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'Wa{kf,ng around I LUFKIN I 
... this week in our 

Industrial Gear Building I 

observed all the construction 

and equipment installations in 

process: a big shaft grinder, 

several new hobs, a new gear 

grinder and may other items 

too numerous to mention. 

While some might call this 

expansion , we at LUFKI like 

to think of this as continuous 

improvement. 

We just can't ever afford to 

be satisfied with o ur present 

state. For while we are 

dedicated to striving for 

excellence - we must realize that 

excellence in eve1ything we do is a 

moving target. It is a moving target 

because our competitors (who now 

thousands or millions of 

dollars. In fact, many 

(perhaps most) beneficial 

continuous imp rovements 

involve little , if any, expense. 

Those "home runs" that result 

in huge dollar savings or 

significant competitive 

advantage come rarely. 

Therefore, every day you and 

I must consciously be 

dedicated to seeking out 

those opportunities for 

continuous improvement 

l~~!~~~~=~~~~~~~l_~§i§j§lregardless of their size. 
come from all around the globe) are Thanks for your help in 

constantly improving their operations constantly improving the total operation 

also. of Lufkin Industries. 

Eve1y continuous improvement event 

does not mean an expenditure of 

Frank B. Stevenson 
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let the buyer beware 
ca-ve-at emp-tor \- 'ka-ve-at 'em(p)-ter\ n[NL, let the buyer beware}: a principle in commerce: without a 

warranty the buyer takes the risk of quality upon himself ( from Webster's New Collegiate D ictionary) 

For e ighty-eight years we have prided 

ourselves o n the quality of our product. .. 

"If it says LUFKIN, it 's the best there is!" 

We know that we produce the very best 

products available anywhere, but ho w 

does o ur customer know this ... especially 

a new customer' How do they know 

how o ur standards of quality compare 

with o ther manufacture rs' LUFKIN has 

taken steps to ensure that all of o ur gear 

products can be compared "a pples to 

apples". 

The American Gear Manufacturers 

Association (AGMA) has developed 

a program through which 

qualifying gea r manufacturers 

can certify that their products 

meet standards established by 

AGMA. This system makes it 

much easier for a purchaser to 

assess competing gear products 

before buying . The 

Manufacturers' Self-Certifica tio n 

Program covers gears, enclosed 

gea r drives and couplings. 

The need for this came fro m the 

fact that different types of rating systems 

were being used. This meant that the 

purchaser had to try to understand each 

of the diffe rent systems and try to 

compare products which were being 

described under the different systems -

apples to oranges. While many 

manufacture rs in the U.S. were using one 

type system, a number of European 

manufacturers were using ratings such as 

those dete rmined by Deutsches Institut 

Fur o rmung (DIN) in Germany. 

Needless to say, this brought much 

confusio n to the gear market. 

AGMA standards cover design , 

manufacture and application fa cto rs and 

tend to be more conservative and broader 

in scope than many others. Also, AGMA 

standards come fro m informa tion learned 

from years o f following actual on-the-job 

applica tions and not, as many other 

standards do, from theories and Jab-type 

testing conditions. 

The two major objectives of the 

program are to: 

• allow certified manufacturers to 

advertise that their products meet AGMA 

standards for design, rating and 

manu facture , and to 

• give users and purchasers a standard 

scale by which to compare manufacturers 

and the ir products. 

Each manufacture r must make 

application to AGMA for acceptance into 

the program. This involves providing 

very detailed information to AGMA 

showing that the manufacture r has the 

ca pabilities and the facil ities to meet all 

the requirements of the program. While 

most of the manufacture rs who have been 

licensed under the program are members 

o f AGMA, it is not a requirement. In 

o the r wo rds, buying a membership does 

not buy a Self-Certification license; it must 

be earned. 

No lo nger must use rs "guess" about 

manufacturers . Now there is a more 

unified system of standards which they 

can use to determine the most effective 

gearing product fo r them. They can 

compare "apples to apples". 

Now back to the o riginal 

question: how can o ur customers 

compare LUFKIN's quality and 

standards to that of other 

manufacture rs' The answer: 

LUFKIN was a leader in the 

development of AGMA's Self­

Certification Program and 

possesses Certifi cate No. 0001. 

Buyers now know, that not o nly 

does the name LUFKIN carry with it 

over 50 years of expe rience in every facet 

of the gear business, but also we "certify" 

that every gear we manufacture meets or 

exceeds AGMA standards. 

