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QUARD ABRASION  
RESISTANT STEEL & QUEND 
HIGH STRENGTH STEEL

Discover our extra high strength Quend 
and abrasion resistant Quard steels 
produced by NLMK Clabecq using unique 
quenching and tempering techniques.   

Quend steel has been designed for 
reducing the weight of lifting equipment 
or appliances that have to withstand a 
high load. Quard is an ideal solution for 

the efficient manufacture of industrial 
machines and tools that are resistant  
to intensive wear.

Thanks to their unique combination 
of exceptional flatness, narrow thickness 
tolerances and superior surface finish, 
these Q&T steels open up new potential 
for increased productivity.

To learn more, please visit http://qt.nlmk.com/en/



A unique approach to customers is at the heart of most 
successful business models today. Long-term success doesn't 
come from making quality products at low cost, this is now 
par for the course. Instead, it's vital to provide customers 
with the best level of service and new ideas for growth. This 
is the background for the dramatic overhaul underway in 
the traditionally conservative steel industry.

Global excess steel capacity of over 600 million tonnes 
is enough to supply Russia for 15 years, although this might 
be optimistic given the country's economic downturn. China, 
where demand is waning year-on-year, exports more steel than 
the former Soviet Union counties produce. 

Global oversupply is compounded by increased competition 
from the new materials. The evolving needs of manufacturers, 
from construction equipment to offshore platforms, have led 
steelmakers to develop new niches and products. 

We have entered the consumer age. Customers dictate 
prices and make ever more stringent demands on steel 
quality. Steel costs 50% less than it did 10 years ago; and 
three times less than at its peak in 2008.

So NLMK Group must be on a wavelength with our 
customers; should really hear and understand them. 
Hearing means responding quickly to requests, offering 
flexible terms and impeccable service. Understanding 
means knowing their market, business and production 
processes, down to minute detail. Ultimately, this means 
a proactive approach to identifying new technology 
solutions and helping customers become more competitive.

NLMK Group’s international business model is based on 
geographical diversification of production and sales, so no 
matter where the customer is they will find us close by. We'll 
leverage this key advantage to become one of the most 
customer-oriented players in the industry.

NLMK Group is making strides in this direction. 
The company has shifted to a 'one window' system with 
an individual approach to customers. Each customer has 
a dedicated manager, access to expert technical support 
and special deals across NLMK Group's product range. 
Customer satisfaction is a KPI for the sales team. We 
conduct regular coordination meetings and site visits 
with major customers. This is an opportunity to immerse 
ourselves in their business and go beyond ensuring on-
time delivery of our high-quality steel. We can help drive 
customers forwards and hone a competitive edge through 
technological solutions.

NLMK Group will introduce long term guarantees 
on certain rolled products. This will support increased 
competitiveness downstream, as these guarantees can 
be passed along to consumers. We continue to enhance our 
electronic customer engagement, including e-commerce. 

NLMK Group is a global brand. Our steel is used by 3,000 
companies in more than 70 countries; for a wide variety of 
applications including white-goods, motor vehicles, cruise 
liners and one-of-a-kind research labs. In this issue of our 
magazine, you'll find out more about the wealth of different 
ways that NLMK steel is used today.

Oleg Bagrin,
NLMK Group President and CEO

On a wavelength with customers
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News4

Stoilensky's Pelletizing Plant

A new phase of the Production 
System has been launched at 
NLMK Kaluga. The site will trial best 
international practices, and those 
that prove to be most efficient will 
be rolled out across all production 
facilities. The Production System has 
saved NLMK Group more than half 
a billion dollars over the past three 
years. Many operational processes 
have been refined. Now that some 
major initiatives have been put in 
place, the right production culture is 
required to achieve stable growth. 
This means perfecting every single 
element of the production cycle on  

a day-to-day basis, with each and 
every employee playing their part.  
A team made up of executives  
and experts from the company  
and the operational efficiency 
team, alongside representatives 
from Novolipetsk and Stoilensky, 
has been put together at NLMK 
Kaluga. Following the project’s 
launch, their job will be to ensure that 
employees from all Group divisions 
gain a thorough understanding of 
the initiative.

Tatyana Averchenkova, 
Vice President for Operational 
Efficiency, summarized the objectives 

Work smarter, not harder of this new phase: "The essence 
of any production system should 
not be about making people work 
more, but about teaching them to 
organize their daily work routines, 
prioritize tasks and simplify decision 
making. We need to create a work 
environment where everyone can be 
heard, and where their opinions and 
proposals truly matter. This will help 
us improve in fundamental areas, give 
people clear work roles and improve 
the efficiency of operations. 

It is important not to be afraid of 
making mistakes, and we do not want 
to play the blame game. Our goal is to 
help prevent potential mistakes from 
occurring or to make sure they are 
corrected quickly."

Event of the Year
NLMK Group launches one of the largest pelletizing facilities in Europe

On the 29th of November, NLMK Group 
successfully launched its pelletizing plant 
at Stoilensky, the key investment project 
of its ‘Strategy 2017’. The pelletizing 
plant opening ceremony was attended by 
employees and partners of the company 
and a number of dignitaries, including 
Russian Prime Minister Dmitry Medvedev 
and Denis Manturov, Russian Minister of 
Trade and Industry, as well as Chairman 
of NLMK Group's Board of Directors 

Vladimir Lisin and NLMK Group CEO 
Oleg Bagrin.

This high-tech facility took two years 
to build. The active phase of the project, 
which is the largest in its region, began 
in 2014 and required a total investment 
of around $680 million.

The best available technology 
and equipment was selected during 
the design phase. The largest induration 
furnace in Europe ensures the plant’s high 

performance at 780 tonnes of pellets 
produced per hour. The Stoilensky plant 
is the first in the Russian metals and 
mining industry to use high-efficiency 
hyperbaric filters to remove fluid during 
the processing of ore.

The concept behind the design 
of the pelletizing plant is that of an 
environmentally friendly, waste-free 
facility, in which waste charge material 
and captured dust are fully recycled. 
A high efficiency dedusting system 
captures up to 98% of emissions.

The project has created 
270 new jobs. 

NLMK GROUP

Increasing our presence  
in South America

NLMK Group is pleased to announce 
Renaud Moretti as the new CEO 
of NLMK Europe Strip, the division 
which includes NLMK La Louvière, 
NLMK Strasbourg and the service 
centre NLMK Manage.

The division was previously 
managed by Ben de Vos, who is 
now holding the position of CEO of 
NLMK International, the company 
which manages NLMK Group’s 
international operations.

Ben de Vos, Chairman of 
NLMK International Management 

Board, said: "Renaud Moretti’s 
vast production experience will 
ensure that work on continuous 
improvement and increasing 
operational efficiency that we 
initiated at NLMK Europe in recent 
years and which is already yielding 
solid results, will continue. 

The division’s labour 
productivity over the last 5 years 
increased by 70%, while costs 
were cut by 20%. We wish Renaud 
Moretti every success in his new 
capacity."

Renaud Moretti new CEO 
of NLMK Europe Strip

Having storage facilities in Peru will 
be important not only in helping 
the company to reinforce its position on 
the country’s growing market, but also in 
opening up convenient shipping routes 
to the Pacific coast of South America. 
We have already been supplying NLMK 
Clabecq products to some mechanical 
engineering companies in the region. 
In Peru, we will be focusing on providing 
steel plate for equipment manufacturing 
and wear-resistant components for 
the mining industry. The company will 
also be offering premium products: 
Quard abrasion-resistant steel and 
Quend extra-high-strength steel. 
“Peru only has one manufacturer 
making steel plate comparable to 
ours. By supplying high-quality metal 
products to mechanical engineering 
companies, NLMK Group will make 
them more competitive. At present, 
the Peruvian market for abrasion-
resistant and high-strength steel is at 
15,000–20,000 tonnes a year. We plan 
to increase our share of this market by 
up to 30% over the next five years, and 
to strengthen our presence in the Pacific 
coast region of South America,” said 
NLMK Group’s Vice President for Sales 
Ilya Guschin.NLMK Group now has an office in Lima (Peru)
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NLMK International

Ben de Vos,
Chairman of the Management Board,
NLMK International

An important achievement of 2016 was 
setting up a management structure for 
our international facilities. The progressive 
improvement of spreads on the European 
and US markets has supported 
an improvement in results. This has been 
especially remarkable in the US where we 
have had a very good year.   

With our exit from the electro-
galvanizing business in France, we've 
concluded the restructuring process of 
the European Strip business that we 
launched in 2012. We've now moved 
into the growth phase for this division, 
increasing the production of hot rolled, 
hot dip galvanized and pre-painted 
products.

One of the biggest projects in 
the European Strip business in 2016 was 
aimed at increasing the HSM coil size at 
La Louvière: coil weight increased by 8%, 
and there were significant productivity gains 
throughout the chain.

We have seen operational efficiency 
improvements in Europe lagging behind 
our ambitious targets and this will be 
a big focus in 2017.  Improved failure 
analysis and maintenance processes 
will be key to setting us on a long-term 
improvement path.   

By improving capacity utilization in 
the EU and USA, the international division 
can contribute to Group growth in value 
added sales and structural EBITDA growth.  
A number of projects have been initiated 

NLMK Europe Strip grows production of pre-painted steel

News6

in this regard: in the USA we are starting up 
our second HDG line. In addition to this, our 
team plans to grow sales in Europe through 
organic growth of our market share.  

Sergej Mezinov,
Engineer, Technical Department, 
DanSteel:

Our main achievement is that 
we're reducing energy costs. You 
only have to look at our energy 
consumption and our natural gas 
consumption to see the impact. 
If you observe the performance of 
the plant overall, you can tell we're 
on the right track: our output is 
growing; we're adding new grades 
of steel; and we're running long-
term development programmes.

NLMK GROUP

NLMK La Louvière  increases coil weight by 8%

NLMK USA plans to launch  
a second hot dip galvanizing line

Bob Miller,
President, NLMK USA

In the USA, the most important event 
was our approval to move forward 
on the Walking Beam Furnace in 
Pennsylvania. This project, which is part 
of our capital expenditure development 
program, is very important for the future 
of our business. The new furnace will 
replace three older pusher type furnaces. 
These outgoing furnaces will not have to 
be stopped during the works as the new 

NLMK Indiana completes the installation  
of a new de-dusting canopy 

furnace will be located in a different 
position, which means that the transition 
will be seamless for our customers. This 
investment will allow us to increase quality, 
boost our energy efficiency, and save costs, 
which will ensure the long-term viability of 
our operations. The growth that is planned 
will require Farrell to purchase more slabs 
from NLMK Lipetsk.  

Another project worth mentioning is 
our canopy project. With the installation 
of a new de-dusting canopy in December, 
NLMK Indiana is fully compliant with all 
environmental standards and has increased 
its emissions capture. In addition, we are 
currently looking at all option to increase 
our pickle line capacity at Farrell.

Overall, the USA market has been strong 
in 2016. We expect demand and pricing 
to be favorable into 2017.  We will be 
expecting continued improvement in our 
operations and positive margin contribution. 
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Alexander Tseitline,
Vice President, Technology 
and Research, NLMK USA:

2016 proved to be quite 
a challenge. The year began 
with a low. The market was 
very depressed. But then 
we saw some encouraging 
signs. The sector came back 
to life, and now we are 
running at practically 100%. 
This is crucial for us, because 
all of our operational 
KPIs are tied to volumes: 
the more, the better. Overall, 
we are currently going 
strong posting solid results. 
In 2017, we will continue 
to work on quality.
The drive for quality is 
essentially a fight for 
the customer, which is 
becoming ever more intense 
with more and more new 
players penetrating the 
American market.



Что сделано из нашей стали?

Steel is the skeleton of the modern 
city. Everything around us is either 
made from it, or made using it. 
What place does NLMK steel 
have in this metallic world? Vice 
President for Sales Ilya Guschin 
offers his thoughts

Made from 
NLMK steel  

NLMK steel is all around us, in 
various contexts and sizes. We open 
the fridge, turn on the kettle, travel 
around in our cars or take a ferry, 
but rarely do we stop to think that 
these products are completely or 
partially made using NLMK steel. 
We often can’t see it, but steel 
makes our lives easier. Steel is used 
to reinforce buildings, and it’s in 
trolleybus wires and load-bearing 
construction elements, for instance. 

NLMK is an international company 
with factories and service centers 
in seven countries and a market 
presence in more than 70. Where is 
our steel used?
As well as being used in global and 
large-scale construction projects, NLMK 
steel also has household applications. 

8 Made by NLMK

How big a segment is that for the 
company? Well, in terms of volume, it 
is certainly smaller than construction or 
machine building, but it is strategically 
important, because the rolled steel 
used in domestic appliances has 
high value added and higher quality 
requirements. NLMK is a supplier 
for almost all household appliance 
manufacturing plants in Russia. Our 
steel is used to create the majority 
of domestic appliances which then 
turn up in almost every home across 
the country. And it’s not just in Russia. 
We are now closing in on the Turkish 
market. Turkey is like Europe’s “smithy” 
for household appliances, with many 
different products and brands often 
assembled in a single facility according 
to the brand owners’ instructions. 
But of course we have more to pride 

ourselves on than having refrigerators 
in kitchens around the world. We are 
part of the global economy. Pipelines 
supplying energy to Europe, huge wind-
powered generators in the North Sea, 
cruise ships, icebreakers, and famous 
European car brands are also made 
with NLMK steel.

Does this diversification of NLMK 
Group’s product range help us 
retain our leading position as 
a manufacturer?
Undoubtedly. And we are not just 
diversified in terms of products, but in 
terms of markets, too. This helps us 
maintain our balance if a particular 
market or region experiences an 
increase or slump in activity. For 
example, when demand decreased 
in the Russian automotive industry, 

NLMK Group produces 10% of the world’s transformer steel

NLMK Group is a significant player on the steel slab market
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we increased our deliveries to Europe. 
We have a very significant presence 
in some sectors of the steel market. 
For instance, NLMK accounts for 11% 
of the European thick plate market, 
about 10% of the global transformer 
steel market, and a similar share of 
the global market for steel slabs. 

Other than a diversified product 
range and market presence, what 

else makes NLMK’s commercial 
business model stand out? 
One factor is perhaps our flexibility 
to adapt what we produce in line 
with demand – that is, in line with 
our customers’ requirements. This 
helps us achieve balance. Then there’s 
the principle of vertical integration, 
which helps us to create well-organized 
value chains, which in turn give us 
control over all stages of production, and 

therefore quality and costs. The result of 
this is that we produce some of the most 
competitively priced steel in the world. 
And we are one of the most stable, 
robust producers, as well. But perhaps 
more important is our customer-oriented 
approach. We like our customers 
and we strive to develop long-lasting 
relationships with them. Currently, 
we are the only Russian-based steel 
company that, when dealing with large 
international customers, is able to supply 
several markets at once and enter into  
multi-level cross-market agreements 
covering multiple products. 

