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The beginning of a
new year is a good time
to not only reflect on the
past year, but also
to consider aspirations
for the road ahead. We
thought it would be a
good idea to give you,
our friends and custo-
mers, some insight
into CSPI’s reflections
and aspirations. Below,
you’ll find a list of the
six achievements we’re
most proud of for 2006,
and our top seven aspi-
rations for 2007.
Six Achievements of 2006:
1. Health, Safety & Environmental
Stewardship – CSPI is very proud of
the strides we’re making in the realms
of health, safety and environment.
In 2006, CSPI employees reached
2.5 years without a recordable injury
or event, and we’re planning on con-
tinuing the streak!We are also pleased
with our efforts in reducing product
spills and reducing waste generation.
In 2006, CSPI reduced our spill vol-
ume an amazing 84 percent, and
reduced our waste generation by 33
percent.
2. Progress in Equipment Reliability
– CSPI successfully implemented an
important update to our injection

equipment. Once the potential up-
grade was identified, a dedicated
team was set in motion to manage the
equipment change-out and train cus-
tomers on maintenance.
3. Success in Multiphase Appli-
cations – Our customer base in multi-
phase applications has grown with
the proven success of Liquid-
Power™ Flow Improvers in multi-
phase pipelines. CSPI’s modeling
capability is able to accurately predict
potential success.
4. Rigorous Intellectual Property
Program – At CSPI, we’re staunch
protectors of our intellectual property
for the benefit of our business and our
customers’ interests. In 2006, we
worked hard to thoroughly defend

and maintain our patent
protection, while develop-
ing innovative technology
to further expand our
patent portfolio.
5. Expanded Product and
Service Portfolio – 2006
was an idea-generation
year at CSPI.We researched
new, potential products
and enhancements to our
service offerings. Many of
our customers will reap the
benefits of our enhanced
hydraulic modeling capa-
bility in 2007 as well as
product enhancements.

6. Global Reach – In 2006, CSPI found
new opportunities all across the globe
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You Heard it Through the Pipeline
Meet Robert (Bob) Rhoades!

We hope you enjoy this issue of The Flow Informer. If you would like to be added or removed from our distribution list,
please contact Monica Silva at Monica.Silva@ConocoPhillips.com. Feel free to also contact Monica with story ideas,

feedback or comments. All issues of The Flow Informer are available on our Web site, www.LiquidPower.com.

In this issue of The Flow Informer,
Robert Rhoades, Western Hemisphere
Sales Manager, contributes to “You Heard
it Through the Pipeline.”

In late 2006, I changed roles in
CSPI from the Sales Team Lead for
Refined Products Applications and
Latin America, to Manager of Western
Hemisphere Sales. This year, I look
forward to meeting more of you, and I
also look forward to learning more
about your applications and flow
improver needs.As a heritagemember
of the CSPI Sales Team, we plan on
continuing to deliver the high-quality
service and superior flow improver
products your company has come to
expect, while also discovering how
our products can bring you the great-
est value.

In my 23 years with various
ConocoPhillips’ businesses, CSPI has
been the most unique business in
terms of overall customer value, sup-
port services and product develop-
ment. Every customer relationship is

unique – each based on a
variety of flow improver
needs. These needs present
a growing complexity
throughout the life cycle of
a pipeline and its opera-
tions. Some of the needs
stem from pipeline design
limitations, increasing
power costs and regula-

tions, safety and environmental chal-
lenges, and changes in fluid types.

Many customers choose to maxi-
mize flow improver performance year-
round, while others choose to balance
maximum flow rates and power opti-
mization under seasonal conditions.
All of these hydraulic scenarios
(predictions) require a high level of
sophistication between the customer’s
control room and CSPI’s engineering
support to ensure accurate and reliable
flow performance. Some customers
are so sophisticated that they monitor
flow rate against a flow improvers’
percent drag reduction and injection
rate (ppmv). This allows them to look
deep into the flow improver’s ability
to sustain a consistent level of per-
formance. Any significant variation
could mean large deviations in flow
rates and power consumption.

In our business flow rate is king,
but power optimization presents a
growing level of sophistication when
optimizing flow rates seasonally.

Whether it’s to bypass high utility cost
pump stations, or to shave off peak
demand charges, any significant flaw
in flow improver performance in any
given day could result in setting a high
monthly demand rate for the entire
year. Ultimately, these effects have a
huge impact on the customer’s bottom
line.