In the e nd, this benefits both parties: 

the buyer knows up-front that the 

manufacturer wi ll produce a product to 

the buyer's specificatio ns and 

manufacturers, like LUFKIN, ca n compete 

"apples to apples" with other 

manufacturers. 

Of course, when this takes place the 

advantage goes to LUFKIN, beca use we 

all know that "If it says LUFKIN, it 's the 

best there is!" 
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We a ll have the tendency to become 

totally involved in our own little worlds. 

This is true in family life and in our work 

life. It is easy to become so wrapped up 

in our individual jobs that we lose sight 

of the overa ll purpose of our jobs. At 

LUFKIN our overa ll purpose is to produce 

a product that wi ll compete in today's 

markets. 

By taking a full view we can produce 

a competitive product. This view is very 

evident in the working relationships of 

the four major areas of gear production: 

Sales; Engineering; Manufacturing; and 

Service ... the Gear Circle. 

Each must work within itself to 

produce a qua lity product to the 

specificatio ns of the customer; 

specifica tio ns not only of size and shape 

but also of time or delivery ... of cost... of 

quality. However, no single member in 

the ci rcle ca n afford to lose sight of the 

req uirements of the other members; each 

must rely on the others for vital 

information and assistance necessary to 

complete the job. For the circle to be 

complete, each must work with and 

through the other. 

There is no actual starting point o n the 

Gear Circle, but as Robert Estes, Customer 

Service Manager, puts it, "Sales is often 

the first link to the custome r. 

"We get the information about the 

desired product fro m the customer 

through his specifica tions and verba l 

explanatio ns and in this process we 

determine which of our products best fits. 

his applica tio n. 

"Most o f the industrial and marine 

gears we produce are tailor-made for an 

applicatio n, consequently we can't rea ll y 

make a shelf item. We don't tell them 

what we've got. .. take it o r leave it; we 

build what they want." 

While this is taking place, Sales isn't 

out on the "firing line" all alone. Usually 

with the specials, or "tailor-made" items 

Sales is in close contact 

with not only Engineering , 

determining gear ratios, 

bearing information, costs 

and the like , but also with 

Manufacturing, ascertaining 

lead times and possible delive1y dates. 

The circle supports itself. 

As Estes commented further, "Quite 

often our sales force will get a piece of 

equipment a custome r wants that is more 

complex than normal. It is then that the 

fi eld sales personnel must de pend on the 

expertise of Engineering to help 

determine the feasibility , manufacture­

ability, cost, etc. of the item. 

Sometimes nega tive feedback is 

important 

a lso. Estes 

continued , 

"There are 

some 

things that, 

even as 

extensive 

as our 

machining 

capability 

and our 

expertise 

is .. . we just 

can 't do. 

We have to 

know what wi ll work and what won't. " 

e 
Even though the order is of prime 

importance, Engineering doesn't wait for 

an order to get into the picture . Even 

before the order is made, "We provide the 

information for the quote itself; the 

catalogs, the rating curves." Ken 

Beckman, Chief Engineer, Gear Division 

stated. 

FULL 
"And on specials we figure the price 

and provide outline drawings. All of this 

comes from Engineering," he continued. 

"We also supply all of the drawings 

NV'v-· EN& G 
and instructions necessary to manufacture 

the item. We provide both shop drawings 

and custo mer drawings. 

the part from and customer drawings are 

to let the customer know what he is 

go ing to get before he gets it. These let 

him design the hole it's going to fit into 

and make sure the connections are set up 

and ready to go when our gear gets 

there . 

"Our work with Manufacturing doesn 't 

stop with drawings e ither. We work 

closely with the shop during manufacture 

and we provide information to the test 

stand. 

"So in Engineering we look at each 

1 
J 

I 
) 
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"Add into this picture a order from that customer we all have to 

CIRCLE 
rush repair order which is treat him right. " 

going to take time on a Hob This attitude is especially important for 

we counted on for a gear the Service group since, as King puts it, 

order and you ca n see how "Service primarily reacts to an end user 

job like we have two customers. One, of 

course, is the actual customer and the 

other is o ur Manufacturing Department; 

and we work ve1y hard to satisfy each of 

them. 

Beckman also pointed out that the 

relationship between Engineering and 

Manufacturing isn 't a one-way street, 

"We're tryi ng to do more of it now than 

ever before, but we've (Engineering) got 

to get the Manufacturing personnel to 

help us with the design, so we can draw 

it the best way to manufacture it. 

