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EDITORIAL

Monica Pfarr 
Executive Director, 
AWS Foundation

Growing Talent in the Welding Industry
Recent headlines about reshoring, supply chain woes, the Great Resignation, and the infra-

structure bill, to name a few, have one thing in common: the continued — and growing — demand 
for labor in the United States, especially in the manufacturing and defense sectors.

For many years, the American Welding Society (AWS) Foundation has provided projections on 
the need for welding professionals, and the current estimates remain daunting. It is expected 
that more than 84,700 welding professionals will be needed annually over the next three 
years. To better shine a light on this data, the AWS Foundation launched a new website in 2021:  
weldingworkforcedata.com. The website is the go-to source for welding workforce labor sta-
tistics and the North Star that will guide our efforts to support the welding industry through 
education and workforce development. The site provides the most up-to-date projections and 
data related to workforce demand, pay, education, and demographics in the welding industry.

The AWS Foundation (aws.org/foundation) remains committed to encouraging people to see the 
opportunity of a career in the welding industry and to supporting their path in achieving that goal.

2021 was another banner year for the AWS Foundation. We awarded nearly $1.7 million in 
scholarships, $500,000 in grants to welding schools, and $140,000 in graduate-level research 
funding. After being canceled in 2020, the Careers in Welding Mobile Tour resumed in 2021, 
making stops at 14 events in 13 different states and welcoming more than 21,000 people aboard 
to experience welding and learn about its many career opportunities.

We continued to promote welding careers through social media and digital platforms, 
including the ARCademy YouTube series, Women in Welding virtual conferences, and collabo-
ration on the Netflix show Metal Shop Masters, which features the AWS Foundation’s very own 
Stephanie Hoffman as one of the show’s judges. These milestones were also covered in the  
Welding Journal. Careersinwelding.com remains the go-to source for information on careers, 
salaries, educational opportunities, and more. We continue to add content with resources tailored 
to different populations, and site traffic grew 44% in one year. In April 2022, in conjunction with 
National Welding Month, we launched our new Metal America video series highlighting unique 
careers and companies in the welding and metal fabrication industries. 

While the AWS Foundation’s board of trustees took time to appreciate these accomplishments, 
most of its attention remained on the future. The board of trustees meeting in September 2021 
resulted in the biggest expansion of scholarship programs in the history of the Foundation. 
These new investments, which will grow scholarship awards to more than $2 million annually, 
provide even more funding to the nation’s welding students, helping to grow the pipeline of 
talent entering our industry.

And this is just the beginning. The AWS board of directors, which has helped drive the growth 
of the Foundation over the past decade, approved a proposal to invest 80% of AWS’s annual 
surplus in AWS Foundation programs. This increased funding will allow the AWS Foundation 
to continue expanding its support for welding education while also opening the door for new, 
groundbreaking workforce development initiatives.

While 2022 promises continued challenges as we emerge from the pandemic, we know there 
will be a commitment to repair our infrastructure and make things with our own hands here in 
the United States. We must be prepared to support the reindustrialization of America, promote 
careers in manufacturing, and put a focus on training and educating the next generation of 
leaders for our industry. Welding is essential and so is the mission of the AWS Foundation.  WJ  

“We must be 
prepared to 
support the 
reindustrialization 
of America, 
promote careers 
in manufacturing, 
and put a focus 
on training and 
educating the 
next generation 
of leaders for our 
industry.”
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History through Advertising:  
100 Years of Welding Journal Ads

The Welding Journal has 
been published continuously 
since January 1922. Through 
the decades, it has covered 
welding history, events, and 
achievements. This month, in 
honor of our 100th anniversary, 
we’re looking back at how 
advertisements in the Journal 
have reflected history and 
changed over the course of a 
century.

The first Welding Journal 
advertisements ran in the 
February 1922 issue. 

1920s

1930s 1940s

During the Great Depression, 
advertisers focused on being 
thrifty and resourceful. In this 
December 1932 ad, The Linde Air 
Products Co. encouraged readers 
to restore parts and save on 
operating and maintenance 
costs.

Many advertisers in the 1940s 
were dedicated to World War II 
efforts. In this advertisement 
from Bell Telephone System 
that ran in 1943, the company 
asked customers to please not 
tie up long-distance phone lines 
after 7:00 p.m. so that service 
members can get through.

