
Having built its reputation for 
structural steel fabrication on years of 
strong performance, Suncor has pro-
vided structural steel to many indus-
tries and buildings. Over the years, the 
company has worked on everything 
from shopping centers, offi  ce expan-
sions, airport expansions and schools 
to medical buildings, industrial build-
ings, offi  ce buildings and beyond. 
 For decades, Suncor has been 
providing structural steel products 
throughout the United States. Found-
ed in 1992, Suncor is a structural steel 
fabricator that has offi  ces in Hiale-
ah and Longwood in Florida and De 
Forest, Wis. Additionally, Suncor 
spawned an off shoot operation, Na-
tional Metals, in June 2009. National 
Metals handles the manufacturing of 
specialty metal products. National 
Metals LLC is certifi ed by the Ameri-
can Institute of Steel Construction.
 Although Suncor looks to do busi-
ness in many regions, much of its 
work takes place in Florida. To build 
its presence, the company puts a 
great deal of emphasis on sales and 
getting its name out in to the markets 
so it can establish relationships with 
more customers.
 “Once we are able to secure a con-
tract on a new project, we have to 
prove that we have the performance 
capabilities,” President and majority 
stock holder Doug Kuiper says. “We 
can bond jobs of up to $15 million now, 
which has allowed us to get involved 
with larger customers and projects. 
The new relationships evolve in many 
diff erent ways but once we see the 
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Established Expertise
diversifying its customer base and building new relationships helps 

suncor and national metals fi nd and pursue growth. by eric slack

suncor fabricates structural 
steel products, and its off shoot, 
national metals, manufactures 
specialty metals.
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ships that are new, and continue to build on the relationships with the companies we’ve worked with.”
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door crack open, we seize the opportunity to negotiate 
these new and interesting projects. Right now, we are moving 
in the right direction.”

Spreading its Wings
In the past, much of Suncor’s business was taking place in 
the public education sector. Up until around 2010, the edu-
cation market was as high as 90 percent of its business. The 
public school market has never made a comeback and now 
represents only 20 to 25 percent of Suncor’s projects. To 
compensate, Suncor is ramping up activity in many differ-
ent industries and has built solid relationships with several 
new general contractor and development firms. 
 “We are now building more charter schools, casinos, air-
ports, train stations and hotels than we have in the past,” 
Kuiper says. “We are also currently installing a substation 
with Florida Power and Light, so we are currently providing 
our structural steel products in many different sectors as 
compared to six years ago.
 With much of its work currently taking place in Florida, 
Suncor has executive supervisors who regularly visit and 
monitor the various projects throughout the state. To build 
its business in Boston – where Suncor has been working at 
Logan Airport – the company has built a strong relation-
ship with a Boston-based union steel erector that works as 
a partner with Suncor and assists in monitoring projects. 
 “When we first booked the current airport job in Boston, 
we were meeting with our customer and the owner’s repre-
sentatives regularly but once the project was ready to actu-
ally commence, our erector helped us with most of the on-
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site communication,” Kuiper says. “We also reverse the 
contract structure for certain types of jobs. Normally, the 
on-site installer works as a subcontractor to the fabrica-
tor but on projects that are more labor intensive, Suncor 
works as the supplier and the installer takes the lead role. 
Once you’ve done a couple jobs together, you get to know 
each other and start to build that relationship.” 
 Other areas that Suncor has focused on include en-
hancing its internal operations. The company has invest-
ed in the Tekla BIM system, for example. Suncor knows 
that BIM capabilities are essential in the modern world, 
which is why Suncor has invested in tools for creating 
shop drawings that go far beyond the old days of manual 
drawing, 2-D AutoCAD drawings and into 3 dimensions. 
 “Our Tekla system was a pretty big investment for us to 
build that, and our BIM manager has been here for sever-
al years helping us to upgrade our technology in drafting, 
modeling and more,” Kuiper says. “We’ve also purchased 
new fabrication equipment that is in sync with our 3-D 
modeling software. For example, we have made larger 
financial investments in an automated drill line that is 
driven by the Tekla system. Since we have invested in 
new computer driven equipment, we have removed most 
of the risk of human error.”

Continued Evolution
Since Suncor has many newer relationships with some 
of the nation’s most significant construction compa-
nies, one of its main goals is to continue to build on these 
growing ties. Kuiper says relationships are built by work-

ing with a customer and determining if the relationship 
fits everyone’s needs. If it does, positive word of mouth is 
generated and new contract opportunities emerge. 
 “We want to build on those relationships that are new, 
and continue to build on the relationships with the com-
panies we’ve worked with for years,” Kuiper says. 
 Suncor understands that it can take years to develop 
truly lasting relationships. But in the aftermath of the 
2008 recession, Suncor has rebuilt its business back to 
where it was in the pre-recession period. The company is 
now in a controlled growth mode, which means solidify-
ing new and existing relationships as the company looks 
to continue on its strong upward path. 
 “Our business model does not include a plan to be the 
largest steel fabrication company, as too many layers of 
management would be required to maintain control of an 
entity like this. We prefer to be large enough to handle the 
interesting and higher profile projects but small enough to 
maintain control so as to maintain our reputation for qual-
ity and timely delivery of our products, ” Kuiper says. mt

suncor keeps busy by work-
ing on projects for a diverse 
customer base.
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