We've got to fit the machines they've 

got and we've got to have the drawings 

set up with the specifications to fit their 

manufacturing processes. " The circle 

continues. 

As has been shown, Sales isn 't just 

selling and Engineering isn't just 

drawing, ne ither is Manufacturing just 

building. 

As James King, Production 

Superintendent of the Machine Shop 

puts it, "Actua lly machining and 

assembling the gear is almost the easy 

part. " 

"When an order is received it first 

has to be put into o ur system for 

scheduling. We have to make su re, 

r-JVV. 
I 

NG 

according to the delive1y dates entered, 

that outside parts are on hand o r ordered 

in time, that each portion is delivered to 

its assigned work area on time and that 

all pieces get to the same place at the 

same time for assembly. It's really a 

complicated picture. 

coordination between all who is having problems." 

areas is so important. " 

Also, in what is becoming a more 

common event, "Customers are coming 

into the plant and meeting with o ur 

Manufacturing personnel to discuss actual 

manufacturing processes," according to 

Robert Estes. "In many instances the 

customer is trying to become better 

ed ucated as to how things are clone so 

that he has a better understanding of his 

equ ipment and how it 's going to function 

in his application. " So, while doing the 

Possibly more than all of the others, 

this group must exhibit the best of each 

of the circle : they have to be a LUFKIN 

Sales person by being constantly aware of 

the customer .. . when his gear isn 't 

operating correctly, or at all, it is costing 

the customer money; they have to have 

all the expe1tise fo und in o ur 

actual manufact uring, the Manufacturing Manufacturing area to actually carry out 

personnel also have to be Sales personnel the repairs; and they have to have the 

to make sure that the customer is assured 

that his gear is exactly what he wants. 

King continued, "We work closely 

with our Sales personnel and the 

intimate knowledge of our product, 

normally associated with the Engineering 

group, to answer the questions related to 

solving the custo mer's problem. Of 

customer. Usua lly the customer is more course as with all of the others, Service 

familiar with the person who sold the isn't o ut there alone. 

gear and that person, our Sales Ken Beckman says, "Engineering can 

representative, will call to check on the be a technical source to the Service 

status of the gear. They do a lot of Department in the field . And we do 

expediting for the customer and this is as make service calls also. 

it should be. For LUFKIN to get a second "In an extreme situation it is beneficial 
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to have the engineer who designed the 

gear on hand to assist in solving whatever 

problems are occuring, but as we do in 

the shop , we get out there and get o ur 

hands dirty, also." 

Along with this also, is the fact that, as 

King says, "We're putting a greater 

emphasis on repair work. This is a ve1y 

lucrative pa1t of o ur business. 

"It really takes a coordinated effo11 to 

make sure our Service work is handled 

properly. We have portions of the shop 

specifica ll y dedicated to gear work, but 

whe n service or re pair work comes in it is 

usua ll y on a very rush basis; the customer 

is losing money wa iting on his unit to be 

repaired . 

"Eve1ybody has to rea ll y pitch in to 

make this business work. O ur schedulers 

have to work closely with Sales and 

Manufacturing and normally Engineering 

is right in the thick of it, assisting in any 

way they can . 

notice ... and we do a very good job of it. 

As with any circle , there is no 

beginning or end. Service work within 

the Gear Circle is like that. 

King continues, "While Service relies 

heavily on Engineering , Manufacturing 

and Sales on a service ca ll , they also 

provide valuable information to those 

people after the ca ll. 

"Our standard procedure is to write up 

a detailed report of each service call and 

this informatio n goes to the people who 

need the information most. After a ca ll 

o ur service personnel will meet with 

Engineering to discuss at length any 

engineering re lated problems and their 

solutions. They will meet with 

Manufacturing to discuss any problems 

which they may have found re lating to 

"This is a ve1y dynamic business. Ve1y manufacturing. They bring back valuable 

seldom do we see the same thing two info rmation w hich can be used in both 

days in a row. We have to be ready to engineering and manufacturing in the 

meet the customer's needs on a moment's 

On The Road To Success 
ACCOUNTING 

futu re. 

Robert Estes sums it up when he says, 

"The customer is the guy who pays the 

bills. The rea ll y good thing about 

LUFKI , from to p-to-bottom, from one 

department to the next, you will find 

people who are willing to use the 

facilities and assets of o ur Company to 

meet the needs of o ur customer. 