Comic strips were often a popular style of advertising in the 1950s. This 
April 1950 ad was for welding electrodes.

1950s

BY CINDY WEIHL



Created during an advertising 
era that often portrayed women 
as homemakers, this August 
1962 ad from General Electric 
not only featured a woman 
inspecting a tube stem, but also 
used the tagline “Progress is Our 
Most Important Product.”

The 1970s and 1980s saw more 
working women and dual-income 
households. This September 
1986 ad urged AWS members 
to protect their two-paycheck 
family by purchasing life 
insurance. 

As internet usage became more popular in homes, advertisers started 
directing consumers to their websites for more information on 
products. This two-page spread in the January 2000 issue encouraged 
readers to explore The Lincoln Electric Co.’s website.

1960s

1970s/1980s

1990s/2000s

Present Day

The copy-heavy ads of years past are rarely seen in today’s print 
advertisements. Instead, as seen in this April 2022 ad, advertisers 
prefer to let photos do the talking and prompt readers to their website 
or to call and learn more.
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Lea Owen
“The efficiency of how we get ads ready for print is an 

area where things have changed significantly over the 
years. We used to call advertisers three weeks out [from 
publication deadline] for ad material, which at that time 
was film (one piece of film to up to five pieces for color 
ads). We’d have to ship that film to the printer, often via 
overnight delivery, which can be expensive. Once at the 
printer, they would drop the ads in the layout and mail the 
company blue lines [a printed proof] for approval to print.

Currently, a production person is calling and/or 
emailing advertisers one week out for ad material. The 
companies email the ad in TIFF, JPEG, or PDF format, 
and our in-house production managers place the ad into 
layout. The ease of creating and sending ads nowadays has 
helped smaller companies venture into doing their own 
advertisements, especially with computers being more 
accessible and user friendly. Companies don’t necessarily 
have to pay for an advertising agency to develop photos 
and artwork along with developing the ads. They now can 

learn to design their own, using photos and artwork. With 
computer technology, color costs have been eliminated, 
making it more affordable for companies to advertise in 
color. We now have major cost savings on production and 
time.”  WJ  

Scott Beller 
“I started selling advertising at the Chicago Sun-Times 

newspaper 22 years ago. The internet was in its infancy 
then so that’s by far the biggest change from then vs. now.  
It’s changed how people consume information, especially 
news, which is why there aren’t many newspapers around 
anymore. But more than anything, it’s changed the way 
people advertise and the options available to them. 
There really weren’t many options other than print, direct 
mail, radio, and TV. Now with the internet, you have 
websites, SEO, email blasts and e-newsletters, social 
media, webinars and podcasts, video ads, etc., as well as 
the previously mentioned traditional media options. The 
internet options available now have made it much more 
competitive for advertising dollars.

What has also changed is how people work and interact 
with each other. I used to go on sales calls almost every 
single day. Now, people are much more reliant on email, 
and face-to-face meetings seem to happen less and 
less. Interestingly enough, post-COVID-19 pandemic, 
people seem more appreciative of being able to connect 
in person. I just went to MODEX [a trade show for the 

manufacturing and supply chain communities] in Atlanta, 
and it was the largest and best attended show I’ve been 
to since the start of the pandemic, and people seemed 
really happy to be face-to-face again. Of course, there are 
still many people who like to just do business over email 
without even as much as a phone conversation.”

Welding Journal Sales Reps See Their Way 
through the Evolution of Advertising

Scott Beller

Lea Owen

Print ads may look different than they did 100 
years ago, but their styles aren’t the only things that 
have changed. The media in which companies now 
advertise have grown since print started sharing 
budgets with radio in the 1920s (the first TV ads 
wouldn’t come around until the 1940s). Methods of 

doing business have changed as well. Scott Beller, 
senior sales executive, advertising, and Lea Owen, 
manager, advertising sales operation, American 
Welding Society, share how their advertising sales 
jobs have changed over the years. 

CINDY WEIHL (cweihl@aws.org) is senior editor, Welding Journal.
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Rental equipment can be utilized 
on a job-by-job, as-needed basis 
to eliminate ownership costs.