How does the company work with 
customers?  
Well, that is a big and very important 
question! Over the past two years we 
have really changed both our attitude 
toward our customers and the ways we 
work with them. We have completely 
overhauled our sales team. We brought 
in more technical support staff and more 
salespeople. We divided our customers 
into three categories: key, medium, 

NLMK GROUP



Ilya Guschin, NLMK Group Vice President for Sales

Over the course of Metal-Expo’2016, NLMK sales team held over 6,000 meetings with current and potential clients

and small. The higher the customer’s 
status, the more attention we pay to 
them. For key customers, this means 
a dedicated salesperson responsible 
for just one or two customers, and 
not preoccupied with other things, 
an increased level of attention from 
sales executives, and regular visits by 
NLMK employees (such as salespeople 
and tech support specialists). We tailor 
our approach to setting commercial 
terms with our customers.

For the customer, the most 
important thing is quality.  
Are we trusted in this regard? 
We do our utmost to meet the most rigid 
requirements and demands. It should 
be noted that since the start of the year, 
we have reduced the number of rejected 
products, compared to 2015 figures. We 
achieved this by implementing several 
technical programs simultaneously, 
and by improving some technological 
routines. But complaints do still get filed. 
Even the very best manufacturers make 
the occasional error. What’s important is 
that each complaint is analyzed in detail: 
what caused it, and how could it have 
been avoided? We draw our conclusions 
and try not to make the same mistake 
again. Every customer is valuable to us. 
And we want even more NLMK steel all 
around us in the future. 
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-9%
sales
of semi-finished 
products

+13%
sales
of finished
productsEURussia (flat steel) USA

·   NLMK Group sales of flat steel in Russia increased by 5% in 2016.

·   While internal demand continues to decrease: consumption of flat steel dropped by 5%.

·   Our international facilities that produce finished products from slabs sourced by NLMK Lipetsk 

    posted results that were significantly ahead of the market.

Annual sales growth

3.9

10.9 11.9 11.7 12.2

3.1 4.0 3.7

EU & USA market trends 
in 2016 (estimate)

* – estimate

*

*

consolidated Group sales

NLMK sales, YoY Consumption in corresponding market, YoY m t

Metal-Expo’2016, the 22nd International Industrial Exhibition was held on 8 - 11 November in Moscow. 530 companies from 
32 world countries participated in the event. Metal-Expo is the most important event of the year for NLMK's sales team, as our 
salespeople are able to hold almost as many meetings in the space of just a few days as they can throughout the rest of the year. 
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ROAD
CONSTRUCTION
 

PIPE
INDUSTRY
 

Dorindustriya
Metallokonstruktsiya,
PIK Group

OMK, TMK, Naylor Pipe 
Company, Boomerang Tube, 
Flender

Biryusa, Indesit (Whirlpool), Bosch-
Siemens, Samsung, MariKholodMash

Rostselmash, Minsk Tractor 
Works, Case New Holland, Deere, 
Lidselmash

Alstom, ABB, Helvar, 
Siemens, LCI, LTS, Power 
Machines – Toshiba, 
Elektromash, Ruselprom 
Resource

ENERGY PRODUCTION

NLMK
How our steel is used

NLMK accounts for

of steel products 
supplied to the road-

building sector in 
Russia

WHITE GOODS

Hot-rolled steel Cold-rolled steel Galvanized steel Pre-painted steel Thick plate Quard Quend Dynamo steel

AGRICULTURAL 
MACHINERY

OFFSHORE INFRASTRUCTURE 
AND WIND POWER
Vestas, Siemens, Enercon,
DONG Energy, Bladt Industries
NLMK DANSTEEL is the leading supplier 
of steel plate for wind power generation 
in Europe and internationally

NLMK 
DANSTEEL 

is the leading supplier 
of steel plates for wind 

power generation 
in Europe and 
internationally

30%
NLMK accounts for 

NLMK accounts for 

NLMK Group accounts for 

NLMK's hot-rolled and cold-
rolled steel accounts for 

of cold-rolled 
steel supplied to 

Russian agricultural 
machinery 

manufacturers

of steel products 
supplied to Russian 
manufacturers of 
general purpose 

pipes

of the Russian 
electrical steel 

market

of the Russian white 
goods sector

90%

14%

85%

55%
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SHIPBUILDING

CONSTRUCTION

CONSTRUCTION AND MINING 
EQUIPMENT

Metal Profile, Mitek 
USA, Victor Buyck Steel 
Construction, Niedax France, 
Polimerprofil, Knauf 

KamAZ, Scania, MAZ, GAZVolkswagen, Daimler, GM, 
Hyundai, AvtoVAZ, PSA,
Faurecia, Magna

Novocherkassk Electric 
Locomotive Plant, Bryansk 
Engineering Plant (BMZ), 
Tver Carriage Works

BelAZ, Caterpillar, Volvo, MOL, 
Raedlinger, Construction Equipment, 
UMMC Holding, Granit

Meyer Werft Group, Crist, 
Nauta, Ulstein Yard, Nordic 
Yards Meyer Werft Group, 
Crist, Nauta, Ulstein Yard

RAIL
TRANSPORT

30% of the thick plate used in German shipyards is supplied by 
NLMK

The construction sector 
accounts for

of sales by NLMK Group’s 
Russian companies

Transformer steel Rebar Slabs Wire rod Wire Metalware Sections

Oman Gas, Lysvensky Petroleum 
Engineering Plant (BORETS)

OIL AND GAS INFRASTRUCTURE

LIGHT VEHICLES TRUCKS

AGRICULTURAL 
MACHINERY

NLMK Group 

DOUBLED
its supplies to this sector 
in the first half of 2016

SPECIAL-PURPOSE
EQUIPMENT
 Mogilevliftmash, Worthington 
Industries, Constructor Rus, 
Ridg-U-Rak, Markin Tubing

70%

NLMK Group supplied

of steel to light vehicle

manufacturers in 2015

of NLMK steel was provided 
for elevators, pumping 

installations 
and ventilation equipment 

in 2015

600,000 TONNES 

40,000 TONNES 



OFFSHORE 
INFRASTRUCTURE AND 
WIND POWER 

Thick plate

NLMK 
DANSTEEL 
is the leading supplier 
of steel plate for wind 
power generation in 
Europe and internationally. 

Slabs produced at the Lipetsk site 
are converted into thick plates at 
NLMK Group’s European facilities. Thick 
plates are used in the construction of 
offshore drilling platforms (sub-structures) 
for the oil and gas industry and in wind 

turbines. In this sector we work with firms 
such as Vestas, Siemens, Enercon, 
DONG Energy and Bladt Industries. 
In 2014, NLMK DanSteel joined the 
European Offshore Wind Accelerator 
(OWA) research and development program.
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Siemens is a global powerhouse focusing 
on the areas of electrification, automation 
and digitalization. One of the world’s 
largest producers of energy-efficient, 
resource-saving technologies with 350,000 
employees in more than 200 countries. 
Siemens sources wind turbine tower steel 
plates from NLMK for both Siemens 
onshore and offshore towers.

Steven Pryor, 
Head of Commodity Management, Siemens:

“NLMK supports Siemens’ goals by 
suppling high quality steel. The steel 

plates are shipped to the Tower 
Manufacturers around the globe where 
the plates are being bent and welded 
into cans and tower sections. The plates 
need to withstand the versatile 
conditions found onshore from 
the cold winters in Sweden to the warm 
weather in Puerto Rico, not to mention 
the offshore towers withstanding 
the rough conditions in for example 
the North Sea. The capabilities and 
professionalism of NLMK plate mills 
match Siemens current technical 
requirements for heavy plates. This in 
combination with the commercial 
aspects shows that NLMK based 
on total cost is a competitive 
steel plate provider and partner 
to Siemens Wind Power for more than 
three years.”

Ole Paterek.
Purchasing Manager, Vestas:

“It is very important that we have good 
suppliers who can offer us the best 
conditions on the market. We use heavy 
plate from NLMK DanSteel to produce 
wind turbine steel towers, mainly in northern 
European countries. 

DanSteel has a program fit for our tower 
production design, size, quality and weight. 
The plate is also cut to our requirements, 
thus eliminating any need for additional 
processing before its use in production. 
The sections undergo bending and welding, 
sandblasting and painting, to produce 
conical pipe which will become the wind 
turbine tower. We have been working with 
NLMK DanSteel for many years. The rapid 
production timescales and reliable delivery 
schedules allow us to guarantee high-quality 
service to our clients. We are very happy with 
our collaboration with the NLMK Group.”

Vestas, a Danish company, was the 
first in the world to start producing wind 
turbines and is currently the market leader, 
with more than 78 GW of wind turbines 
installed across the world. The company 
has turbines in 75 countries, including 
Russia. In March 1995, the first two wind 
turbines were installed on Bering Island, 
ending the islanders’ reliance on diesel 
fuel. Interestingly, 48% of the electricity 
consumed in Denmark comes from 
wind power, but NLMK DanSteel is the 
country’s only producer of rolled product 
for wind power engineering.

Vestas specialists have installed 

47, 000 
wind turbines worldwide
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CONSTRUCTION

Rebar

Cold-rolled steel

Wire rod

Hot-rolled steel

Wire

Sections

Galvanized steel

Metalware

Pre-painted steel

The construction sector accounts for 
70% of sales by NLMK Group’s Russian 
companies. NLMK products are used for 
metal tiles, roofs and building facades, steel 
cladding, sandwich panels, profiled sheeting, 
drainage and ventilation systems and other 
construction and decorative elements. 
The rebar produced by NLMK Group’s Long 
Products Division is used in reinforced 

concrete structures in road and building 
construction. 

NLMK has 20% of the Russian market for 
rebar, and 22% of the metalware market. 
We work with Metal Profile, Polimerprofil, 
Knauf Gips, Promizdeliya, MiTek USA, 
Victor Buyck Steel Construction, 
Chaffoteaux, Bacacier, Epco, Gebr. 
Meiser GmbH and Niedax France.

The diameter of steel 
rebar in reinforced 
concrete plate for 
skyscraper foundations 
can be as much as 

40mm

NLMK Long rebar was used in 
the construction of Moscow City 
(Moscow’s International Business 
Center)
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Thick plate

Wim Blondeel,  
Operational Manager,
Victor Buyck Steel Construction:

“Shorter building time, offering 
steel fabrication from engineering 
to erection, and higher added 
value due to high productivity and 
technical knowledge, are the main 
advantages our company offers, 
and in order to implement major, 
complex construction projects 
we need reliable steel. We use 
the unique thick plate supplied 
by NLMK Clabecq to produce 
all types of metal structures 
for buildings and bridges. 
The flatness and straightness 
of the plate are what make 
the NLMK product stand 
out. We have been working 
with them for 15 years and 
we are very happy with our 
relationship.”

Metal Profile is a world leader in the 
production of profiled sheeting, metal tile 
and drainage systems from coated thin-
sheet steel. 

It is the largest manufacturer of 
sandwich panels and ventilated cladding 
facades in Russia and the CIS. The company 
sells one square meter of metal tile every 
second and 350 houses are roofed using 
Metal Profile tiles every day.

Dmitry Andreyev, 
Commercial Director,
Metal Profile:

“We use thin-sheet galvanized and pre-
painted rolled steel to produce a whole 
range of products, from strip to facades 
and sandwich panels. We began working 
with NLMK 20 years ago. Originally, 
the Lipetsk plant was the only producer 
of polymer coated steel in Russia. We 
worked together to develop and adapt new 
colors and coatings for the Russian market.  
Our products made with steel from the 
Lipetsk plant are now widely used in 
construction across Russia. Our company 
greatly appreciates the association with 
NLMK: there is a mutual trust. NLMK steel 
is a time-tested, quality product.”

Victor Buyck Steel Construction  is an 
international steel construction company 
with a history dating back to 1927. It has 
been involved in the building of iconic 
structures such as the Kuala Lumpur Tower, 
30 St. Mary Axe (the ‘Gherkin’) in London, 
Viersel Bridge in Belgium, Lille train station, 
Charles de Gaulle Airport in Paris, and 
many others.

Victor Buyck Steel 
Construction supplied the 
steel structures for 30 St. 
Mary Axe, London (the 
‘Gherkin’)

NLMK GROUP 17



MiTek is a diversified global supplier of software, 
engineered products, services, and equipment 
to the residential, commercial, and industrial, 
construction sectors. MiTek Industries’ passion 
for its associates’ well-being and its customers’ 
success is the company’s hallmark.  MiTek 
operates in 40 countries on 6 continents. Even 
though MiTek is a global operation, MiTek’s 
business focus will always be local.  

“Our key to success is taking care 
of our customers. We get to know our 

NLMK steel takes 
technology serving 
the residential 
construction industry 
to a new level

Todd Asche, 
Senior Vice President  
of  Operations, MiTek

customer’s business and help them with 
product development. Our job is to make 
their business a success,” says Todd Asche, 
Senior Vice President of Operations.

One of MiTek’s key products is 
engineered steel connector plates. Steel 
connector plates are imbedded in truss 
joints on roof trusses for new residential 
and commercial construction. So, MiTek’s 
connector plates can be found in new 
homes, retirement homes and schools, for 
example.

NLMK supplies MiTek with galvanized 
coil sheets of structural steel grades in a 
variety of gauges. MiTek started working 
with NLMK in 2010. Asche describes 
NLMK’s approach to business with three 
simple words “Service. Dependability. Price.”

Construction18

When NLMK steel arrives at Mitek’s 
facility, the steel is slit into ribbons on 
in-house slitters. Steel ribbons move 
in the press line where final products 
such as connector plates and builder’s 
products are created. 

Owing to the extremely low sulfur 
and hydrogen content, the hot-rolled 
steel produced by the Novolipetsk 
plant and the thick plate produced 
by NLMK Clabecq are widely used in oil 
and gas storage facilities, as are slabs in 
oil and gas pipelines. This is a promising 
area for the NLMK Group. One of the 
company’s key clients is the Lysvensky 

Petroleum Engineering Plant, part of 
the Borets Group. The plant specializes 
in the production of downhole 
equipment for oil production. Its clients 
include leading Russian and CIS oil 
companies such as Rosneft, Lukoil, 
TNK-BP, Surgutneftegas, Gazprom 
Neft, Bashneft, Tatneft, Ukrnafta 
and Belorusneft.

OIL AND GAS 
INDUSTRY

Cold-rolled steel Hot-rolled steel Slabs

12 %
NLMK’s share 
among the three 
major Russian 
manufacturers of 
steel products for 
the chemical and oil 
& gas sectors 
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PIPE INDUSTRY

Hot-rolled steel Slabs

NLMK accounts for 14% of steel products supplied 
to Russian manufacturers of general purpose pipes
Our deliveries of flat steel for the tubes and pipes sector 
have increased almost threefold over the last two years. 
Novolipetsk supplies approximately 20 grades of hot-rolled 
steel and slabs for large-diameter tubes. Pipes manufactured 

from NLMK steel are used in the Nord Stream and South 
Stream pipelines, the Central Asia to China and Bovanenkovo 
to Ukhta pipelines, and the Power of Siberia pipeline. Among 
our major clients are Gazpromtrubinvest, the Volga 
Pipe Plant, Tagmet, OMK, TMK, Naylor Pipe Company, 
Boomerang Tube, Flender and Elme Metall.