"A big part of o ur success has been 

o ur flexibility and our willingness to 

accommodate the customer's needs . 

"We have taken the route, 'Here is the 

market. .. let's see if we can build 

something to fit the market,' instead of 

trying to make the market fit us. 

"That's something you will never 

succeed in , because the market is the 

boss. " 

So, coming fu ll circle we see that 

eve1y portion of our gear business is 

inter-related; it only works if it all works. 

MACHINE SHOP 

Terry Taylor. ....................... Senior Planner to Assistant Credit Manager 

FABRICATION 

Hi chard Jo hnson ........ .. ...... .. .. .. .... Laborer to Machine Operator Trainee 

James T. Hamby ................................................... Burne r B to Burner A 

Otis Jenkins .. ..... . . .. ....... ......... ............... .. ... .... .... Burne r B to Burner A 

Marv in Tarve r ...... .. .... .... .... ... .. .. .. ... . Truck Trailer Operator to Welder B 

FOUNDRY 

Otha Thompson .. .. ... .... .... .... . Gene ral Foundryman to Chipper Grinder 

Jose Harnos ... ....... .. ..... ... .. ..... Genera l Foundryman to Chipper Grinder 

Armando Ottiz .. .. ... .. .. ......... . General Fou nd1yman to Chipper Grinder 

Kenneth Wade ... . . ........ Genera l Foundryman to Chipper Grinder 

Hoben Drouet... .. . ...... General Foundryman to Chipper Grinde r 

Mario Maure .... ........ ....... ...... . General Foundryman to Chipper Grinde r 

Ra ul Cabrera ... ... Gene ral Foundryman to Chipper Grinder 

Eduardo Perez 

David Jasso 

.General Fou ndryman to Chipper Grinder 

... .. .... .... ..... ... ... General Foundryman to Casting Painter 

GEAR SALES 

Don Prendergast ............................ Sales Trainee to Salesman B 

INDUSTRIAL SUPPLIES 

Kyle Looney ..... . .. ........... .. ......... .... .... Truck Driver to Counter Sales 

Hi chard Alvis .............. ......... ............. Machinist to Production Technician 

James White ... ..... .... .... ........... .............. Machine Operato r A to Machinist 

Ga1y Heppond ........ .. ..... ... .. .... .. ........ Machinist to Production Technician 

Adrian Windham ... ... ... .. ......... .. ........ . .. .. .. .... Laborer to Machinist Helper 

Hoben Odstrcil .. ..... .... .... .. .. .. ... .... .... . .... Laborer to Machinist Helper 

Joseph Young ... .... .. ... ...... .. .. .. .. .... .. .... .. .. .. .. .. Laborer to Machinist Helpe r 

Charles Reynolds ... ... .. ...... .. Planner/Scheduler to Procurement Planner 

PUMPING UNIT SALES 

Aman do Hamirez .... 

Jo Ann Tyler ...... ......... ... . 

................... Salesman A to District Manager 

TRAILER 

......... Traffic Coordinator to Traffic Manager 

TRAILER BRANCH 

Christian Duval. .. .... ....... .......................... ... Salesman to Branch Manager 

Hermilo Najera.. . ...... .. .... Mechanic B to Mechanic A 

Charles Lyons .... ... ... ... .. .. ... .... .... .. Patts & Service Salesma n to Salesman 

Victor Garcia .. .. .... .... .... ............ ..................... Mechanic B to Mechanic A 

Kenneth Davis .. ........ ... ....... ........ ... .......... . Salesman to Branch Manager 
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MAY ANNIVERSARIES 
Accounting Foundry Mike Cloyd ..................... 23 Steven Ward ............. ... .... . 3 Willie Burgess ....... ... .. ... .. 21 

Terry Taylor .... .. .... ........... 1 8 Billy Ray Harris ............... 34 Larry Lunsford .... .. ........... 23 Jackie Lewis ... .... .... ... .. ... ... 3 Mondorfe Hadnot .......... . 18 

Karen Barringer .............. 1 3 Rodney Brazil .. .. ............ . 29 Phillip Smith ........ ............ 22 Roy Conway ..................... 3 Gene Hallmark ............... 18 

Pat Grimes ...................... 12 R. D. McClendon ............. 27 James Duggan ................ 21 Gary Lawrence .. .. ... .... .. ... . 3 Albert Gilder .................. 17 