Avoiding capital expenditure is
always top of mind for our customers
as well. If you can achieve the per-
formance necessary by utilizing
LiquidPower™ Flow Improvers ver-
sus building a new pipeline, or
installing larger and/or more pumps,
the decision is relatively simple.
CSPI’s product and equipment is a
negligible cost compared to value cre-
ated for your business. With every
unique situation CSPI is committed to
finding the right solution for you.

All of these considerations require
special solutions in order to maximize
value for both parties. Our Sales Team
has more than 30 years of engineering
support service experience to maxi-
mize optimization on each application
with world-class equipment and
supreme product reliability.

We are anticipating an exciting
year with a host of new offerings. If
you should have any questions please
contact me at Robert.W.Rhoades@
ConocoPhillips.com.

-Bob

Birthplace:
Ponca City, Okla., U.S.

Education:
Architecture, Oklahoma State University

Career Background:
Architect, Retail Engineering and
Construction; Consultant, DuPont
Engineering; Manager, Technical Services,
Lubricants
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to bring value to customers.
LiquidPower™ Flow Improver prod-
ucts are used on six continents, in
more than 35 countries.
Seven Aspirations for 2007:
1. HSE Excellence – Continuing to
be a safe and environmentally
responsible company tops our list of
aspirations for 2007. We plan to
improve on our safety record and
continue our focus on finding ways
to be an even more environmentally
friendly business.
2. Customer-Focused Solutions – In
2007, CSPI will be searching for ways
to fit customized solutions to our cus-
tomers’ needs. We want to present
our product and equipment offerings
in ways that will bring you and your
business the most value.
3. Supreme Customer Service – We
plan to reevaluate CSPI’s customer
service in 2007 with a customer
satisfaction assessment. Once con-
ducted, we will weigh the results
against the findings of the 2004 sur-
vey, to ensure optimum service for
our customers. Your candid feedback
will be appreciated.
4. InnovativeMarket Offerings –We
want 2007 to be a year of advanced
flow improver offerings. We have an
efficient product development and
commercialization process in place to

bring you the most innovative flow
improver solutions quickly. We’re
raising the bar of innovation.
5. Setting a Standard inQuality –We
value quality highly at CSPI, and we
think you should too. We refuse to
offer goods and services that are of
mediocre standards. Whether it’s our
products, equipment or people, we
will strive to increase your expecta-
tions of flow improver providers,
including ourselves.
6. Operational Excellence – In 2007,

we’ll look for ways to further stream-
line our manufacturing, logistics and
raw material management, all in an
effort to increase the efficiency of our
organization, ultimately benefiting
you.
7. Striving to be a Learning Organ-
ization – In 2007, CSPI will make
learning a top priority. We want to
learn from our customers, our em-
ployees and the communities we
serve on the issues that matter to you
most.
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New to CSPI:
� Gregg Belcheff – Gregg is

the Manufacturing Manager at
the LiquidPower™ Flow
Improvers plant in Bryan,
Texas

� Ksenia Beloblotska –
Ksenia is located in CSPI’s
Moscow office. She is the
Office Coordinator

� Jen Dees – Jen is the
Technical Service Engineer for
Refined Products Applications.
She offices in Houston

� Phil Ellis – Phil is a
Field Service Representative,
serving the Southwest U.S.

� John Gorman – John
started his role as Field
Service Representative in
January, serving customers in

the Western U.S.
� Kim Minton – Kim, also in

Houston, joined CSPI in
October as Director of Finance

� Julia Odeski – Julia
officially joined CSPI in the fall
of 2006. She is an administra-
tive resource at the
LiquidPower™ Flow Improv-
ers plant in Bryan, Texas

� Valerie Uder – Valerie is
located in Ponca City, Okla.,
and serves as a staff engineer,
focusing on product quality

� Darren Wyatt – Darren is
the new Manager of Marketing
and Business Services, located
in Houston

New Roles:
� John Gillespie – John is

the Sales Team Lead for
Refined Products Applica-
tions and for Latin America
customers. John relocated
from CSPI’s Brussels office
to Houston

� Glenn Henneke – Glenn
is now the Field Service
Representative serving all
Southwestern U.S. cus-
tomers

� Bob Rhoades – Bob is
now the Manager of
Western Hemisphere Sales,
located in Houston (see page
2 for more on Bob)

� Doug Stover – Doug
kept his role as Field Service
Representative, but now
supports ConocoPhillips
accounts

New Faces,
New Places
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