FEATURE

Sourcing Welding 
Equipment during Supply 
Chain Interruptions



BY STEVEN FEATHERSTONE 

There are no shortage of reasons for the current supply 
chain issues and the correspondent price increases, but it 
would be safe to say that the welding industry has not expe-
rienced anything like this in recent history. For contractors, 
fabricators, and other industry segment personnel who 
perform welding operations, it’s more important than ever 
to consider equipment outsourcing, which can be gener-
ally described as the practice of using third-party-owned 
equipment, whether rented or leased, in place of purchased 
equipment. Equipment outsourcing can enable companies 
to more effectively focus on core competencies and quote 
new business opportunities without worrying about having 
access to the most suitable equipment in readily sufficient 
quantities.

Renting vs. Owning
The basic tenet of rental vs. ownership is the idea of paying 

for equipment use without the complexities and inconve-
niences of ownership. These complexities, which often lead to 
additional costs, are frequently overlooked when determining 
the total cost of ownership. 

To cite a few examples of overlooked ownership costs, 
fleet owners not only have to arrange for back-and-forth 
transportation of equipment to job sites, they also have to 
arrange and pay for storage and servicing of the equipment 
when it’s not in use. If the equipment becomes out of date 
as a result of being superseded by a new product, or if a new 
welding process is required, fleet owners can be stuck with 
obsolete or unsuitable equipment as well as equipment that 
has lost some of its utilization potential.

Additionally, equipment needs can differ depending on the 
welding project and location, so having the ability to source 
different equipment can be advantageous — Fig. 1.

Servicing, troubleshooting, and performing maintenance 
on machines is another challenge of ownership. Equipment 
owners need to be committed to keeping the equipment up 
and running as well as certified or calibrated to meet pub-
lished operational standards.

Renting Stabilizes Equipment  
Costs over Time

Because welding equipment OEMs often have limited 
control over subcomponent costs, the selling prices for 
new equipment can quickly change. In contrast, rental fleet 

operators, for example, who have fleet costs calculated on 
an average basis are able to react to price increases in a 
somewhat more tempered manner, especially when ser-
vice capabilities and other secondary value additions can 
be factored into the pricing formula.

Rental fleet operators have to balance their revenues 
against equipment utilization percentages, and one way to 
do this is to keep rental rates somewhat elastic (compared 
to new equipment selling prices) in response to periods of 
lower utilization. However, rates must be commensurate with 
the ability to sustain and grow the business while providing 
service capabilities that allow operators to depend on the 
supply chain advantages provided by the rental partner.

The relative stability of costs and equipment availability 
sourced from reputable rental partners, as well as the oppor-
tunity to take advantage of other procurement options, such 
as lease programs, has made the viability of these alternatives 
more attractive.

Fig. 1 — Equipment requirements can vary depending 
on many factors, including the availability of on-site 
power. Having the option of switching to different 
equipment, such as the pictured engine-driven 
welding machine, can be advantageous for operators 
who take on a variety of welding tasks.

Using third-party-owned equipment can 
help operators overcome disruptions
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Equipment Leasing
Leasing programs are an outsourcing opportunity that 

allows owners and operators to have welding equipment that 
is up to date and under warranty without having to deal with 
acquisition and disposal costs along with other operational 
challenges, such as equipment repairs and maintenance. At 
the end of a fixed-term lease, equipment is typically swapped 
out with new, fully warranted equipment. This helps the owner 
keep pace with the latest technologies and process capabili-
ties that are often introduced with new replacement models. 
Some lease providers also offer free substitute equipment in 
the event of a failure, so operating costs are constant over 
the term. Leasing can also eliminate the risk of reduced 
production capabilities resulting from extended equipment 
downtime, which can happen with owned equipment that is 
out of warranty.

Used Equipment Purchasing
A source of well-maintained used equipment, as an 

additional alternative to new-equipment purchases, can 
be attractive to the budget-minded operator who wants 
to minimize capital costs without having to worry about 
equipment failure due to improper maintenance or neglect. 
Reputable sellers typically offer used equipment with a war-
ranty period, and optional extended warranties are usually 
available at an additional cost. Used equipment is sourced 
from existing inventories, so there are no delays in getting 
the equipment due to limited availability. From a cost per-
spective, used equipment may also be somewhat less subject 
to price fluctuations compared to new equipment because 
selling price calculations can include the depreciated values, 
not just replacement costs, which can fluctuate in today’s 
volatile supply chain conditions.