3MILLION 
TONNES OF 
SLABS

 
supplied to OMK 
by NLMK Lipetsk, 
2012–2016

OMK supplies tubes and pipes for major international projects

Cold-rolled steel
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OMK produces pipes, railroad wheels and 
automobile shock absorbers. It is the world’s 
leading producer of large-diameter pipes. 
OMK products are used by companies such 
as Gazprom, Russian Railways, Lukoil, 
Transneft, Surgutneftegas, Rosneft, 
TNK-BP, ExxonMobil, Royal Dutch/Shell, 
General Electric and Samsung.

Eduard Stepantsov, 
Director for Commercial Matters,
OMK:

“NLMK has been supplying OMK 
with hot-rolled coiled product for the 
manufacture of tubes and pipes since 
the Soviet era. In 2011, slabs from 
the Lipetsk site were used to start 
production of wide steel plate on 
the Mill-5000. The Vyksa Steel Works 
used this to produce pipes for 
long-distance oil and gas pipelines, 
including some of the largest with 
diameters of 1420 mm, the so-called 
‘Russian size.’ Lipetsk steel is being 
used right now to produce pipe for 
the second phase of the world’s 
longest underwater gas pipeline, 
Nord Stream 2. This international 
project is of strategic significance 
for Europe and Russia. NLMK has 
a reputation as a reliable partner 
and supplier of products with a 
consistent level of quality. Our 
companies work together to develop 
production technology and new 
products, regularly forming technical 
committees.”

Bull Moose Tube product
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Bull Moose Tube, a division of 
Bull Moose Industries, serves 
customers requiring pipe and 
tube. Joe Natalie, Vice President 
of Purchasing at Bull Moose Tube, 
says “Throughout our 50+ year 
history, we have never stopped 
adapting – and that has made 
us the fastest growing player in 
our space. We are transforming 
into a diversified industrial 
manufacturing company that 
provides products and services of 
exceptional strength.”

 Bull Moose’s products are 
used in such areas as agriculture, 
architecture, industrial equipment 
and fire protection, to name 
a few. Bull Moose Tube is the 
leading manufacturer of steel 
sprinkler pipe in the United States. 
One of Bull Moose’s sprinkler-
manufacturing mills is located in 
Masury, Ohio. 

 When NLMK hot-rolled coils 
arrive at the mill in Masury, they 
are first slit to width. After that, 
they move into the accumulator 
and are fed into the mill where 
the tubing is made. Bull Moose’s 
sprinkler pipes are used in non-

residential buildings such as hotels, 
warehouses, government buildings etc. 
Sprinkler pipes are made in compliance 
with all industry standards.

 There has been a long-standing 
relationship between Bull Moose Tube 
and NLMK. “We believe in relationships. 
NLMK is big on customer service, so are 
we. We have similar philosophies on 
the business, it is a good match,” says 
Natalie.



LIGHT
VEHICLES

Galvanized steelCold-rolled steel Hot-rolled steel

Twenty-five percent of our European 
output is supplied to this sector. 
NLMK La Louvière cold-rolled steel 
arrives for galvanizing at NLMK Strasbourg. 
The galvanized steel and the pickled oiled 
coil then go via service centers to the world’s 
leading automobile manufacturers and 
component producers. Our main clients 
include Volkswagen, Daimler, General 
Motors, Hyundai, PSA, Faurecia, 
AvtoVAZ-Renault-Nissan, Magna,  
Case New Holland and others.
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Hyundai Motor Company is the only 
car manufacturer in the world with its own 
metal producing company – Hyundai Steel. 
Hyundai Motor Manufacturing Rus began 

Maria Maltseva,  
Head of Public Relations,
Hyundai Motor Manufacturing Rus:

“Modern automobile manufacturing demands 
very high-quality metal. Each metal panel must 
have specific properties. This has to do with the 
vehicle’s reliability requirements (body strength 
in accidents) and environmental impact 
(the lighter the vehicle, the lower the fuel 
consumption). Steel from the Novolipetsk 
facility is used to stamp the small interior 
panels for the Hyundai Solaris, Hyundai Creta 
and Kia Rio. The plant began working with 
NLMK at the pilot production stage and has 
continued successfully ever since. 

The last six years have seen a constant 
expansion in the volume of product purchased 
and we are working together to improve 
quality still further.”
 

producing automobiles in Russia in January 
2011. Its one millionth vehicle rolled off 
the production line in October last year. 
NLMK is the only authorized Russian supplier 
of certain types of steel for this plant.

In 2015, 
NLMK Group 
supplied 
600,000 tonnes 
of steel 
to light vehicle 
manufacturers

NLMK GROUP

NLMK cold-rolled 
steel is cut and 
stamped to form 
parts of the interior 
panels for Hyundai 
cars
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Constructor Rus is the leading 
manufacturer of storage rack systems 
on the Russian market. The company’s 
products are very widely used, for 
example in government archives, 

Alexander Lesman,
Logistics Director,
Constructor Rus:

“We started working with NLMK in 2009, after opening 
our production facility in Leningrad Region. Our priority is 
to ensure that our storage rack systems meet European 
standards for quality and that all warehouse installations 
are safe. High-quality steel is therefore the cornerstone of 
the company’s success and of our guarantee to our clients. 
Our decision to work with NLMK was guided by its ability 
to produce steel to European standards as well as the 
company’s high degree of reliability. The excellent product 
quality, adherence to delivery timescales, access to real-
time data on order status and excellent communications 
are all defining features of our collaboration with NLMK, 
which is continuing to develop.”

Clutch plates in which 
Worthington Industries 
uses NLMK material
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For 60 years, Worthington Industries 
has been North America’s premier steel 
processor, providing customers with 
wide ranging capabilities, products and 
services for a variety of markets including 
automotive, construction and agriculture.

Worthington is the largest purchaser 
of steel in the United States behind auto 
makers. Worthington’s steel can be found 
in more than 10 million of the 16 million 
cars produced in the US.

Worthington attributes its success 
to its philosophy. Since its founding 
in 1955, Worthington has operated 
on a philosophy rooted in the Golden 
Rule, which serves as the basis for 
Worthington’s commitment to the 
customer, supplier and shareholder, and 
as the Company’s foundation for one 
of the strongest employee-employer 
partnerships in American industry. 

Fortune magazine has listed Worthington 
Industries one the Best Companies to Work 
for in America four times.

NLMK shares Worthington’s 
commitment to people. Cliff Larivey, Vice 
President of Purchasing, says “NLMK has 
a high level of integrity. We have a great 
relationship. NLMK’s customer service and 
responsiveness are excellent.”

NLMK’s focus on customer service 
reflects itself in the company’s product 
offerings. NLMK goes beyond the generic 
by offering more unique, customized 
products. “You do a great job at specialty 
grades. When a special finish or tolerance 
is required, NLMK performs really well,” says 
Larivey.

At Worthington’s facilities, NLMK coils 
undergo a number of transformations. 
They are pickled, slit, rolled, annealed, 
coated and galvanized depending on the 
product that is being manufactured. 

Automotive transmissions and gaskets 
are made from NLMK cold-rolled steel. 

commercial warehouses, logistics 
centers, banks and libraries. Constructor 
Rus is part of the Constructor Group, 
Europe’s leading manufacturer of storage 
solutions.

NLMK hot-rolled heavy gauge steel 
from the facility in Portage goes 
into heavy truck frame rails. Hot-
rolled galvanized steel from NLMK 
Pennsylvania is used for structural 
quality items in grain bins.  

Worthington Industries and NLMK 
have worked together for a long 
time. NLMK supplies Worthington 
with a variety of hot-rolled and cold-
rolled products in both heavy and 
light gauges.

QuendQuardHot-rolled steel

SPECIAL-PURPOSE
EQUIPMENT

In 2015, 40,000 tonnes of NLMK 
steel was provided for elevators, 
pumping installations and 
ventilation equipment
The geographic spread of NLMK’s 
partners in this sector is vast. We do 
business with companies in Russia, 
Germany, the UK, Saudi Arabia, the 
United Arab Emirates, India, the US 
and many other countries. Steel from 
NLMK’s Lipetsk plant and the Group’s 
European facilities is used to produce 
pressure vessels employed in the oil 
and gas, chemical and steel industries. 
NLMK Verona produces tool steel 
which is used in the manufacture 
of fitting and assembly tools, and 
hot- and cold-forming stamping tools 
exposed to high levels of wear and 
tear. We work with companies such as 
Mogilevliftmash, Constructor Rus, 
Kremenchug Wheel Plant, Mtsensk 
Engineering Plant – KOMMASH, 
Ruukki Rus, SpetsAgroKomplekt, 
Worthington Industries, Ridg-U-Rak, 
Markin Tubing, Walmart and Lowe’s.

Mogilevliftmash is one of the leading 
manufacturers of elevator equipment in 
Eastern Europe, producing around 10,000 
elevators each year. The largest elevator 
produced by the company was for the 
Bolshoi Theater, measuring 36 square 
meters. Mogilevliftmash elevator 
systems are also in use at the Baikonur 
Cosmodrome, in the main cash vault at 
the Central Bank in Moscow and at the 
Admiralty Wharves, St. Petersburg.

Pavel Degtyarev, 
Purchasing Manager,
Mogilevliftmash:

“NLMK supplies Mogilevliftmash with 
cold-rolled and galvanized steel for 
a range of elevator parts, components and 
systems. Laser beam cutting, bending, 
die forging, coating and other processing 
allows the cold-rolled steel from the 
Lipetsk facility to be used for shelving, the 
interior walls of elevator cabins, modules, 
shaft doors and framework at each level, 
and the galvanized product to be used for 

the interior walls of the cabin doors and 
the elevator shaft doors. 

The elevator cabin is made from 
more than 80% NLMK rolled steel. Our 
collaboration with NLMK has been in 
place for more than 10 years. The quality 
of the NLMK cold-rolled steel meets the 
high-level specifications required by the 
state-of-the-art Italian, German and 
Austrian equipment used at the company. 
The reliable and on-time deliveries 
allow us to both plan and achieve any 
production volume we need. We are 
happy with our relationship; the volume 
of deliveries continues to increase and the 
range of steel grades continues to expand. 
We hope our association will be productive 
and fruitful for years to come.”

NLMK GROUP

Mogilevliftmash 
elevator cabin 
is made of 80%  
NLMK steel
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NLMK rolled product is used in the 
manufacture of mainline and shunting 
diesel locomotives, electric trains, passenger 
and freight cars, tank cars, low-side and 
hopper cars. NLMK dynamo steel is 
used in engines for railroad locomotives. 
For example, Novocherkassk Electric 
Locomotive Plant, the largest Russian 
manufacturer of mainline and industrial 
electric locomotives, builds engines using 
NLMK steel. In 2010, the company 
formed a strategic partnership for the 
development of new locomotive series with 
the world’s leading rolling stock producer, 
the French company Alstom. Our clients 
for various grades of steel also include 
Bryansk Engineering Plant (BMZ) and Tver 
Carriage Works.

Cold-rolled steel Hot-rolled steel  Quend Quard

RAIL 
TRANSPORT

Galvanized steel

NLMK accounts for 30% of steel 
products supplied to the road-
building sector in Russia
Several types of NLMK steel are used in 
road-building. Hot-rolled steel is supplied 

ROAD AND HIGHWAY 

CONSTRUCTION 

Hot-rolled steel

to companies involved in the federal target 
program focused on developing Russia’s 
transport system. Hot-rolled strip produced 
at the Lipetsk site is used to manufacture 
highway barriers. The main customers for 

NLMK steel in this sector are Dorindustriya, 
CTC Metallokonstruktsiya and PIK. 
NLMK’s high-yield-strength microalloyed 
steel is also used to manufacture highway 
barriers in Europe.
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Dynamo steel

NLMK accounts for 90% 
of cold-rolled steel supplied 
to Russian agricultural machinery 
manufacturers
Steel from Novolipetsk and 
NLMK USA is used to produce 
exterior and interior parts for tractor 
and combine-harvester cabins, and 
internal components for machinery. 
It is also used in earth-moving and 

crushing equipment. NLMK’s largest 
customers are Rostselmash and 
Minsk Tractor Works. We supply 
up to 70% of these companies’ 
requirements for rolled steel. 
Rostselmash is one of the world’s five 
largest manufacturers of agricultural 
machinery. Our clients also include 
international companies such as Case 
New Holland, Deere and Lidselmash.

 Quend QuardHot-rolled steel

AGRICULTURAL
MACHINERY

Cold-rolled steel Galvanized steel
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Partnership between Alkar and NLMK: 
Where Values Meet

Founded in 1975, Alkar and Processing is 
a family-owned steel service center located 
in Roseville, Michigan.

Customer partnership is at the heart of 
Alkar’s success. Patrick Fayad, President of 
Alkar and Processing, says: “We partner with 
our customers. Unique to Alkar is our focus 
on our customers’ satisfaction, we strive to go 
beyond their needs to meet and exceed all 
requirements. We fulfill numerous orders for 
unique products, from smaller quantities 
to high volume items with tolerances more 
restrictive than industry standard.” 

This uniqueness re-echoes in NLMK USA’s 
approach to business: “When there is a new 
piece of business, we are able to go to NLMK 
and tell them what we need. NLMK does a 
great job of accommodating unique orders. 
They treat each potential order seriously and 
are ready to start at step one,” says Fayad.

The partnership between NLMK and Alkar 
goes back a long way.  According to Fayad, 
“NLMK has been instrumental in Alkar’s 
growth. NLMK has paired well with us. On time 
delivery, trustworthy promise dates – we can 
depend on that.”

NLMK coils have upper end quality that 
Alkar has come to trust: “We supply to the 
automotive industry, and given that our 
customers are producing various safety parts, 
quality raw material is a must.” With the main 
focus on automotive industry, Alkar also has 
customers in such markets as Appliances and 
Home and Garden. 

NLMK supplies Alkar with a large number 
of products such as cold-rolled low carbon, 
high strength, coated, galvanized, hot-rolled 
pickled and oiled, etc. At Alkar’s facility, NLMK 
coils are slit by 72, 54 and 24-inch machines. 
Sometimes, the resulting product is just half 
an inch wide. Alkar’s products are used by their 
customers to create a wide variety of products, 
such as fuel tanks straps, precision tubes, and 
parts of transferrable batteries for garden 
appliances, to name a few.



ENERGY SECTOR 

Cold-rolled steel Dynamo steel Transformer steel

NLMK Group accounts for 85%  
of the Russian electrical steel market
Few companies in the world can compete 
with NLMK Group in steel production for 
the electronics and energy industries. 
The Group’s electrical steel production 
facilities are located in Lipetsk and 
at VIZ- Steel in Yekaterinburg. Electrical steel 
is used in the energy sector for transformers, 
generators, turbines for hydroelectric and 
conventional thermal power stations, and in 
industrial and domestic electrical appliances 
and equipment. 