Donna Owens .. ................. 6 Billy Summers ................. 25 Jimmy Johnson ............ .. .. 20 Rickey Higgins .................. 3 Charles Patton ......... .. .... . 16 

Corporate Gene Hunziker ......... .. ..... 20 Myrle Powers .......... .... .. .. 20 Steven Redd ...................... 3 James Watson .......... ... .... 15 

Jim Riggs .............. ......... . 31 Robert Lucas ........ .. ......... 20 Fred Curbow .................. 18 James Reaves .................... 3 Randall Havard ............... 14 

Jim Haley ............... ....... . 1 7 Bill Fincher ... ............... ... . 19 Fremon Bryant ................ l 8 Bennie Boles .. .... ... ........... . 3 Justin McElroy ........ ......... 13 

Joseph Lowe .................... . 6 Simmie Moffett, Jr ............ 18 Glenn Youngblood .......... l 7 Jimmy Wilkie .... .. ........ .... .. 3 Steven Sowell .......... .. ...... 1 2 

Engineering Larry Thigpen .. .. ............. 18 Manuel Basham .......... .... 17 James Denmon ................. 3 James Crawford ..... .. ....... 11 

Tenney Braden ................ 44 Charles Shattuck ............. 17 Michael Maddux ........ .... . 16 Armando Guerrero .... ....... 3 Evelyn Rice .............. .. .. ... 11 

Wesley Davis ....... ....... .... 14 Moses Davis ... ................ 15 Steve Cortines ................. 16 J. D. Olford .... .. .. ..... ......... 3 Johnny Mote ......... .... ...... 11 

Gary Long ...................... 14 Michael Hulett ................. 15 James Headrick .. ............. 1 6 Walter Levine ...... ...... .... .... 2 David Hudspeth .. .... ...... .... 6 

Rick Masters ..... ...... ..... ... 13 John Brown .. .... .. ... .... .. .... 15 GeneWhite ....... ..... .... .... 15 Gary Day, Jr . ....... .... ......... 2 Ernest Caldwell .... ......... .... 6 

Robert Callaway .. .... .. ..... 1 0 Billy Davis ........ .. ... .......... 14 Melvin McFarland ........... 15 Richard Johnson .............. .. 2 John Buschman .......... ....... 6 

William Luce ........ ........ .. ... 9 Carl Canino ... ................. 13 Wayne Bynum ................ l 5 Jerry Thornton .................. 1 Kim Brady .... .. ....... ........... 6 

Lisa Ford ...... .................... 8 Basilio Morales ............... 13 Peyton Page .................... 15 James Parnell .................... 1 Scott Rayburn .. .. .... ........... 6 

Ross Pinner .. .. .. ........ .. ....... 6 Jose A. Lopez .. .......... .. .. . l l Delbert Floyd .................. 15 Jackie Hudson .................. . l Darcey Faircloth Ill ............ 6 

Daryl Weyand .................. 3 Johnny Ward .................... 3 Manuel Luna, Jr ...... .. .. ..... 15 Material Control Frank Ragland .... .. ....... ... .. 3 

Fabrication Otha Thompson .. .. .... .. .. .... 3 Randal Luce .......... .. ........ 15 Mike Sanford ...... ... .. ....... 14 Trailer Branches 
Loyd Davis .. ... .... ............. 31 

Aron Garner .. ................. 22 

Sherman Thomas ............ 1 6 

William Simcoe ............... 15 

Hugh Krahmer .. .... .. .... ...... 3 

Marlin Anthony ......... .. .. .... 3 

Dan Melton ....................... 3 

Eleuterio Maldonado ......... 3 

Bobby Landrum ...... ......... 15 

James Sumrall ........ ......... 13 

Mike Whitten .................. 13 

Larry Mathews ................ 1 3 

Carrol Bonner .... .. .... .... ..... 3 

Oilfield Sales 

Willard Chappell ........... . 27 

Gary Atchley .... .. .............. 3 

Jerry Elder .... .. .. ....... ..... .. 15 

Jose Gutierrez .... .. .. ......... 10 

Leonard Hobbs ............... 10 

Rene Esteves .. .... .. ........... 1 5 Jose M. Lopez .................. . 3 W illiam Cantrell, Jr .... ... ... 13 Jeff Lane ........... .. .. ...... ...... 2 Robert Bower .................. 1 0 

Ronney Smith .. ..... ........... 15 Kenneth Wade .. ...... .......... 3 David Evans .................. .. l 3 Order Department Nelson Sapia .... .... ... .... .. ... 9 