Leveraging New Technologies to 
Boost the Welding Workforce

Third-party providers of equipment can often make oper-
ators aware of new or improved ways to perform welding 
operations. As recently introduced technologies become 
simpler to use due to the development of more powerful, 
user-friendly software, which is often accompanied by lower 
purchase prices, the feasibility of trying new ways of per-
forming welding operations is worth considering.

One example of this kind of new technology is the weld-
ing collaborative robot (cobot). A welding cobot permits 
equipment operators to partially or fully transition away from 

Tackling Equipment Supply Chain Issues One Rental at a Time
The following are a few examples of how Red-D-Arc, 

an Airgas company and a provider of welding tools and 
equipment, has sourced rental, lease, and used equipment 
to help operators overcome supply chain issues.

 ■A structural steel erection company in Ohio had an 
immediate need for a replacement when one of its 
welding machines became inoperable and repair costs 
were too high to justify the expense. The lead time for a 
new machine of the same model from the manufacturer 
was about 12 weeks, so the decision was made to rent an 
identical make and model from a rental provider until the 
new machine could be manufactured and shipped.

 ■A fabricator shop in Tennessee that produces 
aluminum truck accessories needed to add two new 
welding machines to its fleet in response to an uptick in 
customer orders. However, a lead time of eight weeks 
for new equipment from the manufacturer would have 
prevented the fabricator shop from increasing its 
production capabilities in response to the demand.  

A local gas distributor was able to promptly source and 
provide the fabricator shop with good-quality used 
equipment that exactly matched its specifications. 
This enabled the fabricator to proceed with production 
without delay, resulting in reduced acquisition costs.

 ■A manufacturer of material handling containers based 
in Indiana was interested in acquiring a collaborative 
robot (cobot) welding system for its business in response 
to challenges being faced in recruiting qualified welders. 
A neighboring company was experiencing the same 
challenges, and after an initial short-term rental of two 
cobots, had switched to a 36-month lease term for both 
of the units. Based on the experience of its neighbor, and 
seeing the cobots in action, the container manufacturer 
immediately placed an order for two cobot rental 
systems. Sourcing equipment allowed both companies 
to address their manpower shortages and step up 
production capabilities.

The basic tenet of rental 
vs. ownership is the idea of 
paying for equipment use 
without the complexities and 
inconveniences of the cost 
of equipment ownership.
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strictly manual processes for some tasks. This is done at an 
affordable cost and in a package that’s simple and safe to 
operate. Various acquisition options are typically offered — 
including rental, lease, and purchase — so operators can try 
before they buy to find out how well a cobot fits their needs. 

Additionally, it’s no secret that welding shops are having 
a difficult time attracting and retaining skilled welders, and 
cobots give welding shops the opportunity to increase pro-
ductivity without increasing the size of their workforces. As an 
interesting side note, people entering the workforce may like 
the idea of setting up and operating cobots via smartphones 
or tablets then letting the cobot do the actual welding, which 
can help with employee retention.

Value-Added Services
A good third-party provider will offer other value-added  

services, such as product and process selection advice. 
Additionally, a good provider will typically offer the benefit 
of factory trained and authorized technicians, which can 
minimize equipment downtime and add the ability to rapidly 
diagnose and correct potentially incorrect welding proce-
dures and practices. Calibration services are also typically 

offered, which can be a requirement for operators to be in 
compliance with regulatory agency requirements.

Over the years, rental companies have continued to explore 
opportunities that maximize the value-added benefits of 
their services. This includes evaluating the current state of 
a company’s business processes as well as assisting with the 
planning, direction, and development of future activities. The 
mutual success of both parties is in the renter’s best interest.

Conclusion
The continued success, or even survival, of companies that 

have had to deal with the challenges of COVID-19, supply 
chain interruptions, and frequent cost increases has made 
it crucial to consider alternative ways of acquiring welding 
equipment. This includes outsourcing to competent third-
party rental or lease partners who are capable of delivering 
welding operations with additional value-added services 
and enhanced technologies.  WJ   

STEVEN FEATHERSTONE (steve.featherstone@airgas.com) is 
vice president of marketing, Red-D-Arc Welderentals, Grimsby, 
Ontario, Canada. 
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