We work with Alstom, ABB, Helvar, 
Siemens, LCI, LTS, Power Machines 
Toshiba, Altai Transformer 
Plant, Zaporozhtransformator, 
High-Voltage Transformers, 
SverdlovElektro Group, 
Electromash, Minsk 
Electrotechnical Plant, IEK Metal 
Plast, Electroshield Samara Group, 
Ruselprom Resurs, Sarapul Electric 
Generator Plant, Lysvensky Heavy 
Electrical Engineering Plant 
and others.

NLMK Group produces 
10% of all transformer 
steel and 2% of the 
world’s dynamo steel

ABB is the world leader in the automation 
and electricity sectors. The company’s 
history dates back more than 120 years. 
Many technologies which now underpin 
modern-day society – from high-voltage 
power transmission to a revolutionary 
approach to marine vessel engines – were 
developed and brought to the market by 

Alexander Prudnikov,
Head of Electrification Products,
ABB Russia:

“ABB has been purchasing steel from the 
Lipetsk site since 1995. The company has 
also been supplying equipment to NLMK 
for 15 years. NLMK product is of the highest 
quality, as indicated by the fact that it is used 
to supply ABB’s European plants, among others. 
After cutting, bending, coating and welding 
of the individual elements, your steel is used 
to produce electrical cabinets and panels for 
complex systems. ABB is working on plans to 
expand production in Lipetsk. We intend to 
manufacture cabinets for medium-voltage 
switchgear, among other things, in the region 
and we are hoping that our collaboration with 
NLMK will grow in the future.”

ABB. Today, the company is the largest 
manufacturer of low-voltage equipment, 
industrial engines, drive mechanisms 
and wind power generators. It is also the 
main supplier of equipment for electrical 
grids worldwide. ABB Russia is one of 
the country’s largest engineering and 
electrotechnical companies.
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11,000 tonnes 
of NLMK Group 
transformer steel 
was used to build 
the magnet core of 
the Large Hadron 
Collider

The Large Hadron Collider is a circular 
tunnel designed to break atoms apart, 
specifically, hadrons, which are heavy 
elementary particles. The Large Hadron 
Collider is located 100 meters underground 
at the border between Switzerland and 
France. The facility opened on October 
20, 2008, and it is expected to remain 
the most complex instrument ever built 
by mankind for a hundred years to come. 
Researchers at VIZ-Steel developed 
and introduced technology specifically 
to produce electrical relay steel for the 
Large Hadron Collider pole pieces.

Ruselprom is one of Russia’s largest developers and producers 
of electrical machinery. The company’s specialists develop 
and manufacture equipment using NLMK electrical steel for 
the world’s largest ice-breakers (for example, the Arktika, Ural, 
and Sibir). Ruselprom has been working with our company for 
more than 20 years. 

Dynamo and transformer steel produced at the Lipetsk 
site are used for electric motors and hydroelectric generators 
for nuclear and hydroelectric power stations, river-going and 
ocean-going vessels, and for mining, iron and steel companies.Conquering the Arctic ice – a task for NLMK steel

The length of the main ring 
of the Large Hadron 
Collider is 27 km

Yury Pupkov,  
Lead Designer of Magnets produced 
by the Russian Academy of Sciences 
Institute of Nuclear Physics for the Large 
Hadron Collider:

“VIZ-Steel’s transformer steel was used 
to produce approximately 650 magnets of 
different types for the transporter channels 
taking particles from the accelerator to the Large 
Hadron Collider or target. Given that so far there 
has been no need to either repair or replace 
these, it is entirely possible that VIZ-Steel is set 
to become a partner for us in the future.”
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SHIPBUILDING 

Hot-rolled steel Thick plate

NLMK supplies 30% of German 
shipyards’ requirement for thick plate
NLMK Group is one of the leading suppliers 
to European shipbuilding companies. 
The shipyards are mainly supplied by 
NLMK DanSteel, which uses high-strength, 
corrosion-resistant steel grades to produce 
steel plate. NLMK DanSteel has its own 
service center and is therefore in a position 
to provide customers with plate and 
pre-assembled sets of finished parts for 
shipbuilding. Our main customers include 
Meyer Werft Group, Crist, Nauta, 
Ulstein Yard and Nordic Yards.

The Queen Mary 2 is the largest ocean-going 
liner in the world, and the flagship of the 
British passenger and cruise line Cunard Line. 
The launch ceremony was attended by Queen 
Elizabeth II. The liner’s first round-the-world 
trip, starting on January 10, 2007 from Fort 
Lauderdale, Florida, USA and ending there 
81 days later, entered the Guinness Book of 
World Records as the largest passenger vessel 
ever to circumnavigate the globe. There were 
almost 500 passengers aboard.

Elme Metall is part of the Baltic region’s 
major industrial group BLRT GRUPP. It is one 
of the leading distributors and processors of 
rolled steel in the Baltic, Scandinavian and 
Kaliningrad Region markets. Elme Metall 
supplies clients with flat steel and finished 
parts. The company has its own service 
centers and is therefore in a position to 
manufacture products for various sectors using  
NLMK Dansteel steel: elements for ship 
hulls, complex steel structures for engineering 
purposes, and parts of steel structures for 
multi-purpose buildings.

Georgy Grigoryan,
Chairman of the Management Board,
Elme Metall:

“I would particularly like to stress 
the customer-focused approach of 
NLMK Group. The extensive product 
range, business-like delivery logistics and 
responsiveness of your management team 
make the company stand out from many 
others in the sector. We have been working 
with NLMK DanSteel for approximately 
10 years and we are keen to continue this 
relationship, and to increase the range 
and volume of products we buy from your 
company.” 

Steel from NLMK 
Clabecq (Belgium) 
was used in the 
world’s largest 
passenger vessel, 
the Queen Mary 2
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CONSTRUCTION
AND MINING EQUIPMENT

Cold-rolled steel  Quend Quard

NLMK Group supplies manufacturers of 
construction and mining technology with 
premium products – rolled steel made from 
the low-alloy abrasion-resistant steel Quard 
and the structural high-yield-strength steel 
Quend – produced by NLMK Clabecq 
(Belgium). These are useful when there is a 
requirement for a high-strength product, for 
example for different types of crushing and 
pulverizing machines, hoists and loaders. 
We are well-known by the companies 
BelAZ, UMMC-Holding, Granit, 
Caterpillar, Construction Equipment, 
MOL and Raedlinger.

The body of the world’s largest quarry mining dump truck, the BelAZ-75710, is made from NLMK steel

BelAZ is an international flagship 
manufacturer of heavy-duty, high-capacity 
mining dump trucks and other heavy vehicles. 
Technology from the Belarus plant is used 
in 72 countries. The company has produced 
more than 145,000 quarry machinery 
products, significantly more than its main 
competitor Caterpillar. In 2013, the company 
produced the world’s largest mining dump 
truck, the BelAZ-75710. The vehicle has a 
capacity of 450 tonnes.

QUARD 450 abrasion-resistant steel has 
been used by BelAZ since 2013 . After 
cutting, or without any further machining if 
supplied to size, the thick plates are welded 
together; this steel is used for the bodies 
of the entire BelAZ series of dump 
trucks, from 30 to 450 tonnes. Although 
mainly used to manufacture the body 
of such machinery, the steel is also used 
for the scoops of trucks and bulldozers. 
NLMK Clabecq supplies the plant with 
unique abrasion-resistant steel. The plate 
is more than 3,000 mm wide. This is a two-
way relationship with NLMK Group: BelAZ 
machinery operates at the Lipetsk site, 
at Stoilensky, and at other Group facilities.

NLMK Clabecq thick plate is used for 
the forward and side parts of rail vehicles.
Photograph of a MOL locomotive

Kris Verbeke, 
Purchase Manager, MOL:

“Our technology is used where standard 
machinery cannot cope, therefore we 
need reliable components of the very 
highest quality. MOL began working with 
NLMK Clabecq in the early 1990s. Our 
company buys NLMK Clabecq’s thick 
plate, which we mainly use in the pro-
duction of railroad and freight transport 
vehicles. We need the S420N and Quend 
grade steel to manufacture specialist 
trucks and terminal tractors used at ports. 
NLMK Clabecq steel is of excellent qual-
ity: it has a high level of surface flatness 
and quality which is especially important 
for us as we use it in the forward and 
side parts of machinery and vehicles, and 
in the chassis.”

MOL is a major European manufacturer of 
specialist machinery and equipment: trailers, 
trucks, port and railroad equipment, garbage 
trucks and cargo loading systems. MOL has 
been active in this market for more than 
70 years, and its vehicles and machinery are 
used throughout the world, often in extreme 
weather conditions, in deserts and at ports.
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WHITE GOODS

Cold-rolled steel Galvanized steel Pre-painted steel

NLMK’s hot-rolled and cold-rolled steel 
accounts for 55% of the Russian white 
goods sector
NLMK Group is the sole supplier of rolled 
steel for most household appliance 
manufacturers. NLMK steel is used for 
refrigerators, washing machines and stoves. 

Dynamo steel is used to manufacture 
motors for household appliances. We work 
with Biryusa, Indesit (Whirlpool), Bosch-
Siemens, Samsung, MariKholodMash, 
PPO EVT (DeLuxe stoves), Kanevsky Gas 
Appliances Plant (Flama stoves) and 
BrestGazApparat. 

Biryusa is a domestic and commercial 
refrigerator plant in Krasnoyarsk. It was 
a famous Soviet brand, named after 
the Siberian river. Biryusa products were 
even supplied to customers in Europe. 
Its association with Novolipetsk 
began as early as the 1980s. Since 
then, approximately 20 million Biryusa 
refrigerators have been produced using 
NLMK steel. 

Pavel Larionov, 
First Deputy Director General,
Biryusa:

“We aim to work with the best in 
the sector, firms like NLMK. Your company 
produces the high-quality steel which we 
use to make high-quality refrigerators. 
Our company mostly buys cold-rolled 
steel and galvanized product with a two-
color coating from the Lipetsk site 
to make the bodies and doors of 
refrigerators. We also use galvanized steel 
to manufacture the parts for interiors. 
The coils are cut to size here at the plant, 
the panels are then shaped, and doors, 
worktops, freezer shelves and other 
parts are stamped using special presses. 
After applying phosphate coating and 
color, the parts are sent for assembly. 
In the changing conditions of 
household appliance market, we 
have to make quick alterations to our 
production plans, and you always do 
everything you can to meet delivery 
schedules.”

All Biryusa 
refrigerators are 
produced using 
100% NLMK steel
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Indesit International (Whirlpool) is 
a subsidiary of the Italian company Indesit, 
the largest manufacturer of household 
appliances in Europe. The Indesit plant 
opened in Lipetsk in 1993 . It was the 
first plant in Russia to produce household 
appliances meeting European standards. 
Indesit is now a leading manufacturer 
of large household appliances with more 
than a 25% share of the market. 

Evgeny Bukatin,
Sourcing Manager,
Indesit International:

“NLMK is the main supplier for the Indesit 
plant at Lipetsk. Around 95% of the refrigerators 
and washing machines produced at the plant 

NLMK steel helped 
the Indesit plant in 
Lipetsk to become the first 
integrated engineering 
facility in Russia  

are manufactured using NLMK steel. We use 
cold-rolled steel to manufacture the front, 
side and top panels of the refrigerators and 
washing machines, and galvanized product 
for refrigerator freezer compartments and 
compressor brackets. For appliances, it is not only 
the mechanical properties of the steel but also 
the surface quality which is important. NLMK 
introduced technology especially for Indesit 
which allowed rolled steel to be produced at a 
thickness of less than 0.5 mm while still retaining 
the highest surface quality and flatness and 
fully meeting the requirements of European 
household appliance manufacturers.”
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TRUCKS

Hot-rolled steel Cold-rolled steel  Quend Quard

NLMK Group doubled its supplies
to this sector in the first half of 2016 
The cold-rolled carbon steel production shop 
launched in 1980 with a high-productivity 
rolling mill, the Mill-2030, made it possible 
for Novolipetsk to introduce production of 
automotive sheet for trucks. Now steel from  

Scania manufactures heavy trucks, buses, 
and industrial and marine engines and 
has a presence in more than 100 countries 
worldwide. The company’s vehicles are 
designed to operate at temperatures ranging 
from -50°C to +50°C, and have been voted 
“International Truck of the Year” on more than 
one occasion. Scania produced the world’s 
first truck with side-curtain airbags. This year, 
Scania celebrated its 125th  anniversary with 
a 2016 Road Show of Russia, which traveled 
from Vladivostok to Murmansk.

Stanislav Medvedev, 
Sales Division, Scania-Rus:

“Scania and NLMK have long been 
acquainted in Russia. When NLMK chose 
Scania vehicles for its fleet update in 2008, 
the relationship advanced to a qualitatively 
new level. It therefore came as no surprise 
when Scania decided to use Quard, the new 
grade of steel from NLMK Clabecq for the 
bodywork of its prototype vehicles designed 
for the mining industry. Scania’s first Mining 
specification vehicle with a Quard steel 
body was produced in spring 2016 by the 
Betsem plant and was showcased at Mining 
World 2016 and CTT 2016. We hope that 
the mutually advantageous relationship 
between NLMK Group and Scania will 
continue to develop and bring success 
for both companies.”

Transportation of 
rocky soil requires 
a reinforced vehicle 
body made from 
Quard steel

The Scania quarry mining dump truck, 
with body manufactured using Quard 
abrasion-resistant NLMK Clabecq 
steel, in the Road Show 2016 convoy

Novolipetsk is used to manufacture bodies 
and engine components. Quard and Quend 
premium steel from NLMK Clabecq is used 
for trailers and, because of its strength, allows 
the weight of structural components to be 
reduced by more than 20%. Our main clients 
include Scania, KamAZ, MAZ and GAZ.
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KamAZ is the largest manufacturer 
of heavy trucks in Russia and one of 
the world’s top 20 companies for this 
category of vehicle. The company has 
produced more than 2 million finished 
vehicles. In addition to its facilities in 
Russia, the company has assembly plants 
in Vietnam, Kazakhstan, Pakistan and 
India. Team Kamaz Master has won the 
unofficial world championship for truck 
manufacturers, the Dakar rally marathon, 
on 13 occasions. 

Denis Kochnev, 
Director of Materials and Metals 
Procurement,
KamAZ:

“The association between  Novolipetsk 
and KamAZ has a very long and 
successful history. Since the beginning 

Cabin components, platform 
elements and fuel tanks are cut and 
stamped from NLMK cold-rolled steel

of 2016, KamAZ has been buying 
a wide range of cold-rolled steel from 
the  Lipetsk site. In order to retain our 
position as market leader, we have to 
make high demands of our suppliers. 
And I am able to say with confidence 
that NLMK fully meets our requirements, 
both for the quality of product and for 
the timeliness of delivery. We plan to 
increase our purchases of hot-rolled steel 
from NLMK.” 

