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Key Concept PBF Brochure, Ad and Film

This low-cost, one-color brochure was simple, but very effective in conveying the 
totally-new concept of inside blasting and reclamation for environmental and economic 
reasons.  The target market, after all, consisted of engineers and contractors.  The ad, 
modeled after the brochure, ran in international publications for two years. The “Key 
PBF” brand was further promoted with a closed-loop film used by the company 
salespeople around the world for 12 years.

In the mid 1970's, dust from outdoor sandblasting was becoming recognized as an 
environmental problem nationwide. Fabricated steel always requires surface preparation 
before final use, but no company had yet come up with a feasible and affordable 
solution for in-the-field, jobsite sandblasting. Key Houston was the first company to 
create an affordable, Portable Shot Blast facility (PBF) that could be transported to a 
jobsite on a flatbed truck, installed in a single 8-hour shift, allowing the contractor to 
process sheet steel onsite with complete recovery of the spent shotblast material. 

Companies that purchased the product found an added advantage: they could reuse 
much of the shotblast up to 200 times, instead on only once, as was the case with open 
blasting. Marketing this totally new concept to an entrenched marketplace of 
international contractors was Emerson Brantley's first task as Marketing and 
Advertising Director with Fruehauf’s Shipyards Subsidiary.