Ronnie Frederick .. .... ....... 15 Floyd Rawlinson .. .. ... .. ..... .. 3 Doug Collins ........... .. ..... . 12 Lawanna Gainer ............. 17 Glenn Robinson ... ....... ... .. . 4 

Donald Deckard ...... .. ...... 14 Eddy Rivas ................ ........ 3 Rodney Blanton ......... ..... . l 2 Lloyd Vinson ..................... 4 Harold Carey ...... .... .. .. ...... 3 
Robert Burrell .................. 13 Adolfo Garcia ..... .. ... .. ...... 3 Larry Singleton .. ... ... ... ... .. 11 Personnel 

Vernon Tidwell ......... .. .. ... .. 2 
Oscar Vasquez .. .. .... ....... 1 3 

John Laforge .......... ....... . 12 

Marilyn McCloud ............ l 2 

James Vasher .. .................. 2 

Gear Sales 

Gladys Partridge ............. 12 

Buford Thomas ................ 11 

Jerry Wilson ................... 11 

John Tyer ......... ... ............ 11 

Lyndell Phillips ................. 18 

Wendell Addington ......... 10 

Judy Murphy ................... 10 

Will iam Black .. ... .. .... .. ...... 2 

Byron Mangum ................. 2 

Lorenzo Reyes ................. 1 l Karen Horton .. .... .. .. ........ l 0 Michael Lightfoot ............. 11 Johnathan Bagley .. ............ 3 Larry Faught .... .. .. .. .... .... ... 2 

Royce Hopson ............... .. l l Machine Shop Bob Pennington ............... 10 Trailer Olga Ramos ..................... 2 

David Meaux .......... .. ........ 6 Dan Tullos ............... ........ 36 Eally Smith 111 .. ................ .. 9 Oscar Milligan ................ 40 Clifton Mooney .... .. ...... ... .. l 
James Ivey ............ ............ 6 

Chuck Beloney .................. 3 

Charles McFarland .......... 35 

Charlie Vann .................. 28 

Welton Parker ..... ......... .. ... 3 

Charles Smith .............. ..... 3 

Thomas Coutee ............... 23 

Betty Coleman ...... ........ ... 23 
Billy Loggins ........... ... .... ... 1 

Moises Cobio ... ... .. ............ l 
Evan Davis .. .. ................... 3 Charles Minshew ............. 24 Joe Warner ..... .. .. ...... ..... .. 3 Henry Lawson, Jr ... .......... 23 

1990 FISHING TOURNAMENT RES ULTS 
3. Waymon Holiday were: 

Gary Long ......................... 18 lbs 13 oz 1. Aaron Garner 
Eighty-two teams participated in the 

14th Annual Lufkin Industries Fishing 
Tournament Friday , April 13. The two 
divisio ns, bass and crappie , brought in a 
tota l o f 305 lbs . of fi sh . This to tal 
included 245 lbs of bass and over 60 lbs 
of crappie. 

4. Sam Turner Janie Garner.. .. ... ... 23 lbs 7 oz 

Winners in the Team Bass Catego1y 
were: 

1. Jo hn Buschman 
Ke ith Humbert.. ...... ... .... .. . 25 lbs 14 oz 

2. Greg Burch 
Curtis Smith ....... ...... .. .. .. ...... 23 lbs 5 oz 

Wayne Kerbow ...... .. ........ 17 lbs 2.5 oz 2. Kenneth Townsend 
5. Herb Green Mike Whitten ...... ... .. ... ..... 16 lbs 10 oz 

Roy Euper .................. .. ....... 15 lbs 4 oz 3. Wayne Palmer 
6. Dennis Hopper Linda Whitte n .. ... .......... ..... 6 lbs 6.5 oz 

David Amerson ...... .... .. .... ... 14 lbs 4 oz 4. Coy Minshew 
7. Tommy Reyno lds Bobby Greenville .. .. .... ....... 5 lbs 12 oz 

Jessie Nash ................. .. .... 14 lbs 1.5 oz 5. Greg Stephens 
8. Jim Foster Jeff Stephens .......... ............ ... 2 lbs 9 oz 

P.C. Page .... .... .... .... ........... .......... 14 lbs 6. Johnny Ebarb 
Winners in the Team Crappie Category Kerry White .. .. .. .. ..... .... .... ..... 2 lbs 1 oz 

------ - ------------------------- ---- -
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