NLMK GROUP 35



Interview

IT’S CLEAR THAT  
WE’RE GOING TO GROW. 
THIS IS A STRATEGIC 
IMPERATIVE.
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NLMK Group CEO Oleg Bagrin 
spoke to Russian business 
daily Vedomosti about 
the interim results and the 
development of the Group’s 
strategy, the new information 
technologies in the steel sector 
and the consolidation that is 
underway
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The new development strategy up 
to 2018, which you presented at 
the beginning of 2014 was a drastic 
turn for NLMK. It was the first time 
you dedicated this much attention 
to upstream. Fast forward to 
the present and with the launch of 
the new plant at Stoilensky you 
will be entirely self-sufficient in 
iron ore. NLMK used to be proud 
of its agility and its ability to 
outperform competitors, even 
without captive resources. Why 
has your focus shifted?
We haven’t really shifted our focus. 
Vertical integration has always been 
a part of our strategy. There’s one 
condition though: it has to bring value, 
not just control over resources. It 
must deliver exactly what we need for 
steelmaking and at a lower cost than 
the market can offer. This rationale was 
the driving force for our acquisition and 
development of Stoilensky. 

The reason our resource base is 
our focus today is that NLMK has 

almost doubled steel production, 
from 9 million tonnes in 2007 to 
17 million tonnes now. Meanwhile, 
captive iron ore production has 
lagged. Our strategy has enabled 
us to bridge this gap. We added 
2 million tonnes of iron ore to our 
production and built a new 6 million 
tonne pelletizing plant. This has 
allowed us to finally close the Group’s 
production chain. 

INTERIM RESULTS 
OF THE STRATEGY
You promised shareholders your 
strategy would deliver a $1 billion 
increase in EBITDA. Where do you 
stand today?
Over the past four years, we 
completed more than 100 investment 
projects and around 2500 operational 
efficiency initiatives. Our 2016 results 
show that the effect on EBITDA to 
date is about $550 million, of which 
efficiency projects have contributed 
around $400 million.

The new Pelletizing Plant was the main capex project of Strategy 2017

"NLMK has 
almost 
doubled steel 
production. 
Meanwhile, 
captive iron 
ore production 
has lagged. 
Our strategy 
has enabled us 
to bridge this 
gap"
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"We’re looking at a few possible 
scenarios, but it’s clear that 
we’re going to grow. This is our 
strategic imperative"

What share of EBITDA growth 
is due to ruble devaluation?
This $550 million is entirely the 
result of our efforts, net of any 
market factors. It’s widely believed 
that the industry benefits from 
currency devaluation, but if you 
look closely you’ll see that in 
6-9 months the impact disappears 
entirely. Almost three quarters of 
our costs: iron ore, coal, ferroalloys, 
refractory and so forth are either 
dollar-based or tied to global 
prices. Russia is part of the global 
market, so after ruble devaluation 
the prices of these materials revert 
to export parity.

Some of your costs, like payroll, 
are in rubles. Have these increased 
much since 2014?
Around 25% of our costs are pegged 
to the ruble. However, energy and 
transport tariffs are indexed annually 
and our payroll in recent years is 
indexed quarterly. This adds to costs. 
Keep in mind that 2016 kicked-off 
with steel prices at a 12-year low 
of around $200 per tonne and our 
average product prices have taken 
a $100-150 hit since the devaluation. 
Multiply this by our sales volume and 
you have a $2 billion negative top-
line impact. That’s much greater than 
any gains from the devaluation.

NLMK's delivery destinations

38,000 t
Transformer steel 
deliveries to NLMK India

Slab flows from Lipetsk to NLMK facilities
in Europe and the USA

Sales flows from NLMK companies
to home markets

Intragroup flows of raw materials in Russia

1.23
Slab sales
to NLMK USA

RUSSIA
2.60 m t
Slab supplies 
to NLMK Europe

6.17 m t
NLMK Russia
home market sales

NLMK URAL

NLMK LIPETSK
NLMK KALUGA

STAGDOK

NLMK STRASBOURG

NLMK VERONA

ALTAI-KOKS

VIZ-STEEL
VTORCHERMET

2.24 m t
NLMK Europe 
home market 
sales

DOLOMIT
NLMK DANSTEEL

STOILENSKY

MOSCOW

NLMK INDIA

1.76 m t
NLMK USA home 
market sales

NLMK CLABECQ

NLMK LA LOUVIERE

USA NLMK INDIANA

NLMK PENNSYLVANIA

SHARON COATING

So how did you deliver your highest 
profitability in years?
By streamlining costs and through 
gains coming from investment projects.

But you haven’t reduced your 
operating costs by much…
You’d be surprised how much we’ve 
tightened our belts on operating 
costs. And we’re not alone in 
our commitment to operational 
efficiency. Our peers have been 
moving in the same direction since 
the turbulence of 2013-14.

The ultimate goal of your strategy 
was $1 billion additional profit. 

Are you on track to deliver on this 
promise?
Let’s wait until the 2017 results are in. 
Investment projects that are nearing 
completion will bring in an additional 
$200 million. Our operational 
efficiency initiatives will chip in too. 
I hope at the end of the day we’ll 
have hit our targets. Already now 
there’s results we can chalk up. When 
we broke ground on our strategy early 
in 2013, NLMK’s EBITDA margin was 
11%. By Q3 2016, it had reached 
30%. Putting aside the financials, 
when I joined, NLMK was a single 
site in Lipetsk. Today NLMK Group 
is a unified production environment 
integrating 20 major production 
facilities across Russia, Europe and 
the USA. We have created a well-
diversified, international company, 
the largest in Russia, with production 
volume of almost 17 million tonnes. 
This is another outcome of our 
strategy.

What will the goals of your new 
strategy be?
This year we began a new strategic 
planning cycle, our fourth overall. 
We’re currently modelling various 
scenarios and development 
paths, which range from a fairly 
conservative increase in steel output 
of around 1 million tonnes, to 
a more ambitious increase of 3 to 
4 million tonnes. We’ll increase iron 
ore production accordingly so we 
remain self-sufficient. We’re looking 
at a few possible scenarios, but it’s 
clear that we’re going to grow. This 
is our strategic imperative. If any 
steelmaker has earned the right to 
grow, it would be a company such 
as NLMK. In any case, if you fail 
to grow you’ll fade into obscurity 
sooner or later.

STAY FLEXIBLE
The focus of the market is shifting 
downstream. If you could step 
back in time, would you still 

throw your chips on upstream 
development?
I don’t fully subscribe to the 
downstream argument, as there 
was a sharp increase in raw material 
prices during H2 2016. The price of 
coal tripled and iron ore doubled in 
price. If something triples in price in 
three months, it’s out of the ordinary, 
even in our industry, which has seen it 
all. Regarding upstream, we are quite 
happy about our expansion but it’s 
never wise to place a one-way bet in 
steelmaking. The industry is inherently 
cyclical, the margin is always shifting 
between markets and production 
stages. This means we have to control 
costs throughout the production 
process and be in all markets. 
If the margin shifts upstream then 
we need a position on it. If it shifts 
downstream then we need to be there 
too. The same applies to markets: we 
need a presence in both developing 
markets, where there is growth; and 
developed markets, where there is 
stability. This means it is critical to 
be well-diversified.

Our strategy covered several 
objectives: developing captive 
resources, operational efficiency, and 
growth in high value added product 
sales on our home markets. These 
objectives have been linked to various 
metrics and projects. In terms of 
upstream, we have achieved close 
control over costs, while downstream 
growth has enabled us to diversify. 
The Russian market is narrow in terms 
of both consumption volume and 

product mix. The country produces 
twice as much steel as it consumes 
and demand is concentrated in the 
construction industry which consumes 
commodity products. Given the lack 
of depth in the Russian market, we 
created a chain of rolling operations 
in Belgium, France, Italy, Denmark, 
and the USA to process our steel. We 
also set up a distribution network that 
stretches from Singapore to Peru. Our 
aim is to turn steel into high value 
added products close to consumers, 
preferably to order, rather than simply 
exporting it.

This allows you to control costs 
right at the end of the production 
chain?
Yes, but it’s mainly about mitigating 
risks, such as margin migration, 
market closure or a drop in 
the demand for a particular product. 
Downstream growth is therefore 
a counter-cyclical strategy. NLMK 
today is the only Russian steelmaker 
able to sign global supply agreements 
with automotive, machine-building 
and yellow goods manufacturers and 
to deliver from our plants in Russia, 
Europe and the USA.

GLOBALISATION x 
PROTECTIONISM
You are putting together a very 
close-knit production chain, 
but there has been a spate of 
protectionist measures introduced in 
your main sales markets. Europe has 
already introduced anti-dumping 
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duties on your cold-rolled products 
and is planning to do so for your 
hot-rolled products. Are you 
concerned they will impose duties 
on other products too?
Anything can happen, as the steel 
industry knows only too well. 
Today we stand at the very peak of 
protectionism, heights that haven’t 
been reached since the late 90’s. 
We exist between the two pillars of 
globalisation and protectionism. 
Countries have introduced 
46 protectionist measures against 
Russian steel, with 12 investigations 
initiated in 2016 and 7 more 
upcoming. This includes the Middle 
East, India and Europe. I’m afraid to 
say it’s a widespread trend. Geopolitics 
are to blame in part, but China 
shoulders much of the blame.

NLMK supplies steel to Volkswagen, Daimler, General Motors,  
Hyundai and other automotive manufacturers
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NLK covers up to 70% of rolled product needs of Rostselmash and Minsk Tractor Works
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They control 50% of global 
production…
China is exporting almost 120 million 
tonnes of subsidized steel. That’s 
enough to supply the Russian market 
for three years. It’s like a bull in 
a china shop. It’s a headache in many 
regions, but then the anti-dumping 
investigations into China result 
in duties against Russia. This has 
a serious impact on our sales markets. 
The most disruptive is the duty 
introduced by the European Union 
on our cold-rolled products, with an 
investigation underway into hot-rolled 
products too.

Russian steel companies, NLMK 
included, feel aggrieved about 
the conduct of the European 
Commission’s representatives, 
whom are accused of not giving 
consideration to your argument 
and acting improperly. Do you 
think something provoked them?
I don’t want to speculate about 
their motives. We’ve filed a lawsuit 
against the European Commission in 
the European Court and I believe an 
appeal to the WTO is in the works. 
Our position is quite straightforward: 
if the dumping margin is negative 
then anti-dumping measures are 
simply out of order. It’s a sad state 
of affairs when the rule book goes 
out of the window and anti-dumping 
measures are used as a political stick.

Politics today is very closely linked 
to the economy and will have 
a greater impact on the economic 
process…
Nevertheless, it is essential to respect 
the rules of free trade. 

How do you plan to develop your 
international facilities? Do you 
have plans to construct new mills?
Our international facilities have 
shown strong growth in production, 
ahead of the curve in the European 
and US markets. Naturally, we are 
thinking about how we can continue 
to grow. For example, we have a major 

project in the USA coming up. We are 
revamping our rolling facilities so we 
can reach a new level of productivity 
and quality. Our expectation is 
that we will launch the project this 
year and complete it within two 
years. Expansion of product mix is 
another way. Good examples are 
high-strength and abrasion-resistant 
steels, and the steels designed 
for the automotive industry and 
offshore structures that we produce 
in Belgium, France, and Denmark. 
We plan to focus on developing 
R&D expertise to support growth in 
these technologically complex niche 
markets. We’re considering setting 
up two R&D centres in Russia and 
Belgium.

HOMEWORK
Do you plan to expand your rolling 
operations at Novolipetsk?
We are the only Russian steelmaker 
with a bottleneck in rolling 
(Novolipetsk steel production volume 
is 13 million tonnes, whilst the hot-
rolling mill has an output in excess of 
6 million tonnes – Vedomosti). We’ve 
used captive overseas rolling facilities 

as a means to close this gap, but 
have always considered increasing 
our rolling output in Russia. This is 
a bet on domestic steel consumption 
growth, because exports are less 
attractive. We are mulling over the 
construction of a continuous casting 
and rolling facility. This is a very 
ambitious project: an end-to-end 
production, from steel casting right 
through to the manufacture of rolled 
products. Such a facility may also 
focus on production of niche grades, 
such as transformer steel.

Taking into account the conditions 
in the Russian market, do you 
believe there will be demand 
for niche grades of steel?
Russia is our core market, it 
accounts for around 65% of our 
rolled products sales. There is no 
denying that the Russian market 
is going through tough times. For 
instance, over the past 2 years, 
demand from the construction 
industry dropped by 20%, and from 
machine-building by around 30%. 
This is the sad truth. Growth in 
Russian finished steel consumption 
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has been less than 1% per year for 
a decade. Of course, there are bright 
spots also, such as large-diameter 
pipes production. We are working on 
unique projects there in partnership 
with pipe manufacturers. But 
overall, the Russian market is rather 
anemic.

Is this where the idea to step 
outside the Russian market and 
your international downstream 
strategy came from?
Yes. I think in future we’ll develop 
our rolling capacity in Russia and 
at our international facilities in 
parallel. It is a little known fact 
that we supply every plant in Russia 
and Turkey producing ‘white-
goods’: fridges, washing machines, 
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microwave ovens and so on. Turkey 
is the leading supplier of white 
goods to Europe, so European white 
goods are most likely to be made 
from our steel. Every automotive 
producer in Europe is a customer of 
NLMK. There’s a good chance that 
your fridge, microwave oven, or 
European car was made with NLMK’s 
steel. This is our downstream 
strategy in action.

REDUCING DEPENDENCE 
ON COAL
Because the price of coal has 
increased in recent months, is 
there a chance you might launch 
a captive coal source as part of 
your new strategy? Especially 
since you already hold licenses for 

‘Zhernovsky-1’ in the Kuzbass and 
‘Usinsky-3’ in the Komi Republic?
The price of coal is artificially high. 
It’s not a case of if, but rather 
when during the next year we will 
see an adjustment. When it comes 
to captive coal sources, you have 
to understand the structure of 
the market and the nature of our 
consumption. The Russian coal 
market has long had a surplus of 
semi-soft coal and a deficit of 
premium ‘K’ and ‘Zh’ grades. If there 
are no new extraction projects 
then this deficit will only widen. 
So if we are to begin coal mining 
then we need to focus on premium 
grades. Now onto the structure of 
our coal consumption. In the past 
2-3 years, we’ve made massive 

Interview

NLMK's partnership with tube manufacturers promotes  
the development of large-scale international projects
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changes to our blast furnace and 
coking technologies. Even though 
our steel output has increased, we’ve 
reduced how much coal we buy to 
the tune of one million tonnes each 
year. We’ve also managed to cut 
the amount of premium grades of 
coal we consume by almost 50%, 
without compromising quality. 
At times, we had to import from 
the USA. Today, we use around 
2.5 million tonnes of premium grades 
of coal and in 2017 this will drop to 
2 million tonnes when we roll-out 
pulverized coal-injection technology. 
In today’s conditions, launching 
a couple of greenfield projects 
just to get 2 million tonnes of coal 
would be overkill. We are taking all 
the necessary steps to reduce our 

dependence on coal, especially scarce 
grades, but naturally, we’re keeping 
an eye on the situation.

