardly by a huge Board of
Governors (the complete Boards of
Directors of each of the Associations
plus an elected president). All seemed
to be doing well — with one major
exception.

A strong effort was being made by
the non-member P/M parts makers,
especially those in the St. Marys,
Detroit and Chicago areas, to form a
new, independent trade association
just for themselves; no powder pro-
ducers, equipment makers or consul-
tants. Unfortunately for the
Federation, these non-member compa-
nies included some of the biggest in
the business at the time — Bound
Brook, U.S. Graphite and Amplex, to
name a few.

As a result, for a period of time in
the early ‘60s, there were two trade
associations in existence representing
the custom P/M parts makers. One
was the Tederation and the other was
the Powder Metallurgy Parts
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good if one knew what sintering was.
“Sinterings” came close at the time
but was rejected because “sintering”
was too closely associated with extrac-
tive metallurgy; a friable conglomera-
tion of particles. The worst was “pow-
dered metallurgy parts.” None cap-
tured the essence of a new, modern
process and its products.

Then in the early ‘60s the acronym
— initials — became very popular as a
means of identifying companies and
processes in a quick, short hand way.
IBM was used instead of International
Business Machines, Inc. National Cash
Register Company became NCR. “NC”
was the way the trade press used to
reference “numerical control”, a new
concept beginning to enter the manu-
facturing world.

Taking a tip from “NC,” I suggested
to the MPIF governors that we pro-
mote the idea of using the initials for
powder metallurgy; not “PM” because
that was too easily confused with the
time of day, but “P/M” Inserting a slash
to separate the two letters eliminated
that problem. I talked with friends in
the publishing world, especially
Materials and Methods and Precision
Metal Molding, both MPIF members.
Their editors agreed to use “P/M” pro-
viding the industry went through the
formality of adopting it. The Board of
Governors concurred.

That’s how “P/M” got started.

P/M and “PR”

The pursuit of new markets and
enlightenment among the vast engi-
neering public was the primary objec-
tive of the P/M industry’s association
efforts from the very beginning. The
understanding and acceptance of
powder metallurgy and the products
of this technology had somehow to be
accomplished if the young P/M indus-
try was to grow. The most effective
means for achieving this was through
the industry’s trade association.

Peter K. Johnson was the first per-
son I hired to take responsibility for a
specific function — public relations.
It was becoming obvious in the ‘60s
that effective “PR” and the promotion
of powder metallurgy was going to be
the primary function of the

Federation. All the other services such
as standards writing, statistics compila-
tion, conference sponsorship, etc.
were important but ancillary in terms
of justifying membership in the orga-
nization. Market growth was essential
to survival.

It reached the point where, as the
executive director, 1 alone could not
continue to do the PR work as effec-
tively as I believed it should be. 1
needed help and the Board agreed.

P/M Part-of-the-Year

The idea of recognizing outstanding
P/M parts and their makers, the annual
“P/M Part-of-the-Year” award, did not
start with the Association or the
Federation. It began in the 1950s with
the New Jersey Zinc Company, whose
marketing people did as much to
introduce powder metallurgy to the
engineering public as any powder pro-
ducer at that time.

Largely through the efforts of Ernest
Klein, who headed up their sales oper-
ation in New York City, NJZ used every
marketing concept known at the time.
They also published a periodical
brochure extolling the

advantages of powder
metallurgy in general and
brass P/M parts in partic-
ular. Through it and their
advertising program they
publicized the winners
of a “contest” they spon-
sored each year for the
best brass P/M part. The
P/M parts makers and
their customers enjoyed
the publicity; it helped
introduce and sell the
idea of using brass P/M

components; and the P/M indus-
try definitely benefited from the
exposure.

Because there were numerous iron
powder producers at the time, it did
not make much sense for any one of
them to start a P/M Part-of-the Year
competition for ferrous P/M parts.
Largely because of the growing popu-
larity of the NJZ effort, it was suggest-
ed that MPIF adopt the concept.
However, to launch such a program in
direct competition with one of the

Winners of first MPIF P/M
Part-of-the-Year Competition,



tion, provided they were given “associ-
ation” status and could elect their
own officers and directors and be rep-
resented on the Board of Governors.

All through the first 50 years the
members of this association played a
very important part in supporting the
promotional programs of the
Federation and in guiding its progress
through representation on the Board
of Governors. This was accomplished
while treading delicately on the thin
line separating process education
from process disclosure. It was not
always easy to provide their cus-
tomers with helpful guidance in the
proper usage of their products with-
out risking attack for inviting unwant-
ed competition from their other cus-
tomers. Once the first PMEA “Powder
Metallurgy Equipment Manual” was
issued and their customers realized
how useful it was, the resentment dis-
sipated; especially when customers
began to realize that powder metallur-
gy was indeed a complex, highly spe-
cialized process. Oddly, the P/M parts
makers actually benefited from the
revelation, even though some took a
long time to admit it. Their cus-
tomers, P/M parts users, as a result of
PMEA'’s efforts, acquired a more
respectful attitude toward their suppli-
ers and the complications they had to
cope with in applying what was con-
sidered at the time to be a very simple
process: press, sinter and voila! PMEA
helped make it clear that such was
not the case.

Metal Powder Technology Association
From the very beginning, in-plant
P/M parts makers exerted an impor-
tant influence on the future of pow-
der metallurgy, especially the technol-
ogy. They were willing to work
together to help each other develop
P/M applications and solve problems
in manufacturing. Led by IBM, Ford,
NCR, Remington Arms, Pitney-Bowes,
Lionel and Maytag, they were becom-
ing a strong factor in the original
Metal Powder Association but, under-
standably, they did not see any merit
in spending their dues money on pro-
moting the acceptance of P/M. They
had already recognized its advantages

and couldn’t care less what other
manufacturers did with it. When the
Federation was organized they were
willing to stay in as a separate associa-
tion, the In-Plant Powder Metallurgy
Association, at a modest fixed-dues
rate provided the Federation would
arrange for them to meet periodically
to exchange technical information and
develop standards. One result of their
work was the initiation of “Powder
Metallurgy Short Courses.”

The establishment of the P/M
Industries Association was the first
effort to attract those companies who
had no connection with the classic
P/M parts business but who, nonethe-
less, were using some form of metal
powder technology. These included
companies who made P/M filters,
powder strip, P/M tool steels and
superalloys.

The above two associations were
combined in 1985 to form the Metal
Powder Technology Association. This
action was a reflection of the broaden-
ing base of powder metallurgy where
the products and processes bore only
a distant resemblance to classical pow-
der metallurgy, yet with each utilizing,
in some fashion, either metal powders
or P/M technology.

MPTA is the association spawning
ground. Here, companies representing
an embryonic industry can enjoy the
economics of shared services and pro-
fessional staffing while establishing
their identity as an industry. When the
number grows to the point where
they can justify and support their own
full-time trade association activities
such as writing standards, compiling
statistics, supporting promotion, etc.,
they can easily be spun off as a group
to become an independent trade orga-
nization operating under the umbrella
of the Federation.

Refractory Metals Association

The refractory metal producers,
most of whom use P/M techniques in
creating their products - cemented
carbides, tungsten, molybdenum and
tantalum - were faced with increasing
competition, especially from overseas.
In 1970 they decided to start working
together as a trade association. As
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