The deficit of premium grades of 
coal is the result of the accident 
at Severstal’s ‘Severnaya’ mine in 
Komi. Where are you buying your 
coal from now?
After the accident at ‘Severnaya’ 
we’ve been sourcing almost 100% 
of our coal from Kuzbass.

ENDURANCE TEST
You discuss strategy, where and 
how you’re going to expand 
production. But if we look at 
the bigger picture, traditional 
steel is being gradually squeezed 
out by the materials such as 

composites and aluminium. 
How can traditional metals 
& mining compete with new types 
of materials, if indeed it can 
compete?
Steel is the most widely used 
material in the world after cement; 
and the market for steel is second 
in size only to oil & gas. Global steel 
consumption is north of 1.5 billion 
tonnes. Aluminium consumption 
is less than 10% of this; composite 
is less than 1%. But we have to 
acknowledge that the threat exists, 
and the steel industry cannot turn 
a blind eye to it. R&D is one possible 
response. We can devise new types 
of steel for the applications that 
new materials are created for. 
The technology of steel processing 
is so tailored to our products that 
replacing it in the short-term will 
be tough. A new material could be 
the perfect solution to a very specific 
application, but there is an array 
of other functions it struggles with, 
like painting and welding. Finally, 
I challenge you to find another 
material as cost-effective as steel.

Oil prices are going to go up, 
followed by steel prices. The higher 
they get, the more profitable it will 
be to use an alternative.
What makes you think alternative 
materials would get any cheaper 
in the same scenario? 

Am I correct in thinking that 
R&D can help create new 
markets? For example, aluminium 
manufacturers are contesting 
Construction Rules and 
Regulations, and State Standards 
that greenlight the construction 
of bridges, tunnels and buildings. 
Actually, we’re contesting State 
Standards in Russia to make it 
possible to use grades of steel in 
construction that have been used 
in Europe for over three decades. 
If you look at new construction in 
any European capital, you will see 
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All 'white goods' plants in Russia and Turkey use NLMK steel

"There’s a good chance that 
your fridge, microwave oven, 
or European car was made 
with NLMK’s steel. This is our 
downstream strategy in action"
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it’s a world apart from here in Russia. 
The cities look entirely different 
as a result. Moscow is awash with 
concrete; in Europe it’s all glass and 
steel. As for the new markets, they are 
bound to emerge because the world is 
changing fast.

So the recipe for success in 
the steel sector is working with 
the market, hand in glove?
There’s no such thing as a universal 
recipe for corporate success, or 
a silver bullet for that matter. There 

44

are complex, multidimensional 
strategies that underpin a company’s 
success. Vertical integration, strong 
diversification and localization are the 
cornerstones of a successful strategy 
in steel. 10-15 years ago, around 
40% of production was for export, 
while today this has dropped to 25%. 
Steel is going local: it’s manufactured 
and consumed straight away, on 
the spot. Operational efficiency is 
another cornerstone to success. This 
is what we have learned from our 
experience. It is my hope that each 

of these elements will be a part of 
NLMK’s Strategy 2025. Finally, to be 
successful, a company must know 
how to nurture new capabilities as 
they arise. Technologies and products 
emerge and evolve very quickly. This 
means we have to be prepared for 
change, ready to evolve and to create 
new technologies and processes. 
It is a tremendous advantage for 
a company to be able to embrace 
change. Companies that are all about 
hierarchy and red tape are dinosaurs, 
the head has no idea what the tail 
is doing so they don’t notice they’re 
going extinct until it’s too late. You 
can find very different ways of doing 
things within any sector, both forward 
thinking and retrograde.

STEELMAKING AND I.T.
What tasks will your R&D centres 
focus on? Understanding what new 

In Europe, cement is ever more frequently  
being replaced with steel
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steel grades buyers might want? 
Or spearheading your approach to 
new materials?
Let me explain. Think about all 
the different industries that consume 
steel: construction, automotive, power 
engineering, wind energy… We can’t 
always be one step ahead on trends 
across every single one of them. Our 
R&D’s key goal is to be our eyes and 
ears in the market, to make sure our 
innovations are in synch with what our 
customers need. As for new materials, 
a number of steelmakers have tried 
their hand at all sorts of materials, 
which always ended in tears. Steel is 
such a universal material it’s no surprise 
steelmakers have been unable to 
reinvent the wheel. Steelmakers are 
better off sticking to what they know 
and focusing R&D on  new grades 
of steel, rather than new materials. 
The industry should leave this to other 
market players. 

What we definitely need to focus 
on is an in-depth understanding of 
steelmaking processes. For instance, 
we plan on splitting I.T. into two areas: 
traditional I.T. that deals with platforms 
and systems, and I.T. that deals with 
data. We don’t just collect information 
about our customers and products like 
a bank or a telco, we gather a huge 
amount of data on the products we 
manufacture as they pass along the 
production line. We get terabytes of 
data on the properties of materials 

and how they come about. This is 
a unique competitive advantage, 
but we only use about 5% of this 
ocean of data. We will pave the way 
for technological breakthroughs by 
developing technologies for processing 
and analysing big data. 

What do you plan to do with this 
data?
A simple example. To get the properties 
of steel right it takes over a dozen 
technological processes and dozens of 
chemical elements. A customer wants an 
end product with a certain composition, 
but they don’t need to hear exactly 
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"Companies that are all about 
hierarchy and red tape are 
dinosaurs, the head has no idea 
what the tail is doing so they 
don’t notice they’re going extinct 
until it’s too late"

how this product came about. But for 
a steelmaker this information is essential 
because it has a massive impact on 
process cost. Data analysis and process 
modelling are a gateway to more 
efficient technologies.

Are you thinking about setting 
up I.T. Steelmaking? 
Let’s wait and see what name 
catches on. It’s definitely the direction 
the sector is heading in.

How much do you plan to invest into 
it? 
That depends on how far our ambition 
takes us. There is certainly huge 
potential here.

Have you discussed the possibility of 
joining forces with I.T. companies?
Yes, we already collaborate with Russian 
and international IT companies. 

Are there any partnership 
agreements in the immediate 
pipeline?
Yes.

INVESTOR SENTIMENT
You keep close ties with investors. 
Has there been a change in 

NLMK IT is ready to take on new challenges
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the sentiment among international 
investors towards Russian 
companies?
I don’t think the attitude of international 
investors to NLMK has changed. This 
is mainly a question of reputation and 
whether you keep your promises. In 
a sense, the aim of strategic planning 
is to promote transparency on our 
targets and our progress towards them. 
A company must be tangible to its staff 
and shareholders and able to explain 
its goals clearly. This is how investor 
sentiment is formed.

Overall, there has been a seismic 
shift in sentiment towards the Russian 
market, which is now less attractive to 
investors. Today 90% of Russian market 
liquidity comes from index funds, for 
whom questions of trust are simply 
irrelevant.

Is the structure of NLMK Group 
shareholders changing?
The funds investing in NLMK are actively 
managed, because NLMK shares do not 
appear in the indexes as a result of low 
liquidity. Distribution is stable: 30-40% 
are from Europe, 20-30% from the USA 
and approaching 30% from Russia. The 
rest are held by investors from Asia and 
the Middle East.

Are shareholders considering 
increasing the free float?
I can’t really speak for our 
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"The aim of strategic planning 
is to promote transparency on 
our targets and our progress 
towards them. A company must 
be tangible to its staff and 
shareholders and able to explain 
its goals clearly"

shareholders. Low share liquidity is 
a concern from a management point 
of view. It’s definitely a bottleneck in 
the Company’s investment appeal. 
We are considering our response, 
because NLMK shares trade with 
a discount mainly because they 
slipped out of the MSCI index due 
to low stock liquidity.

Are you considering a follow-on 
offering?
No.

Has it become more challenging 
to attract financing? You must 
be looking into options for 
refinancing, extending debt 
maturities, as low as yours 
might be. 
We are in a rather unique situation. 
Firstly, we have low leverage (NLMK 
Net debt/EBITDA at the end of Q3 
2016 stood at 0.4 – Vedomosti). 
Secondly, NLMK is one of the few 
Russian industrial companies with an 
investment grade rating. This means 
we have access to a wide range of 
financial instruments. Last year we 
placed Eurobonds cheaper than 
the sovereign debt, so I wouldn’t say 
there is much cause for concern. Our 
clients have been feeling the pinch, 
however, particularly those looking 
at ruble financing for their working 
capital. They really struggled with 

credit in 2015. We worked with them 
to find a solution on a case-by-case 
basis. They’re now accustomed to 
the new reality and rates have come 
down, which is a big relief. 

You were considering issuing 
convertible bonds. Why did you 
give up on the idea?
We use vanilla instruments: 
Eurobonds, trade financing. These 
make more sense given the low 
price of our shares, stock dilutions 
and the option premium we give 
to the market. NLMK’s balance sheet 
capacity means it’s more efficient 
to use standard instruments for 
the time being.

CONSOLIDATION OF THE SECTOR
Are you considering making any 
acquisitions? In recent years, 
steelmaking companies have built 
up significant reserves, but nobody 
is making any acquisitions. Why is 
that?
M&A are not a goal by themselves, 
but a means by which to achieve other 
strategic objectives.

For example, in order to enter 
the Indian market you have to 
either make an acquisition or to 
invest in a stake in an entity.
That’s exactly what we did, we 
acquired a network of service centres 
to process electrical steel. We’ve 
been successful and have gained a 
significant market share (23% in 2015 
- Vedomosti). Our current strategy 
doesn’t feature any M&A goals, but 
that doesn’t mean they won’t have 
a place in our forthcoming strategic 
phase beyond 2017. 

So a downstream facility in Russia 
could be on the agenda?
Everything is possible, but 
opportunities are thin on the ground.

You could propose a merger with 
MMK, become the undisputed 
champion in one fell swoop.
That’s a new one on me (smiles). 
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We’ve already achieved leadership in 
steel output. Leadership in efficiency 
wouldn’t be a likely outcome from such 
a megamerger. We’d have to drop 
everything and spend the next three 
years simply processing the merger. 
Just imagine the challenge the two 
management teams would face to 
make sense of it.

In 2014 you said that the market 
was consolidating…
Look, NLMK’s output has expanded 
consistently over the past 5 years, 
during which there has been no overall 
growth in Russian steel production. 
This means someone else reduced 
their output or shut up shop entirely. 
This is consolidation in action. We 
could follow Japan, where there are 
only two steelmakers on the market, 
but I don’t think that would be very 
efficient.

Production at NLMK India service center in Daman

HORIZONTAL COMMUNICATION
Did you have to radically rework 
the structure of the Company when 
you took the reins?
Yes. We did away with the old 
hierarchical model and introduced 
a number of horizontal lines 
of communication. Roles were 
reorganized. The most important 
outcome is far closer collaboration, 
which is crucial for a tightly vertically 
integrated player such as NLMK. Most 
of our sites serve one another; so 
interaction is vital. We had to break 
down a lot of barriers.

Was that difficult to do?
Some people took to the change 
like a duck to water; others less so. 
Many of those who were used to the 
hierarchy moved on. Those comfortable 
working in a network with horizontal 
communication stayed. 

How are the relations between 
your Russian and international 
companies working out? The current 
context is not really conducive to 
international dialogue.
We put a lot of effort into building 
them using different tools. The simplest 
was setting transparent targets. Mind-
sets change when people understand 
they’re working towards a common 
goal whether they’re based in Russia or 
Europe, rather than different goals for 
individual sites. It helps them see how 
the Group’s other sites are clients and 
that their fortunes are interconnected. 
Communication with colleagues 
becomes crucial, even more so than 
communication with the CEO.

Tell us about your management 
incentive scheme. Does NLMK have 
any plans for an option programme?
I don’t think Russian equities are 
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a good incentive as there is no direct 
correlation between market volatility 
and company performance. We 
introduced a three-level scheme for 
motivation. On top of salaries, we 
award annual bonuses tied to individual 
KPIs. The third component is a 5-year 
incentive programme. This initiative 
is based on teamwork, rather than 
individual performance. Rewards 
are tied to our progress towards the 
strategic goals we’ve announced to our 
shareholders. It’s crystal clear: either 
the goals are achieved or they are not. 
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"Mind-sets change when people 
understand they’re working 
towards a common goal 
whether they’re based in Russia 
or Europe, rather than different 
goals for individual sites"

Market or currency factors have no 
impact. This makes sure the interests 
of our team and our shareholders are 
perfectly aligned.

EMBRACING LEADERSHIP
How did you come to be on 
Mr. Lisin’s team? Was it a long 
time ago?
We met in 2002, before which I worked 
in finance. I brought this expertise to 
my new team, managing financial 
assets and investment funds. There 
was a solid deals pipeline right from 

Interview

"People see that an adjacent site is a client"; slabs ready to be shipped  
from Lipetsk to NLMK’s international facilities
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The North face of Piz Badile, Via Cassin, a route established  
by legendary Italian mountain climber Riccardo Cassin in 1937

the start, like the sale of a 5% stake 
in Norilsk Nickel in 2004 through 
a concurrent offering of GDR and 
exchangeable bonds. I went on to 
serve NLMK’s Board of Directors, 
supervising all M&A and capital market 
transactions, including our IPO. I had 
a role in devising our strategy; and in 
2010 I headed up NLMK’s Strategic 
Planning Committee. 

Do you find working with Mr. Lisin 
interesting? Did he ever tell you that 
one day you’d be the CEO, or that’s 
just how things turned out?
It’s just how things worked out. I never 
actually set the goal of becoming 
CEO. Do I find the work with Mr. Lisin 
interesting? Of course I do. How else 
would I have been able to hang in 
there for so long? I can remember my 
first impressions: a highly motivated 
team that had an impressive 
experience managing complex 
industrial systems. I also recall how 
extensive and constructive the agenda 
was, the ambition to drive forwards, 
investment programmes, industrial 
plans...

There were rumours that Mr. Lisin 
holds meetings that run past 3 a.m.; 
and then at 7 a.m. he sends out 
emails asking if draft resolutions 
were ready yet.
I guess our meetings were more 
efficient as we’d usually be done by 
midnight (smiles).

Is Mr. Lisin actively involved in life 
at NLMK?
Sure, he’s Chairman of the Board. 
Everyone does their bit. 
The management team deals with 
operational management, and 
the Board of Directors looks after 
strategy, development, and large-scale 
projects. That’s exactly how it should be 
and it’s great we’ve got there.

What do you prefer: financial 
operations or strategic planning?
They are both an intellectual challenge. 
Markets in a reactive sense, with lots 
of fast data and analytics. Strategic 
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planning is a more long-term challenge; 
though there is just as much data 
to sift through. I guess the key 
difference is that now I have to deal 
with major physical, organizational 
and social systems. Interaction and 
human relations play a huge part. 
The challenges and drive are unique.
 
Is it true that you climbed 
Mt. Everest?
No, but I’ve been to the base camp.

How long have you been mountain 
climbing?
Twelve years. 

What’s the highest peak you’ve been 
to?
I’m more driven by the nature of 
the route. Plus I don’t really have 
the time for long, high-altitude 

expeditions. It’s always a joy to 
visit the Alps. You can get away for 
a weekend and climb a particular 
route, alpine style. The north walls 
are a personal favourite. Each one is 
legendary; and they all require special 
training. Maybe when I retire…

People say that mountain climbing 
nurtures a sense of balance.
Mountain climbing nurtures a lot 
of things. A completely different 
awareness of risk and safety, for one. 
You develop a unique rapport with your 
climbing partner, a deeper interaction 
and understanding of the people 
around you.

The interview was published in 
Vedomosti newspaper (#4243) 
on 18.01.2017. Authors: Alexandra 
Terentieva, Vitaly Petlevoy. 



Эффективность

Strategy 
2022: Q&A
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Work on Strategy 2022, NLMK Group’s 
development plan for the next five 
years, is in full swing. The project was 
officially launched at a meeting in Stary 
Oskol in August, following which major 
international companies in the steel 
services sector gathered in Lipetsk 
to showcase their latest technology 
breakthroughs. A third meeting 
was then held, at which NLMK’s 
management team decided which of 
these innovations would have a place 
at the company, and how much risk 
the corporate strategy should embrace

What is Strategy 2022?
It’s a five-year plan for our company 
going forward. If I were to describe 
exactly what we have ahead of us, 
I would call it a ‘journey’. Our previous 
strategy draws to a close in 2017, so 
we still have a bit of time to work out 
where to go next.

Why do we need strategic 
conferences?
If you set out on an expedition, the 
most important thing to remember 
is food. In this case, what we need is 
brain food. At the start of our journey 
we try to fill ourselves full of ideas and 
notions about what is going on in the 
world and in the industry. This is vital, 
because everyone needs a balanced 
diet. Companies do, too. So we try 
to consume as many different kinds 
of food for thought as we can. In 
other words, the quality of our future 

Dmitry KOLOBOV, Director for Strategy at NLMK Group, 
gave his take on some key questions.

Strategy

strategy is directly dependent on the 
quality of discussion we have here. We 
are really banking on a huge volume 
and variety of suggestions coming 
in from the professional community. 
These will be organized into groups and 
collected together in the Ideas Bank.

What is the Ideas Bank?  
How do you use it?
The Ideas Bank is the broadest 
set of conceptual ideas and long-
term development projects we can 
assemble. Any employee within the 
Group is free to deposit their idea in 
the Bank. We will then work out which 
of those ideas will help form the basis 
for Strategy 2022. To achieve this we 
will need to find a way to quickly and 
pragmatically adapt the ideas we 
collect for use with the existing tools 
and algorithms in the Group’s long-
term planning arsenal. Some solutions 
might be put forward that will only see 
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Oleg Bagrin,
NLMK Group CEO

Our current strategic phase, which 
will draw to a close in 2017, 
has been primarily focused on 
operational efficiency, although 
we have increased output, too. 
We expanded production at the 
Lipetsk site by around a million 
metric tonnes, and by two million 
at Stoilensky. So even though this 
wasn’t a capital-intensive stage 
in our company’s development, 
we still grew. For the next phase, 
the challenge will be to decide 
how we will grow further, beyond 
2017: what are the limitations 
on our growth and how will we 
achieve it?

Dmitry Kolobov at the strategy session in Lipetsk

Oleg Bagrin: “For the next phase, the challenge will be to decide how we will grow further, beyond 2017”

NLMK GROUP



as a whole. Our basic principle is still to 
maximize the efficiency of our primary 
production.

What changes are needed in  
sales and distribution?
The traditional mode of operation, 
where we send off a train of steel 
products once a month, then forget 
about the customer and move on to 

подпись

“One fundamental change in the 
new strategy will be the way we 
work with customers, in terms of 
products, services, and operating 
conditions”

Strategy

the light of day 30 years from now, 
but they need to be understood and 
discussed today.

What are the main criteria used 
to evaluate an idea for Strategy 
2022?
Creativity, innovation, and economic 
potential. Unlike 10 or 20 years 
ago, where years and decades went 
by without any significant change, 
the creativity and flexibility required 
has now reached a completely new 
level. We need to be much more 
responsive to what is happening in 
the world, make faster decisions, and 
be quicker to reject ideas that do not 
work. But at the same time, you can’t 
let yourself get carried away, and start 
designing new production lines just in 
order to build something new. And as 
always, we make sure to check what 
the impact will be on the company’s 
economic wellbeing.

What are the main areas covered  
by Strategy 2022?
Reducing costs, increasing output, and 
optimizing processes, including those 
for sales and distribution. Our primary 
aim is to take the largest share of the 
global steel market. The changes we 
suggest might not affect the core 
processes of steel production, but they 
will help manage the process efficiently 

The meeting in Lipetsk will identify the Group’s future directions of growth
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production, is no longer workable. 
Whether you think it’s a good thing 
or a bad thing, the way people and 
corporations buy our steel is changing. 
One fundamental change in the new 
strategy will be the way we work 
with customers, in terms of products, 
services, and operating conditions. 
Steel is classed as a commodity. 
When you are working in this market 
segment, you either have to keep your 
costs down at rock bottom or you have 
to really know how to hold onto your 
customers. Ideally you will be able to 
do both.

How does NLMK Group’s  
new strategic cycle begin?
Strategy 2022 will start with Stoilensky 
and Lipetsk, the Group’s largest sites.

New ideas mean new risks.  
How prepared is the company  
for these risks?
Innovative ideas do come with a certain 
amount of risk, and require a risk 
management culture to be in place. 
Success is not always guaranteed from 
the outset. I find it difficult to imagine 
a steel company that would embrace 
every single risk and be the first to 
try everything. It’s equally difficult to 
picture a totally conservative company 
that would wait for every solution to be 
tested in Europe, Canada and Japan 
before adopting it. I think the right 
balance can be found somewhere in 
between. Each company has to make 
its own choices about where to put 
its money and what ideas to try. And 
you can think about it rationally: some 
things we might be happy to do first, 
because we have the right people, the 
production culture and the processes 
in place. And with other things it might 
be better to wait. Any bartender will tell 
you that the secret to a good cocktail is 
getting the proportions right. A model 
where you say “let’s always be second 
or third and only try out things that 
have already proven successful” is 
a decent, conservative strategy, but 
I fear that this kind of thinking is not 
enough for the modern world. We need 
to know where and how to take risks. 

53

Grigory Fedorishin,
CFO

The world is developing at an 
incredible pace. New industries, 
new production chains and new 
consumers, previously completely 
unknown, are now emerging. 
We need to build a system that 
is prepared for these changes, 
an internal system that can 
adapt quickly and absorb change. 
One of our key competitive 
advantages is our diversified 
business model. We need to make 
sure it stays diversified. Rather 
than taking one big gamble, we 
should be taking many small and 
slightly larger ones to keep our 
options open should the rules of 
the game change.

 

Konstantin Lagutin,
Vice President, Investment Projects:

A new development strategy always 
somehow links in with an increase 
in output. The question is what kind 
of growth this will be and what sort 
of products the market will demand 
in greater quantities. Of course, 
many projects will be focused on 
improving operational efficiency, 
and further improving the quality of 
both the raw materials and the end 
products NLMK makes.

Sergey Filatov,
Managing Director:

With Strategy 2017 we have 
already achieved more than we 
had planned. Five years ago, we 
never imagined that we could 

pick up the pace so quickly. Now 
we have to decide where to go 
from here. Our goal is to produce 
products that are in demand on the 
market, while keeping costs low. 
Given the global surplus of steel, 
this will not be easy, not by any 
means. So whoever is first to do this 
will really get first pick of the most 
profitable niches in the steel market.

NLMK GROUP
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NLMK procurement team up  
for "business Oscar"

Veronika Baskakova

Brijesh Garg, Vice President, Procurement, NLMK Group

A fraid to jinx it, they 
kept it a secret. 
Only the select 
group of employees 
entrusted with 

preparing the application knew that 
NLMK Group’s procurement team 
was in the running for the prestigious 
2016 World Procurement Awards. Last 
winter, they started gathering feedback 
from colleagues they had been 
working with for the last several years 
to transform the department, the vice 
presidents and directors of the Group’s 
production divisions. They hoped 
to nominate the company in two 
categories: the Transformation Award 
and the Cross-Functional Collaboration 
Award. Their efforts were not wasted. 
In spring, NLMK Group was announced 
as a finalist in one of the 17 categories, 
the Transformation Award.

An award ceremony was then 
held in London to announce who 
was most worthy of this important 
business prize, as prestigious as the 
Oscars are in the motion picture 
industry. This year there were over 
700 applicants from 31 different 
countries. The procurement team from 
Novolipetsk made it comfortably onto 
a shortlist of 12 companies alongside 

household names like BHP Billiton, 
EY, Husqvarna Group and Rolls-Royce. 
NLMK held out to the last, but in 
the end, it was a team from Australia 
who grabbed the prize. But the 
company still hopes to take home this 
“Procurement Oscar” one day. Onwards 
and upwards!

What exactly has brought 
about such a qualitative leap in 
the procurement service, noted both 
within the Group and internationally?

“Setting up the right procurement 
system has been sort of a journey for 
us,” says Brijesh Garg, Vice President, 
Procurement at NLMK Group. “We 

started out back in 2013, but our 
end goal is still a long way off. 
What’s important is that we haven’t 
been walking this path alone. We’ve 
had international consulting firms 
show us how we should be looking 
at processes and resources.”

Per Kristian Hong from 
A.T. Kearney has some of his own 
observations to share. Just four years 
ago, the procurement service was 
in a sorry state: zero coordination 
between departments, no clear 
procurement strategies, significant 
gaps in process automation and 
an overgrown supplier base. There 
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Now that all the internal 
processes are working  
as they should, we can take  
it up to the external level

the Group’s technical services. “Our 
first step was to correct the mistakes 
that already existed,” says Per Hong. 
“Now that all the internal processes are 
working as they should, we can take 
it up to the external level: relations 
with partners.” This led the company’s 
Moscow office to organize the first 
international supplier conference 
in the company’s history. More than 
70 people were invited, all from 
NLMK Group’s long-standing business 
partners around the world.

“Relationships: that is what the 
world’s best company needs to build 
with its partners,” declared Brijesh 
Garg, seemingly intent on becoming 
close friends with every person in the 

room. “We should be building what 
I’d like to call family relationships. 
That way we can achieve our goal 
to become the best.”

 “We are trying to create a forum 
where we can see how we are viewed 
by others. How we see ourselves is one 
thing, but the way our partners see us 
is something completely different,” 
commented Anatoly Khebnev, 
Deputy Vice President, Procurement. 
“Of course, here you have to stick 
to the principles of openness, 
transparency and democracy.”

These principles form the 
basis of any supplier relationship. 
Ideally you would achieve less of 
a “buy-sell” dynamic, and more of 
a tight, integrated network of close 
relationships, which, like any other 
relationship, requires a certain 
amount of joint effort to maintain. 
Just sitting and waiting for orders 
to come in, safe in the knowledge 
that NLMK is an attractive and 
reliable partner, is not a strategy 
that will benefit both sides. As well 
as improving the quality of supplies 
and services, sellers have been 
asked to focus on other areas of 
collaboration, such as joint product 
development, integration of planning 
cycles and the creation of added 
value. Not to mention a constant 
exchange of information.

“We developed a coherent action 
plan to build relationships with 
suppliers, starting with selecting 
the right people for NLMK Group, 
and going on to ensure that we 
continue to fine-tune our work 

Awards Ceremony, 
2016 World Procurement Awards

NLMK Group suppliers at the Moscow Office on Bolshaya Ordynka Street

was certainly some room for 
improvement. So they decided to stop 
just going with the flow, and start 
optimizing and then automating all 
the key processes, from procurement 
through to payment. That would 
improve the quality of service. Other 
areas where the service could be 
transformed were also identified: 
reducing costs, giving employees clear 
functional roles, and establishing 
proper communication between 

NLMK GROUP



Russia has always appealed to me, 
ever since my childhood. I used to read 
Soviet magazines and got to know 
the culture and people. In many ways, 
Russian culture is very similar to Indian 
culture I came here at the beginning 
of 2012. As soon as I met NLMK 
Group’s CEO, Oleg Bagrin, I could tell 
that this company had great potential 
to become the best in its class, 
somewhere I could utilize my skills and 
experience to create one of the best 
performing procurement organizations. 
So I moved to Russia. 
   
Challenges at work
In procurement, it is very rare to have 
two days the same. There are always 
challenges, whether it is manufacturing, 
logistical or macro issues such as 
the influence of the weather on the 
timely delivery of materials. It is 
this variability and the challenge of 
managing it that gives me enough 

oxygen to give my best, day after day. 
My motto is: “Be better, reach higher, 
and make a positive impact every day.”

The team 
I appreciate it when someone comes 
to me with a problem and understands 
that there could be several ways to 
solve it, rather than someone who 
always finds a reason to complain. 
I really appreciate the support of 
my team. They have accepted and 
managed the transformation of 
procurement over the last four years. 
There has never been a time when 
we have not been implementing 
something new. I am happy that my 
team understands what is expected 
from them and they are very motivated 
to deliver their best. After all, there is 
still plenty of room for improvement 
before we can achieve our primary goal 
of becoming the best procurement 
service in the world. 

Brijesh Kumar GARG 
Vice President, Procurement 
NLMK Group

with suppliers. Now we are able to 
exchange information quickly and 
accurately,” said Svetlana Lapkina, 
Director of NLMK Group’s Procurement 
Center of Excellence. “Suppliers can 
view all of the Group’s procurements 
online, providing they are qualified to 
do so.” There are also plans for another 
innovation, a procedure for assessing 
supplier performance, which involves 
five criteria ranging from the accuracy 
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Working in Russia 
Of course, no matter what country 
you work in, there are going to be 
differences. In Russia, paperwork and 
signed documents are an essential 
part of the working culture. There is 
a little faith in unsigned documents or 
official emails. This may be necessary 
in some specific cases, though on 
the whole, official emails should really 
be acceptable. But when you give 
a written order, you can be sure the 
workers will give it 100%. What I like 
most is that they make the workplace 
fun by celebrating everyone’s birthday 
and every event of the year. They love 
to have fun! 
 
Living in Russia 
Living in Russia, with its strong cultural 
vibrancy, is an experience in itself. In 
Moscow you can never get bored – 
there is always something happening 
and the city never sleeps. On weekends, 

city walks around Moscow are my 
favorite. The air is filled with energy 
and excitement, especially at night. 
The churches with their onion domes 
make the city so colorful. I have 
already grown used to Russian food. 
I like okroshka (a cold soup), bliny 
(pancakes) and kvass  
(a fermented drink).

Learning Russian 
At work I speak a mix of Russian 
and English: something like 80/20. 
I am still learning Russian. I can 
speak Russian much better now, but 
I cannot write it well. Initially I found 
it easy and picked up the words 
needed for basic conversation, then I 
gradually learned the technical terms. 
The most difficult part is using the 
right endings for the verbs. Though I 
still have an accent, I mostly talk to 
local people in Russian, which helps 
me develop a connection with them. 

and speed of deliveries to the 
development of joint initiatives. Anyone 
who can rack up five points in this 
system will be awarded the title of Best 
Supplier. These standout partners will 
eventually form NLMK Group’s strategic 
partner base: a group of sellers with 
which the Group has both a pleasant 
and a profitable relationship.

“Procurement is our core 
competence. We have a big 
program to push procurement 
forward. We are always 
on the lookout for new 
opportunities”

This revolutionary collaboration 
scheme melds perfectly with 
the company’s new strategic 
direction, since one of its benefits is 
that it will lead to more productive 
relationships with partners, both with 

the consumer at the final stage, when 
the product is ready for sale, and with 
the supplier at the very beginning of 
the process, where NLMK Group is 
in the role of the buyer.

“What do I think about having 
a relationship with NLMK? I think we 
can do it!” says Erik Zobec from Seven 
Refractories, breaking into a smile. 
“NLMK is one of our partners. We 
have a few ideas that we would like 
to put forward, and we are sure that 
they will give a real positive boost 
to our relationship.”

A collective brainstorming session 
has been planned for early 2017, 
bringing customers and technical  
experts from within the Group 
together with suppliers.

 “We have realized that 
procurement is our core competence 
and handing it over to someone else 
or, worse, excluding it completely will 
do us serious harm,” explains Anatoly 
Khebnev. “So we are investing quite 
a lot. We have a big program to push 
procurement forward, and a lot of 
projects on the go. We are always on 
the lookout for new opportunities.”

Brijesh Garg shows the audience 
the final slide of his presentation.  
A rocket takes off, leaving the charts 
and graphs below. The interpreters 
had been trying to capture every word 
of the Vice President’s speech, but 
here no words were needed: NLMK 
Group’s procurement team  
is ready to reach new heights. 
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Anatoly Khebnev, Deputy Vice President, 
Procurement
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Competition

NLMK Lipetsk wraps up the video greeting relay
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HI, TEAM!

Competition

T he competition that whipped 
every NLMK Group site into 
a frenzy has come to a close. 
The finalists, selected from 
across NLMK Group, gathered 

at an awards ceremony in Lipetsk to find 
out who would take home the grand prix 
in the video greeting relay and win the trip 
to the Group’s international facilities. 

"This competition was like a button. 
We pressed it without really knowing what 
it would lead to… " said Head of Public 

Relations Sergey Babichenko, "We thought 
we would get a response from a dozen 
people. But instead we ended up with an 
avalanche of video greetings!"

The idea was simple: you had to make 
a video saying hello from one NLMK 
Group company to another. However, the 
organizers couldn’t have imagined how 
inspired NLMK Group employees would 
be by this opportunity to reach out to their 
colleagues around the world. The "We are 
one team" corporate flash mob  brought 

together more than 400 participants from 
40 companies, including in Europe, the US, 
Brazil and Peru.

All of the participants tried to ensure 
their video was memorable and stood out 
among the rest. Greetings were sent from 
under water, from up in the air and from 
mountain tops. Together with colleagues 
and loved ones. Some with the help of 
professional cameramen, others were 
filmed on mobile phones. It was a real 
explosion of creativity and emotion.

Expert Council GRAND PRIX (the expert council was made up of vice presidents, directors, department 
heads) and a gift certificate for a trip to Verona – Nadezhda Moiseeva 

"Best Dancer" – Kirill Stikheev

“The Future of the Company" –  
Maksim Bessonov from Kaluga 

"Dream Team" – NLMK Strasbourg 

"Factory-band" – NLMK Kaluga team

Editorial GRAND PRIX and a gift certificate  
for a trip to Russia - NLMK Clabecq

A FULL LIST  
OF WINNERS

"I still can’t take it all in!" said 
Nadezhda Moiseeva, who became 
one of the grand prix winners for her 
video which she recorded from the 
top of Mount Elbrus. "Of course, I was 
desperate to win, I took ages choosing 
what to wear for the ceremony. Going 
to Verona is a dream come true, I can’t 
believe it!"

Competition winners were presented 
with the main prize: the opportunity to 
say hello to their colleagues overseas in 
person. Nadezhda is going to visit NLMK 
Verona in Italy. A team of engineers 

NLMK GROUP

Greetings from the USA: Bernard Robins, Philippe Hernaut, Louis Bolen and Joseph Clark 

The corporate flash mob 
brought together more than 400 
participants from 40 companies

#teamNLMK

From NLMK Strasbourg to NLMK Lipetsk 

and lawyers won a trip to NLMK 
Dansteel, they received the audience 
choice grand prix. NLMK Novolipetsk 
can’t wait to meet the participants 
of the Women of Clabecq’s video 
greeting, our third winner.

The relay was conceived as 
part of a large-scale PR campaign. 
When the companies of the Group 
you work for are scattered across 
the globe, it’s important to realize 
that you and your colleagues share 
the same goals and that you are in 
it together. 



Событие

Тhis is a real first in NLMK 
history. We have received 
all kinds of prizes in our 
time, but for a steel 
company like NLMK to 

receive an award at Cannes is really the 
stuff of our wildest imagination. Granted, 
we weren’t competing against the likes 
of Spielberg or Tarantino. The Cannes 
Corporate Media & TV Awards is an 
international festival specifically for 
corporate films and documentaries. 
Within its field, the awards have the 
same sort of prestige as, say, the Cannes 
Lions have in advertising. They have 
their own red carpet, their own black tie 
award ceremony, and the same heartfelt 
emotions. Nobody wants to leave 
the Côte d'Azur empty handed.

NLMK Group Press Secretary Maria Simonova at 
the awards ceremony

60

NLMK Group was awarded 
a Silver Dolphin at the Cannes 
Corporate Media & TV Awards for its  
#teamNLMK media campaign 
in support of its film Fusion 

NLMK at 
Cannes! 

In Frame

We were nominated in the 
Integrated Communication category, 
where the jury assessed both our 
corporate film Fusion and the 
#teamNLMK media campaign that 
surrounded it. This included our 
video greetings, our competition, 
the discussion that unfolded around 
them on the corporate website, 
YouTube and on social networks, 
and our newly-launched project, 
#NLMKpeople, about the staff who 
work within the Group.

Our corporate flashmob showed 
just how united our team is, 
despite the fact that many of our 

Watch the winning films in the Winners 
section of www.cannescorporate.com. 
You can watch Fusion on our corporate 
website, or on NLMK Group’s YouTube 
channel.

Still from Fusion

awards ceremony. “The atmosphere 
was electric, like being at the Olympics. 
I had no idea if we would win 
the award until the last moment.”

When NLMK Group was announced 
as the winner, Maria was left 
speechless, overcome with nerves and 
joy. Fortunately, acceptance speeches 
are not part of the ceremonies. “When 
I was standing on the stage holding 
the Silver Dolphin to my chest, the first 
thing I noticed was how heavy it is! 
Five whole kilos! And it would be up to 
me to get it back to Moscow. What if it 
wouldn’t fit in my suitcase?”

Every single person who 
participated in our video greetings 
relay can claim ownership of our 
Cannes Silver Dolphin. A piece of 
its silver is in the badges given to 
all competition participants. And 
fundamentally speaking, this is an 
award for all of the Group’s employees. 
After all, we are team NLMK! 
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employees do not work side by side, 
but are scattered across more than 
20 companies in seven countries. 
The thing that unites us is our 
common goal to be the best at what 
we do.

It was this high level of integration 
that was recognized by the jury, which 
included Oscar and Emmy award 
winners and prominent corporate 
media experts. “I don’t envy them. 
There were really a lot of worthy 
projects out there. It must have been 
a tough call,” said NLMK Group’s 
Press Secretary Maria Simonova, 
who represented Team NLMK at the 



Belukha Mountain (4,509 meters) is 
the highest point in Altai. Conquering 
this peak is a serious achievement for any 
climber. Blanketed in year-round snow and 
glaciers, it is far from the most welcoming of 
destinations. But a team of our colleagues 
chose this peak as their first challenge
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Roman Velikansky, Alexander Umanets, Andrey Veliksarov 
 and their instructor (left to right) on their way to the summit

A single
team

Ambitious? Definitely. But 
the difficulty made the experience 
more vivid and gave them a chance 
to learn more about themselves. 
They say that you climb up 
a mountain one person, and come 
back down another. Alexander 
Umanets (Head of HR and Social 
Policy at Altai-Koks), Roman 
Velikansky (Head of HR and Social 
Affairs at Stoilensky) and Andrey 
Veliksarov (Head of HR at NLMK 
Long) told us about their ascent.

HOW THE IDEA CAME ABOUT
Alexander Umanets: We first had the 
idea of climbing Belukha last year. We 
wanted to discover a part of the Altai 
Mountains that few tourists ever see.
Andrey Veliksarov: It was only really 
when I got back down that I could put 
into words why I did it. I wanted to 
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The frequent and unpredictable 
changes in weather, the lack of oxygen, 
constant thirst and physical exertion, 
all with a 20 kilo backpack on your 
back – it was tough. The terrain also 
changed all the time, from flat surfaces 
to steep slopes. We needed all sorts 
of gear to climb: ascenders, ice axes, 
crampons, figure-eight descenders. It 
was an emotional rollercoaster, too. I 
went from indescribable delight to total 
despair, when I felt I no longer had the 
strength to go on.
Alexander Umanets: The ascent 
was hard, but so was the descent: we 
were knee-deep in snow, sometimes 
even up to our chests. When we got 
back to the summit camp at Bolshoye 
Berelskoye Sedlo, there was a blizzard 
worse than any I’d ever seen before. I 
was expecting our tent to be not just 
buried in snow, but blown away. Things 
were calmer by the morning, but our 
camp had become unrecognizable, like 
in one of those terrifying movies about 
climbers left frozen in the mountains. 
We dug out the tent, had some food, 
and headed off back to the Tomsk base 
camp. That wasn’t easy, either, but it 
was a piece of cake in comparison.

STRONG IMPRESSIONS
Andrey Veliksarov: I discovered 
many new things. The indescribable 
beauty of it all: the mountains, 

go back to Altai to see my friends, put 
my body through some physical and 
psychological stress, and experience 
the complete absence of comfort. 
And I couldn’t miss the opportunity to 
climb up to the highest point in Altai. 
I’m new to mountain climbing, so it 
was an ambitious goal.

AN ENCOUNTER WITH THE 
MOUNTAINS
Roman Velikansky: They say that 
mountains are a test of the spirit. 
We think that we conquer them, but 
it is really they who conquer us. I’m 
convinced of that now. It is difficult 
to put into words what I experienced. 
The ascent was not just a physical 
challenge, but also a test of my inner 
strength. Of course I was struck by the 
beauty of the mountains themselves: 
their power, immense tranquility 
and silence. I can still picture the 
breathtaking views from above the 
clouds. You get this sense of freedom 
and flight, which gives you such drive 
and adrenalin, as if the world is there 
at your feet, ready to do your bidding.
Alexander Umanets: We started our 
journey from the Tomsk base camp. 
The camp is an intermediate 
staging post at an altitude of 3,000 
meters. Climbers continue on to the 
summit from there. It’s a unique, 
beautiful, even eerie place: a ravine 
surrounded on all sides by mountains. 
Experiencing the temperature drop 
from 30°C down to freezing in a 
matter of hours is a very strange 
feeling. At night there was heavy 

rainfall, but still, the next morning, 
we left behind anything we didn’t 
need and moved out across the Arbuz 
Glacier towards the Delone Pass.

PUSHING THE LIMITS
Alexander Umanets: To be honest, 
when we reached the pass, my first 
instinct was to turn around and head 
back. We were faced with a sheer wall, 
a 45 or 50–degree incline, 350 meters 
long. I still remember the words of our 
guide and instructor Aleksey Akhatov: 
“Mountains are at the limits of human 
capability.”
Roman Velikansky: The climb wasn’t 
easy. Sometimes we were pushed to 
our physical and emotional limits. 
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The climb wasn’t easy

“A unique, beautiful, even eerie place”



glaciers, mountain passes, crevices, 
and the clouds, first above you, then 
below you. But most of all, it was 
the quiet. All we could hear were our 
own monotonous footsteps and the 
rustling of our clothes. When you 
find yourself in an unfamiliar or even 
extreme situation, you lose a lot 
of your preconceptions. Your brain 
and body start working differently. 
You realize you can give your body 
commands and control it. The night 
before we headed up the mountain 
I had a fever. I took some medicine 
and I started to get upset, but then I 
told myself firmly that I would go up 
that mountain even if I did have a 
temperature. I went to sleep, and in 
the morning I was just fine.

WHAT THE MOUNTAINS CAN 
TEACH US
Alexander Umanets: After the trip, I 
realized that what you do in everyday 
life is nothing compared to what can 
actually happen to you. I’ve learned to 
be more relaxed about the little things 
that sometimes seem like really big 
problems.
Andrey Veliksarov: It’s possible to 
view this climb as a project much 

like those you face at work. There is 
a goal, there’s a responsible person, 
there are resources, deadlines, risks, 
there’s the “short rope” principle 
(when climbing in a team, your 
speed is equal to that of the slowest 
member). When you reach your goal, 
you always feel a sense of inspiration, 

no matter what the project is. But 
our euphoria on top of Belukha only 
lasted five minutes, and then we set 
ourselves a new goal: returning safely 
back to base. This potential is one 
that people rarely use in practice.

“IF YOU REALLY WANT TO KNOW 
A PERSON, TAKE THEM TO 
THE MOUNTAINS”
Roman Velikansky: The mountains 
made my relationship with these guys 
much stronger. I would trust them 
with my life! We were already friends 
before this, but climbing brought us 
a lot closer. It was something more 
than just giving each other a helping 
hand. We felt some kind of spiritual 
connection and unity, and were 
always ready to support each other, 
even if just with a word, or a joke, or 
a simple glance, or even by saying 
nothing at all. That kind of thing 
means a lot in the mountains. It 
often gives you more strength than 
physically resting.
Andrey Veliksarov: Active tourism 
and mountain climbing were 
completely new to me. I had to learn 
as I went along. It was great that my 
colleagues – and close friends – were 
there to support and help me.
We are one team, after all. 

Our People

Around Belukha

Andrey Veliksarov at the summit of Belukh

64



MEDIA.NLMK.COM

A video gallery,
corporate movies

and visuals
of production

processes

Professional
images for your
presentations

More than
3000 

photographs 
from NLMK 

Group facilities 
worldwide

NLMK GROUP'S MEDIABANK



Keep in touch: press@nlmk.com

Follow us on 
social media




